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STORY NATIONAL STATIONERS ASSOCIATION 36TH ANNUAL CONVENTION 
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TO WEBSTER DEALERS — 


Why your Webster Franchise 


is more valuable than ever before 


New packaging. Our five leading brands of 
carbon papers are now packed in new colorful, 
modern boxes. All with new system of related 
numbers for easy identification. 
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2 Millions of sales messages appear regularly 

e in Saturday Evening Post, Time, Newsweek, 
Business Week, and in purchasing, school, and 
insurance publications. 
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3 New window-display unit. A beautiful three 
. 


piece display. Send for it now / 
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4 Prompt deliveries on most regular lines. 
e 


5, YOUR WEBSTER SALESMAN 
Here’s Roy Clarke, Veteran Mid- 
West Sales Representative. He, and 
all other Webster salesmen are al- 
ways ready to cooperate with you. 
These Webster advantages will bring you 
many worthwhile rewards: *% MORE 
SALES % GOOD PROFITS »% SATISFIED 
CUSTOMERS *% MORE GOOD WILL FOR 
YOUR STORE 


F.S. WEBSTER CO. 


13 AMHERST STREET, CAMBRIDGE, MASS. 











{OFFICE APPLIANCES is 
a news and technical trade 
journal, serving the entire 
industry of office equipment 
It covers the manufacture 
and distribution of office 
machinery, office devices, of- 
fice furniture, office supplies 
and the entire range of com- 
mercial stationery. Its com- 
prehensive news reports of 
the industry and its valuable 
special articles upon subjects 
germane to its field have 
given it unusual prestige. It 
serves a clientele composed 
of managers and agents for 
the various office machines, 
devices and supplies, com 
mercial furniture, commer- 
cial stationery dealers and 
many of the largest corpora- 
tions in the United States. 
It also reaches some dealers 
in fifty-four other countries 
who deal in American office 
equipment. 


{No person, firm or corpo- 
ration either directly or in- 
directly connected with the 
industry the journal repre- 
sents, has any share in its 
ownership or voice in shap- 
ing its policy, which has in 
view at all times the best in- 
terests of the field it serves. 
It aims to discuss all sub- 
jects fairly, and to furnish 
its readers reliable informa- 
tion concerning the progress 
and development of the of- 
fice appliance industry. It 
will answer any questions 
germane to its field to the 
best of its ability, and it 
asks its readers in all parts 
of the world to aid it with 
inquiries and suggestions to 
which it will give prompt 
and earnest consideration. 
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Mrs. Charles L. Fortier, Daughter of C. L. Sholes, 
Inventor of First Practical Typewriter, Passes Away 90 


Ransom Works for U. S. in Mexico.. 91 
Huston Makes Long Air Trip.. _ 91 
American Writing Machine Company Gives Old 
Typewriter to Collection 92 
Lowman Reaches 85th Milestone .. G2 
Seitz Opens New Radio Series 93 
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Frey Becomes Old Town Advertising Manager 94 
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{SUBSCRIPTION RATES 
in the United States and its 
possessions and Mexico—one 
year, $2.00; two years, $3.00; 
three years, $4.00. Canada— 
one year, $2.50; two years, 
$4.00; three years, $5.50. 
Foreign — one year, $3.00; 
two years, $5.00. Remit- 
tances may be made by 
personal checks, drafts on 
New York or Chicago, Post- 
office or Express Money Or- 
ders, or in American Postage 
Stamps or currency, if sent 
by registered mail. Single 
copies, twenty-five cents. 

{CHANGE OF ADDRESS. 
Subscribers may have their 
mailing addresses changed as 
often as desired. Notice re- 
ceived before the fifteenth 
of the month will permit 
delivery of next issue at 
new address. Both old and 
new addresses must be given. 
{CONTRIBUTIONS are in- 
vited upon any topic of 
interest to this trade. All 
accepted manuscrips will be 
paid for at space rates. Un- 
accepted manuscripts will 
not be returned unless post- 
age is enclosed by the sender. 
Correspondents should give 
their names and addresses, 
which will be withheld from 
publication if requested. 
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ticles of office equipment 
or directly related products 
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{COPYRIGHT. Contents 
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ADVERTISEMENTS 








These advertisements present the products of the leading manufacturers in each division of the industry. Because of the ground 
for honest differences of opinion, the publishers obviously cannot undertake to guarantee transactions between advertisers and 


customers. 


A 
Acco Products, Inc. 110 
Ace Fastener Corp. 23 
Acme Staple Co. 226 
Acme Visible Records, Inc. 
152, 153 
Aigner, G. J., Co 222 
Allen Calculators, Inc 115 
Allen & Co 209 
Allen-Wales Add. Mach. Corp...225 
Allied Carbon & Ribbon Corp...225 
All-Steel Equip Co., Ine 175 
Amer, Autmtc. Elec. Sales Co...219 
American Hair & Felt Co 129 
Amer. Number. Machine Co. 200 
American Photo Laboratories ..208 
Amer. Writing Machine Co. 112 
Ames Supply Co 195 
Anderson-Hickey Co., Ine 223 
Art Metal Construction Co 141 
Art Steel Co 225 
Automatic File & Index Co. 207 
Automatic Pencil Sharp. Div...215 
B 
Bankers Box Co 124 
Barkley, C. L., & Co 126 
sassick Company 104 
Bates Mfg. Co 125 
Beach Publishing Co. 222 
fjentson Mfg. Co 180 
Better Packages, Inc 222 
Bickett, L. M., Co 192 
Bolens Products Co. 113 
Bright Chair Co 196 
Bristow, Stanley R 224 
British Stationery Exporter 
Browne-Morse Co 226 
Brush-Punnett, Ine 225 
( 
Clarotype Co., The 226 
Codo Mfg Corp. 203 
Cole Steel Equipment Co. 148 
Collier-Keyworth Co. 207 


& Car. Mfg. Co...111 


Columbia Steel Equip. Co 


Columbia Rib 


Cook, The H. C.. Co. 220 
CopyRight Mfg. Corp 213 
Corona Typewrite 101 
Corry-Jamestown Mfg. Corp 137 
Cotterman, I. D. 223 
Cramer Posture Chair Co 222 
Cushman & Denison Mfg. Co. 226 
dD 
Daco Card & Index Cx 225 
Darnell Corp., Ltd 146 
Dawn Mfg. Corp., The 214 
Dayton Stencil Works 220 
Defiance Sales Corp. 192 
Dick, A. B., Co. 97 
Dictaphone Corp. 145 
Diebold Safe & Lock Co 194 
Dixon, Jos., Crucible Co, 185 
Domore Chair Co., Ine. 155 
Doppelt, Charles, & Co 183 
Downey, C. L., Co. 170 
E 
Eaton Paper Corp. 173 
Ehrlich Upholstery Works 218 
Elliott-Fisher Back Cover 
Esterbrook Pen Co., The 195 
Ezykept Co. 227 


through the journal. 


F 
Fair Furniture Co. 
Fox, George E., & Co. 


Fritz-Cross Co. 


G 
General Fireproofing Co., The 
116, 
Globe-Wernicke Co., The. 156, 
Graff, Geo. B., Co. 
Guide System & Supply Co. 
Gunlocke, The W. H. Chair Co 


H 
Hall-Welter Co., Inc. 
Hanson Scale Co. 
Harding, Milo, Co. 
Harriman-Welts Products Co 
Harter Corporation, The 
Heyer Corporation, The 
High Point Bndg. & Chair C« 
Hileo Corp. 
Hotchkiss Sales 
Hunt, C 


Co. 


Howard, Pen Co. 


I 
Imperial Desk Co 
Imperial Mfg. Co. 
Imperial Methods Co 


Desk Co. 
Tape Corp. 


Indiana 
Industrial 
Inkograph Co. 

Ink Specialties Co., Inc. 
Rib. & Car. 


Inter-State Corp 


Jasper Chair Co. 
Jasper Desk Co. 
Jasper Office Furn. Co. 
Jasper Seating Co 


Johnson Chair Co 


K 


Kahn, David, Inc. 
Kellogg, A. W., Sales Co. 
Kerr, W. K., 


Kilian Mfg. Corp. 


Pen Company 


Kisco Company, Inc 


Koh-I-Noor Pencil Co., Ine 


L 
169 Leopold Co 208 
199 Little, A. P., Inc. 204 
199 
M 
Manifold Supplies Co. 99 
Marble, The B. L., Chair Co.....180 
117 Markilo Co. 226 
189 Masco Corp. 22 
184 Massillon Wire Basket Co. 222 
168 Meilicke Systems, Inc. 224 
172 Meilink Steel Safe Co. 165 
Melind, Louis, Ce. 174 
Metal Office Furniture Co. 228 
214 Metal Specialties Mfg. Co. 162 
222 Metalstand Co 224 
166 Meyer & Wenthe, Inc. 213 
26 Miami Systems Corp., The 136 
119 Michigan Desk Co. 176 
999 Midwest Naturlite Co 118 
188 Mimeograph, The 9 
170 Mittag & Volger, Inc. 215 
108 Moore Push-Pin Co. 22! 
204 Morris, Bert M., Co. 142 
Mosler Safe Co., The 105 
Multipost Co. 210 
102 Murphy Chair Co. 202 
190 Mutschler Bros. Co 188 
171 
217 N 
167 National Blank Book Co 143 
294 Nat'l Brief Case Mfg. Co. 03 
12] Neidich Process Div. 187 
199 Neva-Clog Products. Inc. 147 
i New Indiana Chair Co. 169 
Niemann, Inc 221 
182 oO 
219 Oakville Co., Div. Seovill 225 
206 Old Town Rib. & Car. Co...138, 9 
— Oxford Filing Supply Co. 144 
P 
Pacific Cb. & Ribbon Mfg. Co.. 149 
158 Parker Pen Co., The 151 
222 Peerless Key-Imperial Mfg. Co. 190 
193 Peerless Steel Equip. Co. 20 
166 Pelouze Mfg. Co. 227 
150 Phillips Process Co., Ine 184 
130 Photo Materials Co 122 





THE SERVICE 


BUREAU 


of Office Appliances is maintained for the exclusive 


use of subscribers and advertisers. 
commissions 


of its various 


In the execution 


this bureau calls upon 


practically every member of the staff. It answers by 
personal letters all inquiries upon matters germane to 


the field, it furnishes 


special reports upon articles of 


office equipment, supplies names of manufacturers of 
any article wanted, puts man and job together, pre- 


pares advertising 
agents and dealers in 


eign dealers in securing U. 


copy, 


furnishes list of desirable 
nearly every country, aids for- 
S. A. lines, and in many 


other ways performs useful service, all without charge. 
Subscribers in every land have made, and are making, 
good use of this bureau; manufacturers in every sec- 
tion of the field have evidence of its proved value. 
Subscribers’ requests for catalogues to bring their files 
up to date, or to replace the file in case of fire or 
other form of destruction, are broadcasted in a bulle- 
tin which is mailed frequently to leading manufac- 


turers. 











They do, however, offer their services in resolving any disagreements which result from relations established 


Pike, E. W., Co. 191 
Polar Mfg. Company 114 
Post, Frederick, Co., The 160 


Postindex, Div. Art Metal Con- 


struction Co. 141 
Preferred Products 227 
Pronto File Corp. 148, 186 

Q 
Quality Park Envelope Co. 198 
R 
tand McNally & Co. 227 
Reliable Typewriter & Adding 

Machine Corp. 214 
Remington Rand Ine 201 
Rite-Rite Mfg. Co. 224 
Rivet-O Mfg. Co. 226 
Roberts Numbering Mach. Co...191 
Roberts, Weldon, Rubber Co. 223 
Rockwell-Barnes Co. 161 
Ross Laboratories 224 
Royal Typewriter Co. 107 

Ss 

St. Johns Table Co. 183 
Sengbusch S. Cl. Inkstand Co...109 
Service Industries, Inc. 220 
Shaw Walker Co. 159 
Sheaffer, W. A., Pen Co. 120 
Sheppard, C. E., Co. 154 
Sherman-Manson Mfg. Co. 200 
Shipman-Ward Mfg. Co. 221 
Sikes Co., Inc., The 163 
Sloane, W. & J. 135 
Smith, L. C., & Corona Type- 

writers, Inc. 101 
Speed Key Mfg. Co. 210 
Speed-O-Print Corp. 211, 212 
Standard Record Co. 209 
Stark Calendars, Inc. 178 
Stationers L. L. Co. 206 
Stewart-Luhn Co. 196 
Storms, H. M., Co. 216 
Sturgis Posture Chair Co 187 
Sun Rubber Co., The 179 
Sundstrand 3ack Cover 

T 
Technygraph, The 174 
Toledo Metal Furniture Co, 140 
riner Scale & Mfg. Co. 173 
rrussell Mfg. Co. 216 
Tuch-Rite Corp., The 177 


U 
Underwood Elliott Fisher 


Back Cover 


Union Rubber & Asbestos Co...224 
U. S. Typewriter Ribbon Mfg. 
Co. 177 
Vv 
Vail Mfg. Co. 157 
Van Dyke Industries 217 
Varat, Murray, Co. 222 
Veit Mfg. Co. 225 
Victor Adding Machine Co. 205 
Victor Safe & Equipment Co,._.128 
Ww 
Walz Mfg. Co. 222 
Warshaw Mfg. Co 178 
Webster, F. S., Co. >, 103 
Weis Mfg. Co. i31, 2, 3, 4 


Welch, W. W., Co 127 
Wilson-Jones Co. 

Y 
Yawman and Erbe Mfg. Co. 
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For the benefit of the subscribers the lines advertised are here classified. Many of the requirements of the modern business office 


are represented. 


communicate with the serz 


Adding Machine Parts 
Amer. Writing Machine Co 
Ames Supply Ce 
Shipman-Ward Mfg. Co 


Adding Machine Rolls & Paper 
Rockwell-Barnes Co 


Adding Machines 
Allen Calculators Inc : 
Allen-Wales Add. Mach. Corp 
American Writing Machine Co... 
Remington Rand Ine 
Sundstrand 
Victor Adding Machine Co. 


Adding Machines, Rebuilt . —_, 
Reliable Typewriter & 
Corp 
Shipman 


W ard. Mfg 


Adding Typewriters 
Underwood Elliott 


Co 


Fisher 
Adhesives 


See Inks, Adhesives, et 


Air Circulators 
Kisco Co., Ine 
Welch, W. W., Co 


Arch and Clip —— Files 
Ame r, Autmtc s Co 
Cushman & Deni ison Mire Co 
Globe Wernicke Co., The 6, 
Rockwell-Barnes Co 
Service Industries, Inc 
Shaw-Walker Co 
Yawman and Erbe 


Ash Trays, Office 


Jeflance Sales 


Mfg. Co 


Corp 


Atlases 
Rand Me 


Autographiec Registers 
lami Systems Corp., The 


Nally & Co 


3a i ¢ c 


sack C 


nce bureau, 


914 
92) 


over 





Ball Bearings for Drawer Slides, ete. 


Kilian Mfg 
Banker's Note Cases 


Art Steel Co 

Cole Steel Equipment Co 
General Fireproofing Co 
Globe-Wernicke Co The 156 
Victor Safe & Equip. Co 


Billing Machines 
Remington Rand In 
Underwood Elliott Fis 


Binders, Catalogue and Periodical 
Acco Products, Inc 
Aigner, G 
National 


Sheppard 


Binders, Permanent Storage 
tankers Box Co 
Sheppard, The C. E., Co 


Binders, String 


jankers Box Co 


Blank Books 
National Blank Book Co 
Rockwell-Barnes Co 
Wilson Jones Co 


~ Print Papers 
*ost, Frederick, Co 


Blue Print and Plan File Cabinets 
All-Steel-Equip Co 
Anderson-Hickey Co 
Art Metal Construction Co 
Art Steel Co 
Browne-Morse Co 

ole Steel Equipment Co 

Numbia Steel Equip. Co 

rry-Jamestown Mfg 

neral Fireproofing Co 
lobe-Wernicke Co 
erless Steel Equip. Co 

File Corp 

shaw-Walker Co 

iwman and Erbe Mfg. ( 

Bond Boxes 
Art Steel Co 
General Fireproofing Co., The 11 


Corp 


Blank 
The Cc. E.. Co 


HR ttANAA 


Wernicke (« The 


Book Cases 
Art Metal 


Globe 


2.116 





Bookkeeping oa s 


Underwood I er Back -C« 


Box Letter 
Art Stee 
Cole Steel Equipmer 
Globe-Wernicke Co 
Rockwell-Barnes Ce 
Weis Mf Co 131, 132, 133, 


Files 
cr 


Brief and Zipper Cases 
Doppelt, Charles, & Co 
National Brief Case Mfg. Co 

ppard, The C. E., Co 

Stationers L. L. Co 

Varat Murray, (¢ 


She 


her....Back Ce 


through which 





























obligation. 

Calculating Devices Copyright Mfg. Corp 213 
Meilicke Systems, Inc 221 Dawn Mfg. Corp., The 214 
Shipman-Ward Mfg. Co 231 Shipman-Ward Mfg. ¢ 221 

Calculating Machines Costumers . = 
Allen Calculators, Inc 115 Fair Furniture Co +e 69 
Allen-Wales Add. Mach, Co 225 Globe-Wernicke Co., The 166, 198 
Sundstrand Back Cover Peerless Steel Equip. Co 202 
Victor Adding Machine Co 205 Shaw-Walker Co 159 

Crayon 

Calculating Machines, Used tl Jos., Crucible Co 185 
Reliable Typewriter & Add. Mach ate: : 

Corp 214 Cushions and Pads, Chair 
Shipman-Ward Mfg. Co 221 Bickett, L. M., Co 192 
Fair Furniture C 169 

Calendar Pads & Stands Fox, George E., & Co 199 
Yeflance Sales Corp 192 Polar Mfg. Co 114 
Fox _—— E., Co 199 Shipman-Ward Mfg. Co 221 
Stark Calendars, Tn 178 Sun Rubber Co 179 

Carbon Papers Cuspidor Mats 
See Ribbons and Carbons) Polar Mfg. Co 114 

Card Index Boxes and Trays Dating Stamps ‘ 
All-Steel-Equip. Co 175 Amer. Number Mach. Co 00 
Art Metal Construction Co 141 gg er 7 
Art teel C 225 a6 a, A ° 2 aa 
wt gg ge >: 190 Meyer & Wenthe, Inc 213 
Cole Steel Equipment Co 148 Rivet-O Mfg. Co —_— 
Columbia Steel Equip. Co 197 Desk Bumpers 
Corry-J -- 1estown Mfg. Corp 137 Fox, George E., & ( 199 
General ireproofing Co., The..116, 117 > \ a 114 
Globe-Wernicke Co.. The 156. 189 Polar Mfg. Co.. 

Guide ystem and Supply Co 168 Desk Lamps 

Imperial Methods Co 171 Dawn Mfg. Corp 214 

Metal Office Furniture Co 228 Midwest Naturlite Co 118 

Peerless Steel Equip. Co 202 Stewart-Luhn Co. 196 

Pronto File Corp 148, 186 Van Dyke Industries 217 

Shaw-Walker Co 159 

Warshaw Mfg. Co 178 Desk Pads & Tops 

Weis Mfg. Co 131, , 134 Aigner, G. J., Co. 222 

Yawman and Erbe Mfg. Co 164 Amer. Autmte Elec. Sales C¢ 219 
Fair Furniture Co 169 

Cash Boxes Fox, George E., & C 199 
Art Steel Co 995 Polar Mfg. Co... 114 
Cole Steel Equipment Co 148 : 

General Fireproofing Co., The 116, 117 Se eee See ee 110 

Casters, Caster Bearings, Slides Desk Pen & Ink Sets 

Se yf Morris, Bert M., C 142 
Mt ' Corr 1 ~4 Preferred FP roducts 22 
nas Sa i Sengbush Self-Cl. Inkstand Co 109 

: an > y Jer ‘ 9 

Celluloid Envelopes Sheaffer, W. A., Pen ( —” 

See nvelopes, Celluloid) Desk Trays 
Aigner, G. J., Co 222 
Chair wens Art Metal Constructi: m Ce 141 
Nag orem 104 Art Steel Co........ 225 
Collier Key cape tt oe 113 Automatic File & Index Co 207 
ollier-Keyworth Co 207 Cole Steel Equipment Co 148 
: Corry-Jamestown Mfg. Corp 137 

Chair Mats : Fox, George E., & Co 199 
Amer Autmte Electric Sales Co.....219 General Fireproofing Co., The 116, 117 
sickett, Ll. M., Co 192 Globe-Wernicke Co., Th 156,189 
Polar Mfg. Co 114 Imperial Methods Co 171 

Massillon Wire Basket ( 222 

Chairs, Office Peerless Steel Equip. Co 202 
Bright Chair Co Shaw-Walker Co 159 
Cramer Posture Chair Co Weis Mfg. Co 31, 132, 133, 134 
Domore Chair Co., Ine ) Yawman and Erbe Nite Co 164 
Ehrlich Upholstery Works 218 
Fritz-Cross Co : 199 D 
. : esk Work Distributors 
General Fireproofing Co., The..116, 117 Art Steel Co 925 
Gunlocke, The W. H., Chair Co.....172 Bristow, Stanley R 224 
Harter Corp ,° pad 119 Cole Steel Equipment Co 148 
High Point Bending & Chair Co.....188 Globe-Wernicke Co.. The 156, 189 
Jasper Chair Co 182 Polar Mfg. Co 114 
caepee eaten Ss 10¢ Victor Safe & Equip. Co 128 
ohnson Chair Co 223 Jaia Mfe Cx 131. 132. 133. 131 
Marble, The B. L., Chair Co 180 wee Ss. 0 sts 
Metal Office Furniture Co 228 Desks 
Michigan Desk Co ...176 Art Metal Construction Co 141 
Murphy Chair (C«¢ 202 Art Steel Co 225 
New Indiana Chair Co 169 Automatic File & Index Co 207 
Niemann Ine. ... 221 Bentson Mfg. Co 180 
Shaw Walker ( 0... 1 9 Browne-Morse Co 22 
Sikes Co Inc., The . 163 Columbia Steel Equipment Co 197 
Sturgis Posture ( hair Co 187 Corry-Jamestown Mfg. Corp 137 
Toledo Metal Furn. Co 140 General Fireproofing Co., The 116, 117 

Globe-Wernicke Co The 156. 189 

Chairs (Posture) Fomeriel Desk Co 102 
\mer. Autmte. Electric Sales Co Indiana Desk Co 217 
Bright SEE OD, <nvowsnswvon Jasper Desk Co 219 
Cramer Posture Chair Co Jasper Office Furn, ¢ 2h 
Don ore Chair Co., Ine Leopold Co 208 
Fritz-Cross Co : . : . Metal Office Furniture Co 228 
General Fireproofing Co., The..116, Michigan Desk Co 176 
Gunlocke, The W. H., Chair Co Peerless Steel Equip. Co 202 
Harter Corp Shaw-Walker Co 159 
High Point Bending & Chair Co Sleane, W. & J 135 
Jasper Chair Co Victor Safe Equip. Co 128 
sper = iting Co Yawman and Erbe Mfg. Co 164 
Johnson Chair Co 
Marble, The B L., Chair Co Dictating Machines 
Murty Chair Co. Dictaphone Corp 145 
Ss w-Walker Co 
Si Co., Ine., The Dictating Machines, Used 
St i ture Chair Co Shipman-Ward Mfg. Co 22 
T Furn. Co 

Dictating Machine Records 

Check , ag Writers and Protectors Standard Record Co 209 

Hall-Welter Co 914 
Display Hooks 

Checks, Stamped Metal Oakville Co., Di Scovill 22 
Dayton Stencil Works 220 
Meyer & Wenthe, Inc 213 Drafting Instruments & Equipment 

Post, Frederick, Co 60 

Coin Bags, Trays and Wrappers 
Art Steel Co 225 Duplicating Machines & Supplies 
Downey, €. L., Co 170 Amer. Writing Machine Co 112 

Columbia Ribbon & Carbon Mfg 

Copyholders Co 111 
Acco Product 110 Dick, A. B.. Co 97 
Amr Autr El Sales Co 219 Harding, Milo, ¢ 16¢ 


Should subscribers be interested in any article of office equipment not listed here, they are cordially invited to 
the information will be promptly and cheerfully furnished by letter, without 


Heyer Corporation, The 229 

Hileo Corp 170 

Ink Specialties Co 121 

Manifold Suppiies Co 99 

Mimeograph, The 97 

Mittag & Volger. Ine 215 

Ross Laboratories 224 

Shipman-Ward Mfg. Co 221 

Smith, L, C., & Corona Typwr.....101 

Speed-O-Print Corp 211, 212 

Technygraph, The 174 

Victor Safe and Equipment Co 128 
Duplicating Machines, Used 

Shipman-Ward Mfg. Co 221 
Envelope Openers 

(See Letter Openers) 
Envelope Sealers 

Multipost Co., Ine 210 
Envelope Sealer-Cancellers 

Multipost Co., Inc 210 
Envelopes 

Globe-Wernicke Co The 156, 189 

Quality Park Envelope Co 198 
Envelopes, Celluloid 

Markilo Co. 226 

Veit Mfg. Co 225 
Eradicators, Ink 

Heyer Corp., The 229 
Erasers, Rubber 

Automatic Pencil Sharpener Div.....215 

Dixon, Jos., Crucible Co 185 

Koh-I-Noor Pencil Co. Inc 130 

Roberts, Weldon, Rubber Co 223 
Expense Books 

Beach Publishing Co 222 


Eyelets & Eyelet Fasteners 
Bates Mfg. Co 
Oakville Co., Div. 
Rivet-O Mfg. Co 


Scovill 


File Boxes, Collapsible Corrugated 





Bankers Box Co. 24 
Barkley. C. L., & Co. wo BO 
Globe-Wernicke Co., The 156, 189 
Guide System & Supply Co. 168 
Oxford Filing Supply Co 144 
Pronto File Corp 3 148, 186 
Weis Mfg. Co... 131, 2, 3, 4 
File Boxes, Metal 
All-Steel-Equip. Co. 175 
Art Metal Construction Co 141 
Art Steel Co... 225 
Cole Steel Equipment Co. 148 
Corry-Jamestown Mfg. Corp 1387 
Globe-Wernicke Co., The 156, 189 
Peerless Steel Equip. Co 202 
Pronto File Corp...... 148, 186 
Rockwell-Barnes Co. 161 
Shaw-Walker Co, 159 
Victor Safe & Equip. Co 128 
Weis Mfg. Co.. 131, 2, 3, 4 


Filing Cabinet Ball & Roller Bearings 


Kilian Mfg. Corp 66 
Filing Cabinets, Insulated 
Mosler Safe Co., The 105 
Shaw-Walker Co 159 
Victor Safe & Equip. Co 1: 
Filing Cabinets, Metal 
All-Steel-Equip. Co 175 
Anderson-Hickey Co 223 
Art Metal Construction Co 141 
Art Steel Co E 225 
Automatic File & Index Co 207 
Bentson Mfg. Co. 180 
Browne-Morse Co. weed 28 
Cole Steel Equipment Co 148 
Columbia Steel Equip. Co 197 
Corry-Jamestown Mfg. Corp 37 
General Fireproofing Co., The 116, 117 
Globe-Wernicke Co., The 156, 189 
Metal Office Furn. Co. 228 
Peerless Steel Zquip. Co 202 
Pronto File Corp...... 148, 186 
Remington Rand Inc... 201 
Shaw-Walker Co. = 159 
Victor Safe & Equip. Co 128 
Yawman and Erbe Mfg. Co 164 
Filing Cabinets, Wood 
Globe-Wernicke Co.. The 156, 189 
Imperial Methods Co 171 
Weis Mfg. Co 131, 2, 3, 4 
Yawman and Erbe Mfg. Co 164 
Filing Supplies 
Acco Products, Ine 110 
Aigner, G. J., Co 222 
Art Metal Construction Co 141 
Barkley, C. L., Co. ...126 
jrowne-Morse Co 226 
Corry-Jamestown Mfg. Corp 137 
Daco Card & Index Co 225 
General Fireproofing Co., The 116, 117 
Globe-Wernicke Co., The 156, 189 
Guide System & Supply Co 168 
Imperial Methods Co 71 
Metal Office Furn. Co. 228 
Oxford Filing Supply Co 144 
Pronto File Corp 148, 186 


THE CLASSIFICATIONS 
(Continued on page 6) 
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THE CLASSIFICATIONS 


(Continued from page 5) 


Quality Park Envelope Co 
Rockwell-Barnes Co 
Shaw-Walker Co 

Veit Mfg. Co 

Victor Safe & Equip. Co 
Warshaw Mfg. Co 

Wels Mfg. Co 131, 2 
Yawman and Erbe Mfg. (0 


Filing Tables 
Toledo Metal 


Folders (See 

Fountain Pens 
Esterbrook Pen 
Kahn, David 
Kerr, W. K 
Parker Pen Co 
Sheaffer, W \ 


Gummed Cloth Rings 
Graff, Geo. B 
Warshaw Mfg. Co 


Furniture Co 


Filing Supplies) 
Co 
Inc 
Pen Co 
The 


Pen (« 


Gummed Tape 
Industrial Tape 


Gummed Tape Sealing Machines 
Metal Specialties Mfg. Co 


Record 


Corp 


income Tax and Payroll 
Ezykept Co 


index Card ones 


Cook, H , Ce 

Graff Geo. B Co 

Victor Safe & Equip. Ce 
index Tabs 

Aigner, G. J., Co 

Barkley, CC. L., & Co 

Globe-Wernicke Co., The 1h 

Guide System & Supply Co 

Markilo Co 

Melind, Louis, Co 

Shaw-Walker Co 

Sheppard, The ¢ 1 c 

Veit Mfg. Co 

Victor Safe & Equip. Co 
inks, Adhesives, Ete 

Harriman-Welts Prod. 

Ink Specialties Co 

Melind, Louis, Co 

Varker Pen Co he 

Rivet-O Mfg cs 

Sheaffer, W A Pen Co 

Union Rubber & Asbestos Co 
Inkstands 

Cushman & Denison Mfg. Co 

Deflance Sales Corp 

Preferred Product 


Sengbusch Self-Cl. Inkstand Co 


Labels 
Imperial Methods (+ 
Oxford Filing Supply Co 


Warshaw Mfg. Co 


Ladders, Library Store & Vault 
Cotterman DD 
Leads for Mechanical Pencils 
Dixon Tos Crucible Co 
Kahn, David, Ine 
Rite-Rite Mfg. Ce 
Sheaffer, W A Pen ( 
Leather Goods 
Doppelt, Charles, & Co 
Nat'l Rrief Case Mfe. Ce 
Varat, Murray, Co 
Leather Upholstered Furniture 
Bright Chair Co 
Fhriich Upholstery Works 
CGhunlocke The W.H Chair Co 
lasper Chair Co 
New Indiana Chair Co 


Niemann, Ine 


Letter Openers 


Multipost (« In 
Oakville Ce Div Seovill 
Letter Trays (See Desk Trays 


Library Equipment 
Art Metal Construction Co 
Art Steel © 
Corry-Jamestown Mf¢ 
General Fireproofing ¢ 
Globe-Wernicke Co The 15¢ 
Peerless Steel Equip. Co 
Shaw-Walker Co 
Yawman and Erbe 


Mfg. (« 


Leckers and Storage Cabinets 
All-Steel-Equip. CC 
Anderson. Hickey Co 
Art Metal Construction Co 
Art Steel Co 
BRrowne-Morse Co 
Corrv-Jamestown Mfe 
General Fireproofing 
Globe-Werntcke Cx 
Metal Office Furn 
Pronto File Corp 
Shaw-Walker (C¢ 
Yawman and Erbe 


Corp 
The 


to 


The 


Mfg. Co 


Loose Lent Books & Systems 
Ai G Cc 

1 Blank Ro k Co 

ppard The Cc § ( 

Stationers I I a 

Mfg cy 


ilson Jones ¢ 


Nati 


Ss) 


Ww 


Loose Leaf Sheet Covers, Celluloid 


Markilo ¢ 


Loose Leaf Metals ard Devices 
Sheppar The { } ‘ 


Wilson Jones Co 
Mail 


Bristow 
io Steel Equipment (« 
( Wernicke Co 
& 


Distributors 


Stanley 


Victor Safe 


140 


220 
184 
128 





20 


1 
: 
1 
1 
2 
1 

1 


2tStS am to 


a 


a 


wre 


—,] 


99 
148 
189 








Map Tacks 
Graff, George B., Co 184 
Moore Push-Pin Co 22 
Maps, Globes, Ete 
Rand MeNally & Co 227 
Matched Office Suites 
Art Metal Construction C« 14 
General Fireproofing (« lhe 118. 117 
Globe-Wernicke Co TI 8. 129 
Leopold Co 208 
Shaw-Walker (: 150 
Sloane, W. & J 135 
Memorandum Books 
National Blank Book (« 143 
Rockwell-Barnes Co 161 
Trussell Mfg Co 21 
Wilson Jones Co 18! 
Memorandum Devices 
Bates Mfg. Co 12 
Bristow, Stanley KR 22 
Mending Tape 
Industrial Tape Corp 167 
Warshaw Mfg. Co 178 
Metal Badges, Checks, Tokens, Ete. 
Dayton Stencil Works 2 
Meyer & Wenthe, Inc 21 
Moisteners 
Retter Packages, Ine 99 
Kellowg A. W Seles Co 999 
Metal Specialtic Mfg (« lf 
Pike h Co 191 
Rivet-O Mfg Co 22¢ 
Sengbusch Self-Cl. Inkstand («c 109 
Numbering Machines 
Amer. Numbering Mach. Co rn) 
Bates Mfg. Co 12 
Melind, Louis, Co 174 
Roberts Numbering Mach. ( 191 
Office Partitions and Ra lings 
Globe-Wernicke €« The 156, 189 
Pads, Figuring 
National Blank Book ¢ 14 
Rockwell-Barnes (« 141 
Wilson Jones Co 181 
Paper 
Katon Paper Corp 17 
Rockwell-Barnes (<« lf 
Paper Clamps 
Acco Products In 
Automatic Pencil Sharpener Di 9 
Cushman & Denison Mfg. Co 24 
Esterbrook Pen Co.. tne 19 
Hunt, ¢ Howard, Pen 04 
Oakville Co Div. Seovill 9 
Paper Clips 
Acco Products, In 11 
Cook Ww sf Co on 
Cushman & Denison Mie Co 22% 
Deflance Sales Cory 19 
Graff, Geo B Co 184 
Oakville Co Tiv Seovill 9 
Vail Manufacturin Co ’ 
Paper Fastening Machines 
Ace Fastener Corp 12 
A\eme Staple Co 99 
Amer Autmtce. Elee Sales (« 21 
Automatic Pencil Sharpener Div.. 21 
Rates Mfr Co 12 
Hotchkiss Sales Co 108 
Neva-Clog Products, Ir 147 
Victor Safe & Equip. (« 128 
Paste (See Inks, Adhesives, Et 
Pencil Sharpeners 
Automatic Pencil Sharpener Di 
Graff, Geo. B., Co 18 
Hunt, C. Howard, Pen C¢ 
Koh-I-Noor Pencil Co 
Pencils, Mechanical 
Kahn, David, In 8 
Parker Pen Co., The 
Rite-Rite Mfg. Co 
Sheaffer, W 4 Pen ( 
Pencils, Stylo Ink 
Inkograph Company, Inc 224 
Pencils, Wood Cased Lead 
Dixon Crucible Co 18 
Koh-I-Noor Pencil Co., I 130 
Penholders 
Dixon, Jos., Cracible C 18 
Esterbrook Pen Co 19 
Hunt, C. Howard, Pen Co »n4 
Sengbusch Self-Cl. Inkstand Co 109 
Pieture Hooks 
Moore Push-Pin Co 
Pins and Pin Containers 
Oakville Co liv. Seovil 
Vail Mfg. Co 
Platens, Typewriter 
Amer. Writing Machine ¢ 11 
Ames Supply Co 1 
Shipman-Ward Mfg Co 
Postal Seales 
Hanson Scale Co 
Masco Corp 
Pelouze Mfg. Co 
Shipman-Ward Mfg. Co 
Triner Scale & Mfg. Co 17 


Presentation Covers 
Oxford Filing Supply ¢ 


Publishers 
British Stationery Ex; 
Punches 
Acco Products, Tr 
Bates Mfg. Ce 
Defiance Sales Corp 199 
Globe-Wernicke Co. The 18 
Metal Specialties Mfg ¢ 1&2 
National Blank Book Cx 14 
Wilson Jones (< g 
Push Pins 
Moore Push-Pin ( 
Oakville ¢ Div. Seovill 





Ribbons and Carbons 














Allen & Co 209 
Allied Carbon & Ribbon Co 225 
Amer. Writing Machine Co 112 
Ames Supply Co 19 
Codo Mfg. Corp 20 
Columbia R. & ¢ Mfg. Co 111 
Inter-State Ribbon & Carbor 
Corp 22 
Little, A. P., Ime 204 
Manifold Supplies Co a” 
Mittag & Volger In 21 
Neidich Process Div I E. F 18 
Old Town Rib. & Carb. Co... 138, 139 
Pacific Cart & Rib. Mfg. ¢ 149 
Peerless Key-Imperial Mfg. ¢ 19 
Phillips Process Co 1X4 
Remington Rand In 20 
Royal Typewriter Co., In¢ 1 
Shipman-Ward Mg. Co 22 
Smith, L. C & Corona Tws 1) 
Storms, H. M Co 21 
Inderwood Elliott Fisher Co 
Back Cover 
l S. Typewriter Ribbon Mfg. Co...177 
Webster s Co 2. 10 
Rubber Bands 
Roberts, Weldon, Rubber Co 2 
Rubber Stamps 
Melind, Louis, Co 
Meyer & Wenthe, Ine 
Safes 
Art Metal Construction (« 14 
Brush-Punnett, Ine 22 
Diebold Safe & Lock Co 194 
General Fireproofing Co., The 116, 117 
Globe-Wernicke Co The 156, 18 
Meilink Steel Safe Co lf 
Mosler Safe Co., The 10 
Remington Rand Ine 20 
Shaw-Walker Co 159 
\ Safe & Equinment Ce 128 
Yawman and Erbe Mfg. Co. 164 
Scrapbooks 
Globe-Wernicke Cx The 6, 189 
Secretary Desks 
Art Metal Construction Co 1 
General Fireproofing ¢ The_.116, 11 
Globe-Wernicke Co The 6, 189 
Peerless Steel Equip. Co 202 
Shaw-Walker Cr 15 
Shelving 
1-Steel-Equip. Co 
Art Metal Construction Co 14 
trowne-Morse Co 221 
Corry-Jamestown Mfg. Corp 137 
General Fireproofing C The 116, 1 
Globe-Wernicke (C¢ The 156, 189 
Shaw-Walker (¢ 1 
Sorting Devices 
Bristow, Stanley R 2 
Stamp Affixers, Postage 
Multipost C<¢ Inc J 
Stamp Pads 
Bates Mfg. Co 2 
Melind, Loui 0 ; 
Meyer & Wenthe Ine 21 
Phillips Process C« 181 
Rivet-O-Mfg. Ce 226 
Rockwell-Barnes Co l¢ 
Victor Safe & Equip. Co 128 
Stands for Office Machines 
4 Supply Co 19 
Anderson- Hickey (C¢ 22 
Art Steel Co 95 
Corry-Jamestown Mfg Cory l 
Fair Furniture Co 1 
General Fireproofing Co The..116, 1 
Globe-Wernicke (Cc The 156, 1 
Harter Corp 1 
Meta nd Co 2% 
Peerless Steel Equip. Co 
Sherman-Manson Mfg. Co 200 
Shipman-Ward Mfg. Co 22 
Sturgis Posture Chair Co 187 
Toledo Metal Furniture Co / 
Gteste Extractors 
Ace Fastener Cory 1 
Metal Specialties Mfg. (C« 2 
Staples and Stapling Machines 
Ace Fastener Corp ) 
Acme Staple Co 
Bates Mfg. Co 
Hotchkiss Sales (C<¢ ys 
Metal Specialties Mfg. ¢ 
Neva-Clog Products, I i 
Oakville C Dir. Scov 22 
Va Manufacturing Co 1 
Stencils, Brass 
Dayton Stencil Works 9 
Stenographer’s Note Books 
National Blank Book Cx 
Rock Barnes Co 
Tr Mfg. C 
Stools 
Harter Corr 1 
Metalstand Co ee 
I Me Furr ‘ I 
Storage and Wanster Cases 
\ Stee qi 
Ar ve ty <-e a 14 
Art St ( 2 
Rankers Box ¢ 1 
Barkley ( I & ¢ 
Be sor Mire { s 
Browne-Morse (¢ 
( Ste Equipme a 8 
( bia Steel Equip. Co 7 
‘ y-Ja wn Mfg Cort 
G ral Fireproofing Co., Tt 
( Wernicke Co T? 8 
{y System & Supply ¢ 8 
| € 1 Methods ( 17 





Office Furn. Co 
Peerless Steel Equip. Co 
Pronto File Corp 
Rockwell-Barnes Co 
Shaw-Walker Co 
Weis Mfg. Co 
Yawman and Erbe 


Metal 


Mfg. Co 


Fire Pro ected 
& Lock Co 


Safe Co 


Strong Boxes, 
Diebold Safe 
Meilink Steel 
Walz Mfg. Co 


Tables 
Art Metal Construc 
Browne-Morse Co. 
Corry Jamestown Mfg 
General Fireproofing Co. 
Globe-Wernicke Co., The 
Mutschler Bros. Co 
Peerless Steel Equip. Co. 
Shaw-Walker Co 
St. Johns Table Co 
Victor Safe & Equipment Co 


Tabulating & Statistic 
Remington Rand, Ine 


tion Co. 
Corp 


The 116 


Machines 


Telephone Accessories 
Mfg. Co 
Safe & Equipment (« 


Victor 


Telephone Stands 
Art Metal Construction Co 
Art Steel Co 
General Fireproofing Co 
Globe-Wernicke Co 
Peerless Steel Equip 
Shaw-Walker Co 
Yawman and Erbe 


Thumb Tacks 
Graff, George 
Moore Push 
Oakville Co 


Ticket Holders 
Oakville Co 


Mfg. Co 


B 
Pin 
Div 


Co. 
Co 
Seovill 


Div. Seovill 


Vail Manufacturing Co 
Trimming Boards 

Amer Photo Laboratories 

Photo Materials Co 
Type, Typewriter 

Amer. Writing Mach. Co 

Ames Supply Co 


Shipman-Ward Mfg. Co 


Typewriter Cleaning Material 


156, 











Amer. Writing Mach. Co 
Ames Supply Co 
Clarotype Co 
Mittag & Volger, In 
Rivet-O-Mfg. Co 
Shipman-Ward Mfg ¢ 
Webster, F. 8., Co 2 
Typewriter Cushion Keys 
Amer. Writing Mach. Co 112 
Ames Supply Co 195 
Peerless Key-Imperial Mfg. Co 190 
Shipman-Ward Mfg. Co 221 
Speed Key Mfg. Co 210 
Typewriter Cushion Knobs and Bases 
Amer. Hair & Felt Co 129 
Amer. Writing Mach, Co 112 
Ames Supply Co 19 
tickett, L. M., Co 192 
Fox, George E.. & Co 199 
Peerless Key-Imperial Mfg. Co 197 
Shipman-Ward Mfg. (« 22 
Typewriter Parts and Tools 
Amer. Writing Mach. (¢ 112 
Ames Supply Co 195 
Shipman-Ward Mfg 221 
Typewriter Tables 
See Stands for Off. Mach 
Typewriter Touch System 
Tuch-Rite Corp The 177 
Typewriters, Mfrs. of 
Corona Typewriter 101 
Remington Rand, Inc 201 
Royal Typewriter Co 107 
Smith, L. C. & Corona Tws 101 
Underwood Elliott Fisher Back Cover 
Typewriters, Rebuilt and Used 
Amer. Writing Mach. Co 112 
Reliable Typewriter & Add. Mach 
Corp 214 
Shipman-Ward Mfg. €<¢ 221 
Visible Systems Equipment 
Acme Visible Records, Inc 152 ) 
Aigner, G. J Co 222 
Art Metal Construction Co 141 
Automatic File & Index Co 207 
Diebold Safe & Lock (« 194 
Globe-Wernicke Co The 156, 189 
National Blank Book Co 14: 
Postindex, Div. Art Metal Constr...141 
Remington Rand In 201 
Shaw-Walker Co 159 
Sheppard, C. FE Co 154 
Stationers L. L. Co 20 
Victor Safe & Equipment Co 128 
Wilson Jones Co 181 
Yawman and Erbe Mfg. C<¢ 144 
a School Equipment 
h-Rite Corp The 177 
Waste Baskets 
Art Steel Co 22 
Cole Steel Equipment Co $< 
Corry-Jamestown Mfg. Corp 137 
Fox, George F & Co 199 
General Fireproofing Co.. The 118, 117 
Globe-Wernicke Co.. The 15 g 
Massillon Wire Basket Co j 
Metal Office Furn. Co 2 
Peerless Steel Equip. Co ) 
Shaw-Walker (<« 


Work Distributors 
Fox, George 














_WANTS AND LOR SALE 


The rate for classified advertisements is eight cents a word, minimum charge, $1.60. 


SITUATIONS WANTED 

OFFICE FURNITURE SALESMAN with excellent record of results 
over long period would like to serve as Chicago sales agent for manu- 
facturer of furniture, files or supplies. Has made many large installa- 
tions as well as small ones. Equally equipped for sale of stock lines or 
special. Well known among buyers. Will spend all of time in Chicago 
and vicinity or travel a group of states. Convincing references. Ad- 
dress L-118, care Office Appliances, Chicago. 


SALESMAN who for seven years has been calling on dealers in group 
of states west of the Mississippi, is open for new connection with 
manufacturer. Well experienced in selling dealers, training dealers’ 
salesmen, opening new dealerships, and training. Age 35. Willing to 
go any place which offers fair remuneration in return for intelligent 
and conscientious sales efforts. Good references. Address L-115, care 
Office Appliances, Chicago. 

OFFICE FURNITURE SALESMAN who has traveled for manufac- 
turer and worked with dealers’ salesmen, seeks an opening as manager 
of office furniture department for established retail concern. Well 
equipped for both wood and steel lines, supplies and accessories. Free 
to go to any part of the United States. A good personal salesman who 
knows how to develop others. Good references. Address L-114, care 
Office Appliances, Chicago. 

TYPEWRITER MECHANIC — experienced on all makes: best of ‘refer- 
ences--seeks permanent position. Now located eastern U. S. Address 
L-112. care Office Appliances, 100 East 42d St., New York, N. Y 


SALESMEN WANTED 
IF YOU ARE NOW selling to offices, we have a product that will prove 
to be a very profitable sideline. It quickly becomes a major line. Ex- 
clusive territories are available. Box Z-234, care Office Appliances, 
Chicago. 
SPECIALTY CARBON PAPER & TYPEWRITER RIBBON SALES- 
MAN. Large manufacturer of a complete and well known line of 
carbon papers and inked ribbons, with well established national dis- 
tribution, desires to contact salesmen who have had actual experience 
in selling these products retail. In your reply state age. experience and 
your average monthly sales. Address Z-232, care Office Appliances, 
Chicago. 

EXECUTIVES WANTED 
UNUSUAL OPPORTUNITY for a man young enough te be progressive 
and old enough to have had wide experience in management and mer- 
chandising. Position is open in the organization of a substantial com- 
mercial stationery and office equipment firm in the Pittsburgh area. 
Send complete details. including a photograph and outline of experience 
showing record of achievement in purchasing and managing. Starting 
salary $3500. Replies confidential. Address Z-236, care Office Appli- 
ances, Chicago. 


TYPEWRITER SALESMAN & MECHANIC WANTED 


TYPEWRITER repairman with ambition and ability, also a capable and 
intelligent man for territory sales representative work. Opportunity 
for the right men, Bergen Typewriter Service, 253 Main St., Hacken- 
sack, N. J. 

MECHANICS WANTED 
MECHANIC WANTED: We have a job open for a mechanic capable 
of first class work on the following machines: Royal Typewriters, 
R. C. Allen Adding Machines, A. B. Dick Mimeographs, Ediphone 
Dictating Machines, Victor Adding Machines and Ohmer Cash Registers. 
This is a permanent job in a Texas city of approximately 60,000 and 
we are not interested in anyone looking for temporary work or whose 
habits include drinking. Address Z-233, care Office Appliances, Chicago. 
TYPEWRITER AND ADDING MACHINE MECHANIC WANTED to 
run shop in Eastern Pennsylvania. Permanent position with long 
established business. Apply Z-237, care Office Appliances, Chicago. 
EXPERIENCED ADDRESSOGRAPH, Dictating, Typewriter, Adding 
and Bookkeeping Machine mechanics. State experience and salary 
wanted. Young Office Machines Co., 210 W. Adams St., Chicago. 
WANTED ELLIOTT FISHER MECHANIC with some experience, also 
experienced typewriter mechanic. Top salaries. Teeter-Warsh Co., 849 
N. 3rd St., Milwaukee, Wis. 
TY PEWRITER—ADDING 


plus commissions. 


MACHINE—CASH REGISTER. 
Muncie Typewriter Exchange 


One each, 
$35 weekly salary 
Muncie, Indiana. 


REPRESENTATIVES AVAILABLE 


SALES ORGANIZATION with permanent attractive 
Fifth Avenue Building. Reputable, wide-awake, active, 
Entree into all major Variety Chains, leading jobbers, ete. Cover New 
York (state), Pennsylvania, New Jersey, New England, Baltimore, 
Washington, D. C. Can conveniently take on an additional line of 
merit, commission basis. Box L-111, care Office Appliances, 100 E. 42d 
St.. New York. 


NEW YORK ORGANIZATION 
Dealers, open for one or two 
Warehouse facilities if desired. 
Chicago. 

SALESMAN—Age 37, to represent manufacturer in Chicago area. 
Interested in merchandise suitable for department stores and dealers. 
15 years experience. Consistently good sales record. Address L-116, 
care Office Appliances, Chicago. 

CONSPICUOUSLY SUCCESSFUL SALES ORGANIZATION with ex- 
perienced men traveling the eastern states would like to make arrange- 
ments to represent manufacturer of wood desks or wood chairs. 
Equipped to cover thoroughly entire territory from Virginia north and 
Pittsburgh east. Or wjll consider representation for a section such as 
New York City, New England, or other grouping. Well and favorably 
known among office furniture dealers. Financially responsible. Address 
L-117, care Office Appliances, 100 E. 42d St., New York, N. Y 


showrooms in 
progressive. 


with following of Office Equipment 
lines on commission or jobbing basis. 
Address L-113, care Office Appliances, 


SALES LETTERS 
LETTERS WILL BUILD SALES.—-For years I have built letters that 
pull sales. You need them more than ever now. Send me your data for 
new letters, or unsuccessful letters for reshaping. Particulars on re- 
quest. Address H. M. Goldthwait, 1659 Broadway, Denver, Colo. 


FOUNTAIN PEN REPAIRING 


ALL MAKES Pens. Pencils, Desk Sets, ete. Repaired—usually 12 to 24 
hour peewee. Standard prices. Welty Pen & Repair Co., 88 So. State 
St., Chicago. 


ADDING MACHINE PARTS, TYPE, ETC. 


LARGE STOCKS of new and used Adding and Calculating Machine 
Parts available. Quotations furnished on specific parts upon request. 
I. A. Dehn, Jr., 1643 10'st Ave., Oakland, Calif. 


DUPLICATING MACHINE PARTS 
NEW PRICE LIST of parts for the Mimeograph machine now avail- 
able Special attractive prices on all rubber parts for the Mimeograph. 
Write for catalogue and price list. Mimeo Repair Co., 395 Broadway, 
New York City. 


DUPLICATOR SUPPLIES 
MULTIGRAPH RIBBONS remanufactured. Duplicator inks and type- 
writer ribbons. Established over ten years. Write us, save money. 
Lewis Co., 413 W. State St., Milwaukee, V/is. 


DUPLICATING MACHINE POWER ATTACHMENT 
DUPLICATING MACHINE MANUFACTURER: A unit which gives 
your machine automatic power; has variable speed, automatic stop, 
safety and complete power control. Address Z-231, care Office Appli- 
ances, Chicago. 


FOR SALE AND WANTED TO BUY, USED EQUIPMENT 


E'.LIOTT-FISHER, Burroughs, Moon Hopkins. Adding-Calculating Ma- 
chines. Dictaphones. Ediphones. bought and sold. Chicago Office Appli- 
ance Co., 529 S. Wells St., Chicago. 

ELLIOTT-FISHER Machines. Adding Machines, Comptometers, Bur- 
roughs and Monroe Calculators. Typewriters and all office machines 
bought and sold. Teeter-Warsh Co., 849 N. 3rd Street, Milwaukee, Wis. 


ELLIOTT-FISHER machines, calculating machines, adding machines 
all office equipment, bought and sold. W. J. Crowley Company, 434 
Caswell Bldg., Milwaukee, Wis. 
WILL PAY TOP PRICES for ELLIOTT-FISHER Bookkeeping Ma- 
chines, SUNDSTRAND Bookkeeping and Adding Machines. L. I. Hadden, 
Standard Office Equipment Co., 542 S. Dearborn, Chicago. 
BURROUGHS, ELLIOTT-F'SHER, MOON HOPKINS Bookkeeping Ma- 
chines, ADDING MACHINES, COMPTOMETERS, Calculators—-Bought, 
Sold and Rebuilt. State model and serial number. Southern California 
Adding Machine Co., 947 South Broadway, Los Angeles, Calif. 
BURROUGHS, MOON HOPKINS, Elliott-Fisher Bookkeeping Machines, 
Comptometers, all makes calculators bought and sold. Dorreli-Markel, 
93 S. 11th, Minneapolis, Minn. , 
BURROUGHS, MOON HOPKINS, Elliott-Fisher, Remington Account- 
ing Machines, and everything in the office machinery line. State 
model, serial number and we will quote highest cash prices. Interna- 
tional Office Appliances, Inc., 326 Broadway, New York City. 
BURROUGHS Duplexes, Moon Hopkins, Bookkeeping Machines, 
Kardex. All types office machines bought and sold. Fort Pitt Type- 
writer Co., 644 Liberty Avenue, Pittsburgh, Pa. 
- oes 

WANTED TO BUY FOR CASH, adding and calculating machines, all 
models—typewriters, wide carriages 14 inch and larger 
Burros 13-13-02—23-13-02—Moon Hopkins 72A-71A-78A-50M and higher 

Remington Accounting Machines Models 121-123-125—Elliott-Fishers 
Direct Subtractions and cross footers—Hand Addressographs——‘‘B”’ 
frames long clip and late style, also “E”’ frames. Shipman-Ward Mfg. 
Co., 325 N. Wells St., Chicago. 
TYPEWRITER WANTED: Electromatic typewriter 11 
portable typewriter Hebrew type. Describe condition. 
store, 172 Court St., Middletown, Conn. 
WANTED TO BUY FOR CASH-—International Payroll Machines. Ad- 
dress Z-235, care Office Appliances, Chicago. 
DICTAPHONES— EDIPHONES— Largest stock and lowest prices-—-write 
for information and catalogs. American Dictating Machine Co., 235 
Fifth Ave., New York, N. Y. 
ADDRBESSOGRAPHS, Duplicators, Dictaphones, Multigraphs, Sealers, 
Folders, Typewriters, Adding Machines. Write for FREE Money Mak- 
ing Circular. Pruitt, 527 Pruitt Bldg., Chicago. 


makes and 


in. pica type; 
Hazen's Book- 


KARDEX. ACME, all makes used visible filing equipment. Thousands 
of reconditioned cabinets, panels, books, always on hand. Special 


services and prices to dealers for purchase or sale. Get our quotations. 
Chas. S. Nathan, Inc., 548 Broadway, New York _ 
KARDEX, ACME, POSTINDEX, etc., visible filing equipment of all 
types bought and sold. We specialize in this field and offer full co- 
operation to dealers. Commercial Card System, 135 Grand St., New 
York City. 

GUARANTEED 
tively refinished, 
moderately priced. 


REBUILTS, KARDEX, other visible systems, attrac- 
thoroughly rebuilt for years of additional service, 

Used equipment also bought and exchanged. Uni- 
versal Office Equipment Co., 561 Broadway, New York, N. Y. 


VISIBLE EQUIPMENT bought, sold and exchanged. We specialize in 
rebuilt Kardex, Acme and International Visible Factograph cabinets, as 
well as other makes. We can supply new improved brass shift rods 
(that will not break), for International cabinets, also cards and card 
holders. Have available credit authorization equipment in one line tube 
panels, and 5x14 pocket panels, for reasonable prices. Write and tell 
us what Visible Equipment you need or have for sale. Special prices to 
Dealers. E. Heineman, 4 North Eighth Street, St. Louis, Mo. 
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APPLIANCES 











NEW TRADE LITERATURE 


BUSINESS OPPORTUNITIES 





(Catalogues, pamphlets, broadsides, foldera and other publicity 
material recently released) 
mode 


Featuring several 


American Automatic Electric Sales Company. | 
of the Burns copyholder, a new folder has been prepared for the trade 
by the American Automatic Electric Sales Company, 1033 West Van Buren 
street, Chicago, Ill The folder is well-illustrated and, together wit! 
ample text, tells a convincing sales story of the various units shown. It 
ilso contains a blank space for the dealer imprint. 

A new, four-page folder featuring the firm 


C. L. Barkley & Company. 


line of magnifying plastic tabs and made for the use of the dealer's 
salesman, has been issued to the trade by C. L. Barkley & Company, 517 
South Jefferson street, Chicago. The folder is done in attractive color 
ind carries several large illustrations with which the salesman may 
demonstrate the various uses of the plastic tabs and other items shown 


Boorum & Pease Company.—-The following announcement concerning 
change in certain prices in its recently-issued Dealer’s Buying Price List 
“IT has been made by the Boorum & Pease Company, Brooklyn, N. ¥ 
“Due to the increased cost of manufacturing Punch Presses Nos. N-21 
ind N-22, we find it necessary to withdraw the prices listed on page 4 
The new prices for the N-21 and N-22 respectively are $6.50 and $3.50 
each. The new price for Little Major labeling clips No. 1, 2 and is 
$5.50 per box of 50."’ 

Eaton Paper Corporation._.A revised price list on its lines of staple 
papeteries, open stock papers and tablets, has been issued to the trade 
by the FEaton Paper Corporation, Pittsfield, Mass. The list became 
effective on October 1 and informs dealers that orders for merchandise 
other than appears in the new publication are subject to quotation at 
prices prevailing 

Gits Molding Corporation.—A new plastics products catalogue, listed 
is the No. 42 and describing a complete line of plastic gifts, novelties and 
specialties, has been made ready for distribution by the Gits Molding 
Corporation, 4600 West Huron street, Chicago. In the fourteen pages of 


the booklet there are numerous items which are of interest to the 


stationer 


f 


such as the Gits “‘one-hand” knife, key-holders and others. Copies of 
the catalogue and enclosed price list are available on request to the 
company 

Kewaunee Manufacturing Company.—lIllustrating and describing the 
firm’s line of automatic-adjustable stools and chairs, a new catalogue 
has been issued to the trade by the Kewaunee Manufacturing Com 
pany’s metal division, Adrian Mich. The booklet is nicely done in color 
ind, in addition to picturing several of the models of chairs and stools 
contains a number of pictures of large installations made in variou 
parts of the United States 

Polar Manufacturing Company.--Announcing the advance of some of the 
firm’s list prices, a new price list has been issued to the trade by the 
Polar Manufacturing Company, 3823-25-27 Thirteenth street, Philadelphia 
Pa. Copies are available to the dealer on request 


Reliable Typewriter & Adding Machine Corporation.—A temporary typ¢ 


been 


writer wholesale price list which became effective October 1, has 
issud to the trade by the Reliable Typewriter & Adding Machine Corpor 
tion, 8308 West Monroe street, Chicago. The list also quotes prices on new 
ind rebuilt checkwriters and warns that, on account of scarcity and 


increasing prices on adding and other office machines, prices hitherto quoted 


on these items are withdrawn. The company will, however, 
prices on these machines on request 


Stenno Ribbon & Carbon Manufacturing Company. 


been mailed to the trade 


quote current 


A new and complete 
by 


dealer's and jobber’s price list has recently 

the Stenno Ribbon & Carbon Manufacturing Company, 3207 S. W. First 
ivenue, Portland, Ore Additional copies of the new list will be fur 
nished on request to the firm’s home offices in Portland 


> 


Are You Interested in Latin-American Trade? 


To any who.may desire to develop South and Central American market 


Henry M. Reis is available either as traveling representative or export 
manager 

Mr. Reis Is at present in New York and can be reached care of the 
New York office of OFFICE APPLIANCES, 100 East Forty-Second street, 
New York City 

He has had a broad experience in export trade to Latin America, Spain 
ind Portugal and has personally traveled these countries representing 


well known concerns in the stationery field. 
Portuguese, French, Italian and German. 
In addition to his commercial experience, he served in the 


War attached to the United States Army as an interpreter and also the 


British Expeditionary Forces and the Italian Alpine Corps in France 
is a member of the British Stationers Association 
He desires to place his experience and knowledge of Latin 


He speaks English, Spanish, 


first World 


American 


markets at the service of American manufacturers, having recently given 
up his connection with a prominent British fountain pen and ink manu- 
facturer and a well known English pencil manufacturer. He will be inter 
ested in an opportunity to serve in the co-ordination of commercial and 
cultural relations with Latin America 
Noise Abatement Council Meets 

The annual fall meeting of the National Noise Abatement Council wa 
held at the Hotel Algonquin, in New York City, on Thursday, October 2: 
Pians for a twelve-month national noise abatement program will be 
made Attending were representatives of several nationally known con 
cerns, members of the council, and other business organizations and 
groups interested in the subject of noise abatement and control 

The National Noise Abatement Council is a non-profit association of 
manufacturers, civic and business groups, and individuals organized for 
the purpose of promoting ‘“‘a national consciousness of the need for 
noise control; to publicize the causes and costs of noise and its evil 
effects on individual health and efficiency; to advertise the benefit of 
quiet, and ways and means for controlling and abating objectionable 
noise on city streets and in public places, in factories, offices, schools 


ind homes.,"’ 


Wanted Abroad 


Entcrprising Dealer Wants Lines for Holland._.Kare! F. H. Bonnekamp, 


Ir vhose address is Pythagorasstraat 61, Amsterdam, Holland, desires to 
get in touch with American manufacturers of office equipment and sup 
pli in order that he may be lined up properly for the post-war period 
In our acknowledgment we explained some of the difficulties encountered 
by manufacturers who in normal times might want to sell him. If in 
terested in making advance arrangements, send catalogue and price in 
rmination 

Sweden... Established and exceptionally well qualified Stockholm dis 
tributor and importer of office equipment is interested in elastic rubber 


ind pen points. Particulars can be obtained 


bands, ink and pencil erasers, 
Markwell Manufacturing Company, Inc 


from the Export Department of 
200 Hudson New York, N \ 


_.. 


Uruguayan Dealer Wants Office Equipment Lines...Alherto Garabelli, 


whose address is Is de Julio 1076, Ap. 10, Montevideo, Uruguay, reports 
that he is interested in making connections with American manufacturers 
of office equipment and supplies for exclusive representation in Uruguay 
Among the articles which he especially desires are indexes, guides, clips, 
pens, pencils, signs, labels, tag blotters, cardboard, and bookbinding 
iterial. 
2 . 


Wanted Here at Home 


Dealer Wants Manufacturers’ Catalogues...J. P. O'Conner, recent pur 
haser of the Office Supply Company in Springfield, Mo., which he has 
merged with his typewriter business under the combined name of the 
springfield Typewriter Exchange & Office Supply Company, wants. to 
receive catalogues from manufacturers of all types of office machines, 
upplies and equipment. The address of the business is 323 East Walnut 
street, Springfield, Mo. KVH 
sovanialpennansintite 
Current Corporation Reports 

American Writing Paper Corporation in report for nine months ended 
September 30, 1941, subject to audit, shows net profit of $184,377 after 
charges and federal income taxes and provision of $45,338 for future 
possible pulp costs fluctuations. This compares with net profit of $32,187 
in first nine months of 1940. For quarter ended September 30, last, net 
profit was $88,642 after charges and federal income taxes and provision 


of $4295 for possible pulp costs fluctuations. This compares with net profit 
2 in September quarter of previous year, and net profit of $68,376 
quarter ended June 30, 1941. (New York Wall Street Journal, October 
1941.) 

Directors of the Dictaphone Corporation, Bridgeport, Conn., yesterday 
declared a dividend of 75 cents a share on common stock, compared with 
previous quarterly payments of cents. The company was reported to 


f 
if S68 


for 


“) 


50 


have received last month an order of more than a half-million dollars from 
the Army for remote control systems. (Chicago Tribune, October 21, 1941.) 
In order to retire its outstanding 3% per cent ten-year debentures of 


$3,800,000 and its outstanding 3 per cent ten year debentures of $7,400,006, 
and to provide additional working capital, International Business Ma- 
chines Corporation has effected arrangements for the sale at par, as of 
October 1, 1941, to an institutional investor, of $17,000,000 of 21% per 
cent ten-year debentures, Thomas J. Watson, president of the company, 
innounced today. The debentures provide for a sinking fund of $1,500,000 
per annum, commencing October 1, 1946, or earlier at the corporation's 
option The debentures are redeemable out of sinking fund monies at 
par, or out of funds otherwise available from profits in connection 
with any refinancing for additional capital at 101; otherwise at a premium 
of 5 per cent in 1942, such premium diminishing one-half of one per cent 
annually thereafter, the announcement stated. 


or 


reporting a heavy backlog, expectations are that 
income of Remington Rand tInc., will be somewhat 
that of the June, 1941, quarter. For the June, 1941, quarter 
Remington Rand reported net which was substantially in excess 
of that shown for the entire of the 1940 fiscal year. June, 
1941, quarter net income was equal to 67 cents a common 
hare. This was nearly two and times greater than June, 1940, 
quarter net income of $565,240, or cents a common share. For the six 
ended September 30, 1940, net ine was 81,065,209 or 40 cents 
share. The company’s fiscal year closes March 31. (New York 
Journal, October 4, 1941.) 
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The Royal Typewriter Company, Inc., and its domestic ré 


ported today net profit for the fiscal year ended July 31 of $2,732,852, 
equal after preferred dividend requirements to $9.19 a share on common 
stock This compared with $2,387,7 or $7.90 a share in the preceding 
year The tax provision for the recent period was $2,428,558, against 
$1,116,302 in the preceding year. (Baltimore (Md.) News-Post, October 4, 

41.) 

Underwood Elliott Fisher Company and _ subsidiaries, three months 
ended September 30, 1941, net income $935,012 after taxes and charges 
equal to $1.28 a share on the common shares; preceding period $988,410 
ind $1.35 a share; vear ago $303,889 and 42 cents a share: nine months 
net income $2,552,226 after taxes and charges, equal to $3.48 a share on 
the common shares; vear ago $1,877,22 ind $1.88 a share. (New York 
Sun, October 10, 1941.) 

Wilson-Jones Company condensed statement of income for year ended 
August 1, 1941 Net sales, less cost of goods sold and expenses, and 
depreciation allowance, $4,396,911.08 Net income before federal income 
tax, $560,182.74 Provision for federal income tax, $148,629.77 Net 
income for the year transferred to earned surplus $411,552.97. (Chicago 
Tribune, October 18, 1941.) 














PATENTS 





Copies of patents shown here can be obtained 
from the Commissioner of Patents, Washington, 
D. C., for ten cents each in cash, postoffice 
money orders or certified check. Stamps and 
personal checks not accepted. 


2,256,547. Drophead Typewriter Desk. John S. Bur- 
dick, North Muskegon, Mich., assignor to The Shaw- 
Walker Company, Muskegon, Mich., a corporation of 
Michigan. Application March 2, 1939, Serial No. 
259,346. Granted September 23, 1941. 

2,256,585. Manifolding Stationery. 
Dayton, Ohio, assignor to The Egry Register Com- 
pany, Dayton, Ohio, a corporation of Ohio. Applica- 
tion April 12, 1940, Serial No. 329,339. Granted Sep- 
tember 23, 1941. 

2,256,606. Trimming Board. Adolph |. Blane, Cold- 
water, Mich, assignor to David W. Blanc, Coldwater, 
Mich. Application February 3, 1941, Serial Ne. 377,- 
160. Granted September 23, 1941. 

2,256,677. Base for Swivel Chairs and the Like. 
James R. Jones, Lakewood, N. Y., assignor to Art 


Milton C. Stern, 


Metal Construction Company, Jamestown, N. Y. Appli- 
cation March 28, 1940, Serial No. 326,444. Granted 
September 23, (941. 

2,256,678. Filing Equipment. Emil Kern, Long 


Island City, N. Y., assignor to Acco Products, Inc., 
Long Island City, N. Y., a corporation of New York. 
Application May 13, 1939, Serial No. 273,393. Granted 
September 23, 1941. 


2,256,707. Pencil Sharpener. Daniel E. Fultz, Spo- 
kane, Wash. Application February |, 1940, Serial No. 
316,826. Granted September 23, 1941. 


2,256,799. Caleulating Machine. Harold T. Avery, 
Oakland, Calif., assignor to Marchant Calculating Ma- 
chine Company, a corporation of California. Original 
application July 15, 1931, Serial No. 550,855. Divided 
and this application May 26, 1934, Serial No. 727,709. 
Renewed December 29, 1938. Granted September 23, 


1941. 

2,256,980. Visible Portable Loose Leaf Device. Ber- 
nard Klein and Barney A. Heimbinder, New York, 
N. Y. Application June 22, 1939, Serial No. 280,462. 
Granted September 23, 1941. 


2,256,996. Knockdown Furniture. James E. Bales, 
Aurora, Ill., assignor to Lyon Metal Products, In- 
coroporated, Aurora, Ill., a corporation of Illinois. 
Application October 22, 1938, Serial No. 236,495. 


Granted September 23, 1941 


2,257,005. Drawing Board. Adolph F. Grosse, 
Duluth, Minn. Application April 1, 1940, Serial No. 
327,266. Granted September 23, 1941. 

2,257,052. Filing Device. Atto N. Hanna, Orange, 
N. J. Application April 5, 1941, Serial No. 386,991. 
Granted September 23, 1941. 

2,257,122. Type Soldering Gauge. Clarence Patrick 


O'Connor, Chicago, III., assignor to Ames Supply Com- 
pany, Chicago. Ill., a corporation of Illinois. Appli- 
cation June 23, “im Serial No. 280,718. Granted 
September 30, 194 

2,257,174. Bnd Feeder for Typewriters. Bert 
Langley, San Jose, Calif. Application June 21, 1940, 
Serial No. 341,690. Granted September 30, 1941. 

2,257,188. Cabinet. John H. Page, Muskegon, Mich., 
assignor to The Shaw-Walker Company, Muskegon, 


Michigan. 
244,018. 


Application De- 
Granted Sep- 


Mich., a corporation of 
cember 5, 1938, Serial No. 
tember 30, 1941. 

2,257,517. Filing Envelope. 
Muncie, Pa. Application October 1{7, 
361,633. Granted September 30, 1941. 

2,257,583. Chair. Glenn D. Wood, Elkhart, Ind., 
assignor to Posture Research Corporation, Elkhart, Ind., 
a corporation of Indiana. Application November 9, 1939, 
Serial No. 303,594. Granted September 30, 1941. 

2,257,766. Series Connected Envelope and Check. 
John Q. Sherman, Dayton, Ohio; Katherine M. Sher- 
man, William C. Sherman and Wellmore B. Turner, 
executors of said John Q. Sherman, deceased. Appli- 
cation April 2, 1936, Serial No. 72,399, renewed March 
1, 1940. Granted October 7, 1941. 

2,258,030. Ink Container. John H. Oxley, Water- 
town, Mass., assignor te The American Crayon Com- 
pany, Sandusky, Ohio, a corporation of Ohio. Appli- 
cation June 7, 1940, Serial No. 339,307. Granted Octo- 
ber 7, 1941. 

2,258,116. Typewriter. Seyed Khalil, New York, 
N. Y., assignor to Remington Rand Inc., New York, 
N. Y., a corporation of Delaware. Application June 
18, 1938, Serial No. 214,463. Granted October 7, 1941. 

2,258,211. Typewriting Machine. William 0. Michel. 
sen, Woodhaven, N. Y., assignor to Royal Typewriter 
Company, Inc., New York, N. Y., a corporation of 
New York Application March 9, 1939, Serial No. 
260,841. Granted October 7, 1941. 

2,258,306. Concealable Desk Pad. Martin E. Trollen, 
St. Paul, Minn., assignor to Brown & Bigelow, St. 
Paul, Minn., a corporation of Minnesota. Application 
July 21, 1939, Serial No. 285,682. Granted October 
7, 1941. 


Caroline A. Spotts, 
1940, Serial No. 


John H. White, High 
1940, Serial No. 


2,258,372. Typewriter Desk. 
Point, N. Application April 19, 
330,624. Granted October 7, 1941. 


2,258,405. Electrically Controlled Motorized Type- 
writer. Arthur H. Buckley, Chicago, tll. Application 
April 24, 1939, Serial No. 269, 658. Granted October 
7, 1941. 


2,258,547. Cleaner for Typewriter Type and the Like. 
Nugent Dodds, Washington, D. C. Application Octo- 
ber 17, 1939, Serial No. 299,905. Granted October 
7, 1941. 


2,258,666. Card File. Louis C Walker, North 
Muskegon, Mich., assignor to The Shaw-Walker Com- 
pany, Muskegon, Mich., a corporation of Michigan. 
Application June 4, 1940, Serial No. 338,759. Granted 
October 14, 1941. 

2,258,685. Combination Memorandum Pad and “7 
minating Device. Alfred Mattlatzki, New York, N 
Application August 8, 1938, Serial No. 
Granted October 14, 1941. 

2,258,695. ‘YVariahle Paper Feeding Mechanism for 
Accounting Machines. Walter A. Anderson, Bridgeport, 
Conn., 2ssignor te Underwood Elliott Fisher Company, 
New York, N. Y., a corporation of Delaware. Appli- 
cation June 26, 1940, Serial No. 342,546. Granted 
Cctober 14, 1941. 
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2,258,769. Typewriting Machine. John Joseph Kittel, 
St. Albans, N. Y., assignor to Royal Typewriter Com- 


pany, Inc., New York, N. Y., a corporation of New 
York. Original application April 25, 1938, Serial No. 
204,235. Divided and this application October 19, 


1939, Serial No. 300,278. Granted October 14, 1941. 

2,258,841. Fountain Pen. Laszlo Jozsef Biro, Buenos 
Aires, Argentina, assignor to Luis Lang, Buenos Aires, 
Argentina. Application April 23, 1941, Serial No. 389,- 
830. Granted October 14, 1941. 

2,259,145. Article of Furniture. Dorothy Derby 
Waldo, Grosse Pointe Farms, Mich. Application May 
7, 1940, Serial No. 333,802. Granted October 14, (941. 

2,259,174. Duplicating Apparatus. Morris P. Neal, 
Villa Park, and William J. Champion, La Grange, IIl., 
assignors to Ditto, Incorporated, Chicago, Iil., a cor- 
poration of West Virginia. Application April ¥. 1939, 
Serial No. 266,519. Granted October 14, 1941. 

2,259,358. Manifolding Strip. Robert P. Templeton, 
Niagara Falls, N. Y., assignor to American Sales 
Book Company, Inc., Niagara Falls, N. Y., a corpora- 
tion of Delaware. Application December 5, 1939, Serial 
No. 307,653. Granted October 14, 1941. 

2,259,585. Reeord Resurfacing Machine. Vaughn 
Rolain, Green Bay, Wis., assignor to Dictaphone Cor- 
poration, New York, N. Y., a corporation of New York. 
Application February 24, 1940, Serial No. 320,581. 
Granted October 21, 1941. 

2,259,649. Spring Mechanism for Lead Carrier of 
Magazine Pencils. Hans Maucher, New York, N. 
assignor to Norma Multikolor, Inc., New York, N. Y.. 
a corporation of New York. Application October 29, 
1940, Serial No. 363,252. Granted October 21, 1941. 

2,259,722. Locker Structure. James E. Bales, Aurora, 
itl., assignor to Lyon Metal Products, Incorporated, 
Aurora, Ill., a corporation of Illinois. Application 
January 11, 1938, Serial No. 184,427. Granted Octo- 
ber 21, 1941. 


2,259,959. Machine and Method for Making Paper- 


Kay Miller, New Brunswick, N. J., 
Company, Jersey 
Applica- 
Granted 


Wrapped Pencils. 
assignor to Joseph Dixon Crucible 
City, N. J., a corporation of New Jersey. 
tion December 12, 1940, Serial No. 369,789. 
October 21, (941. 

2,260,045. Paper Feeding Means for Duplicating 
Machines. Robert F. Morrison, Oak Park, and Gien 
E. Wimmer, Chicago, I11., assignors to Ditto, Ineor- 
porated, Chicago, Ill., a corporation of West Virginia. 
Application May |, 1939, Serial No. 271,108. Granted 
October 21, 1941, 

2,260,069. Filing Device. John Witherspoon Whit- 
son, Springfield, Mass., assignor to Electrofile, Inc., 
Albany, N. Y., a corporation of New York. Applica- 
tion October 31, 1939, Serial No. 302,215. Granted 
October 21, 1941. 

2,260,089. Typist’s Erasure Guard. Edward R. 
Pierce, Washington, D. C. Application October 25, 
1940, Serial No. 362,857. Granted October 21, 1941. 

2,260,090. Writing Impl t and Calendar. Kari 
T. Postel, Flushing, N. Y. Application January 22, 
1940, Serial No. 314,990. Granted October 21, 1941. 





DESIGN PATENTS 


129,614. Design for a Combination Desk Unit. 
Joseph F. Donaldson, Louisville, Ky., assignor to 
Adler Manufacturing Co., Incorporated, Louisville, Ky., 
a corporation of Kentucky. Application July 11, 1941, 
Serial No. (02,032. Granted September 23, 1941. 

129,715. Design for a Blotter Unit. Martin E. 
Trollen, St. Paul, Minn., assignor to Brown & Bigelow, 
St. Paul, Minn., a corporation of Minnesota. Appli- 
eation February 7, 1940, Serial No. 90,087. Granted 
September 30, (941. 

129,817. Design for a Chair. Halbert Creston Doner, 
Toledo, Ohio, assignor to Libbey-Owens-Ford Glass 
Company, Toledo, Ohio. Application February 19, 1941, 
Serial No. 99,096. Granted October 7, 1941. 
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What the Law Says 


ON THE NEW EXCISE TAXES 


NNUMERABLE questions have 

been asked in the past month 
by members of all divisions of the 
Stationery and office equipment 
industry as to the application of 
the retailers’ and manufacturers’ 
excise taxes, which became effec- 
tive on October 1, 1941. 

Answers to some of these ques- 
tions are simply stated in the 
wording of the law. Others are 
found in the rules and regulations 
which have been promulgated by 
the Commissioner of Internal Re- 
venue and approved by the Secre- 
tary of the Treasury. Still others 
will be answered in the additional 
regulations to come. While certain 
questions on which there seems to 
be ambiguity as to specific appli- 
cations may be cleared by special 
rulings and opinions in accordance 
with the Commissioner’s interpre- 
tation of the law. And, finally, a 
few answers may not be complete- 
ly settled until a test case is tried 
before the United States Supreme 
Court, and the court’s decision 
announced. 

This article is presented for the 
benefit of those who have neither 
a copy of the “Revenue Act of 
1941” (which includes both excise 
tax laws) nor the recently issued 
“Regulations 51 Relating to the 
Retailers’ Excise Taxes.” The 
paragraphs which follow do not 
attempt to interpret the laws, but 
rather are extracts from them and 
from the regulations released thus 


R f ki . 
Negu attons covering 


i se excise taxes 


just out auudh wile may 


iy some of regulations 
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far, with comments based on in- 
terviews with a district office of 
the Bureau of Internal Revenue 
pertaining to questions raised in 
this industry as to their applica- 
tion. 

As late as October 24 the regu- 
lations covering the new manu- 
facturers’ excise taxes had not 
been released. On that date 
Deputy Commissioner D. S. Bliss 
wired OFFICE APPLIANCES as fol- 
lows: “Amendment of Regulations 
46 to cover new manufacturers’ 
excise taxes not yet approved and 
impossible to name expected date 
of release.” 

Meanwhile some idea of the 
regulations which will apply to the 


new taxes may be obtained from 
those covering the manufacturers’ 
excise taxes in the Revenue Act 
of 1940, to be amended as indi- 
cated by Deputy Commissioner 
Bliss. These are entitled “Regula- 
tions 46 (1940 Edition) Relating to 
the Excise Taxes on Sales by the 
Manufacturer.” 


Comparison of Laws 


During the recent stationers’ 
convention, it was apparent that 
many were confused over the 
manufacturers’ and retailers’ ex- 
cise taxes. It is important to have 
their differentiation clearly in 
mind. 

The manufacturers’ tax with 
which the office equipment indus- 
try is chiefly concerned applies to 
“business and store machines.” 
(There are nine other classes of 
products on which their manufac- 
turers, producers, or exporters will 
pay the new excise taxes; namely, 
luggage and leather or imitation 
leather brief cases; rubber arti- 
cles; photographic apparatus; 
sporting goods; electric, gas, and 
oil appliances; optical equipment; 
electric light bulbs and tubes; 
electric signs, and washing’ ma- 
chines.) 

The tax is paid by the manufac- 
turer at the rate of 10 percent of 
the price for which he sells the 
article. Where he _ distributes 
through the retailer, he may add 
10 percent to the retailer’s cost 
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price or bill the tax as a separate 
item. 

The specific retailers’ tax in 
which the stationer is interested 
applies to articles taxed as jewelry 
—even though some may not be 
considered as jewelry in the usual 
sense. The determining factor is 
whether or not an item contains 
or is ornamented with precious 
metals or platings or alloys of 
precious metals. In other words, 
according to the regulations, “ar- 
ticles made of, or ornamented, 
mounted or fitted, with precious 
metals or imitations thereof” are 
taxable, “even though such fittings 
serve a utilitarian purpose.” The 
tax does not apply to fountain 
pens “if the only parts of the pen 
which consist of precious metals 
are essential parts not used for 
ornamental purposes.” This tax is 
imposed at the rate of 10 percent 
of the retail price, exclusive of any 
given state sales tax (if the state 
Sales tax is not included in the 
retail price.) 


Relation of Manufacturers’ Tax 
to Retailer 


The retailer who handles any of 
the above taxable items is in- 
terested in both taxes because he 
will collect for both from his cus- 
tomers. In the case of the manu- 
facturers’ tax, however, the re- 
tailer merely passes it on either as 
a part of the sale price or he bills 
the tax as a separate item. But 
whichever he does, he will not 
report this collection to the gov- 
ernment, because the manufac- 
turer pays the tax and the dealer 
will have reimbursed the manu- 
facturer for the tax when he pur- 
chased the merchandise. 

The prevalent opinion among 
tax consultants at the present 
time is that the manufacturers’ 
excise tax may be_ specifically 
shown on the retailer’s invoice if 
it is designated as such and the 
actual amount specified; i.e. 10 
percent of the manufacturer’s sale 
price, not 10 percent of the retail 
Also the tax should be 


price. 

termed “manufacturers’ excise 
tax,” or “tax reimbursed to manu- 
facturer.” 


When the manufacturers’ tax 
is included in the retail price, the 
words “including the manufac- 
turers’ excise tax” may be shown 
in the invoice, in the opinion of 
responsible tax consultants. As 
this has not definitely been estab- 
lished, retailers are free to write 
to the Commissioner for clarifica- 
tion of this point. 

Undoubtedly the provision now 


in Regulations 46 prohibiting mis- 
representation or false statements 
to purchasers regarding the tax 
will appear in the amended regu- 
lations. 

These provide a penalty of “not 
more than $1,000 or imprisonment 
not exceeding one year, or both,” 
upon any person connected with 
the sale or lease of a taxable ar- 
ticle, who “makes any statement, 
written or oral, (1) intended or 
calculated to lead any person to 
believe that any part of the price 

. . S0Nsists of a tax ..., or 
(2) ascribing a particular part of 
such price to a tax ..., knowing 
that such statement is false . 

This penalty is also included in 
Regulations 51 covering the re- 
tailers’ taxes. 

The question of billing the 
manufacturers’ tax as a separate 
item instead of including it in the 
retail price has caused a great 
deal of concern in our industry. 
If the tax is shown separately, the 
cost of the merchandise to the 
dealer will be revealed to the pur- 
chaser. While on the other hand, 
if he includes the tax in his retail 
price the resulting price will be 
greater than the well-known es- 
tablished list prices of such mer- 
chandise. Some manufacturers 
are considering supplying their 
dealers with two sets of lists; one 
of which will include the tax in 
the list price. 

If the dealer includes the manu- 
facturers’ tax in the sale price of 
the article will this tax be de- 
ductable when filing his income 
tax report? The income tax de- 
partment has answered this with 
the statement that the tax which 
the dealer reimburses to the manu- 
facturer when purchasing the 
product for resale will be included 
as part of his erpense, and is thus 
deducted from the gross income 
in figuring the income tax. Hence 
including the tax in the sale price 
does not matter, so far as filing 
the income tax is concerned. 

Is the dealer permitted to in- 
crease his price more than the 
amount of the tax? As indicated 
in the foregoing, he is not allowed 
to ascribe more than the actual 
amount of the tax to the Federal 
tax. This applies to both excise 
taxes. But a representative of the 
Bureau of Internal Revenue has 
declared that there is nothing in 
the revenue laws to prevent deal- 
ers from increasing prices in an 
amount exceeding the tax reim- 
bursed to the manufacturer. 

On the other hand Price Ad- 
ministrator Leon Henderson has 
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made a statement cautioning 
wholesalers and retailers to omit 
the tax from all mark-up calcu- 
lations, to avoid “pyramiding” of 
the manufacturers’ excise taxes as 
they are passed on to the ultimate 
consumer or user. Said Mr. Hen- 
derson: 

“The increased prices paid by 
consumers as the result of the 
new levies should in no case re- 
flect more than the actual dollar 
amount of the manufacturers’ to- 
tal excise tax. This policy should 
be applied to cases where excise 
taxes are continued and increased 
as well as where taxes are now 
being levied for the first time. 


“Pyramiding of these taxes must 
be carefully guarded against. 
Where a manufacturer sells an 
article for $100 and passes on the 
10 percent excise tax it results in 
a price of $110 to the wholesaler. 
Should the latter compute his 
regular mark-up price on the $110 
price instead of on the $100 base, 
the price to the retailer will be 
raised by more than the amount 
of the tax. If the retailer in turn 
calculates his mark-up on this 
total, the final cost of the article 
to the ultimate consumer will be 
raised considerably in excess of 
the actual excise tax. 


“Properly figured, the tax should 
be left out of all mark-up calcula- 
tions. The threat to the general 
price structure if pyramiding of 
the new tax is resorted to by dis- 
tributors of merchandise is real 
and dangerous. I am sure that 
American business men will take 
steps to avert this threat.” 


The Manufacturers’ Tax in Rela- 
tion to the Manufacturers 


As indicated on page 34 of the 
October OFFICE APPLIANCES, the 
manufacturers’ excise tax names 
the specific business and store ma- 
chines (and combinations thereof) 
which are taxable. A number of 
them are more commonly con- 
Sidered devices in the trade. The 
wording of the law is again re- 
peated in accompanying columns. 

Are any other items of equip- 
ment covered by the manufac- 
turers’ excise taxes? Since the act 
specifically mentions the machines 
to be taxed, it seems that under 
statutory interpretation anything 
else not mentioned is exempt. 
There may be some further defini- 
tion of regulations within the 
classification of “business and 
store machines,” but inasmuch as 
the tax applies particularly to the 
foregoing “machines” there can be 
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no interpretation as to its apply- 
ing to office furniture, for instance, 
and other utilities in the office 
equipment and stationery field 
outside the classification of ma- 
chines and devices. The only two 
“pick-up clauses” that give a lati- 
tude for further interpretation of 
the articles to be taxed are those 
referring to “combination of any 
of the foregoing” business and 
store machines and “parts or ac- 
cessories of such articles sold on 
or in connection therewith, or 
with the sale thereof.” 


Parts and Accessories 


Regarding sale of parts and ac- 
cessories, this will be covered in 
the new regulations, doubtless in 
some manner similar to those cov- 
ering the previous taxes on auto- 
mobile and refrigerator parts and 
accessories. The question of tax- 
free sales for further manufacture 
arises here. For instance, in the 
sale of automobile parts sales of 
parts or accessories to another 
“manufacturer” of parts or acces- 
sories for use in the manufacture 
or production of parts or acces- 
sories are exempt, when supported 
by an exemption certificate. 


“If the purchaser uses or resells 


parts or accessories purchased by him 


tax free, he shall™be considered the 
manufacturer, and must pay the tax 
thereon or in the case of resale estab- 
lish by exemption certificate on file 
that his sale was tax free. 

“Jobbers or dealers and others who 
are not manufacturers of taxable 
articles are not entitled to purchase 
tax Pee. . « (Reg. 46, Sec. 316.57) 


Further definition as to who is a 
manufacturer is given in the fol- 
lowing extract from Regulations 
46, Section 316.4: 


“Sec. 316.4 Who is a manufacturer 

The term ‘manufacturer’ includes a 
person who produces a taxable article 
from scrap, salvage, or junk material, 
as well as from new or raw material, 
(1) by processing, manipulating, or 
changing the form of an article, or 
(2) by combining or assembling two 
or more articles 

“A manufacturer who sells a tax- 
able article in a knockdown condi- 
tion, but complete as to all com 
ponent parts, is liable for the tax,’and 
not the person who buys, and as- 


sembles a taxable article from, such 
component parts.” 

At present the office machine 
wholesaler or dealer who com- 
pletely rebuilds a machine is con- 
sidered by the Bureau office inter- 
viewed to be liable to pay the tax 
on the sale price of the entire ma- 
chine, because in rebuilding the 
machine he becomes a “manufac- 
turer.” He buys the component 
parts tax free from their manu- 
facturers, authorized by an ex- 
emption certificate which bears 





his registration number as a ven- 
dee purchasing for “further manu- 
facture.” He must first have made 
application to the collector of in- 
ternal revenue for his district for 
a registration number as a manu- 
facturer (i.e. rebuilder). 

On ordinary repairs, any tax 
charged should be on any com- 





THE MANUFACTURERS’ 
EXCISE TAXES 


SEC. 3406. EXCISE TAXES IM- 
POSED BY THE REVENUE 
ACT OF 1941. 


“(a) Imposition——There shall be 
imposed on the following articles, 
sold by the manufacturer, producer, 
or importer, a tax equivalent to the 
rate, on the price for which sold, 
set forth in the following para- 
graphs (including in each case parts 
or accessories of such articles sold 
on or in connection therewith, or 
with the sale thereof): ... 

“(6) Business and store machines. 
—Adding machines, addressing ma- 
chines, autographic registers, bank 
proof machines, billing machines, 
bookkeeping machines, calculating 
machines, card punching machines, 
cash registers, change making ma- 
chines, check writing machines, 
check signing machines, check can- 
celling machines, check perforating 
machines, check cutting machines, 
check dating machines, other check 
protector machine devices, com- 
puting machines, coin counters, dic- 
tographs, dictating machine record 
shaving machines, dictating ma- 
chines, duplicating machines, em- 
bossing machines, envelope opening 
machines, erasing machines, folding 
machines, fanfold machines, fare 
registers, fare boxes, listing ma- 
chines, line-a-time and similar ma- 
chines, mailing machines, multi- 
graph machines, multigraph type- 
setting machines, multigraph type 
justifying machines, numbering ma- 
chines, portable paper fastening 
machines, pay roll machines, pencil 
sharpeners, postal permit mailing 
machines, punch card machines, 
sorting machines, stencil cutting 
machines, shorthand writing ma- 
chines, sealing machines, tabulating 
machines, ticket counting machines, 
ticket issuing machines, typewriters, 
transcribing machines, time record- 
ing devices, and combinations of 
any of the foregoing, 10 per centum.” 





ponent parts which he may have 
purchased tax exempt, and for 
which he would be required to re- 
port. If the parts were purchased 
tax paid, the jobber or retailer 
would reimburse the manufactur- 
er for this tax and include it in 
his repair price, or bill the tax on 
the repair parts separately, as 
previously stated. The tax is not 
applicable to labor, overhead, etc., 
involved in repair work, nor to 
non taxable raw materials, nor 
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taxable materials upon which tax 
has been paid. 

For the purpose of definition of 
a sale, the lease of an article is 
considered the same as a sale. Re- 
newal or any extension of a lease 
or any subsequent lease of such 
article is also considered a taxable 
sale of such article. 

Where goods are repossessed by 
the manufacturer under install- 
ment sale or conditional saie con- 
tracts, leases, etc., and subsequent- 
ly resold by such manufacturer, 
the tax attaches to sucn second 
sale. Apparently the same rule 
will apply to articles repossessed 
on ordinary sales, where the 
original sale price is readjusted 
by reason of the “return” and the 
articles are subsequently resold. 
However, the latter point has not 
yet been clarified by official rul- 
ings or considered opinions from 
unofficial sources. 

It is already quite generally un- 
derstood that orders that were 
placed before October 1, on which 
the ownership or title had not 
passed from the manufacturer 
were considered taxable. The 
goods to be exempted must have 
been delivered to the seller. In 
cases of existing contracts prior to 
the effective date, the taxes must 
be paid by the purchaser instead 
of the seller if the contract does 
not permit adding the tax to the 
contract price. Such tax must be 
collected by the seller at the time 
of sale and paid over to the Gov- 
ernment. 


No tax attaches to articles sold 
by the manufacturer direct to the 
United States, any State, Terri- 
tory of the United States, or any 
political subdivision of the fore- 
going, or the District of Columbia, 
for its exclusive use, provided the 
exempt character of the sales is 
established as required by Regu- 
lations 46, Section 316.24. 

The tax is due before the end of 
the month following the month in 
which the sales are made. Thus, 
the return for October sales will 
be due by the end of November. 
Failure to secure the forms from 
the collector of internal revenue 
in the district in which the busi- 
ness is established is not con- 
sidered excusable for failure to 
file the tax return on time, unless 
a general extension has been of- 
ficially announced. 

The administrative provisions of 
the 1940 edition of “Regulations 46 
Relating to Excise Taxes on Sales 
by the Manufacturer” will be the 

(Turn to page 71, please) 
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HE REVENUE Act of 1941 im- 
poses the heaviest tax load in 


the nation’s history to help 
finance the Defense program. 


With Defense expenditures mount- 
ing sharply, the government de- 
cided not to borrow all the money 
needed for tanks, planes, ships, 
etc., but to raise two-thirds in 
taxes and one-third by borrowing. 
This ratio is already distorted by 
increasing expenditures. Govern- 
ment economists state that with 
a billion-a-month schedule in op- 
eration, this will put into circula- 
tion ten billions yearly in cur- 
rency with no place to go but into 
the price structure and _ that 
means inflation because only five 
or six billions in currency will 
take care of consumer demand 
for buying specie even in peak vol- 
ume periods during normal times. 
Obviously, unless the brakes are 
applied, prices will skyrocket be- 
cause there will be far too much 
currency in circulation. 

The 1941 tax bill is designed to 
serve as a deterrent to inflation 
as well as a source of funds for 


Defense, consequently, the office 
appliance retailer can look for- 
ward to new and higher taxes 


enabling the government to take 
more and more of individual and 
corporate earnings in taxes and 
promissory notes redeemable when 
the tide of easy money begins to 
ebb. 

The Revenue Act of 1941 will 
affect the office appliance retailer 
not only directly but indirectly, 
in business and private life, be- 
cause it contains important 
changes in individual and cor- 
poration income taxes, excess 
profits, capital stock, estate and 
gift, excise, Defense and federal 
unemployment taxes. Because this 
act is so expansive, your first duty 
is to consult your banker, account- 
ant and the local Internal Rev- 
enue office about the changes af- 
fecting your business. This office 
will try to notify business men of 
the levies affecting them, but fail- 
ure to receive such instruction 
does not exempt from taxation. 
So, it is better for you to take 
the initiative. The government 
will crack down hard with penal- 
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ties on tax slackers, even though 
omissions are due to lack of un- 
derstanding. Any ignorance of im- 
posts affecting your business does 
not absolve you of failure to pay. 


The Excise Taxes 


In this connection, we will say 
that a careful study of the act 
indicates that you won’t need to 
worry much about changes in for- 
mer regulations except increased 
rate schedules. For example, 
there has been no change in the 
methods of computing inventory, 
depreciation, bad debt write-offs, 
business expenses, and the like. 
That doesn’t mean that all fea- 
tures of the bill are crystal-clear. 
Many rulings are awaited but 
most of these concern taxable 
items under the retailers’ excise 
law, which covers toiletries, jew- 
elry and furs, so does not affect 
the majority of office appliance 
retailers. However, business and 
store machines of all kinds are 
taxed under the manufacturers’ 
excise tax, ten per cent on the 
producer’s selling price and that 
will affect most office appliance 
retailers. The usual procedure in 
the past has been to consider the 
manufacturers’ imposts as part 
of the purchase price and figure 
mark-up thereon but dealers are 
advised not to do this in the pres- 
ent circumstance, the government 
contending that this will bring 
about the dangerous price spiral 
they want to avoid. The act does 
not rule upon this point. You may 
compute margin as before unless 
subsequent governmental restric- 
tions disallow it. There is no re- 
tailers’ excise tax on business or 
store machines, nor on stationery, 
neither does this merchandise 
carry a floor stocks tax. If you 
buy taxable items on installments, 
the tax is payable proportionately 
with each payment. If the lease, 
contract for sale or conditional 
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sale and delivery thereunder was 
made before October 1, 1941, the 
merchandise involved is not tax- 
able. 

Office appliance retailers will 
find many items they buy for 
business and personal use higher 
because of excise taxes that went 
into effect October 1, 1941. Toi- 
letries, furs and jewelry carry a 
retailers’ excise tax of ten per 
cent. Electric light bulbs and 
tubes, electric signs, air condition- 
ing equipment, rubber goods, opti- 
cal equipment, sporting goods, 
luggage, photographic apparatus, 
including cameras and _lenses, 
electric, gas and oil appliances, 
trucks, passenger cars, tires, tubes, 
matches, entertainment and gam- 
bling machines are taxes that the 
office appliance dealer will feel 
directly or indirectly. Telegraph, 
cable and radio messages now 
carry ten per cent, instead of five 
per cent tax, electric energy is 
taxed three and one-half per cent, 
assessed by the distributor, local 
telephone bills are taxable at six 
per cent, long distance calls at 
higher rates. Defense taxes ap- 
plied temporarily up to now will 
either be made permanent under 
the new schedules or absorbed in 
still higher levies. Commutation 
tickets are exempt from the trans- 
portation tax of five per cent which 
is imposed on all tickets over 
thirty-five cents, including charges 
for seats and berths, which will 
affect the office appliance dealer 
in a business way when he goes to 
conventions or on buying trips. 


Levies on Capital Stock, Estates, 
Etc., Increased 


The capital stock tax is in- 
creased from $1.10 for each $100.00 
of stock outstanding to $1.25, af- 
fecting returns by corporations for 
the fiscal year ending June 30, 
1942. Estate and gift taxes are 
built upon related schedules. Do 
not confuse the estate taxes levied 
by the Federal government with 
inheritance taxes levied by a state. 
Tax schedules on estates graduate 
from three to seventy-seven per 
cent on legacies over ten million, 
giving you an idea of how big 
fortunes are being broken up. 
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A six per cent surtax is levied 
on the first $25,000 of corporation 
income and seven per cent on any 
excess. The normal corporate tax 
of twenty-four per cent will not 
be changed but the excess profits 
rate is changed by ten percentage 
points so that instead of ranging 
from twenty-five to fifty per cent 
these rates hereafter will run from 
thirty-five to sixty per cent. Firms 
may still compute their excess 
profits on the basis either of in- 
vested capital or average earnings. 


Personal Income Taxes 

Every single citizen with gross 
income of $750 and a married 
citizen with gross income of 
$1,500 must file a return, effective 
on 1941 incomes to be reported 
March 15, 1942. Increases from 
four to five times are shown by 
the schedules. Every taxpayer now 
pays a surtax. The four per cent 
tax heretofore in force remains 
“as is’ with a six per cent surtax 
added to the first dollar of taxable 
income, graduated upward to 
seventy-seven per cent of excess 
over $5,000,000, another indication 
that the big fortunes are being 
curtailed, that the publicized big 
incomes are not so big after the 
government takes its toll. 


Those with incomes under $3,000 
may use a simplified table issued 
by the government for quick com- 
putation and displayed at your 
local post office but this table was 
based upon a study of past aver- 
ages so if your return is not aver- 
age, you may lose money and pay 
more tax by using this table. We 
suggest that you compute the tax 
as before, taking credit for all 
legitimate deductions and exemp- 
tions. You may pay your tax in 
four quarterly payments. 

You will be taxed $5 yearly for 
each motor vehicle you own, 
which will increase your personal 
and business expenses. Note that 
this is a “use” tax. If you don’t 
use your car or delivery truck, 
you aren’t taxable, but the legis- 
lators assume that the public will 
willingly pay a tax to use certain 
articles that have become deeply 
intrenched into their routine of 
life so look for more “use” taxes 
next year on similar articles com- 
mon to modern existence. The 
first charge of $2.09 will be levied 
February 1, 1942 for the period to 
June 30, then you pay $5 more 
from July 1, 1942 to June 30, 1943. 
In other words, your outlay in 1942 
is $7.09 for each motor vehicle. 

You may deduct Federal duties 
and excise taxes paid to internal 


revenue collectors from gross in- 
come provided that these taxes 
are not added to and made a part 
of the expenses of the business 
or the cost of articles of merchan- 
dise with respect to which they 
are paid, in which case they can- 
not be separately deducted. Taxes 
that are property assessments 
paid for street, sidewalk and like 
improvements cannot be deducted 
from gross income. Automobile 
license fees are ordinarily taxes. 
Estate, inheritance, legacy and 
excess-profits taxes are not de- 
ductible, neither are Federal in- 
come taxes, nor penalty payments 
on Federal taxes, whether for neg- 
ligence, delinquency or fraud. 
With the foregoing exceptions, 
taxes imposed by the United 
States, any state or territory, or 
political sub-divisions of either, 
are deductible from gross income 
for the year in which paid or 
accrued. In other words, make 
your deduction in the year it 
occurs, otherwise, you must ask 
the commissioner of Internal Rev- 
enue for consideration of your 
case and give full particulars. 


Dealers Faced With Task of Filing 
Complex Tax Returns 


Retailers, from now on and for 
how long, nobody knows, will be 
asked to file complex returns, 
sometimes several a month. Every 
citizen and business man is hit 
Girectly and indirectly and usually 
in many places. To simplify re- 
cording, the dealer should main- 
tain a tax file and tax register 
showing taxes paid, dates and 
other pertinent data for ready ref- 
erence. Include all taxes you pay, 
social security, sales, gasoline, 
state income, safe deposit, real 
estate, city license, auto registra- 
tion, stamp taxes on securities, 
etc. Add them up at the end of 
the year to get an idea of the 
direct imposts that you carry, and 
inasmuch as you also pay taxes 
as an individual, likewise record 
your personal levies for entertain- 
ment, home appliances, sporting 
goods or other hobby lines, jew- 
elry, cosmetics for the missus, 
and the like. You should have 
a definite idea of what the tax 
problem means to you as a busi- 
ness Man and an individual. Then 
you can discuss tax intelligently 
and help to take corrective action 
when the time is propitious. Taxes 
are easy going up but hard to get 
down and usually this is because 
of indifference and ignorance on 
the part of the business people 
and the general public. 
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Defense Program Costs Probably 
Will Expand 

Reliable authorities estimate 
that at least twenty per cent of 
an individual’s income will go for 
taxes in 1942 and increase as De- 
fense expands. There are rumors 
that the government contemplates 
a fifty-billion-dollar-a-year vic- 
tory splurge for Defense, which 
would up this percentage. Not a 
pretty picture for the pocketbook 
but we give you the facts so that 
you know what you’re up against 
as a dealer and how your custom- 
ers will fare on Defense taxation. 
In 1938-1939, according to the 
Temporary National Economy 
Committee, a man earning $2,000 
yearly paid 17.3 per cent of his 
income on taxes, of $346 yearly, 
$28.90 monthly—direct and indi- 
rect taxes, visible and invisible. 
Obviously, under the 1942 revenue 
act the “take” will be at least 
$400 or twenty per cent for the 
individual earning $2,000 yearly 
and he is considered average. 
However, even this restricted buy- 
ing power will not curtail the 
demand for civilian goods and the 
office appliance dealer won’t have 
much trouble making sales during 
this emergency despite the higher 
taxes on consumer income but he 
will find it hard to emerge from 
this emergency with a profit on 
sales unless he is tops in man- 
agerial efficiency. Ordinary bar- 
gaining ability and mother-wit 
won’t suffice any more. The office 
appliance dealer must adopt more 
scientific business methods in the 
world of tomorrow and to that 
end he must read his trade papers 
more assiduously, participate ac- 
tively in trade association work 
and take a post-graduate course 
in business management. 

ssiiansibtaeaaiailitee 
W. A. METZGER KILLED IN 
AIRPLANE ACCIDENT 


After printing of this issue was 
started, word was received of the 
untimely passing of W. A. Metzger, 
manager of the portable type- 
writer division of the Royal Type- 
writer Company. Mr. Metzger left 
Chicago by plane for the north- 
west on Wednesday evening, Octo- 
ber 29. On the following morning 
at about 2 o’clock the plane 
crashed near Fargo, N. D. 

The sympathies of this journal 
are extended to Mr. Metzger’s 
family and his many friends in 
the industry. 

Further details will be presented 
next month. 
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E. B. (DICK) HEALY, San- 
ta Fe Book & Stationery 
Company, Santa Fe, N. 
M., newly elected presi- 
dent of the National Sta- 
tioners Association. Fol- 
lowing the convention, 
Mr. and Mrs. Healy head- 
ed east for a several 
weeks’ journey before re- 
turning to their home in 
Santa Fe. 





ULFILLING expectations that it would be the in- 

dustry’s greatest convention, the thirty-sixth annual 
assembly of the National Stationers Association broke 
all previous attendance records. Paid registrations 
totaled 1214. The percentage of dealers in attendance 
was also the largest in history. 

From all sections of the country came dealers, manu- 
facturers, and field representatives to discuss their 
common problems attendant to present business con- 
ditions. Priorities, the newly imposed excise taxes, and 
the Wage and Hour Law were the subjects given most 
attention. A broad range of other topics of interest to 
members in the different divisions of the association 
rounded out a program that was acclaimed one of the 
best ever presented at an N.S.A. convention. 

Featured speakers from without the industry in- 
cluded several figures of prominence in the fields of 
radio entertainment, advertising, economics, and ac- 
counting, as well as a representative from the Wage 
and Hour Division at Washington. 

There was Tony Wons, famous radio philosopher, 
accompanied by his announcer, Louis Rowan; Elon G. 
Borton, advertising director of La Salle Extension Uni- 
versity and chairman of the board of the Advertising 
Federation of America; Thomas J. McCormick, of the 
Wage and Hour Division, U. S. Department of Labor; 
and three members of the well-known radio program, 
The University of Chicago Round Table. These were 
William H. Spencer, dean of the School of Business; 
Raleigh W. Stone, professor of industrial relations; 
and Maynard C. Krueger, professor of economics. An 
address prepared by E. B. Wilcox, of Edward Gore & 
Company, nationally known certified public account- 
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ants, was read to the convention when Mr. Wilcox was 
suddenly called away. 

The addresses by a number of successful members 
from within the stationery and office equipment in- 
dustry were of no less importance and value, for each 
contained well considered suggestions based on prac- 
tical experience in the field. 


New Officers Elected 


E. B. (Dick) Healy, of Santa Fe Book & Stationery 
Company, Santa Fe, N. M., was elected N.S.A. presi- 
dent to succeed Owen G. Bayless, of Lowman & Han- 
ford Company, Seattle, Wash. Both the new and 
retiring president are very popular among the mem- 
bers. 

Mr. Bayless had ably served two terms at the helm 
of the association, during which he traveled 30,000 
miles and devoted much time in the performance oi 
his duties. Mr. Healy, a prominent Santa Fe stationer 
and for seventeen years an ardent supporter of N:S.A., 
served in the previous administration as vice-presi- 
dent for the Office Furniture Division. He had also 
formerly served as governor of District No. 10. 

Mr. Healy and his official staff were unanimously 
elected by acclamation in the closing session, when the 
nominating committee presented its slate. Changes 
were made in seven offices, giving others a turn at 
serving their fellow members. 

J. S. Sprott, The Globe-Wernicke Co., Cincinnati, 
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Ohio, was returned as vice-president for the Manufac- 
turers Division, and J. W. Tamany, Boorum & Pease 
Company, Brooklyn, N. Y., was retained as vice-chair- 
man of the same division. Treasurer W. E. Stockett, 
Jr., Stockett-Fiske Company, Washington, D. C., and 
Auditor Woodson P. Waddy, Everett Waddey Company, 
Richmond, Va., both of whom have functioned com- 
petently for the past several years, were re-elected. 

On page 10 of this issue are presented the names 
and pictures of all N.S.A. officers for 1941-1942. In 
addition to these, on page 18 will be found the names 
and portraits of the N.S.A. regional governors to serve 
for the coming term. These thirteen governors had 
been nominated at their respective district conventions 
and were elected at the national conclave. 

President Healy’s cabinet or executive committee, 
which he appointed immediately after the convention, 
includes Owen G. Bayless, Lowman & Hanford Com- 
pany, Seattle, Wash.; Harold J. Hampton, of Indian- 
apolis Office Supply Company, Indianapolis, Ind.; 
W. C. Clegg, of The Clegg Company, San Antonio, 
Tex.; J. S. Sprott, The Globe-Wernicke Co., Cincinnati, 
Ohio, and R. A. Maish, of Dennison Manufacturing 
Company, Framingham, Mass. The first three are 


past presidents. 
Within the next few months, according to General 


Manager Charles P. Garvin, the executive committee 
will decide the date and place of the 1942 convention. 
A banner prominently displayed above the entrance 
to the exposition hall gave evidence of Cincinnati’s 
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‘‘BusinessLife 
Guard” prominently 
displayed at the 
convention which 
had a slogan, “Be a 
Business Life Guard 
and Keep America 
Strong.” 





invitation to hold the next convention in that city. 
The repeatedly successful conventions held in Chicago 
of recent years, however, together with its central 
location, excellent hotel facilities, and the generous 
hospitality of its members are known to place Chicago 
in a strong position for the honor. 

In a series of declarations, the convention took ac- 
tion relevant to some of the most pressing problems 
confronting the industry. The first expressed concern 
of the stationers over the fact that despite their 
supplying all Defense plants with materials and con- 
tributing to the solutions of the office problems of 
many of those plants, they now “find themselves faced 
with a situation which indicates that not enough at- 
tention is being given to what has been done by the 
distributor.” In order to continue serving Defense 
needs they declared that it was time for someone con- 
nected with priorities and allocations to give attention 
to the distributors of the country and that they be 
called to confer on these matters in Washington. 

The second declaration stated the proposed restric- 
tions on all metal products of the industry were unfair 
and not in the interest of National Defense or national 
economy; also that the convention did not “believe 
any department of the government has a right to place 
a ceiling on the Defense efforts of our individual 
manufacturers by refusing to grant them priorities on 
their necessities for Defense.” The declaration further 
objected to “any department of the government under- 
taking to say what our manufacturers shall do with 
materials after they receive them,” and asserted that 
any such action should not be put into effect without 
first having heard from the distributors. 

In its third declaration, the convention urged the 
dealers to compile lists of the enterprises they are 
serving which are engaged in business essential to 
Defense and the business economy. The lists are to be 
sent to the manufacturers and N.S.A. headquarters. 
Sending copies to senators and congressmen was also 
included as a suggestion. 

The foregoing declarations which emanated from the 
Dealers Division, were followed by one from the Manu- 
facturers Division to the effect that the manufacturers 
of the industry “recognize a dual obligation to take 
care of defense requirements and civilian distribution 
through their regular dealer channels and will do the 
utmost in their power to fulfill this obligation.” They 
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NATIONAL STATIONERS 
ASSOCIATION 
REGIONAL GOVERNORS 
FOR 
1941-1942 


The value of the service 
rendered to the industry by 
the regional governors of 
N.S.A. is inestimable. Their | 
willingness to contribute 
their time and talents to as- 
sociated endeavor is what 
“makes the wheels go 
‘round.”’ Their only compen- 
sation is the sense of satis- 
faction that always accom- 
panies the process of doing 
something that will benefit 

others. 
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also went on record expressing appreciation of the 
competent action taken by the association headquar- 
ters in connection with problems presented by the 
manufacturers individually and collectively during the 
past year. 

Reflection upon these declarations and the conven- 
tion addresses will reveal that the keynote was pres- 
ervation of both business and the nation. The theme 
was announced in the advance publicity and on the 
attractive convention programs, through the use of 
the slogan “Be a business life guard—keep America 
strong.” 

N.S.A. conventions have become noteworthy for their 
variation in features dominating each annual meet- 
ing. This year there was given unusual opportunity 
for open discussion of current problems. Last year the 
program was outstanding for its dramatization of 
ideas, while those of the two preceding years featured 
sales institutes and consideration of price mainte- 
nance provisions under the state Fair Trade acts. 

Attendance at the 1941 business sessions exceeded 
that of all other N.S.A. conclaves, and never has the 
interest and spirit of the members been keener. With 
all the seriousness of prevailing problems, a feeling of 
optimism and confidence in the future pervaded the 
meetings. 

Another peak of achievement was in the N.S.A. mem- 
bership gain for the past year. New names added to 
the roster totaled 130. The treasurer’s report gave 
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similar testimony of the association’s healthy con- 
dition. 

From across the seas and from our neighboring 
countries to the north and south came several visitors. 
D. Joseph Van Riemsdyck, of G. Kolff & Company 
journeyed here from far away Batavia, Java, Nether- 
lands East Indies. Fred R. Smart, secretary of the 
Stationers Guild of Canada, Toronto, was accompanied 
by three other guests from Toronto: J. S. Luckett, 
Luckett Loose Leaf; J. H. Chipman and A. W. Daley, 
both of Brown Brothers. Humberto Castilla Salas, 
proprietor of “Castillas” stationery and printing estab- 
lishment in the city of Saltillo, Coah., Mexico, pre- 
sented to the convention as a token of good will in 
the opening session a beautiful Mexican shawl, called 
a serape. 

On other pages will be found descriptions and pic- 
tures of the attractive exhibits of merchandise which 
again filled the Palmer House exhibition hall to capac- 
ity. The N.S.A. sixth Five Centuries of Progress Ex- 
position and Merchandise Fair, held concurrently with 
the convention, was a tremendous success—like all the 
others held in Chicago the past several years. 

Harry Tehan, of Higgins Ink Company, Inc., who 
has been identified with the shows for some years as 
an exposition manager par excellence, supervised the 
exhibition to the satisfaction of all. He was ably as- 
sisted by W. W. Welch, of W. W. Welch Company; and 
H. L. Nichols, of Weis Manufacturing Company. The 
exhibits were well attended. 





AT THE PRESIDENT’S BREAKFAST.—Starting at center and reading clockwise: 
General Manager Charlie Garvin; Rose Cushman; Willis Lowe, é. 


J. L. White, The White Co., Columbus, Ga. 


Quality Park Envelope Co.; Ex-president Harold Hampton, 


Charles Ritter Co., Mansfield, Ohio; E. A. Keeling, Art Metal Construction 
Ga.; Ex-president 


Ivan Allen-Marshall Co., Atlanta, 


President Owen Bayless; 
Fort Worth, Tex.; 
Pete Murrett, Ryan & Williams, Buffalo, N. Y.; Harry Balch, 
ndianapolis Office Supply Co.; Ex-president 
B. J. Bristoll, Koch Bros., Des Moines; A. J. Markelz, The Book Shop, Joliet, Ill.; E. R. Kochheiser, The 


L. White & Co., 


Co; Ex-president Ivan Allen, 


Woodson P. Waddy, The Everett Waddey Co., 


Richmond, Va.; Ex-president William Clegg. The Clegg Co., San Antonio, Tex. 


Day by Day Account of Convention Proceedings 


HE convention preliminaries began on Sunday, 

when enthusiastic members and their ladies began 
arriving, many of them having registered with head- 
quarters in advance. The total of advance registra- 
tions eclipsed the record established last year. 

At 10:30 a. m. President Owen G. Bayless presided 
over a meeting of the executive committee, the first 
official meeting scheduled. 

By afternoon most of the exhibitors had put finish- 
ing touches on their booths and the exposition gates 


were opened for the early arrivals. By the close of the 
day it seemed that the stationers, manufacturers, field 
men and their ladies had about “taken over” the Pal- 
mer House: many groups of old friends greeting in 
lobby, corridors, and exhibition hall. 

On Monday morning the customary President’s 
Breakfast for the executive committee and board of 
control was held at 8:00 o’clock, followed by an execu- 
tive session. 

For the delegates, the morning was given over to 
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registration and attendance at the Five Centuries of 
Progress Exposition. 

At 2:00 p. m. in the beautiful grand ballroom, the 
largest opening session in N.S.A. convention history 
was called to order by General Manager Charles P. 
Garvin. The assembly arose to sing “The Star Spangled 
Banner,” accompanied by Max Gail, Detroit’s stationer 
musician who furnished the music for the 1940 and 
1941 conventions. 

Mr. Garvin then turned the gavel over to President 
Owen G. Bayless, who proceeded at once with ap- 
pointment of Ralph Maneval, of A. W. Faber, Inc., 
as sergeant-at-arms. 


Evan Johnson Elected Honorary Member 


At this time Mr. Garvin offered a motion that Evan 
Johnson, recently retired editor of OFFICE APPLIANCES, 
be elected to honorary membership in the National 
Stationers Association. Said Mr. Garvin: “Mr. Johnson 
was as much responsible as any one individual, if not 
more so, for the organization of this great association. 
This motion,” he continued, “has been passed on and 
approved by both the executive committee and the 
board of control, and I now give you the motion that 
he be elected.” 

Past President W. C. Clegg seconded the motion, 
which was unanimously adopted. 

Then Mr. Garvin introduced a series of motions to 
send greetings and felicitations from the convention 
to the following: Judge Mortimer W. Byers, of the 
Eastern Federal District Court, an honorary member 
now presiding over a trial of national interest; Paul 
Cheney, who was ill in Buffalo, N. Y., and Frank 
Lynch, ill in Wichita, Kans.; William B. Hintz, of 
Atlantic City, N. J., “oldest new member, who estab- 
lished his own business in 1886”; the Stationers of 





IT’S A GIFT.—Charlie Garvin inspecting radio presented to him by a 
group of friends. At left: Wash. Jaques, Jaques & Co., Inc., New York, 
and Mrs. Garvin. 


Great Britain and Ireland; and Donald Nelson, of the 
OPM at Washington, who was to be sent a message of 
congratulations and assurance of cooperation. 

After these were carried, Mr. Bayless read a message 
from Paul Cheney, expressing good wishes to the con- 
vention and regret for his inability to attend. 

Tribute was then given to three members present 
who attended the first N.S.A. convention, in Chicago, 
in 1904. These were Charles A. Stevens, of Stevens, 
Maloney & Company, Chicago; E. Y. Horder, of Hor- 
der’s, Inc., Chicago; and Eberhard Faber, of Eberhard 
Faber Pencil Company, Brooklyn, N. Y. 

The afternoon’s featured attraction from outside 


came next, with an informal dialogue between Tony 
Wons, famed radio philosopher, and his announcer, 
Louis Rowan. Tony thrilled his audience at the close 





THE NEW PRESIDENT 

B. (Dick) HEALY, new president of the National 

@ Stationers Association, graces that office with a 

personality that attracts friends through winsome modes- 

ty, and evokes deep respect because of a sound under- 

standing of business operations, expressed in his own 

venture, the Santa Fe Book & Stationery Company, Santa 

Fe, New Mexico. Kindly, thoughtful, generous, he epito- 

mizes the high type of men whose lives are bound up in 
the commercial stationery industry. 

President Healy came into the world on October 8, 
1892, in Richmond, Va. Early in 1917 he went out West. 
When war was declared, he enlisted in the Marine Corps, 
serving for the “duration.” As the result of a gas attack, 
he spent nine months in the hospital before returning 
to civilian status. 

The lure of the West and the state of his health 
combined to draw him to New Mexico, where he settled 
in Santa Fe on the first of June, 1919. Ere long he 
entered the employ of a druggist and was placed in 
charge of the stationery department. At the end of two 
years the druggist found himself in need of the space 
occupied by the stationery materials, for other purposes. 
He suggested to Dick that he rent a store, move the 
department and go into business for himself. Dick took 
the suggestion and established the Santa Fe Book & 
Stationery Company in September, 1922, with a stock 
valued at $1500. Today his business 1s one of the largest 
in the Southwest. Associated with him is his brother, 
Stuart L. Healy, and a sales organization of eighteen 
people, the newest of whom has a record of seven years 
of service on the staff. 

The pride of the Healy home is Dick’s daughter, Ann. 
Nine years ago, when she was born, her mother died. 


For a long period Mr. Healy has been a member of 
the Santa Fe Chamber of Commerce, serving two years 
as chairman of the board. He is a past-president of the 
Santa Fe Rotary Club and for a number of years has 
been an active, always on call member of the Santa Fe 
Volunteer Fire Department. His hobbies are fishing, 
hunting and gardening. 

Industry activities have claimed much of Mr. Healy’s 
time. He is a former governor of District No. 10, and 
has been a member of the executive committee and a 
vice-president of N.S.A. for the last five years. In the 
past seventeen years he has missed only one national 
convention. On July 24 of this year he was married to 
Mildred Munchoff of Los Angeles, who accompanied him 
to the 1941 conclave. 





with a dramatic reading of ‘The Spell of the Yukon,” 
by Robert Service. 

Mr. Wons appeared through the courtesy of Hall 
Brothers, Inc., greeting card manufacturers, his pres- 
ent radio program sponsors. 

In introducing the second speaker—H. E. Christian- 
sen, of Henri, Hurst & McDonald—Mr. Garvin said it 
was through his friendship with President Bayless 
that Tony Wons came to the convention. Mr. Chris- 
tiansen gave a merchandising talk entitled “Going 
After the Business,” making suggestions for increasing 
the sale of greeting cards. 

The full text of this and all other convention ad- 
dresses are presented on other pages of this number. 

Following Mr. Christiansen’s talk, Mr. Garvin intro- 
duced Humberto Castilla Salas, stationer for the past 
sixteen years in Saltillo, Coah., Mexico, who travelled 
over two thousand miles especially to attend the con- 
vention and exposition. Senor Castilla explained from 
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the platform that he has been a reader of OFFICE AP- 
PLIANCES since 1926 and upon reading about this con- 
vention to be held in Chicago he wrote to John Gilbert, 
president of The Office Appliance Company, to learn 
whether he would be a welcome visitor. After ex- 
pressing thanks for the friendly reception he had re- 
ceived, Mr. Castilla presented the colorful serape, 
which he said was made by hand in his home city, 
famed for the production of the original serapes. 

General Manager and Secretary Garvin in accept- 
ance said the gift would be placed on display in the 
headquarters at Washington, “as an indication of the 
fine friendship of the people of Mexico and as an at- 
testation of the real solidarity between Mexico and 
the United States.” 

As the beautifully blanketed secretary left the ros- 
trum, President Eayless called upon Clarence Hamil- 
ton, sales promotion manager of The Globe-Wernicke 
Co., to introduce Elon G. Borton, to speak in place of 





FROM SANTA FE TO WASHINGTON 


HE ELECTION of E. B. Healy, president of the 
Santa Fe Book and Stationery Company, to the presi- 
dency of the National Stationers Association extends 
the Santa Fe Trail from the old eastern terminus on the 
Missouri river to N.S.A. headquarters in Washington, 
D. C. The more frequent communication between Santa 
Fe and Washington will increase traffic over the trail. 
Hard roads, rubber tires, the gasoline engine and 
modern fashions have attected the Southwest as much as 
other sections of the country, but the Southwest remains 
wonderland, challenging interest with its “Painted Des- 
erts,” “Grand Canyons,” “Enchanted Mesas,” “Petrified 
Forests,” ‘‘dead cities of the Stone Age” and ruins of 
civilizations antedating some of the archaeological dis- 
coveries in Asia Minor and Egypt. 

Much has been written about the mysteries of the vast 
domain of the Southwest, the grandeur of its plains and 
mountains, forests and deserts. And about the U.S.A. 
citizens who people the section. Where some follow 
customs established before — But, ask the Santa Fe Book 
and Stationery Company about books upon the subject. 
In all of them is much about Santa Fe, a settlement 
fifteen years old when the Pilgrims landed. And until 
“yesterday” a piece of Old Spain in the New World. 

All styles shown in the fashion plates are in evidence 
in Santa Fe. Latest gadgets of whatever kind are avail- 
able. Whatever the market affords in office utilities for 
whatever use 1s brought to citizens’ attention by a clever 
direct mail campaign and the enterprising field staff of 
well, any of the leading dealers there. 

Along the concrete highway are some four alley 
stretches in part of the town where latest motor models 
traverse what in other days was the Santa Fe Trail: 
route of many a bullwhacker caravan, each wagon of 
three tons drawn by five yoke of oxen, twenty miles a 
day. And an Indian scout, an outrider who kept the 
lookout. For some of the caravans, our old friend of 
boyhood days, Kit Carson. 

With the first N.S.A. Caravan on the newly extended 
trail we fancy Charley Garvin, mounted on a fleet horse 
riding the protective circie as Indian scout, his thick 
locks held from the wind by the red band: and riding 
alongside the creaking wheels Dick Healy, at ease astride 
a prize mule, wielding the long bull whip which reaches 
from rear to front of team and cracks like a pistol shot 
under his deft manipulation. What ho! We’re on the 
way from Santa Fe to Washington for N.S.A. 
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Mr. Wilcox, called to the bedside of his mother. Mr. 
Hamilton referred to Mr. Borton as one of the out- 
standing men in the advertising world. Aside from 
being advertising director of LaSalle Extension Uni- 
versity, he is a former president of the Chicago Fed- 
erated Advertising Clubs, immediate past president of 
the Advertising Federation of America, and is now 
chairman of its board. 

Under the title “What is Ahead For Merchandising?” 
Mr. Borton reviewed some of the problems of adver- 
tising and merchandising in relation to the great in- 





YOUTHFUL VETERANS.—Four old (?)-timers, and one not so old gather 

at the Parker exhibit. Ivan Allen, Ivan Allen-Marshall Co., Atlanta, Ga.; 

J. O. Davis, Miller-Davis Co., Minneapolis; Claude Dunlap and Leslie 

Dunlap, Rockford Ptg. & Supply Co., Rockford, Ill.; C. H. Howell, T. H. 
Ferns o., Chattanooga, Tenn. 


crease in national income and the Defense program. 
After raising many other questions facing American 
business, he made a number of suggestions; such as 
thinking as business men and endeavoring to help 
business function more efficiently, in order to combat 
the extremists in government who favor greater con- 
trol over distribution and business as a whole. Every- 
one should read Mr. Borton’s thought-provoking ad- 
dress. 

In presenting Mr. Bayless to deliver his annual re- 
port, the general manager spoke of his affability and 
the extensive amount of time he had devoted to the 
association in the past two terms of his presidency. 
Mr. Bayless summarized the N.S.A. activities of the 
year, dwelling on the regional meetings, ten of which 
he was able to attend. He said that nearly all had 
broken attendance records, and that the governors 
had served well. The audience received with en- 
thusiasm his announcement of the substantial growth 
in national membership—totaling 130 new members in 
various divisions. His account of the ever-broadening 
services of the association headquarters was likewise 
impressive. 

The final address of the afternoon was of a patriotic 
and inspirational nature, given by General Manager 
Garvin and entitled, “The Job of the Business Life 
Guard.” He opened with observations of the American 
scene in and from Washington. His main points cen- 
tered around the advantages and opportunities af- 
forded by the United States of America, and the 
importance of business to this country. He stressed 
the essential role the stationer plays as the source of 
supplies for every commercial office in the land. In 
the forthright and informal manner of speech for 
which Mr. Garvin is so well known, he wove into his 
address colorful impressions of his views set to verse. 
The following stanza with which he closed well sum- 
marized his theme: 


“This is our country—this is our land; 
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This is our nation—it’s ever been grand. 
To build up our country—to make it live long, 
Let’s be good business life guards and keep 
America strong.” 
Following Mr. Garvin’s talk, the president an- 
nounced appointment of the committees listed below: 


Budget—R. A. Maish, chairman, Dennison Manufac- 
turing Company, Framingham, Mass.; Herman Price, 
Eagle Pencil Company, New York City; J. W. Tamany, 
Boorum & Pease Company, Brooklyn, N. Y.; A. J. 
Walker, Farnham Stationery & School Supply Com- 
pany, Minneapolis, Minn.; Fred Downs, Downs-Ran- 
dolph Company, Tulsa, Okla. 


Necrology—Charles H. Everly, chairman, OFFICE AP- 
PLIANCES, Chicago; R. P. Carpenter, Sanford Ink Com- 
pany, Chicago; Herbert G. Johnson, Kendrick-Bellamy 
Stationery Company, Denver, Colo. 


Declarations—W. Neill Stewart, chairman, Stewart 
Office Supply Company, Dallas, Tex.; Fred D. Pitt, 
Wilson-Jones Company, Kansas City, Mo.; Herbert S. 
Riley, Out West Printing & Stationery Company, Colo- 
rado Springs, Colo.; C. R. Kendrick, Kendrick-Bel- 
lamy Stationery Company, Denver, Colo.; A. W. Gill, 


J. K. Gill Company, Portland, Ore.; Willis Lowe, E. L. 


White & Company, Fort Worth, Tex. 


Nominating—Harold J. Hampton, chairman, Indian- 
apolis Office Supply Company, Indianapolis, Ind.; W. 
E. Stockett, Jr., Stockett-Fiske Company, Washington, 
D. C.; Fred Tracht, University of Chicago Bookstore, 
Chicago; Omar Boyd, Stationers Corporation, Los An- 
geles, Calif.; J. C. Musser, Eberhard Faber Pencil Com- 
pany, Brooklyn, N. Y.; Frank R. Nichols, Columbia 
Ribbon & Carbon Manufacturing Company, Glen Cove, 
Bi. ¥. 


Credentials—Edward L. Little, 
Cabinet Company, Wabash, Ind.; 


chairman, Wabash 
Harry L. Nichols, 
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Weis Manufacturing Company, Columbus, Ohio; Harry 
Tehan, Higgins Ink Company, Inc., Brooklyn, N. Y. 


The session concluded with the reports of the treas- 
urer and auditor, William E. Stockett, Jr., and Wood- 
son P. Waddy. The members joined in fervently sing- 
ing “America” just before adjournment. 


Tuesday 


The entire morning on Tuesday was devoted to 
group meetings. The stationers of Indiana and Ohio, 
as well as the travelers, started with breakfasts. 

Harry Balch, of Quality Park Envelope Company, 
N.S.A. vice-president in charge of the Field Division, 
presided over the travelers’ meeting, which discussed 
problems of the manufacturers’ representatives. Fred 
Seymour, of Horder’s Stationery Stores, and Horace 
Van Dorn, of Joseph Dixon Crucible Company, were 
special speakers. 

A couple of traditions were broken at this meeting. 
In the first place, the session started with a breakfast 
at 8:30 in the morning. The second departure from 
habit was having an assembly of at least a hundred 
men up and ready to participate in the gathering. 

Mr. Van Dorn was introduced first and spoke with 
enthusiasm about the opportunity for salesmen under 
present conditions. He pointed out that salesmen are 
necessary to industry even when merchandise is short. 
There is a great deal that can be done by the traveling 
representative in helping his dealer customers toward 
solutions of their local merchandising problems. 


Mr. Seymour’s address might be termed “An Appre- 
ciation of the Traveling Man.” He reviewed his own 





HEN General Manager Charles (shane 
Garvin presented the motion to 
elect Evan Johnson to honorary mem- 
bership in the National Stationers 
Association, he said, in part, “Mr. 
Johnson was as much responsible as 
any individual, if not more so, for the 
organization of this great association.” 
The comment is a reminder of those 
early days, just following the turn of 
the century, when the only associations 
in the industry were local and quite 
isolated groups in New York, Boston, 
Pittsburgh, Minneapolis, Cincinnati, 
Buffalo and a few other cities. The 
idea of a national organization was { at iis 
extant, but no concrete action had been 
taken to realize the ideal. 

In the brochure entitled, “Along the 
Way with N. S. A.,” published by 
Office Appliances in September, 1936, 
for distribution at the thirty-first annual 





During 


office for The American Stationer (now 
merged with Office Appliances) calling 
on Mr. F. A. R. Moore of C. M. Barnes 
& Company, his purpose being to ex- 


“Possibly 





Evan Johnson’s Election to Honorary Membership 
Recalls Beginnings of N. S. A. 





MR. JOHNSON 


plain the object of the western office. 
the course of 
tion local conditions naturally entered 


N. S. A. convention, the following into the discussion, and Mr. Moore deo Chtiege ‘Giatidatin ‘Ainectatten. 
statement appeared: finally told the young man, ‘If you ; 

"In 1900 we find a young man who want to do something really worth Thus — the National Stationers 
had been sent out to Chicago from New’ while toward improvement of condi- Association formed. Through the years 
York to open a western publication tions among the Chicago trade, put it has made steady advance, always 


The American Stationer 
effort to start an association here.’ 

the young man’s knowl- 
edge of what was being done by the 


eastern organizations with which he 

had come in contact made Mr. Moore’s 
suggestion the more impressive. Per- 

haps his news reporting instinct stim- 

| ulated his interest. Be that as it may, 
The American Stationer, as the files 
disclose, became an ardent advocate 
for an organization among the sta- 
tioners in Chicago. The seed planted 
took some time to germinate, but blos- 
somed forth in the Chicago Stationers 
Association two years later, or in 1902.” 
The “young man” referred to in the 
two quoted paragraphs was Evan John- 
son. In cooperative activity with 
Charles H. Coles, Llewellyn E. Barnes 
and others, he contributed substantially 
to the idea of a national association. 
Despite occasional waning of interest, 
the idea persisted, eventuating in an 
organization meeting held in Chicago, 
October 3, 4 and 5, 1904, at the call of 





the conversa- 


maintaining among its officials and 
members a progressive attitude, which 
points to a future of continued devel- 


back of an 


opment. 














The Declarations 
Adopted at the Shirty-Sixth ye y | 


Silistlieiie Amenities ies 


DEALERS’ DIVISION 


BE IT DECLARED that the stationers, in the largest convention ever held in the 
history of the business, this history running back over 500 years, unqualifiedly express 
their concern over the fact that they have been constantly furnishing materials, not 
only to air craft plants, shipyards, munitions plants, and other necessary Defense 
plants, but that they have also contributed in no uncertain way to the solutions of the 
office problems of many of those plants, and now find themselves confronted with a 
situation which indicates that not enough attention is being given to what has been 
done by the distributor; and 


In order that we may continue to serve Defense and cooperate in the National 
problem, it is time for someone in connection with priorities and allocation to give 
general and definite and specific attention to the distributors of this country, and 
that they be called in to confer on these matters in Washington. 


* * * 


BE IT DECLARED that this convention, having heard of some proposed resolu- 
tions of the metal office furniture industry, is wondering why the all-important dis- 
tributor of these commodities has not been consulted by the people who propose to 
issue these regulations. 


BE IT FURTHER DECLARED that, from what this convention hears, the pro- 
posed restrictions on all metal products concerned in our business are not only 
unfair, but not in the interest either of the National Defense or the National econc= . 


AND BE IT FURTHER DECLARED that we do not believe that any department 
of the government has a right to place a ceiling on the Defense efforts of our individ- 
ual manufacturers by refusing to grant them priorities on their necessities for De- 
fense; that we also object strongly to any department of the government undertaking 
to say what our manufacturers shall do with materials after they receive them. 


Again, this association goes on record by stating that any such action should not be 
put into effect without first having heard from the distributors, and we wonder why 
they have not been called in on this matter. 


* ke 


BE IT DECLARED that the National Stationers Association, at its biggest conven- 
tion, hereby suggests to its members that they immediately accumulate lists of the 
thousands of concerns they are selling who are doing essential business in Defense 
and in domestic economy, in order that they may be of greater service to the govern- 
ment and to those connected with Defense industry, and thus increase the contribution 
they are making to the people they are serving. We therefore emphasize that it is in 
the interest of the business and the country to accumulate those lists at once, to send 
the lists to manufacturers, to send copies to the National Stationers Association 
headquarters, and to send copies to each and every senator and congressman represent- 
ing the individual dealer, calling attention to the fact that the stationer is the local 
depot for the arsenal of democracy, and without local depots there won't be any 


arsenal of democracy. 
* 


BE IT DECLARED that we send a message to Ed Lawless, who is in the hospital 
for an operation, wishing him a speedy recovery, and assuring him of our good will 


and affection. 
* ak ok 


MANUFACTURERS DIVISION 


BE IT DECLARED that the Manufacturers Division of N. S. A. went on record 
at its meeting Wednesday, October 8, to the effect that manufacturers in this industry 
recognize a dual obligation—to take care of Defense requirements and civilian distri- 
bution through their regular dealer channels and will do the utmost in their power 


to fulfill this obligation. 
ok * ae 


BE IT DECLARED that the Manufacturers Division also expressed and recorded 
its appreciation for the competent action taken by N.S. A. headquarters in the many 
instances of problems presented by manufacturers separately and in groups during the 
past year. 

DECLARATIONS COMMITTEE 
W. Neill Stewart, Chairman 
Fred Pitt 
Herbert S. Riley 
C. R. Kendrick 
A. W. Gill 
Willis Lowe 
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experience as a traveler and referred to the present 
opportunity for creative selling. The effective traveler 
is one who has a wide knowledge of retailing which 
permits him to become an adviser to dealers. 

General Manager Garvin responded to a call and 
spoke briefly before hurrying off to attend the manu- 
facturers’ meeting. 

J. S. Sprott, of The Globe-Wernicke Co., vice-presi- 
dent in charge of the Manufacturers Division, led a 
general discussion in the manufacturers’ conference. 
Such matters as priorities, rationing, inventories, and 
other important problems of the day were brought 


SHEAFFERS GIFTS : ; fA 





AT THE SHEAFFER DISPLAY.—W. W. Garrison, W. A. Sheaffer Pen 

Co., advertising counsel; Grant Olson, W. A. Sheaffer Pen Co.; Jim 

Berggren, W. W. Welch Co.; George Holt and Bill Merchmann, W. A. 

Sheatfer Pen Co.; Lee Coffey, W. W. Welch Co.; Bob Slye, Tribune 
Ptg. & Supply Co., Great Falls, Mont. 


before the group for exchange of experience and 
Opinion. 

The work of the Manufacturers Council of N.S.A. was 
endorsed and the decision was to continue the com- 
mittee in the same number of members for the coming 
year. The meeting was adjourned to Wednesday 
morning. 

The dealers practically filled the grand ballroom for 
their meeting, as the session was to be given over to 
discussion of the Wage and Hour Law, which still con- 
fuses many in the trade. With Mr. Bayless in the 
chair, Thomas J. McCormick, of the Wage and Hour 
Division, U. S. Department of Labor, gave a lengthy 
talk on the various phases of the law. He referred to 
section 13-a, on exemptions covering employees within 
the retail store, and section 13-a-2, on exemption of 
the retailer as a whole. Mr. McCormick also reviewed 
the administrator’s broadening of the definitions of a 
“retail sale,” to be found in the revised “Interpretive 
Bulletin No. 6,” issued last June. He outlined the tests 
of the application of the act for retail establishments 
which have been set up. During the question-and- 
answer period following his talk, the speaker brought 
out that the government would not analyze any re- 
tailer until after the first of next year, but that would 
be done on the basis of the past six months. 

At the conclusion of this lively meeting, Mr. Mc- 
Cormick invited any who wished to discuss individual 
problems with him to call at his room, as he would 
stay over a day for conferences. 

The first of the two stag convention luncheons was 
held this noon in the beautiful Red Lacquer room, 
breaking all records for attendance. Held without fan- 
fare and speeches, these fellowship luncheons have 
proved among the most popular features of N.S.A 
conventions. 

During the opening period of the second general 
session of the convention, Tuesday afternoon, Mr. Gar- 
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vin made an important announcement considered in- 
dicative of the progress being made to obtain priority 
ratings that will benefit the stationers through the 
paper and pulp industry. He referred to a telephone 
call from Washington received by the head of a large 
firm with membership in the association through 
which shortly before the meeting the director of the 
Paper and Pulp Division of OPM authorized a state- 
ment to be made at this convention. That on October 
3 information and a plea for a high preference rating 
had been presented to Donald Nelson, chairman of 
Supply Priorities in the Allocation Board (SPAB), on 
behalf of the paper and pulp industry, and that in the 
judgment of the director the industry would get such 
a rating in the very near future, “obviating very great 
difficulty that we might encounter.” 

The first speaker of the afternoon was Frank J. Link, 
district manager of Art Metal Construction Company, 
Memphis, Tenn. In extraordinarily clear and interest- 
ing manner, Mr. Link gave one of the outstanding 
talks of the convention. Opening with a brief dis- 
course on fundamentals of selling, he said, “If I were 
a salesman going out to sell a prospect, and I had one 
hour to make that sale, I would spend 45 minutes in 
preparation for that sale. Unless the salesman does 
that, he places himself in a very defensive attitude.” 
He declared that the fundamentals of selling could be 
summed up in the three words “Know your line.” 

Mr. Link described the units making up a steel file, 
showing 29 units of an uncompleted cabinet mounted 
for demonstration. He then followed his demonstra- 
tion with an explanation of the five kinds of steel that 
may be used in a filing cabinet: mild, pickled, cold- 
rolled, re-annealed, and patent leveled. He declared 
that buyers are asking the meaning of these terms 
now more than any other question. Mr. Link, who was 
formerly superintendent of the Art Metal plant, was 
especially well qualified to describe how the different 
kinds of steel are made. He explained that the process 
of manufacture to a large degree determines the qual- 
ity of steel, and, consequently, affects the quality of 
files made from the various grades. 

Willis Lowe, of E. L. White & Company, Fort Worth, 
Tex., governor of District No. 9, was introduced next 
by President Bayless as one who had given such a 
splendid address at the Dallas regional meeting that 
they had invited him to deliver it at the national 





THE NEW PRESIDENT “AT HOME.’’—Last spring, just prior to 
the Tenth District meeting in Albuquerque, Dick Healy enter- 
tained the N. S. A. troupers who were making the Regional 
District swing. Here he is with Immediate Past President Owen 
Bayless (left) and General Manager Charles P. Garvin (right) 


convention. It was a coincidence that following Mr. 
Link’s talk on the manufacture and selling of steel 
files Mr. Lowe’s subject was “Scrap Iron Salesmen.” 
The latter, however, was simply a metaphorical term 
employed by Mr. Lowe in his excellent inspirational 
address on the qualities of successful salesmen, from 
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CONVENTION SPEAKERS 
SNAPPED AS THEY BEGAN 
THEIR ADDRESSES 


. General Manager Charles P. Garvin and Pres- 
ident Owen G. Bayless at the opening of the first 
business session Monday afternoon. 


2. H. E. Christiansen, Henri, Hurst & McDonald 
Advertising Agency. 

3. Louis Rowan, radio announcer, and Tony Wons, 
well-known artist of the air, entertained the as- 
sembly Monday afternoon. 


4. Elon G. Borton, advertising manager, LaSalle 
Extension University. 


5. Humberto Castilla Salas of Saltillo, Coah., Mex- 
ico, before the convention to present a colorful 
serape to N.S.A. General Manager Garvin 
seen dimly in left background, accepted the gift. 


6. University of Chicago Round Table men discuss, 
“After Defense Subsides.” L to R: Maynard C. 
Krueger, professor of economics; Raleigh W. 
Stone, professor of industrial relations, and Wil- 
liam H. Spencer, dean of the School of Business. 


7. At the quiz program: President Bayless in the 
background propounds a question, with Charles 
Garvin waiting to answer. The experts, reading 
left to right, are: A. J. Walker, Farnham Staty. 
& School Supply Co., Minneapolis; George Holt, 
W. A. Sheaffer Pen Co.; J. C. Musser, Eberhard 
Faber Pencil Co.; John Tamany, Boorum & Pease 
Co.; F. R. Nichols, Columbia Ribbon & Carbon 
Mig. Co.; E. R. Manning, Stein Bros. Mfg. Co.; 
Harry Fellowes, Bankers Box Co.; A. G. Frost, 
Esterbrook Pen Co. 


8. At the Field Division meeting. F. P. Seymour, 
Horder’s, Inc., Chicago, speaker; Harry Balch, 
Quality Park Envelope Co., chairman of the 
field division, and H. B. VanDorn, Joseph Dixon 
Crucible Co., also a speaker. 


9. J. K. Morley, Office Equipment Co., Louisville, Ky. 
10. Frank J. Link, Art Metal Construction Co. 
. Willis Lowe, E. L. White & Co., Fort Worth, Tex. 


. Thomas McCormick, Wage and Hour Division, 
U. S. Department of Labor, Washington, D. C. 













































the standpoint of management and its responsibility fice Equipment Company, Louisville, Ky., presented the 


for their development. 

“You and I must remember,” he said, “that scrap 
iron which is worth only $10 per ton in the hands of 
the blacksmith can be worth $500,000 per ton in the 
hands of the watchmaker. Every person in our organi- 
zations can be developed and trained into a high- 
powered, top-notch salesman.” Mr. Lowe illustrated 
his dynamic message with the success stories of many 
well-known personalities who possessed the following 
qualities: honesty, integrity, industry, cheerfulness, 
personality, tact, knowledge, enthusiasm confidence, 
determination, and purpose. He added that along with 
developing these characteristics the salesman should 
be willing to study. 

J. Kenfield Morley, sales promotion manager of Of- 


third in an afternoon of talks that were alone worth 
the cost of the trip to Chicago. Mr. Morley is a former 
Associated Press foreign correspondent, a past presi- 
dent of the Sales Executives Club of Chicago, has held 
similar office in advertising clubs and has had ex- 
perience in a wide variety of business fields. In his 
address on “Advertising and Selling in the Emer- 
gency,” he recommended that companies in the sta- 
tionery and office equipment business base their sales 
and advertising programs in accordance with the gov- 
ernment’s policy, regardless of whether one approves 
of it politically. 

Among 24 concrete ideas on advertising during the 
emergency, Mr. Morley urged the dealers to advertise 
even though they may be short of merchandise. It is 
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CAMERA-EYE VIEWS OF THE CONVENTION. 

1. Seated: Harry D. McFarland, McFarland Office Supply Co., Rock- 
ford: A. G. Schaefer, Sengbusch Self-Closing Inkstand Co.; Jack 
Fecho, The Burrows Bros. Co., Cleveland; Carey G. Gregory, Gregory 
Fount-O-Ink Co. Standing: Carl Lang, Binney & Smith Co.; Irving 
P. Favor, Koh-I-Noor Pencil Co.; F. P. Gregg, Practical Drawing 
Co., Dallas; Gerald M. Favor, Koh-I-Noor Pencil Co. 

2. A. J. Land, George Tynan, F. S. Webster Co.; Russ Thompson, 
Decker’s, Inc., Anderson, Ind.; Howard Decker, Decker’s, Inc.. 
Lafayette, Ind.; Ted Caswell, F. S. Webster Co. 

3. Matt Dillon, Associated Stationers Supply Co.; Betty Ann Donovan; 
Matt Dillon, Jr.; Mrs. Dillon. 

4. Seated: Mrs. Lou Koerner, Mrs. William Brown, Mrs. A. A. Barth. 
Standing: Mrs. Kelly, A. A. Barth. Jasper Chair Co.; William Kelly. 
Office Equipment Co., Louisville: Mary Lee Kelly; George Litchfield. 
Jasper Chair Co.; William Brown, Jasper Desk Co.; L. T. Koerner, 
Jasper Chair Co. 

. Frank Overbeck and Jack Heath, Miami Systems Corp. 

. Hal Falvey, W. A. Sheaffer Pen Co.; Bill Powell, B. F. Goodrich Co.; 
Graham Orr and Bill Merschmann, W. A. Sheaffer Pen Co. 

7. Seated: W. H. Patterson, Johnstown Office Supply Co., Johnstown, 
Pa.; H. V. Boswell, The Macey Co.; Mrs. McCardle; P. R. Miller, 
The Macey Co. Standing: J. N. McCardle, Maryland Office Supply 
Co., Baltimore; R. J. Freeman, Jasper Chair Co., Hoosier Desk Co. 
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important to continue creating a demand, he said. 
“In a ‘slump’ you advertise for the ‘boom,’ and in a 
boom you advertise for the slump.” He went on to say 
that a drop in advertising results in a drop in sales 
and good will. “If you can’t advertise goods, advertise 
good will.” 

Mr. Morley also gave more than thirty definite sug- 
gestions for selling under present conditions, and con- 
cluded with a number of others addressed to the 
manufacturers. His interjection of opinions on world 
affairs added interest to his recital of things to do 

The remainder of the afternoon took on the nature 
of a symposium on the new excise taxes imposed on 
the manufacturers of business and store machines and 
on the retail excise tax affecting certain products sold 
by stationers. The program entitled the period the 
“Stationers’ Super-Quiz.” Seated on the platform with 
Mr. Bayless were the following, each of who contrib- 
uted to the discussion: 

J. W. Tamany, Boorum & Pease Company, Brooklyn, 
N. Y.; F. R. Nichols, Columbia Ribbon & Carbon Manu- 
facturing Company, Glen Cove, L. I., N. Y.; A. J. 
Walker, Farnham Stationery & School Supply Com- 
pany, Minneapolis, Minn.; G. C. Holt, W. A. Sheaffer 
Pen Company, Fort Madison, Iowa; H. E. Fellowes, 
Bankers Box Company, Chicago; Harold J. Hampton, 


Indianapolis Office Supply Company, Indianapolis’ 


Ind.; J. C. Musser, Eberhard Faber Pencil Company, 
Brooklyn, N. Y.: R. A. Jonas, Oxford Filing Supply 
Company, Brooklyn, N. Y., and A. C. Frost, Esterbrook 
Steel Pen Manufacturing Company, Camden, N. J 

Several members exchanged ideas from the floor 
A telegram from Bill Johnston, of Schwabacher-Frey 
Company, Los Angeles, Calif., urged serious consid- 
eration of means to avoid the reduction of the dealer’s 
margin by his having to absorb the manufacturer’s tax 
due to established lists. A resolution was presented by 
the stationers of Indiana and Ohio on the same mat- 
ter, but after much discussion it was generally felt 
that the situation could be dealt with more easily 
after regulations and rulings were issued by the Treas- 
ury Department. The session was adjourned until 
morning, for continuation of the open discussion in 
the dealers’ session. 


Wednesday 


On Wednesday morning both the dealers and manu- 
facturers met in conferences. 

Mr. Bayless again presided over the dealers’ meeting 
and beside him sat four of the manufacturers par- 
ticipating in the Tuesday afternoon discussion panel 
These were Messrs. Frost, Holt, Manning, and Musser 

The question as to whether the manufacturers’ tax 
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should be included in the list price or added to the 
resale price was again discussed, pro and con. The 
major portion of the session, however, was taken up 
with talks by the manufacturers and members on 
problems related to priorities. In connection with the 
difficulty the dealers were finding in reporting to their 
manufacturers the percentage of their sales which 
were to firms engaged in Defense work, Mr. Frost sug- 
gested it would be very helpful to the manufacturers 


HERE AND THERE AROUND THE PALMER HOUSE. 


1. Harry Balch, Elmer Bates, E. M. Metz, all of Quality Park Envelope 
Co.; E. Foreshew, Foreshew Supply Co. 

2. Charles Regan, Globe Publ. Co., South St. Paul, Ralph 
Maneval, A. W. Faber, Inc. 

3. Robert A. Novak, Ohio Business Machines, Inc., Cleveland; F. M. 
Sargent, The Heyer Corp.: John W. Wachtler. Omaha Ptg. Co.; 
Gus C. Lipp, W. H. Kistler Staty. Co., Denver. 

4. Bill Goff, Bill Goff, Inc., Madison, Wis.; L. U. 


Minn.; 


Jerman and E. J. 


Kuch, Hotchkiss Sales Co.; Jack Harper, General Supply Co., 
Albuquerque. 

5. Guy Norman, Hoosier Desk Co. 

6. A. L. Jacobs, Eversharp, Inc.; Bob Wood, Esterbrook Pen Co.; 


Walter Ruedy. S. G. Adams Co., St. Louis, Mo.; A. G. Frost, Ester- 
brook Pen Co. 

7. Bill Boyd, Acco Products, Inc.; Harold Haugen. Eversharp, Inc.; 
Bert Bassett, Bert M. Morris Co.; George Cormack, Wilson-Jones 
Co.; Fred Fenne, Associated Stationers Supply Co.; Les Catlin, 
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in obtaining raw materials if the dealers would supply 
them with letters naming their “Defense” customers 
and others whose products are essential to Defense 
and commerce, as well as the public welfare. The sug- 
gestion was favorably received and a declaration 
adopted recommending that the dealers of the in- 
dustry act upon it. 

The other declarations to which reference was made 
in earlier paragraphs as having been recommended by 





Eversharp, Inc. 
8. Chet Harper, Wilson-Jones Co.; a Tehan, Higgins Ink Co. Inc.; 


Dick Zeisler and Harold Graves, ilson-Jones Co.; Carl Schutz. 
Eagle Pencil Co.; Norm. Cunningham, Arch Cunningham & Co., 
Boise, Idaho. 

9. B. A. Strang. Gregory Fount-O-Ink Co.; Art Eldred, A. C. Eldred 
Co., Lorain, Ohio. 

10. Mrs. Dan H. Benner, Mr. Benner, Mrs. Gerald Roach, Mr. Roach, 
all of Kessler Office Supplies, Grand Rapids, Mich. 

ll. Harry Ferer, All Makes Typewriter Co., Omaha; B. F. Girardot, 
Gregory Fount-O-Ink Co., and Cramer Chair Co. 

12. Lyle Espe, Midwest Press & Supply Co., Sioux Falls, S. D.; Frank 
J. Link, Ed Keeling and Boyd Henderson, Art Metal Construction Co. 

13. Frank Cooper, Codo Mig. Co.; W. A. Walther, Walther’s Print Shop. 
North Platte, Neb. 

14. Arthur Frey, The Globe-Wernicke Co.; Harry Tehan, Higgins Ink 
Co. Ine.; Mrs. Bristoll; B. J. Bristoll, Koch Bros., Co., Des Moines; 
Ham Warnock, The Globe-Wernicke Co. 
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the dealers for passage in the closing session of the 
convention were adopted at this meeting. 

Mr. Holt and Mr. Musser brought out the need for 
“sensible, conservative buying” by the government in 
order to relieve the strain on the manufacturers. 

Fred Seymour, of Horder’s, recommended that 
Washington officials give consideration to the fact 
that in the last war this industry was rated as an es- 
sential business. He also concurred in a previous sug- 
gestion that members write their senators and con- 
gressmen and that the manufacturers encourage their 
traveling salesmen to urge the dealers they call upon 
to contact their representatives in Washington with 
reference to this industry. 

In conjunction with the talking and writing cam- 
paign promoting the impression that this is a basic 
industry, J. L. White suggested that copies of the 
dealers’ lists of “essential” firms they are serving be 
included in letters to officials. And Mr. Garvin asked 
for copies to be provided N.S.A. headquarters, declar- 
ing he would prepare a huge list including all the 
names supplied by the industry, which he would pre- 
sent at the appropriate times and places. 

John Ford, of Peterson Lithograph & Printing Com- 
pany, Omaha, Neb., raised the point that there are 
some sections of the country, like his, that have but 
few Defense industries and therefore the dealers have 
difficulty in obtaining priority certificates. He added 
that these localities may, however, produce large quan- 
tities of foods essential to the armed forces and gen- 
eral public. Mr. Garvin urged Mr. Ford and others in 
similar areas to include the names of food producers 
on their lists of customers supplied for the information 
campaign use. 

In the closing moments of the meeting President 
Layless read a telegram from Albert W. Hawks, presi- 
dent of the Chamber of Commerce of the United 
States, expressing on behalf of its officers and directors 
best wishes for a successful meeting. 

Before adjournment, Mr. Garvin thanked the Ohio 
stationers for the idea of having this kind of a meet- 
ing—for discussion of each other’s problems. 


Manufacturers’ Meeting Wednesday Morning 


The manufacturers’ conference, presided over by Mr. 
Sprott, was a continuation of the session adjourned 
from Tuesday morning. At this time emphasis was 
upon the need for both the dealers and manufacturers 
to be alert to doing whatever is possible in helping to 
bring about fair adjustments to the present situation, 
and to keep their senators and congressmen aware of 
conditions that affect them, and to cooperate with 
N.S.A. in this effort. 

Opinion prevailed that if the dealer expects the 
manufacturer to serve him in a reasonable manner, 
he must recognize that certain responsibility rests on 
him as well as on the manufacturer. For instance, the 
dealer should keep the manufacturer advised as to his 
needs and anticipated requirements which are based 
on forthcoming orders. 

On another subject, it was pointed out that our 
manufacturers are fundamentally interested in the 
welfare of the American people, and the belief was 
expressed that the industry should work out a plan 
to dramatize to the public this industry and its im- 
portance in the conduct of business affairs—both in 
regular commerce and that related to the nation’s 
defense. 

Credits, extended datings, and matters of this sort 
were likewise presented for discussion. 
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ON OPPOSITE PAGE.—Ye Original Stacyonere surrounded by his mod- 
ern subjects. 

a wv. ¢. Clegg. The Clegg Co., San Antonio; Harry Tehan, Higgins 

n °. 

. Lou Hoelscher, Hoelscher Staty. Co., Buffalo, and A. J. Walker, 
Farnham Staty. & School Supply Co., Minneapolis. 

e Globe-Wernicke Co.; Gene Donohue, Yawman and 
Erbe Mig. Co. 

. Earl Kochheiser, The Charles Ritter Co., Mansfield, Ohio, governor 
of the fifth district; Harry Balch, Quality Park Envelope Co., fourth 
vice-president; Owen G. Bayless, Lowman & Hanford Co., Seattle. 
in earnest pre-breakfast conversation. 

5. Dan Hansen, Carlson Bros., Moline, Ill.; Ivan Allen, Ivan Allen- 
Marshall Co., Atlanta, Ga.; A. G. Carlson, Carlson Bros. 

6. Algot Larson, president. Art Metal Construction Co.; Ivan Allen, 
Ivan Allen-Marshall Co., Atlanta. 

7. Bill Smith. Ace Fastener Corp.; his beautiful granddaughter, Judy 
Ann Larson, and Mrs. Elizabeth Larson. Bill's daughter. 

8. Edward L. Little, Wabash Cabinet Co., discussing banquet affairs 

9 

10 


2 
3. J. S. Sprott, 
4 


with C. A. Thom, Gregory, Mayer & Thom Co., Detroit. 
. H. Castilla, Humberto Castilla Salas, Saltillo, Coah. Mexico. 
. Ye Original Stacyonere. 

1l. Fred R. Smart, secretary, Stationers Guild of Canada. 

12. Peter Murrett, Ryan & Williams, Inc., Buffalo; J. L. White, The White 
Co., Columbus, Ga. 

13. Mr. Garvin in conflicting moods. Here he is with President-Elect 
and Mrs. E Healy, with something on his mind. 

14. That’s much better! Charlie smiles broadly as he demonstrates 
his camera equipment to Ivan Allen, Ivan Allen-Marshall Co., At- 
lanta, past president, NSA., and Owen G. Bayless, serving his 
second term as president. 


The nominating committee, through its chairman, 
A. C. Frost, of Esterbrook Steel Pen Manufacturing 
Company, presented the names of J. S. Sprott, of The 
Globe-Wernicke Co., and J. W. Tamany, of Boorum & 
Pease Company, as chairman and vice-chairman, re- 
spectively, of the Manufacturers Council of the Na- 
tional Stationers Association. The members of the 
council, representative of the various types of products 
in the industry, are the following: 

J. S. Sprott, The Globe-Wernicke Co., Cincinnati, 
Ohio; J. W. Tamany, Boorum & Pease Co., Brooklyn, 
N. Y.; H. Seymour Walcott, DoMore Chair Co., Elk- 
hart, Ind.; Herman Price, Eagle Pencil Co., New York 
City; J. C. Musser, Eberhard Faber Pencil Co., Brook- 
lyn, N. Y.; Frank R. Nichols, Columbia Ribbon & Car- 
bon Mfg. Co., Glen Cove, L. I., N. Y.; George Baxter. 
Diebold Safe & Lock Co., Canton, Ohio; A. G. Sottung. 
Byron Weston Co., Dalton, Mass.; C. H. Ramsey, Ever 
Ready Calendar Mfg. Co., Jersey City, N. J.; Craig 
Sheaffer, W. A. Sheaffer Pen Co., Ft. Madison, Iowa; 
R. A. Maish, Dennison Mfg. Co., Framingham, Mass.; 
H. B. Van Dorn, Joseph Dixon Crucible Co., Jersey 
City, N. J.; E. A. Keeling, Art Metal Construction Co.., 
Jamestown. N. Y.; Edward L. Little, Wabash Cabinet 
Co., Wabash, Ind. 

At noon the second luncheon for all registered con- 
ventionites was held, crowding the foyer to the grand 
ballroom to capacity. An overflow of seven tables was 
forced into the grand ballroom itself. 


Closing General Session 


Wednesday afternoon brought all the divisions to- 
gether for the final session of a full and very worth- 
while program. 

Upon assembly, Burdett Green, secretary of the 
American Walnut Manufacturers’ Association, took the 
members on a pictorial trip to many remote parts of 
the world in search of “Forest Treasures.” This was 
the title of his moving picture presenting the history 
of cabinet woods, the romance of collecting them, 
methods of their manufacture and use in fine prod- 
ucts. Preceding his projection of the film, Mr. Green 
described the materials available from his association 
for sales promotional use. He also announced that a 
new talking picture in color would soon be available 
for bookings before interested groups. 

With the lights turned on and the meeting resumed, 
the president introduced Eberhard Faber. After an 
exchange of pleasantries about Mr. Faber’s many years 
in the industry and attendance at all conventions 
since he helped organize the N.S.A. thirty-six years 
ago, Mr. Faber presented a painting to the association 
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depicting the stationer’s importance to the nation’s 
Defense. This was the original of a poster impressively 
showing “Uncle Sam” in a setting that symbolized 
representative groups engaged in Defense planning. 
At the top was the slogan “The Stationer—He Also 
Serves.” Below were two other inscriptions reading, 
“Defense is planned with pencil” and “Paper work 
controls production.” 

President Bayless accepted the gift on behalf of the 
National association and expressed appreciation. 

Next came presentation of two trophies. Mr. Garvin 


— 








LADIES AND GENTLEMEN OF THE CONVENTION. 


1. Jim Gatfaney, Office Specialties Co., Fargo, N. D.; W. H. McNiff, 
and T. H. Kornmann, Master-Craft division of Shaw-Walker Co. 

2. Larry Goodhand and Charles Reynell, Oxford Filing Supply Co.; 
Charles R. Storey, Storey-Kenworthy Co., Des Moines. 

3. A. H. Best, Richard Best Pencil Co.; Will Bruner, Office Supply 
& Equipment Co., Chicago; Harry Heath and D. J. Consodine, 
Richard Best Pencil Co. 

4. Joe Popple, Zaiser’s. Inc., Des Moines; E. J. Mitchell, manufacturers’ 
representative; Mrs. Mitchell; Heinie Sengbusch, Sengbusch Self- 
Closing Inkstand Co. 

5. O. D. Mann and Norman Gerth, Imperial Desk Co.; Ray Buchen- 
berger, Richard Book Store, Washington, D. C.; Rex Huntley, Sturgis 
Posture Chair Co. 

6. Four ex's of the Southern Travelers Club: Charles Hucke, formerly 
secretary: Jim Cooper, manufacturers’ representative; Ben McGinty, 
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displayed a beautiful silver pitcher which is being of- 
fered by W. C. Clegg, a past president, to the dealer 
“who does the most outstanding job for the stationery 
trade and for his own business during the coming 
year.” Details governing the competition will be an- 
nounced later, said Mr. Garvin. 

Then Ivan Allen, of Ivan Allen-Marshall Company, 
Atlanta, Ga., another past president, was called to the 
platform to make the presentation of the handsome 
cup named for him which was won by R. O. Beamus, 
of Bill Doyle Office Supplies, Oklahoma City, Okla., in 


Yawman and Erbe Mig. Co.; Tom Riley. Eberhard Faber Pencil 
Co., all ex-presidents. 

7. Herb Johnson and Chuck Kendrick, Kendrick-Bellamy Staty. Co., 
Denver: Frank Palmer, Eaton Paper Corp. 

8. E. A. Ferris, C. O. Moosbrugger, R. J. Mathieu, S. B. Knapp, Min- 
nesota Mining & Mfg. Co. 

9. Charles Hucke, E. J. Mitchell, Philip Stewart, Fred Coggin, O. D. 
Mann, Dwight N. Briggs, all of the Sun Rubber Co. 

10. ag C. Hooks, John R. Davies, H. P. Reinke, all of Moore Push 
Pin Co. 

ll. J. B. Graff. Miss Gunn ‘41, Max Vaught and Pat Whitesides, all 
Gunn Furniture Co. 

12. John Ford, Peterson Litho Co., Omaha; F. E. Gallup, Gallup’s,. 
Kansas City. Mo.; Walter Guy, Arkansas Printing & Litho. Co., 
Little Rock. 
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CONVENTIONITES AROUND AND ABOUT. 


1. H. S. Walcott. R. O. (Rod) Grover, DoMore Chair Co.; Charles Roth. 
Roth Office Equipment Co., Dayton, Ohio. 

2. Clayton Williams, Martin Murrett and Pete Murrett, Ryan & Williams, 
Inc., Buffalo. 

3. Chuck Lofgren. W. W. S. Carpenter, Fred Schaefer, H. T. Griswold, 
Russ P. Carpenter, all of Sanford Ink Co. 

4. A Diebold safe —. Seated: A. W. Jackson. A. J. Roos, H. A. 
Nobile. Standin George M. Baxter, Basil Lawrence, Clarence 
Erickson, John O son. 

5. S. J. Sutton and J. W. Kisling. Kisco Co.; John A. Wagner, Lucas 
Bros., Inc., Baltimore; H. J. Hausner, Kisco Co. 

6. O. M. Wilson. G. A. Mayhall, Lucky Baldwin, C. N. Murray. all of 
Mittag & Volger,. Inc. 

7 es Ed Dodge. Johnson Chair Co.; Bill Cox, The Carter's Ink 

Roy Moreland, Schooley Ptg. & Staty. Co., Kansas City, Mo. 
Suundinas R. E. Hodge, Gary Office Equipment Co., Gary, Ind.; 
George Ohland, Metal Office Furniture Co.; Ear! Keys. Western 
Bank & Office Supply Co., Oklahoma City. 


the sales promotion slogan contest that was completed 
a few months ago. Mr. Allen said that his motive in 
offering the cup was to do something for the industry 
by way of stimulating the creation and use of effective 
selling slogans, and that more than three hundred 
had been submitted. He thanked OFFICE APPLIANCES, 
through which the contest was held, for its coopera- 
tion. In closing he read the winning slogan, “Be Office 
Wise—Modernize.” Below it was inscribed the slogan 
suggested by Judge Mortimer W. Byers, former secre- 
tary of the association: “The Stationer Makes Business 
Possible.” Mr. Allen presented the cup to Mr. Bayless 
to be delivered to Mr. Beamus, who could not be pres- 
ent for the occasion. 

The secretary then called on President Bayless for 
his last address, entitled “Cooperation.” Taking a 
theme often covered in general terms, Mr. Bayless de- 
veloped a most appropriate talk for the closing meet- 
ing. He pointed out that with rising labor costs and 
merchandise scarcity “the best individual and col- 
lective thinking we are capable of doing is needed now 
to meet these changed conditions.” He urged dealers 
to “parcel out” their stock intelligently. 

The president devoted the last half of his talk to 
the period we must face after the emergency, which 
he termed “ADS,” meaning “After Defense Subsides.” 
He stressed the importance of preparing a shock ab- 
sorber to lessen the blow when it comes. Among his 
very practical suggestions were: (1) taking the best 
possible care of regular customers now, (2) building 
more store business, (3) increasing advertising, (4) 
featuring merchandise that attracts, (5) better dis- 
plays, (6) better store locations, (7) better lighted 
stores, (8) better staffed stores, (9) greater cooperation 
between outside and inside sales forces. 


To the manufacturers, Mr. Bayless suggested that 
their travelers should continue calling on the trade 
and use the time to train new recruits in dealers’ 
stores, making experts out of novices. 

Following the president’s address Mr. Garvin intro- 
duced Professors Spencer, Stone, and Krueger, on the 
panel from The University of Chicago Round Table. 
For about half an hour the audience listened intently 
to the three-way discussion of various aspects of eco- 
nomic conditions now existing and that may prevail 
in the period “After Defense Subsides.” Their state- 
ments are published on other pages, and will be of 
interest to all who are giving serious thought to the 
possible trends of the future. 


The final talk of the convention was delivered by 
Carl King, of Office Engineers, South Bend, Ind., who 
was announced as an association member and certified 
public accountant, asked to present the address on 
“Accounting For the Small Business Man,” prepared 
by E. B. Wilcox, of Edward Gore & Company, Chicago. 
Mr. Wilcox was to have given his talk on Monday but 
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because of the death of his mother he could not be 
present. 

Mr. King said that the narrowing of the possible 
margin of profits causes an increasing need for man- 
agement control and operating efficiency. He outlined 
a brief sketch of a system of record keeping and in- 
ternal check designed to furnish financial statements, 
safeguard funds, and assist management. 

“Generally,” said Mr. King for Mr. Wilcox, “the 
typical figures in the industry are good guides to your 
management, and all you need, in order to use them, 
are dependable and comparable figures of your own.” 
The importance of the subject and its lucid treatment 
held the audience even though the hour grew late. 


Earl Kochheiser, of The Charles Ritter Company, 
Mansfield, Ohio, governor of District No. 5, was called 
to the front after Mr. King had finished, to receive 
the Hansell Membership Cup, which was won by his 
district. The secretary recalled that the cup was given 
by Morris Hansell, II, of F. F. Hansell & Bro., Ltd., 
New Orleans, La., several years ago and has since been 
awarded to the district gaining the largest number of 
members during each year. District No. 5 won 78 
points in the contest. Mr. Kochheiser said it was their 
secret ambition to keep the cup in the Fifth District. 
District 4 ran a close second, with 72 points. 

The number of points earned by each district aro 
2s follows: District 1, 7 points; 2, 7 points; 3, 29 points: 
4, 72 points; 5, 78 points; 6, 23 points; 7, 17 points; 8, 
37 points; 9, 20 points; 10, 7 points; 11, 5 points; 12, 
16 points; 13, 5 points, and the Dominion of Canada, 
1 point. 

Mr. Garvin’s announcement that 130 new members 
had been added was greeted with applause. There 
were Il manufacturers, 57 dealers, 2 associates, 1 asso- 
ciation, and 59 field men. 

The last items on the program of this record-break- 
ing assembly of the industry were the committee 
reports, climaxing with the election of officers. 
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In his acceptance speech, President-Elect Healy 
thanked the members for the honor and modestly de- 
clared that he felt he had a big order to fill in stepping 
into Owen Bayless’ shoes, for he had done such fine 
work in the past two years. When Mr. Healy called on 
all in the audience to help him he received a hearty 
response. 

General Manager Charles P. Garvin followed with 
complimentary remarks about both the retiring and 
new president, adding appropriate reference to the 
“history-making convention.” 

Although the convention adjourned on Wednesday 
afternoon, there was much of interest still to follow: 
the great banquet Wednesday night, a meeting of the 
Sales Managers Division and of the board of control 
on Thursday morning, final inspection of the exhibits 
on Thursday till noon, and the annual golf tourna- 
ment throughout the day. Accounts of most of these 
events are given elsewhere. 

The meeting of the Sales Managers Division, over 
which E. A. Keeling, of Art Metal Construction Com- 
pany, presided, and that of the board of control were 
closed sessions. 

An account of this splendid convention would be 
incomplete without reflecting the very favorable re- 
action of the visitors toward the program of addresses 
and entertainment arranged by both the association 
headquarters and the various Chicago committees; 
such as the convention committee, headed by Ralph 
Maneval, of A. W. Faber, Inc.; the entertainment com- 
mittee, of which G. O. Stevens, of Stevens, Maloney & 
Company was chairman; the publicity committee, 
headed by Charles H. Everly; the golf committee, un- 
der the leadership of George Cormack, of Wilson-Jones 
Company; the committee for ladies entertainment, 
headed by Al Baugher, The Carter’s Ink Company; the 
manufacturers committee, of which George Herrmann, 
of The Heyer Corporation, was chairman; and the 
ladies committee, again under the capable leadership 
of Mrs. K. E. Castle. 


Entertainment Activities 


AINTAINING the tradition of N.S.A. conventions 

in the matter of entertainment, this year’s pro- 

gram provided many opportunities for pleasant recrea- 

tion. From Monday through Thursday everyone not 

attending business sessions found means of personal 

enjoyment. In the evenings everyone joined in the fun. 

Through arrangements made by the Chicago com- 

mittee for ladies’ entertainment under the chairman- 

ship of Al Baugher of The Carter’s Ink Company, the 
ladies of N.S.A. were royally treated. 

General management of events during the conven- 
tion was taken over by Mrs. Karl E. Castle, chairman, 
and twenty assistants on the ladies’ entertainment 
committee. Their work was skillfully done and en- 
thusiastically approved. 

On Monday, chartered buses took the ladies from 
the Palmer House to the Graemere hotel for luncheon. 
In the afternoon, they all enjoyed themselves at the 
Hawthorne race track, despite inclement weather. The 
stationers’ handicap race, the feature event of the 
afternoon, gave Karl Castle the opportunity to slosh 
across the muddy track to place a blanket of roses on 
the winning horse. A little later, in the shelter of the 
stands, Mrs. Owen G. Bayless presented the jockey 
who won the race with a writing set. When the ladies 
returned to the headquarters hotel in the evening, 


they were somewhat bedraggled in appearance due to 
the rain, but everyone was happy. 

Tuesday’s feature was a luncheon and bridge in the 
Pump room of the Ambassador East hotel. Once again 
joy reigned supreme despite a slight accident which 
resulted in the “flaming swords” communicating some 
of their blaze to table decorations. 

Preceding attendance at a matinee performance of 
“Theatre,” where Cornelia Otis Skinner thrilled the 
ladies with her skillful handling of the feature role, 
luncheon was served and a fashion show staged for the 
benefit of the ladies in the eighth floor tearoom at 
Carson, Pirie, Scott & Company. 


Dance and Floor Show Monday Night 


Hilarity found a home on Monday evening during 
the dance and floor show sponsored by the Great Lakes 
Travelers Club and the sixth district of N.S.A. The 
headliner of the evening was Commander Eddie Pea- 
body, who lived up to his reputation as king of the 
banjo. The program started with some beautiful Irish 
songs sung by John Burke, nephew of Mrs. Ralph 
Maneval. Frank Shephard functioned as master of 
ceremonies, and with the help of Ollie Stevens, Stevens 
Maloney & Company, and Ben Powell of A. W. Faber, 
Inc., as stooges, performed some mystifying feats of 
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magic. How Ollie could have his necktie cut into sev- 
eral pieces and still come out as a whole tie is still 
puzzling many of those who were present. The pres- 
ence of numerous pieces of Palmer House cutlery in 
the pockets of Ben Powell caused no little consterna- 
tion. 

Among the other performers who gave sparkle to the 
evening were Betty Lee, acrobatic xylophonist, and 
Al Verdi, whose contour is very similar to the gentle- 
man carrying the words, “Business Life Guard,” on his 
manly chest, and who was cartooned on large sized 
sheets at the convention. 
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the arrival of gardenias that had been shipped by air 
from San Francisco through the courtesy of Paul Bur- 
bank, now of the United Air Lines, and until last year 
with Eaton Paper Corporation. The gardenias were for 
the ladies at the speakers’ table. Another semi-sched- 
uled event was the arrival of three Western Union 
messenger boys, who sang with fervor but little music, 
“Happy Birthday” to Mrs. C. P. Garvin and President- 
Elect E. B. (Dick) Healy. 

Dessert was brought in in the usual impressive Pal- 
mer House style, where all the house lights are turned 
out and colored spotlights are trained on the waiters 


@. Du 
FLOWERS FOR HORSE WHICH WON STATIONERS’ HANDICAP AT HAWTHORNE RACETRACK 


Oh, how it was raining out at Hawthorne track near 
Chicago when the horse which won the Stationers 
Handicap came in to be dedecked with flowers and 
his mud-spattered jockey to receive a beautiful 
writing set from grateful ladies who watched man 
and steed take the race away from the rest of the 


Following the program dancing was enjoyed to the 
music of Henry Senne’s band. 


Annual Banquet 


Although Ed. Little of the Wabash Cabinet Com- 
pany, serving in the more or less permanent capacity 
of chairman of the banquet committee, always has 
difficulties in finding room for all those who desire to 
attend the banquet, this year his problem was greater 
than ever. With quiet efficiency, Mr. Little found seats 
for well over 1200 people. 

As the crowd gathered, Max Gail and his orchestra 
played popular music. They also led the assembly in 
community singing, which was evidently enjoyed thor- 
oughly. 

One of the first things to occur in the evening was 


field. (Upper) The jockey grins in appreciation as 

he is presented with the writing set by Mrs. Owen 

G. Bayless. The other ladies are (L to R) Mrs. Karl 

Castle, Mrs. Harry Balch and- Mrs. William Weber. 

(Lower) The winning horse shown after Karl Castle 

(at left) braved the downpour to place the blanket 

of roses over its withers. 

who march in carrying globes of ice cream on plat- 
forms of ice lighted from within. 

General Manager Garvin took over as master of 
ceremonies and introduced the special guests of the 
evening. Among them was E. Y. Horder, who is this 
year celebrating his eightieth birthday, fortieth anni- 
versary of his business and his fifty-fifth wedding an- 
niversary. He was greeted with enthusiastic applause. 

Then Werner Dornfield was introduced as the secre- 
tary of the Australian Stationers Association. Before 
long it became apparent that Mr. Dornfield was an 
entertainer of high order. He was present as a guest 
of Ed. Little, who knows him as a brother magician. 
Mr. Dornfield concluded his remarks by reading a tele- 
gram stating that Ed. Little is without doubt the finest 
banquet chairman that could be found anywhere. The 
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CONVENTION SNAPS AROUND THE PALMER HOUSE. 

l. Tracy Higgins, Higgins Ink Co. Inc.; Bert Bassett, Bert M. 
Co.; Mark E. Lee, Lee Ofiice Supply Co., Hastings, Mich. 

2. Mrs. L. W. Burt: Mary Lee Burt: Garry Dell and Leo W. Burt, Burt 
& Co., Hartford, Conn.; Mrs. Dell. 

3. Parle Cooley, Bates Mig. Co.; G. O. Stevens, Stevens, Maloney & 
Co., Chicago; Charles Hunter, National Business Show Co.; Charles 
A. Stevens, Stevens, Maloney & Co.; Roy Melind, Louis Melind Co. 

4. Standing: Jack Berggren. Howard Huxster, C. A. Ottinger, W. W. 
Welch, Frank Auten. Seated: W. W. Welch, Jr., M. E. Havlick, all 
of the W. W. Welch Co. 

5. W. G. Hurdle, C. N. Murray, P. L. Foster, O. M. Wilson, T. G. Forbes. 


Morris 


message, according to Mr. Dornfield, was signed by 
Ed. Little. 

Mr. Garvin introduced President Bayless, who was 
received with much applause as the entire assembly 
stood up. He responded by saying that the finest ex- 
periences of his life had come to him during the two 
years he had served as president of N.S.A. He paid 
a tribute to his successor, President-Elect Healy, and 
then took special joy in presenting a gift to Mr. and 
Mrs. Charles P. Garvin. The gift was a combination 
radio and phonograph. General Manager Garvin, more 
accustomed to giving than receiving, said that he 
could not properly express his appreciation because he 
had a “football” in his throat. Then he turned the 
tables by presenting a gift to Mr. Bayless from the 


W. H. Baldwin, all of Mittag & Volger, Inc. 

6. Jim Cooke, Cooke Staty. Co., Salem, Ore.; Jack Harper, General 
Supply Co., Albuquerque; H. G. Johnson, Postindex Co.; Bob Val- 
leau, manufacturers’ representative: Roy Wells, Postindex Co.; M. D. 
Hasty, Sengbusch Self-Closing Inkstand Co.; Herb Johnson, Kendrick- 
Bellamy Staty. Co., Denver; Raynes Davis, manufacturers’ representa- 
tive. 

7. Standing: V. A. Hanson, Brown & Saenger, Sioux Falls, S. D.; W. C. 
Weihe. S. G. Adams Co., St. Louis: George Wray. manufacturers’ 
representative; Jim Wallace, Jasper Office Furniture Co.; R. R. Davis. 
Security Steel Equipment Corp. Seated: Mrs. V. A. Hanson, Mrs. 
I. R. Cornish, Mrs. M. Follin, Mrs. Jim Wallace, Mrs. R. R. Davis. 


Oregon Travelers Club, who function in his home area. 
Ralph Maneval of A. W. Faber, Inc. was introduced 

as the efficient chairman of the Chicago convention 

committee. He arose and bowed his response. 

Just before introducing the new president of N.S.A., 
Mr. Garvin repeated his poem, “Love America or Leave 
It,” which he had presented in one of the business 
sessions of the convention. It is his tribute to the 
United States for what it has done for him and the 
average citizen. 

Mr. Healy’s brief comments were followed by the 
entire crowd rising to sing America. 

The rest of the evening was devoted to dancing to 
the strains of music supplied by Max Gail and his 
orchestra. 


Convention Registration 


A Fireproofing Co., Youngstown, 


" Ernest M., Marshall & 
Bruce Co., Nashville, Tenn 


Abram, A. B., Modern Stationer, 
New York, N. Y 


Aigner, Alwyn C., G. J. Aigner Allen, Ivan, Ivan Allen-Marshall 
Co., Chicago, II. Co., Atlanta, Ga. 

Aigner, G. J., G. J. Aigner Co., Allen, W. B., Joseph Dixon Cruci- 
Chicago, Ill. ble Co., Chicago, Il 

Allen, A. J. (Benny), American Amey, Frank W., Ream’s, Lan- 
Pencil Co., Hoboken, . caster, Pa. 

Allen, Claude W., The General Anderson, A. G., Gibson Art Co., 


Augur, Newell A., Wallace Pencil 
Globe- Co., St. Louis, Mo. 
Autry, Jack, Wilson-Jones Co., 
Atlanta, Ga. 


Cincinnati, Ohio 
Anderson, H. C., The 
Wernicke Co., Cincinnati, Ohio. 
Armstrong, John, Armstrong Pub- 


lishing Co., Portland, Ind Aylwin, H. Y., Old Town Ribbon 
Arrasmith, Buzzy, Alex Patterson & Carbon Co., Brooklyn, N. Y. 
Co., Birmingham, Ala. 
Ashley, E. R., Ashley-McCormick B 


Co., Bridgeton, N. J 
Atkinson, George R., F. Weber 


; Babson, S. M., Bates Manufactur- 
Company, Philadelphia, Pa. | 


(lurn to page 187, please) 








Five Centuries of Progress Exposition 
Sixth Presentation of Great I. S.A. Business Show 
Attracts Over Twenty-Five Hundred Visitors — Several 

Interesting Contests Conducted by Exhibitors 


CCORDING to the most accurate estimates avail- 
A able, General Manager Garvin says that the sixth 
edition of the Five Centuries of Progress Exposition 
received over 2500 visitors. Once again N.S.A.’s great 
business show went over the top. This was in spite 
of the fact that several exhibitors had no merchandise 
on display, due to shortages in materials for produc- 
tion. Dealers visited the various booths for purposes 
of conferring with manufacturers and their represen- 
tatives, presenting problems in need of cooperative 
solution. 

A special preview of the exhibition hall was staged 
on Sunday afternoon from one until five o’clock. Early 
registrants had an opportunity to make tours of ex- 
amination in a leisurely manner. 

Getting the hall ready a day earlier than usual re- 
quired that special kind of skill which Harry Tehan, 
Higgins Ink Co., Inc., perennial manager of the exposi- 
tion, possesses in full measure. Under his guidance 
and with the assistance of W. W. Welch, W. W. Welch 
Company, and H. L. Nichols, Weis Manufacturing Com- 
pany, members of his committee, the great exposition 
was “ready for company” at one o’clock Sunday. 

Official opening of the exposition took place at 8:30 


RANDOM SHOTS IN THE EXPOSITION HALL. 

l. W. G. Hurdle, Mittag & Volger, Inc., with his daughters. 
Betty and Billie, who did the heavy work at the M. & V. 
exhibit. 

2. Behind the bars! Jack Harper, General Supply Co., Al- 
buquerque, and Harry Tehan. Higgins Ink Co., in charge 
of the exhibit hall. at the gate. 





Monday morning. The hours that visitors were re- 
ceived during the convention were as follows: Monday, 
8:30 a.m. to 1:00 p.m.; 5:00 p.m. to 10:30 p.m.; Tuesday, 
5:00 p.m. to 10:30 p.m.; Wednesday, 9:00 a.m. to 5:00 
p.m.; Thursday, 8:30 a.m. to 1:00 p.m. 

Many of the exhibitors conducted special activities 
in connection with their displays engaging the inter- 
ested attention of visitors. 

The Autopoint Company sponsored an interesting 
contest, giving daily awards. Thirty-six fortunate visi- 
tors were recipients of the special gifts. 

Richard Best Pencil Company awarded a portable 
radio each day during the convention. The winners 
were Fred Cook of Just & Sons, Chicago; James Cooke, 
Cooke Stationery Company, Salem, Ore., and M. A. 
Bredesen, Bredesen Bros., Beloit, Wisc.- 

Following its pleasant convention custom, The Car- 
ter’s Ink Company pinned roses on exposition visitors. 
An average of a thousand roses a day were given away, 
totalling 3500 for the entire period. 

In addition to luscious apples, the Dennison Manu- 
facturing Company distributed packages of paper 
(Booth pictures on pages 36 and 37) 

(Turn to page 38, please) 





. Mr. and Mrs. C. G. Gregory, Gregory Fount-O-Ink Co. 


. Frances Stauft. running off N.S.A. Daily on Mimeograph, 

and Charles Eaton, A. B. Dick Co. 

Miss Gunn ‘41, popular dispenser of cola drinks for Gunn 

Furniture Co. 

. ny Ayres in conversation with Jim Grafi, Speed-O-Print 
orp. 
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ee Sixth "Five Centuries 


Palmer House Exhibition Hall is Scene 
of National Stationers Association Busi- 
ness Show During October Convention. 


HIGGING 2 





ae | 


WN=S Se@NOuen wre 


of Progress’ Exposition 


Hundreds of Visitors View Exhibits of 
Many Leading Manufacturers in The 
Office Supply and Equipment Industry 


BOY Company 


. George B. Graff Co. 
. Bankers Box Co. 
. All-Steel-Equip Co., 


Cramer Posture Chair Co. 


. Finch & McCullouch, Inc. 
Inc. 
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Art Metal Construction 
Co 


a DoMore Chair Co., Inc. 


Cooks, Inc. 

Boorum & Pease Co. 
The Globe-Wernicke Co. 
American Pencil Co. 


. Victor Safe & Equipment 
Co 


. R. A. Stewart & Co., Inc. 
. F. Weber Co. 

. Stein Bros. Mfg. Co. 

- Higgins Ink Co., Inc. 

- Philip Hano Co., Inc. 

: — Dixon Crucible 


oO. 


- Dennison Mfg. Co. 
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Photos 


. Diebold Safe & Lock Co. 
. Security Steel Equipment 


Corp. 
. Southworth Co. 
. Codo Mfg. Corp. 
. Wilson-Jones Co. 
. Old Town Ribbon & Car- 


bon Co. 


. C. L. Barkley & Co. 
. Eaton Paper Corp. 
. J. L. May Co. 

. Avery Adhesives 

. Buxton, Inc. 


Miami Systems Corp. 
courtesy Kaufmann 
& Fabry 














a_i me meaem we! 


PRE-CONVENTION ACTIVITIES CAUGHT BY THE CAMERA.—(Upper left) — 
o., likes a good seat at the annual banquet so he arranged bright and early for 


Superior Type C 


his reservation. (L to R) Mr. Dent. Ed. Little, Wabash Cabinet Co., in charge of 
and Charles Hucke, manufacturers’ representative, 
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Arthur C. Dent, 


anquet seating. 
a satisfied banquet customer. (Upper 


right) Walter Guys, Arkansas Ptg. & Litho. Co., Little Rock, Ark., marveling at the speed with 


which Roy Wells organizes the registration list on the Postindex. 


(Lower) At the cry of ‘'Get 


your badges, gentlemen’’ delegates swarmed about the registration desk to sign up, put it on 
the line and prepare for the big show. Among those seen in the foreground are Clarence Hamil- 


ton, the Globe-Wernicke Co.; Jim Breggren and Milt Havlick, W. 


W. Welch Co., and others 


well-known in the industry. 


FIVE CENTURIES OF PROGRESS EXPOSITION 

. (Continued from page 35) 
towels in pastel colors. The feminine visitors were 
particularly appreciative of these gifts. 

A contest conducted by Finch & McCullouch resulted 
in the following receiving awards: O. M. Rodenkirch, 
Fond du Lac Office Supply, Fond du Lac, Wisc.; H. C. 
Burbury, Commercial Stationery Company, Chicago; 
Charles Hume, Frederick Paper & Twine Company, 
Lima, Ohio; Joe Wigon, Portland, Me.; H. A. Taylor, 
S. C. Toof & Company, Memphis, Tenn.; Loretta 
Becker, Wilson-Jones Company, Chicago; Blan Chap- 
inan, Storr Engraving Company, Raleigh, N. C.; W. O. 
Johnson, Jacquin & Company, Peoria, Ill.; Walter 
Pierce, Midland Stationery Company, Minneapolis, 
Minn.; and Gus Trahan, General Office Supply Com- 
pany, Lafayette, La. 

Gregory Fount-O-Ink Company proved its interest 


DESCRIPTIONS 

Ace Fastener Corporation, Chicago, Il.-In addition to the regular line 
including the Ace Standard, Pilot, Cadet, Glider Scout and Clipper, a new 
model was introduced and displayed. The new machine is streamlined and 
styled in various color tones. The new stapler is being announced to the 
trade in general this month. William F. Weber was in chargé Others 
in attendance included Bill Smith, Hy Linden, Herb Walsh, Ben Grayson 
and Harry Sturdevant. 

Acme Visible Records, inc., Chicago, Ill.—A complete display of Acme 
visible equipment. Those present included D. R. Pinney, in charge of 


in smokers by distributing match books over a foot in 
length. Each book contained 240 matches. 

At the Gunn Furniture booth a lovely hostess served 
soft drinks and cigarettes to visitors. 

Callers at the Hall Bros. booth received copies of an 
interesting social calendar reminder booklet. 

Betty and Billie Hurdle, twin daughters of W. G. 
Hurdle of Mittag & Volger, Inc., greeted visitors at the 
M & V display. They were called the Tagger Twins. 

The three winners of the Southworth contest, re- 
ceiving their awards immediately following the con- 
vention, were Clark Roland, Marshall-Jackson Com- 
pany, Chicago; W. C. Jacquin, Jacquin & Company, 
Peoria, Ill. and W. L. Schuster, Schuster & Ward, 
Chicago. 

Another giver of roses was the Weis Manufacturing 
Company. They, too, found it necessary to have on 
hand about a thousand roses a day. 


OF EXHIBITS 


dealer sales; W. R. Longshore, A. L. Campbell, W. S. Mix, and W. E 


Smith of the dealer sales department. 
Aigner, G. J., Company, Chicago, I1!.—Exhibition of desk pads, regular 
indexes and Aico Grip tabbing. Elmer Krumwiede was in charge, assisted 


by Al. Aigner and Clint Martin. Also in attendance were G. J. Aigner 
and W. D. Comstock. 
All-Steel-Equip Company, Inc., Aurora, Ill.—Featured steel filing equip 
ment, storage and wardrobe cabinets, lockers and DS files for storage of 
(Turn to page 204, please) 
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Golfers Defy Weather Man 
All Day Kain ee fo —Dampen Spirits 


HURSDAY morning, the day of the annual golf 

tournament, dawned in miserable wetness. All the 
influence that George Cormack, Wilson-Jones Com- 
pany, could bring to bear as chairman of the golf 
committee, was not sufficient to dry up the skies nor 
the fairways at the Bob O’Link country club. 

Nevertheless, sixty-two hardened golfers who wanted 
to protect their investments in golf tickets, journeyed 
out to the course and waded about the fairways and 
in the sand traps for eighteen holes of what some 
termed a new form of water polo. 

True golfers are not affected much by weather. As 
evidence, J. H. Chipman of Brown Brothers, Toronto, 
Canada, posted a score of 82, the low gross of the day, 
earning himself the right to have and to hold for the 
coming year, the Great Lakes Travelers Club cup, in- 
dicative of the lowest gross score by a dealer. The 
Buffalo cup, awarded to the player with the lowest net 
score, went to W. A. Walther, Walther’s Print Shop, 
North Platte, Nebr., whose net record was 67. 

Competition for the N.S.A. cup was keen. The basis 
of the battle was the total gross score of the ten lowest 
scoring dealers against the ten-.lowest scoring manu- 
facturers. The manufacturers won 916 to 939. Follow- 
ing are the names and scores of the winning team 
members: Garry Dell, Southworth Company, 85; W. J. 
Sunderland, Universal Pa- 
per Products Company, 87; 
J. M. Montgomery, Higgins 
Ink Company, Inc., 88; J. 
L. Siegenthaler, Wilson- 
Jones Company, 90; E. E. 
Bates, Quality Park En- 
velope Company, 92; H. G. 
McPike, Weis Manufactur- 
ing Company, 93; Carl 
Lang, Binney & Smith, 93; 
Fred Pitt, Wilson-Jones 
Company, 94; H. J. Mac- 
Neill, 97; H. J. Stephens, 
Rockwell-Barnes Com- 
pany, 97. 

The dealer team was 
composed of the follow-+ 
ing: J.H. Chipman, Brown 
Brothers, Toronto, Can- 
ada, 82; P. H. Decker, 
Decker Brothers, Inc., La- 
fayette, Ind., 87; W. R. 
Diehl, Jr., Diehl Office 
Equipment Company, Co- 
lumbus, Ohio, 90; W. C. 
Clegg, The Clegg Com- 
pany, San Antonio, Tex., 
91; C.S. Roland, Marshall- 





Jackson Company, Chicago, 94; Jack Crow, Hall Litho- 
graphing Company, Topeka, Kans., 97; E. R. Lund, En- 
glewood Blue Print Shop, Chicago, 98; E. E. Long, 
Marshall-Jackson Company, Chicago, 99; W. A. Walther, 
Walther’s Print Shop, North Platte, Nebr., 100; C. B. 
Burt, Burt & Company, Hartford, Conn., 101; F. H. 
Jones, Horder’s Inc., Chicago, 101. 

Each member of the winning team received a statu- 
ette of a golfer mounted on a wood base carrying a 
metal plate on which the name of the team member 
was to be engraved. The small trophies were donated, 
as last year, by N.S.A. headquarters. 

The Peoria system of handicapping, which gives the 
mediocre golfer an equal chance with the expert to 
win a prize, resulted in the following awards for the 
top ten men: 

J. H. Chipman, Brown Brothers, Toronto, Canada, 
rose concave Elgin watch; H. J. MacNeill, Lord Elgin 
watch; W. A. Walther, Walther’s Print Shop, North 
Platt, Nebr., set of Bobby Jones matched irons; E. R. 
Lund, Englewood Blue Print Shop, Chicago, General 
Electric portable radio; Joe Sunderland, Universal 
Paper Products Company, General Electric portable 
radio; P. H. Decker, Decker Brothers, Inc., Lafayette, 
Ind., rawhide traveling bag; J. E. Conlon, Rockwell- 
Barnes Company, duffle bag; E. E. Long, Marshall- 
Jackson Company, Chi- 
cago, duffle bag; Lionel 
Colomb, Weis Manufac- 
turing Company, golf bag; 
J. M. Montgomery, Higgins 
Ink Company, Inc., Wal- 
tham watch; W. C. Clegg, 
The Clegg Company, San 
Antonio, Tex., Remington 
“Foursome” electric 
shaver. Forty-five other 
golfers also won prizes, all 
of which were purchased 
from funds donated by 
manufacturers. 

Assisting George Cor- 
mack in the_ excellent 
work he did as golf chair- 
man, were the following 
members of his commit- 
tee: Harry Balch, Quality 
Park Envelope Company; 
Garry Dell, Southworth 
Company; Fred Jones, 
Horder’s Inc.; Clark Rol- 
and, Marshall-Jackson 
Company, and R. B. Ging- 
land, Esterbrook Pen Com- 


pany. 


THE CONVENTION GOLF COMMITTEE AND THE PRIZES.—(Upper) 


Seated: Fred Jones, Horder’s ne Stores; Harry Balch, Quality 
Park Envelope Co.; George Cormack, Wilson-Jones Co.; Clark Roland. 
Marshall Jackson Co. Standing: Ray Eichenlaub, Service Steel Prod- 
ucts Co.; Dick Gingland, Esterbrook Pen Co.; Garry Dell, Southworth 
Co., at the time of the convention but now of Burt & Co., Hartford. 
Conn. In center is the Great Lakes Travelers Club trophy. (Lower) 
Some of the golf prizes distributed after a pleasant but wet afternoon 
on the fairways. 
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E. B. Mason, representative of the Mid- 
west Naturlite Company and Gregory 
Fount-O-Ink Company, is a fortunate 
salesman. During the convention he was 
demonstrating a Naturlite lamp to a 
prospect. When he had finished, another 
dealer who had been watching the 
demonstration from a little distance 
away, placed an order. The buyer was 
Harry L. Morgan of the Harry L. Morgan 
Company, Columbus, Ohio. 

xk 

Each convention registrant received a 
copy of the informative booklet entitled, 
“What to See and Do in Chicago—1941 
Visitor's Guide.” The booklets were dis- 
tributed with the compliments of the 
Autopoint Company, Chicago. 

xk * 

A visitor from far lands was D. Joseph 
Van Riemsdyck of G. Kolff and Company, 
Batavia, Java, Netherlands East Indies. 
Mr. Van Riemsdyck registered on Tues- 
day and participated in all of the remain- 
ing events. 


xk 


Each morning the Oxford Filing Supply 
Company had placed at the doors of the 
rooms occupied by N.S.A. delegates 
copies of the Chicago Daily Tribune. On 
each newspaper was attached a slip of 
paper carrying a “Good Morning” mes- 
sage. 

xk 

At the. races on Monday afternoon 
some of the ladies won and some lost. 
Of course, we wouldn't mention names 
but one wife was observed producing 
sufficient legal tender to pay for the 
family dinner on Monday evening. When 
the waiter returned with the change she 
didn’t get any of it. Such is life. 

xk 

Werner Dornfield, who was presented 
at the banquet as “The stationer from 
way down under—dAustralia,” is known 
professionally as ‘“Dorny.”” He is a 
magician of note as well as a mono- 
logist. It is reported that he did not know 
Charlie Garvin was general manager of 
N.S.A., and after he returned to his 
banquet table seat he asked Ed Little if 
he had blundered in his remarks about 
the administration. His concern is under- 
standable when it is revealed that he 
asked Mr. Little, “Is your toastmaster a 
senator?” 

x** 

The visitors from Canada were so wel- 
come that one of them was permitted to 
win the cup emblematic of the low gross 
score at the annual golf tournament. 
J. H. Chipman of Brown Brothers, Toron- 
to, finished the eighteen holes at Bob 
O'Link with an eighty-two. None of the 
local boys could do as well. 

xx 

The National Blank Book party held 
at the Edgewater Beach Hotel on Tues- 
day, October 7, turned out to be a birth- 


Side Lights 


on the 
Convention 


¥ 





DEANS OF THE STATIONERY INDUSTRY 

IN CHICAGO.—E. Y. Horder, Horder’s Sta- 

tionery Stores, and Charles A. Stevens, 

Stevens Maloney & Co., both of whom 

were present at the N. S. A. organization 
meeting held in 1904. 


day party for Paul Buckwalter, New 
York manager for the company. Paul 
came into being on October 7, a certain 
number of years ago. Those in attend- 
ance did not need to know how many 
years ago in order to enjoy the festivi- 
ties of the occasion and Paul seemed to 
be happy about the whole thing, too. 


x** 


Clarence Hamilton of The Globe- 
Wernicke Co., is a handy man to have 
around a convention. When something 
happens to upset the program a bit, he 
can be counted on to untangle the snarl. 
Consequently, the unfortunate absence 
of E. B. Wilcox due to illness of his 
mother, which caused a hole in the pro- 
gram Monday afternoon, was effectively 
filled by Mr. Hamilton, who secured the 
services of Elon G. Borton, director of 
advertising for the LaSalle Extension 
University. 


xk 
Friends of Paul Cheney of the South- 
worth Company will regret to learn that 
Paul is in the Buffalo General Hospital, 
Buffalo, N. Y. He was taken ill on his 
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way to the convention and entered the 
hospital for a major operation. He is 
coming along nicely, according to all re- 
ports. 
xk 
The Brooklyn Dodgers were not the 
only casualties of the World Series. 
W. H. Baldwin of Mittag & Volger was 
another. Taking time out from the con- 
vention to listen to the radio report of the 
final game with some others of his com- 
pany, at an exciting moment in the game 
Mr. Baldwin choked and a moment later 
taking inventory discovered his teeth 
were missing. Nor was he able to locate 
them. Instead he hurried to a dentist 
who put through a rush order and had 
a new set ready before the convention 
was over. 
xk 
A regular visitor from the wide open 
spaces was Norm Cunningham of Arch 
Cunningham & Company, Boise, Idaho. 
Norm can always be counted upon for 
N.S.A.’s annual gathering and those of 
the Pacific Northwest Stationers Associa- 
tion. 
xk 
Andy Maish of the Dennison Manufac- 
turing Company is a week-end farmer. 
In order not to miss out following the 
convention, he left Chicago by plane 
Thursday noon, arrived in Boston that 
evening, where he met Mrs. Maish, and 
motored to his “Surryside Farm” in New 
Hampshire. 
xk 
Paul Burbank, vice-president United 
Airlines, was a welcome visitor. Last 
year Paul was a valuable member of 
the N.S.A. troupe, covering all the region- 
al meetings, and spoke at the national 
convention as well. Shortly afterward 
he left the industry but the many friend- 
ships created there remain. 
kkk 
Eddie Dooley, New York City sales 
manager for the Wilson-Jones Company, 
went to Chicago but he did not see the 
convention for the very good reason that 
on the morning of the opening day he 
was rushed to the Passavant hospital 
suffering an attack of acute appendicitis. 
A few hours later doctors performed an 
emergency operation and Eddie was put 
to bed for the duration. He left the hospi- 
tal and Chicago on Friday, October 24. 
xk 
E. Y. Horder and Charlie Stevens, the 
only stationers who attended both the 
first convention in Chicago in 1904 and 
the record-breaking 1941 gathering, have 
been friendly competitors for many years. 
As far back as 1883, they had news 
agencies on the West Side of Chicago. 
Mr. Horder’s territory extended from 
Fortieth avenue, now known as Pulaski 
road, to the east side of what is now 
Laramie avenue, a mile and a half west. 
Mr. Stevens’ territory extended from the 
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west side of Laramie to Ridgeland ave- 
nue in Oak Park. 

In those days the papers were brought 
out from downtown Chicago in wagons 
drawn by two horses. Because Mr. Hor- 
der was further east he received his 
papers earlier, which gave his boys an 
advantage of a half hour or so in selling 
on the streets. Each man had his territory 
well organized employing as many as 
thirty or more boys. 

x** 

The annual dinner given by The Gen- 
eral Fireproofing Company to its dealers 
was one of the high points of the con- 


vention for all who had the pleasure of 
participation. It was Bill Hoge’s party, 
as President George Brainard termed it 
when called upon for a few words. It 
was established by Bill Hoge at the 
New Orleans convention in 1931 and 
continued without interruption, each year 
growing in popularity. Mr. Brainard in 
his brief remarks stated that the plant 
was working three full shifts seven days 
a week in order to do its share in the 
Defense program. Also, he said the com- 
pany was doing its best to take care of 
the needs of its regular dealers. He said 
that dealer business received first atten- 
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tion after Defense requirements and that 
the company was codperating just as 
closely as possible with its distributors. 
He recalled the visit of John Ruys who 
attended the dinner a year ago and re- 
marked that he still was carrying on his 
business in Netherlands East Indies. 
Special guests included Owen G. Bay- 
less, president of N.S.A., and Mrs. Bay- 
less, Charles P. Garvin, general manager 
N.S.A., and Mrs. Garvin. Both Mr. Bay- 
less and Mr. Garvin were introduced and 
responded with a few short statemen's. 
The entire group sang “Happy Birthday” 
to Mrs. Garvin. Bill Hoge gave a new, 
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AT THE GENERAL FIREPROOFING DINNER.— 


. General view showing section of the banquet hall. 
. Bill Hoge, sales manager, and George Brainard, president, The 


General Fireproofing Co. 


. Another section of the banquet hall. 


A. B. Quay: Mrs. Quay: H. V. Kirby, Kendrick-Bellamy Staty. Co., 
Denver; Mrs. R. C. Scott: Mr. Scott. 


. Part of the large throng of diners intent upon the serious business 


of eating. 


. Corps of waiters silently and speedily serve the guests as soon as 


they are seated. 
. Seated: D. R. Pinney, Acme Visible Systems, Inc.; Mrs. Garvin; 


Charles P. Garvin; Mrs. Bayless. Standing: H. A. Brainard; D. L. 
MacDonald, D. L. MacDonald Co., Inc., Lynn, Mass.; Claude Allen; 
Owen Bayless, president, NSA. 


. Mrs. H. A. Brainard; William E. Hoge; Mrs. H. G. Carithers, Atlanta, 


Ga.; Mrs. William Hoge; B. J. Bristoll, Koch Bros., Des Moines. 
Seated: Mrs. Bristoll. 
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streamlined version of his perennial story, 
“The Little Green Soldier,” to the gieat 
delight of all. 

xk 


Mrs. Mary S. Godwin, of Godwin Sta- 
tionery Company, Birmingham, Ala., was 
the winner of the $10 prize awarded 
Tuesday afternoon. 


xk*** 

J. L. White, of The White Company, 
Columbus, Ga., won the prize of $15 pre- 
sented on Wednesday afternoon. Presi- 
dent Bayless expressed his gratification 
at the time, for he said Mr. White had 
attended all the sessions. 


xx 


Rose Cushman, secretary to General 
Manager Garvin, was not only in the 
spotlight of activity in N.S.A. head- 
quarters, but she was “on the spot” when 
at the close of the convention her efforts 
were recognized and she was called 
upon for a speech. Said Rose, “I can’t 
make a speech, but it’s been nice to see 
all of you. I look forward to seeing you 
every year.” 


xk 


Ed Lawless, head of the Palmer House, 
is so well liked by many of the associa- 
tion who have made his acquaintance 
that a resolution was passed by the con- 
vention to send him a greeting and wish 


PEOPLE SEEN AT VARIOUS STAGES OF 
THE CONVENTION 
1. Charles Consodine. former " president of 
the Great Lakes Travelers Club and vice- 
resident of the NSA: Charlie Mueller. 
leoush Dixon Cruxible Co.; Tom Gillice. 
Rockwell-Barnes Co., secretary. and Ray 
Eichenlaub, Service Steel Products Co., 
treasurer of the Great Lakes Travelers 


ub. 
2. J. N. Black, David Gullett and George 
Wright, Parker Pen Co. 


PAPER WORK“ CONTROLS PRODUCTION 


Or iv - - he 








CeCRBArT TACK FERCIL CO 


Greatly Reduced Reproduction of Original 
Painting Presented to N. S. A. by the Eber- 
hard Faber Pencil Company. 


for speedy recovery from his illness in 
the hospital. 


xk 


Blair Chapman, of Storr Engraving 
Company, Raleigh, N. C., planned to visit 
several plants in the East on his return 
home. He was taking the Canadian 
route, accompanied by Mrs. Chapman. 





Bill Weber. Ace Fastener Corp., and Mrs. 

Weber. 

Charlie Lipman, George B. Graff Co. 
Elmer Krumwiede, G. J. Aigner Co., and 

Art Steel Co.; Mrs. Krumwiede. 

Hy Linden, Ace Fastener Corp., and Mrs. 

Linden. 

. J. EK. Martin, Globe Furniture & Staty. 
Co., Chicago: Mrs. E. Mulliken, The Fritz- 

Cross Co.; Al Johnson, Globe Furniture 

& Staty. Co.; W. B. Brass, W. C. Brass & 

Associates, Indianapolis. 
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ON OPPOSITE PAGE.—Camera shots in and 
around the convention. 


1. Matt Dimmitt. gy | Kulp, Chet Harper. 
George Dawson. Benjamin Kulp, Wil- 
liam Niesen, Lee Paddock, Herb Gould, 
all of Wilson-Jones Co. 


2. Standing: Al Gorman, Office Equipment 
Co., Inc., Louisville, Ky.; Arthur Barth, 
Jasper Chair Co.; Pat O’Connor, Office 
Equipment Co., Inc.; George Litchfield, 
Jasper Chair Co. Seated: R. J. Freeman. 
Jasper Chair Co. and Hoosier Desk Co.:; 
Bill Brown, Jasper Chair Co.; William 
Kelly. Office Equipment Co., Inc. 


3. Roy Wells, Postindex Co.; Jim Bradley, 
Higgins Ink Co., Inc.; Carey Gregory, 
Gregory Fount-O-Ink Co.; Joe Leroux. 
Franklin Ptg. & Engraving Co., Toledo; 
Harry Tehan, Higgins Ink Co., Inc. 


4. Bill Miller, General Pencil Co.; Bob Sain- 
berg, Sainberg & Co., Inc.; Dwight 
Briggs, Sun Rubber Co., and Seneca Falls 
Rule & Block Co.; Otto Kretchmer, Peer- 
less Key-Imperial Mfg. Co.; C. J. Schu- 
bert, manufacturers’ representative; Lou 
Tavernier, Fulton Specialty Co.; Henry 
Levy. Silver Staty. Co., New York. 


5. Bob Slye. Tribune Ptg. & Supply ~ 
Great Falls. Mont.; Ted Caswell, F. 
Webster Co.: Rowland Waltz, John We. 
Graham & Co., Spokane; Dick Healy. 
Santa Fe Book & Staty. Co., Santa Fe, 
N. M.; Paul Burbank, United Air Lines; 
Sterley Jerue, McClain & Hedman Co., 
=. Paul: George Malcolm. F. S. Webster 

°. 


6. L. T. Goldberg and Harry Yager. David 
Kahn. Inc.; H. F. Held, Blackwell-Wie- 
landy Co., St. Louis: Ray Urmston, J. S. 
Staedtler, Inc.; Joe Hale, manufacturers’ 
representative; Gus Lipp, W. H. Kistler 
Staty. Co., Denver; Ben Josephson, Cooke 
& Cobb Co., New York. 


7. P. A. Schneider, J. J. Ford and Andy 
Maish, Dennison Mig. Co.; Mrs. Edgar 
R. (Ali-oop) Hooper, Chicago; A. R. 
Skibbe. Associated Stationers Supplv Co; 
Mrs. Skibbe: Walter Somerville, Denni- 
son Mig. Co 


8. Charles F. Underwood, I. D. L. Mig. Co.; 
Harrv Short, Oakville Co. and Columbian 
Art Works. 


9. Jack Stih, LaSalle Office Supply & Equip 
ment Co., LaSa'le, Ill.; Alex Patterson. 
Joe Hartman, Bill Gigliotti. H. P. Frede- 
rick, B. G. Wiley and Bill Riley. all of 
All-Steel-Equip Co., Inc. 


10. Dick Vail, Vail Mia. Co.; Guy Hills, Sen- 
eca Falls Rule & Block Co. 


ll. R. H. Potter, H. E. Dressel, F. E. Miller, 
Tom Bledsoe. all of the Autopoint Co. 


12. C. S. Demaree, C. S. Demaree Staty. Co., 
Kansas City. Mo.; Ed. F. McClure, Cramer 
Posture Chair Co.; Charles M. Hucke, 
manufacturers’ representative; W. D. 
Harris, The Southern Stationer. 


13. Owen Bayless, president, NSA; Eberhard 
Faber; Arthur L. King. Ward's Stationers, 
Boston; F. R. Nichols, Columbia Ribbon 
& Carbon Mig. Co.; Greenville Davis, 
manufacturers’ representative; J. C. Mus- 
ser, Eberhard Faber Pencil Co. 


14. Dan MacDougall, Wally Stark, Frank Von 
Ritter, John Kerns, Roy Bansemer, all of 
Stationers Loose Leaf Co. 


15. Henry Reuter, Reuter Stamp & Stencil 
Works, Henderson, Ky.; O. A. Wilkerson, 
Jr., Security Steel Equipment Corp.; A. M. 
Carrow, Speed Products Co.; E. W. Es- 
penlaud, Evansville Stamp & Staty. Co., 
Evansville, Ind.; Bill DeLemos, Dixie Of- 
fice Supply, Montgomery, Ala. 


16. A. W. Bolingbroke, Amberg File & Index 
Co.; George Tynan, F. S. Webster Co.:; 
Conrad Netzhammer, Northwestern Fur- 
niture Co., Milwaukee; H. E. Ruch, Sta- 
tioners, Inc., Indianapolis. 


17. Front: R. N. Thomas, R. L. Marble Chair 
Co.; George B. Wray. Jasper Office Fur- 
niture Co., and Quigley Furniture Co.:; 
J. A. Johnson, Globe Furniture & S 
Co., Chicago; Marion Follin, manufac- 
turers’ representative. Rear: L. H. Far- 
oo, Jasper Seating Co.; W. C. Weihe, 

G. Adams Co., St. Louis; A. F. Krieg. 
aS Seating Co.; ]. A. Wallace, Jasper 
Office Furniture Co.: H. S. Sanders, Sta- 
tioners & Publishers Board of Trade: C. 
W. Roth, Roth Office Equipment Co., Day- 
ton, Ohio; Larry Schubert, The Globe- 
Wernicke Co. 





















































44 








CONVENTION ADDRESSES 


Presented in the Sequence of Their Order on N. S. A. Convention Program 





Greeting Card Advertising 
Sah li rdinniilton ae That Meet Today's Compelition 


FEW days ago I took a phone 

call for my wife at our home 
in her absence. As it turned out, 
the call was from an old family 
friend that we hadn’t seen for a 
long time. This young lady and I 
visited about our respective families 
for a few moments and then she 
explained that the purpose of her 
call was to ask for the opportunity 
of coming out to show us a line of 
Christmas cards that she was sell- 
ing. 

Before I could explain that we 
were not in the market for her 
Christmas cards, she went on to 
mention a number of our mutual 
friends from whom she had already 
taken substantial orders. 

Each of these families has a far 
better than average income and 
thus they were able to buy Christ- 
mas cards in almost any price 
bracket and in any quantity they 
might desire. 

Obviously, such high-grade busi- 
ness is highly desirable by any 
greeting card dealer. Legitimately, 
it is business that belongs to some 
dealer—possibly one of you who 
pays taxes, subscribes to the com- 
munity chest and in general sup- 
ports your community. But the 
hard, cold facts remain that no 
dealer will get that business—it is 
gone—at least for 1941. 

What can we do about it? We 
could pass resolutions condemning 
the peddler, or we might be able to 
inaugurate legislation to combat 
such competition. 


Meeting a Competitive Problem 


As we think of such steps, we are 
reminded that only a few years ago 
we were talking over similar com- 
petitive problems with some of our 
grocer friends. They were worried 
and distracted as they saw the big 
chains come in—then the massive 
super markets. Many a grocer spent 
a lot of time trying to figure out 
ways and means to check the in- 
roads of these powerful chains and 
supers through legislative and other 
methods. 

The net results in many instances 
were commercial casualties because 
these grocers soon found that they 
couldn’t legislate the chains out of 
existence. 

On the other hand, there were 
many independent grocers who 


foresaw that this streamlined food 
merchandising evolution was not 
to be stopped. They studied the new 
tactics which were meeting with 
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favor by Mrs. Housewife and in- 
stead of fighting the chains, they 
decided to adopt chain tactics. They 
became smarter merchandisers— 
they got together in cooperative 
buying groups; and in a great many 
instances these grocers who met the 
fire of competition with fire are 
making more money today than 
ever before. 

While the problem of the inde- 
pendent grocer versus the big chain 
is not basically the same as the 
legitimate greeting card dealer ver- 
sus the peddler or temporary store, 
nevertheless there is at last one 
common conclusion to be reached. 

And that is, that you aren’t go- 
ing to be able to legislate peddlers 
out of the consumer’s mind. No— 
such tactics won’t meet your serious 
competitive problems. Other meth- 
ods will be necessary, in our opin- 
ion. 

Do you realize the basic reason 
why the young lady I just referred 
to is taking your business away 
from you? Here she is, inexperi- 
enced in selling and with an in- 
ferior line of merchandise—yet. she 
is getting the orders. Why? She is 
going out after the business. 

And let me emphasize to you, 
ladies and gentlemen of this meet- 
ing, that going out after the busi- 
ness is practically a must in the 
formula of almost every successful 
business. 

You quickly remind me that you 
are a retailer with some limitations 
on what you can and cannot do. 


Quite right! However, we have been 
living close to the greeting card 
business for the last several years, 
and this has given us an oppor- 
tunity to make some birds’-eye ob- 
servations. We are deeply concerned 
with the welfare of the greeting 
card business. Your difficulties are 
our problems—your success is our 
success. And, therefore, I would 
like to discuss very frankly with 
you the picture as we see it and 
what we think you can do about it. 

First of all, let’s recognize that 
this peddler competition is growing. 
Our organization recently made a 
rather intensive analysis of the ad- 
vertising these firms are doing for 
canvassers. 

Checking a representative list of 
Magazines, we found that there 
were sixteen per cent more adver- 
tisements in 1939 for peddlers than 
there were in 1938. In 1940 there 
was an increase of twenty-two per 
cent over the previous year, and in 
1941, there is a twenty-six per cent 
increase over 1940. 

We found in the September, 1941. 
issue of the Ladies Home Journal 
that five of the twenty-one adver- 
tisements were by new companies 
in this field. 

We also went out and interviewed 
some of the companies. While it 
was difficult to get specific informa- 
tion, our investigations of the firms 
supplying peddlers indicated that 
their business is growing by leaps 
and bounds. As a result of our 
analysis, we are convinced that this 
competition is becoming more seri- 
ous every year. What can you do 
about it? Here’s the picture as we 
see it— 

While we fully understand the 
importance of buying the _ right 
cards, we believe that too many 
dealers have put all their emphasis 
on the buying phase of the busi- 
ness. There just doesn’t seem to be 
enough of going out after the busi- 
ness as our peddler friends are 
doing. 


Putting Cards on Display Not 
Enough 


For instance, I was discussing 
some of the problems we have men- 
tioned with a rather important 
greeting card buyer a few days ago 
and this is the gist of her com- 
ment: “Well, Mr. Christiansen, I 
buy the very best cards I can get. 
We put them up in our racks in a 
very attractive manner and that’s 
about all we can do.” 

Let me make this prediction right 
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now! For those of you who have a 
similar point of view, I feel confi- 
dent that the peddler will take an 
increasingly large percentage of 
your profitable business away from 
you each year. He will, unless you 
make up your mind to go out after 
the business. All right, you ask— 
what would you suggest? 

Going out after the business in- 
volves two basic steps: First, you 
must develop the best possible sales 
story; and next, you must decide 
on ways and means to most effec- 
tively present this story. Okay then, 
what’s your story? 

As advertising men, we know that 
the first requirement of any good 
Sales story is a good product. As- 
suming you have a line of cards 
that is right, then you should sell 
your customers on the idea that it 
is right. 

You must emphasize that your 
cards are correct in every way: 

The sentiments are proper. 

The art work and printing are 

superior. 

They have distinctive and original 

design. 

There is an atmosphere of class 

and distinction. 

They are made by well-known re- 

liable manufacturers. 

They will make the right impres- 

sion on the recipient. 

They are properly and 

priced. 

Drive home the fact that cards of 
this type are available only through 
high-grade stores like your own. 

You should point out that the 
cards you handle in your store fea- 
ture a wide selection which insures 
that the appropriate card for any 
situation can be secured. 

Point out that your cards are 
really tailored to fit your customers’ 
needs. 

Outline the amount of study and 
thought that you are giving to 
making certain your selection of 
cards is well-balanced and the very 
smartest*in every respect. 


fairly 


Emphasis on Quality Gets Results 


Always stress the quality of your 
greeting cards. One of the reasons 
that the peddler is successful today 
is because too few people realize 
that there is a difference in greet- 
ing cards. There is ample evidence 
in all types of merchandising that 
women will respond to a quality 
appeal and your fundamental sales 
story should have a quality keynote 
at all times. As soon as women 
know the difference they will buy 
more quality cards. 

For instance, Willa Roberts, well- 
known women’s editor of the Cro- 
well-Collier Publishing Company, 
New York City, says: 

“Our contact with our readers as- 
sures us that the modern alert 
housewife of today is keenly aware 
of the value of quality merchandise. 
To her it represents a saving in 
time and a superior yield in satis- 
faction. 

“A recent survey among our 
reader-editors on their shopping 
habits shows that 96 per cent study 
advertisements to help them in 
their marketing and shopping. In 
answer to the question, ‘Do you buy 


hosiery, paints, rugs, shoes, and 
other products, by brand name?’ 
the majority of them said they do.” 

Yes, quality is an important story. 

Further, you should get your 
store up in the minds of your cus- 
tomers as a convenient and pleas- 
ant place in which to buy greeting 
cards. 

Point out that your clerks are 
well-trained to give the proper ad- 
vice and assistance that most wo- 
men should have if they want to get 
quality greeting cards that are al- 
ways appropriate for any occasion. 
This is an angle that I believe holds 
great opportunity for you, provid- 
ing, of course, that your clerks are 
well-trained. The question that you 
should ask yourself is, “Are my 
clerks just waiting on the trade or 
are they going out after the busi- 
ness?” Let me assure you there is a 
great difference. 

Obviously, there are other phases 
of good sales story which you can 
develop yourself based on what 
your store has to offer. Explain 
why your service is different. Give 
plenty of thought to developing a 
good sound selling story. Jusi any 
old sales story would do if your 
efforts are going to be successful. 

Now that we have settled on the 
theme of our sales story, the next 
question is what are we going to 
do and how will we do it—that’s 





A HEALY INSTALLATION.—This is not a 
pantry nor a safe deposit vault. It is one 
side of Dick Healy’s commodious wardrobe 
closet. The picture was taken when Mr. 
Healy was entertaining the N.S.A. troupe 
last March and while he was occupied in 
another part of his beautiful home. The 
troupers were amazed to find such a well 
ordered room without an article of clothing 
in sight. The comment of the visitors was 
to the effect that a man who could organize 
his personal effects so well should do an 
excellent job of organizing a customer's 
office. The room is cabinet work. on all sides, 
from floor to ceiling, except for space re- 
quired for two doors. 
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really where the hard work comes 
in. 

Many dealers have done some- 
thing in the way of promotional 
efforts to get business, but the basic 
difficulty has been, as we see it, 
that it is an occasional shot here 
or there with no definite schedule 
or plan. A must of any plan aimed 
at going out after business is the 
will to do it on a consistent, regular 
basis. 

You probably have a mailing list 
or you certainly ought to build one 
and keep it up-to-date. Keep 
pounding away on it with direct 
mail pieces and _ letters—always 
driving home our keynote story of 
proper selection, quality and other 
features which we have just dis- 
cussed. Get hold of your news- 
paper man or radio station and 
work out a consistent schedule. 
Probably you could buy one or both 
in your community at a nominal 
cost. Be sure that you have regular 
window and counter or rack dis- 
plays which present striking points 
of your quality sales story. 

How about sending out congratu- 
latory cards to men and women in 
your town on their birthdays? 
Nothing could be more logical than 
a firm that sells birthday cards 
should use a lot of them. As we 
have agreed, you cannot fully com- 
pete with our peddler friends in 
going house to house. But you cer- 
tainly can get on the telephone 
well in advance of the Christmas 
selling season and before other im- 
portant holidavs to call up a select 
list of prospects to tell them about 
the quality merchandise that you 
ere offering as well as the service 
you ere able to render them. Hard 
work? Sure, but it will pay hand- 
some dividends and it will keep the 
peddler out of your territory! Here 
are a few case examples of results: 

To uncover leads for movie equip- 
ment of all kinds, 439 calls were 
made at random, 205 interviews 
were obtained. Out of the 205 in- 
terviews, 59 prospects (29 per cent) 
were uncovered. 

Telephone calls were made at 
random from a dealer’s store in 
Jackson, Mich., to develop prospects 
for paint. 345 calls were made, 66 
prospects (20 per cent) were un- 
covered. 

Some telephone solicitation was 
made in Fort Wayne, Ind., with the 
following results: 130 calls were 
made, 59 prospects (45 per cent) 
were uncovered. 

The purpose of another phone 
canvass was to uncover leads on 
washers and ironers. Operators 
worked from a ten-year old mailing 
list but despite this, the phone can- 
vass proved its worth. Here are the 
results: 230 calls made. 93 leads 
were uncovered, 20 immediate pros- 
pects were found, nine for ironers, 
eight for washers, and three for 
washers and ironers. 


Telephone Selling 


Let’s see what you might expect 
from telephone solicitation for 
greeting cards. 

Your expense for a qualified per- 
son to do your telephoning would 
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probably run around $5 a day, vary- 
ing, of course, for each community. 
Local telephone companies will 
gladly assist any retailer to hire a 
capable person. 

With a short solicitation your 
operator should average 60 inter- 
views a day. 

Let’s say you could close 25 per 
cent or 15 a day, for an average 


Christmas card order of $10 each. 
That’s $150 gross which gives you 
$75 profit. Cut it right in two and 
that still makes it a mighty hand- 
some operation. 

There is no question but what the 
sale of greeting cards is growing in 
a very healthy manner. We recently 
made a survey which showed that 
93.8 per cent of all women send 
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some form of greeting cards during 
the year. The greeting card busi- 
ness is now large and profitable for 
you dealers. But it is our opinion 
that you have only scratched the 
surface as compared with the vol- 
ume you can have if you really 
have the determination to take 
your coats off and go out after the 
business. 


What's Ahead for Merchandising? 
ileilise i bensied Ecaiiidad, Gains, 4; Speaker's wilde 


ONE are the days, probably 

never to return, when all we, 
as merchandising and business peo- 
ple, had to do, was to get the right 
product and sell it right. I suspect 
this condition will never return, 
certainly not for some years to 
come. Mostly what we face are 
problems in merchandising. Let me 
suggest some of the more obvious 
ones. 


The most obvious one, of course, 
is the matter of Defense, a thing 
paramount in our thoughts and 
desires today, because we know that 
“business as usual” has gone by the 
boards regardless of what we think. 
Today our job is Defense first, last 
and all the time. But that means 
problems for us in merchandising. 
in selling. The very amount of 
money spent, ten billion dollars, 
twenty billion dollars, thirty bil- 
lions a year. sixty-three billions al- 
ready spent, and more to come, 
means a great deal to all business. 
Can you put that much money into 
a nation without revolutionizing 
and overturning all established 
methods of distribution, production 
and selling, in spite of ourselves? 

In 1933 our national income was 
down to forty-one billion dollars; 
by 1939 it was sixty-eight billion 
dollars. This year it will total eighty 
or eighty-five billion, and by next 
vear, ninety-five billion to one hun- 
dred billion dollars. That shift is 
benefiting two great groups primar- 
ily. and harming two other groups 
primarily. The wealthy are harmed 
most of all bv that shift in income. 
The white-collar class, to which vou 
and I belong. are harmed next. But 
it is benefiting the farmer and the 
low income class. the farmer today 
between a billion and two billion 
more than last year. and perhaps 
five billion to ten billion more next 
vear. The low income group, the 
Wage earners, we do not know how 
manv, but most of whom were 
earning less than twenty dollars a 
week up to this vear, represent a 
large proportion of our population. 
The columnists tells us that one- 
third of that group is already be- 
vond the thousand dollar class. 
What will that mean in merchan- 
dising? Will we have a fifteen dol- 
lar silk shirt era as we did after 
the last war, or will they spend 
their money for things worth 
while? The indications so far are 


that those men are spending that 
money for worth while things, fur- 
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niture, air-conditioning, homes, 
substantial things. The advertising 
we do will shape largely how they 
will spend that income, and their 
spending of that extra income will 
determine to a considerable extent 
what we as merchandisers will have 
to do. 


Population Shifts 


It is very interesting to note the 
changes in communities. Take an 
extreme on one side, Charlestown, 
Ind.. a town of eight hundred peo- 
ple before this war. Now, where a 
year ago was a corn field, is a great 
powder factory, and there is a town 
of eight thousand people. Wichita, 
Kans., already has goods on con- 
tract for more money than its total 
retail sales have been for any year. 
Towns in the South have had 
brought in to them sixty thousand, 
eightv thousand, one hundred thou- 
sand veople in one jump. Alexan- 
dria. La., illustrates that condition. 
Twelve months ago it had twenty- 
seven thousand people. Now it has 
seventy thousand within the city 
limits. and eighty thousand in the 
immediate area, or one hundred 
and fifty thousand people. There 
you have an extreme. 

Now let us look at the other side. 
In Manitowoc, Wis., aluminum pots 
and pans have been made on a 
large scale. Now there is no more 
aluminum. Newton, Ia., was a cen- 
ter of the washing machine indus- 
try. Priorities have cut it off. Thev 
haven’t yet been able to get over 
to Defense. By far the great major- 
itv of Defense approovriations have 
gone into ten states. leaving thirty- 
eight with a small appropriation, 
and in some sections. the estab- 
lished, skilled mechanics are mov- 
ing to other areas. We have had 
that effect of Defense in manufac- 
turing. 

Then there is this fact: We have 
one and a half million men in the 
Army camps, and several hundreds 
of thousands more in the Navy and 
Marine Corps. Their lives have been 
completely changed. Before this 
they had been buying for them- 


selves. Now their needs are being 
bought for them by the govern- 
ment. In this period of habit-form- 
ing, the time in their lives from 
eighteen or twenty to thirty years, 
what will be the result? At any 
rate, these men have been taken 
out of our various centers for the 
duration. What will they be like 
for our products and stores when 
they come back? No one knows. 

Priorities and material shortages 
are combining toward the _ sure 
diminution of some industries, and 
the increase of others. What will 
happen to the advertising business 
of companies whose goods are rated 
as non-essentials, and which can 
not get materials for them? Some 
will find substitute materials, and 
some will go into other products, 
but many will pass out of the pic- 
ture. Will they be able to come 
back after the war, and if so, how? 
What about the industries and the 
plants, which, because of favoritism 
or government request for codpera- 
tion, are turning their plants into 
Defense centers, and making no 
more of their old goods? Should 
they discontinue their sales forces 
and advertising, or should thev 
continue in certain measures? And 
what will they do with their sales 
organizations? 

Some of the big national com- 
panies are trying their best to pre- 
serve their sales forces. The Ford 
Company is calling them in and 
offering them jobs in the organ- 
ization at Dearborn and other 
plants, the effort being to keep the 
sales organizations together for the 
years after the war. 


Advertising Volume Dropping? 


What is this war expenditure 
going to mean to the great industry 
of advertising? Advertising has 
been dropping nationally for some 
years, in proportion to the popu- 
lation and the national income. 
What will happen during this war? 
Our previous experience in the first 
world war means nothing to us. 
because that was a different kind 
of war. This is an all-out war. 
England, Germany. Canada present 
different pictures. In England com- 
mercial advertising has dropped 
nearly out of the picture. because 
the newspapers can publish only 
very small pages, and they are able 
to carry little advertising. In Eng- 
land twenty-five per cent of the 
advertising is done by the govern- 
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eather: PHOTOGRAPHIC 


1. Dan Consodine, Richard Best Pencil Co.; 
Mrs. Consodine; Harry Heath, Richard 
Best Pencil Co. 

2. J. L. Cooke, Cooke Staty. Co., Salem, Ore.; 
Norm. Cunningham, Arch Cunningham & 
Co., Boise, Idaho. 

3. Two advertising managers. Grant Olson, 
W. A. Sheaffer Pen Co., and J. A. Shields. 
Shaw-Walker Co. 

4. George T. Breen, Mosler Safe Co.; Mrs. 
Kyle; Roland Kyle, Mosler Safe Co. 

5. Harry L. Short, Oakville Co., and Colum- 
bian Art Works, Inc.; Mrs. M. S. Godwin. 
Godwin Staty. Co., Birmingham, Ala.; 
T. W. Norris, Columbian Art Works. Inc. 

6. Mrs. Charles Hucke, Atlanta; Harry Tehan, 
Higgins Ink Co., Inc.; Mrs. Jack Johnstone, 
Palatine, Ill. 

7. George S. Donaldson, E. T. Waters, R. S. 
Greathouse, all of Waters & Waters. 

8. Henri Petetin, Henri Petetin, Inc., New 
Orleans; A. W. Williams, Stationers Guild 
of America. 

9. Mr. and Mrs. Earl Kochheiser, Charles 
Ritter Co., Mansfield, Ohio. 


ment itself. It is being paid by the 
government to promote war defense 
measures. Canada, on the other 
hand, seems to be continuing its 
advertising and selling fairly well, 
in spite of its great effort for de- 
fense. 

What is going to happen after 
this war is over, and the adjust- 
ment period comes, particularly to 
your business and mine, in adver- 
tising and merchandising? Millions 
of men will return to civilian life. 
Hundreds of plants built especially 
for Defense production must either 
be discarded, or put into production 
in competition with other, present 
plants. There will be a tremendous 
national debt to be met, no one 
knows how much—sixty billion dol- 
lars, eighty billion dollars, one hun- 
dred billion dollars, and if it be one 
hundred billion dollars, then there 
will be a two billion dollar interest 
charge each year, which is more 
than our total expenditure was a 
few years back. And will a nation’s 
habits and thinking be brought 
back to normal, all in a state of 
international chaos as far as the 
great nations are concerned? What 
will that mean to you and me as 
business men? 


Population Leveling Off 


The last census brought another 
problem. Our rate of population 
growth is steadily lowering. In a 
few years it will be stationary or 
decreasing. Our birth rate has 
dropped half in a few years. Our 
schools have dropped in attendance 
in the primary grades, and the high 
schools and colleges are dropping 
also. On the other hand, medicine 
and sanitation have helped us to 
live longer. We are living longer, 
but are having fewer babies, and 
that means a nation of older peo- 
ple. That means a sharp change in 
buying habits. Instead of baby 
clothes, we will sell-more clothing 
for grown-ups. With more clothing 
for adults, the styles of certain 
brands of goods will change more 
slowly. Older people’s habits change 
more slowly. How will merchandis- 
ing and advertising be affected in 
that change? There has been grow- 
ing in this country for some years 
a question about distribution, about 
merchandising and selling as to 
whether it is economically right, or 
whether it is too costly, or whether 
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it is wasteful or necessary. These 
critics of ours said, among other 
things, and after a thorough study 
made a year or so ago, that fifty- 
nine per cent or sixty per cent of 
the retail cost of an article is due 
to the distribution cost, and only 
forty per cent plus is due to produc- 
tion cost. They say that perhaps 
we have a wasteful distribution sys- 
tem; that we must pull down that 
cost of distribution; that there are 
too many middle men, too many 
stationers. 

That movement, which is often 
called the Consumer Movement, is 
an honest complaint by people who 
do not understand the great force 
of merchandising and what it has 
meant. With a very small fraction, 
the movement is by people who are 
trying to overthrow our present 
system of business. But on a whole, 
it is an honest questioning by peo- 
ple who do not understand what 
you and I are doing. 

That poses a real question, be- 
cause there is in Washington and in 
our state capitols, as you know, a 
certain group of our legislators with 
a very definite conviction that busi- 
ness ought to be controlled and 
ought to be taxed, and ought in 
some cases to be legislated out of 
existence. In the next year or two 
we will see attempt after attempt 
to put into effect some of these 
criticisms of business and business 
men. We advertising people see it. 
This summer the House of Repre- 
sentatives in Washington passed a 
law taxing certain forms of adver- 
tising. The Senate committee that 
had it in charge threw it out, and 
the House committee coincided 
with the change. But that was the 
opening wedge to tax business and 
distribution, and its coming is al- 
most certain. 


Problems Can Be Solved 


Those are just a few of the prob- 
lems we face as business men, and 
I bring them to you, not in a sense 
of pessimism and doubt, but really 
because we should realize them and 
recognize them, and see what can 
be done to face them. We can lick 
them. We have brains enough to 
lick any of these problems as soon 
as we face them, and we must face 
them. 

There is one thing we should do. 
We should face them as united 
business people. Much of the time 
in the past business has been dis- 
united, it has been separated. Our 
critics have been united. One group 
of our people goes to Washington 
and asks for something to control 
another group, and that has started 
a long train of unfortunate hap- 
penings. We haven’t thought as 
business people. You think as sta- 
tioners, and I think as an adver- 
tising man, but we do not think of 
ourselves just as business people. 

Secondly, we must do a more effi- 
cient job as business people in our 
own businesses. We must be better 
stationers. Third, we must interpret 
advertising more consistently and 
more effectively, to keep it running. 
I wonder how many of the wives of 
you stationers in this audience 
really understand what modern 
business and advertising has done 
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in connection with our standards of 
living. I got the shock of my life 
last summer. My wife and I drove 
east from Chicago to New York, 
and as we came back, we came 
across northern New York, crossed 
the river there at Buffalo, and went 
through Canada and Detroit, back 
to Chicago. When we left New York, 
the last advertising sign was a 
crudely lettered billboard, which 
said, “Better fill up your tank now. 
It costs more in Canada.” I did, 
and I found that in Canada the 
gasoline was higher in price than 
in the United States, but the 
amount was greater. Besides that, 
we got a premium on our money, 
and I could have bought my gaso- 
line just as cheaply in Canada. I 
grumbled quite a little about it, and 
my wife said, “What are you fussing 
about? You should have known it 
was only advertising.” I make my 
living out of advertising, but I had 


never told my wife what advertising 
really does. 

I wonder if you have told your 
wives and friends. What does busi- 
ness do for America anyway? We 
are the best dressed, the best fed, 
the most literate people in the 
world. Why? Simply because there 
has grown up in this country what 
has been called the mass produc- 
tion method, whereby articles are 
made in great number on the as- 
sembly line, cheaply, and are passed 
on to people cheaply. The people 
are led to purchase by those who 
sell and who know about those 
products, and they work to get the 
money with which to buy them. So 
the standard of living has risen be- 
cause of what we are doing in that 
fifty-nine per cent cost of distribu- 
tion area, because you and I have 
helped to make goods better and 
cheaper. There are better clips and 
better rubber bands, and better 
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bath tubs, and all the other things 
we have in this country, because of 
our distribution system. 

Yet we have never told the Amer- 
ican people as a whole what that 
distribution is and what it does. 
Who cares whether it would cost 
fifty-nine per cent or seventy per 
cent or eighty per cent of the total 
cost, as long as the total cost is 
lower? Are we buying our goods 
cheaper than anywhere else in the 
world? We know that is true. Is 
that because the distribution per- 
centage is high? Why should we 
care if the distribution percentage 
is high? We have never told them 
that. We have stayed back and let 
the critics criticize us. We should 
tell our story. We should point out 
that advertising and selling is an 
economical tool, that has made pos- 
sible very many of the blessings in 
America. Let business reople tell 
the folks what they are doing. 


The President's Annual Report 
Kigional Mectings Sat nsile. 130 Added fo Membership 


OW that the fiscal year of your 
association is drawing to a 
close, it becomes necessary for your 
retiring president to summarize the 
association activities of the preced- 
ing twelve months. 
As briefly as possible I shall now 
endeavor to do so. 


Regional Meetings—1940-41 


District No. 1, Springfield, Mass., 
February 12; District No. 3, Atlantic 
City, N. J., June 13 and 14; District 
No. 4, Charlotte, N. C., May 15 and 
16; District No. 5, Columbus, Ohio, 
April 7 and 8; District No. 6, at 
this Chicago convention, October 
6 to 9; District No. 7, Minneapolis, 
Minn., April 4 and 5; District No. 8, 
Kansas City, Mo., March 14 and 15; 
District No. 9, Dallas, Texas, March 
10 and 11; District No. 10, Albu- 
querque, N. M., March 17 and 18; 
District No. 11, Spokane, Wash., 
March 31 and April 1; District No. 
12, Pomona, Calif., March 21. 

It was my privilege to attend 
nine of these conventions and I am 
here now, so that is a total of ten 
out of twelve meetings. 

To attend these ten meetings this 
year has required fourteen weeks of 
time and somewhat over 30,000 
miles of rail travel, all in the in- 
terests of N. S. A. and the industry. 

The mileage traveled in my first 
year was about the same, making a 
total of 60,000 miles plus. Last 
year’s travel consumed sixteen 
weeks of time, which combined with 
this year’s fourteen weeks totals 
thirty weeks, enough I think to 
nearly qualify me for membership 
in most any Travelers Club of 


N. S. A. Or does it? 

The meetings of District No. 1 
at Springfield, Massachusetts and 
District No. 4 at Charlotte, North 
Carolina, I was unable to attend 
because of isolated dates and dis- 
tances from Seattle. 


To have been 


By OWEN G. BAYLESS 


Lowman & Hanford Company, 


Wash. 


Seattle, 


« 








OWEN G. BAYLESS 


in attendance at those two conven- 
tions would have meant 7,000 miles 
each, or 14,000 miles and approxi- 
mately two weeks each or four 
weeks in all. Last year I met with 
both of these districts so this year 
I tried to meet with districts that 
I could not make last year; namely, 
Districts No. 5 and No. 7. 

At General Manager Garvin’s re- 
quest, immediate Past President 
Harold Hampton met with Districts 
No. 1 and No. 4. From all accounts 
he acquitted himself well in con- 
tributing to the success of both of 
these meetings. The membership 
of N. S. A., I am sure, joins with 
me in thanks to Harold Hampton 
for his continuing interest and 
work for the good of our industry. 

So that there will be no mis- 
understanding of the foregoing re- 


marks, I wish to tell you very defi- 
nitely that these past two years 
have been the most interesting of 
my entire career of thirty-six years 
in business. 

Those of you stationers who have 
preceded me as president of N.S. A. 
can fully appreciate what I mean. 
Those of you stationers who are 
to follow me as president of N.S. A. 
have a rare and fine experience 
ahead of you. 

The privilege of meeting and fra- 
ternizing with the members of 
N. S. A. from the forty-eight states 
of our great country is something 
rather hard to describe. It has 
afforded me an opportunity of per- 
sonally inspecting some of the fin- 
est, most efficiently operated estab- 
lishments in the stationery and 
office equipment industry. To have 
been able to talk intimately with 
the outstandingly successful opera- 
tors and owners of these businesses 
in their stores and plants has been 
ample reward, beyond price, for the 
60,000 miles traveled and the thirty 
weeks spent away from my regular 
duties in Seattle during these two 
years. 

Regionals Reported by N. S. A. 

Headquarters 


It hardly seems necessary here 
to repeat what fifty-two issues of 
N. S. A. Washington News Letters 
have told you about each of these 
regional district meetings. For the 
benefit of those who do not read 
these weekly News Letters or the 
“National Stationer”’ magazine, Ill 
just tell you that nearly every meet- 
ing in 1941 exceeded in paid regis- 
tration attendance, by from 25 per 
cent to 100 per cent, previous high 
records of all time in N. S. A. To 
me that tells its own story—the 
growing strength and importance 
of the work N.S. A. is doing for the 
benefit of our industry. 
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The exceptionally fine work done 
by each district governor and his 
convention committees had a great 
deal to do with building these at- 
tendance records. The marvelous 
programs that were prepared and 
the many wonderful addresses, both 
industrial and inspirational, that 
were delivered would have done 
credit to a National annual con- 
vention. Many of these outstand- 
ing addresses have been published 
in full, from time to time, in the 
“National Stationer’” and if you 
did not read them, I suggest you 
look up the back numbers of your 
magazine and read them all. 


Much of value could be taken 
home and put to work in our indi- 
vidual businesses, gleaned from ad- 
dresses and panel discussions at 
each of these regional meetings. 
The men who came to these meet- 
ings and did not find this to be 
true—well! they just didn’t attend 
the convention sessions. In this 
connection I wish to pay my per- 
sonal tribute to the membership 
at large because I never have seen 
so many well attended business 
sessions. Many sessions were so in- 
tensely interesting that the gov- 
ernors had difficulty in preventing 
them from running on through 
luncheon and dinner hours, and 
that, my fellow stationers, is not 
“bally-hoo” or exaggeration. 


You are going to hear several of 
these outstanding regional meet- 
ing speakers here in this Chicago 
convention. 

Right now I am going to repeat 
a suggestion that I made to you 
last year at this convention. 


Let us make it a point to attend 
promptly all of these convention 
sessions. 

All year round we can play golf 
and do other things equally pleas- 
urable. 

Once a year only we stationers 
of N. S. A. gather in annual con- 
ventions. This year of all years, it 
is more important than ever in our 
ancient and honorable industry for 
us to discuss and hear discussed, 
the mutual problems confronting 
dealers, manufacturers and travel- 
ers. 

Never, and I realize that is a 
long time, has there been a time 
when we needed to have better 
“understanding” of the importance 


of cooperation within our industry. 
I have been assured that ample 
time has been planned for sessions 
devoted largely to “unscrambling” 
of “knotty problems” that very defi- 
nitely affect all of us—dealers and 
manufacturers alike. 

Let us therefore resolve to spend 
our time profitably toward mutual 
helpfulness and better understand- 
ing of “what we all have to do to 
stay in business’—and I mean just 
that! 

Now for a few more statist'cs— 
but not too many—so rest easy! 


New Members Received 


1941 1940 1939 1938 
Dealers 57 27 29 33 
Manufacturers 11 11 10 16 
Field 62 18 27 38 
Locals 1 1 1 
Affiliated 2 1 
Trade Papers 1 


Total (Oct. 8) 130 56 67 90 
From the foregoing you can see 
that N. S. A. has had a very sub- 
stantial growth this year of 1941— 
and the year is far from over. In 
1938 we did well, then bogged down 
in 1939, then slipped slightly lower 
in 1940, but in 1941 we more than 
doubled our 1940 growth—100 per 
cent plus increase is not to be 
“sneezed” at even in these “dizzy 
days.” To the governors and mem- 
bers, both dealers and manufac- 
turers, I wish to express my thanks. 
You have done these new members 
a great service because they have 
purchased membership in one of 
the most “virile” trade organiza- 
tions in America. They will receive 
value far in excess of what they 
individually will pay in dues. 
Since October 1, 1940, N. S. A. has 
issued from your headquarters in 

Washington, D. C.: 

130 Bulletins. 

52 Washington News Letters. 

1 Sales News Letter. 

12 Monthly Survey Reports. 

6 Convention Notices. 

Cost of Operation based on 1939— 
released around October Ist to 
those not in attendance at last 
convention. 

Cost of Operation based on 1940. 

Report on Finding Men. 

1946 issue of Who’s Who—member- 
ship directory. 

1940 issue of Agency Book—to be 
released soon. 

All these ever-broadened services 
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do represent a tremendous amount 
of work done by N. S. A. headquar- 
ters, Charlie Garvin and his effi- 
cient staff, and the other officers 
of your association. Much of the 
work already done is far in advance 
of that of many other National 
associations. 

A great deal has been done 
toward getting our manufacturers 
together and helping them to see 
what has to be done to keep their 
customers—we dealers—in business 


with our “doors swinging both 
ways.” 
Numerous meetings with the 


manufacturers’ council and sales 
managers’ division have been held 
to try to unravel new and perplex- 
ing problems. 

Many, many hours have been 
spent by our general manager and 
committee members on the all im- 
portant matter of Wages and Hours. 
Hundreds of letters full of ques- 
tions, many of which have been 
correctly answered. To a great ex- 
tent this has been possible because 
of the excellent treatment and 
friendly relations existing between 
the Wage and Hour administration 
and your N.S. A. Washington head- 
quarters. 

The work done in this direction 
cannot be over-emphasized, it has 
been tremendous. The efforts made 
to get a clarification and favorable 
decision in properly classifying our 
industry and its various sub-divi- 
sions has been great, yet more re- 
mains to be done, and will be done. 

Of course I could go on indefi- 
nitely telling you of many more 
services and activities of your asso- 
ciation but I am not going to do it. 


In closing I just want all of you 
to know how much I have enjoyed 
working with and getting better 
acquainted with you. From you I 
have gained a composite picture of 
our industry and its problems and 
have learned much. In return I 
have tried sincerely to leave with 
you, during these two years, some 
ideas that would be of value in 
helping you to meet your problems. 

The “swapping of ideas,” called 
by another name “codperation,” has 
been a wonderful experience, mem- 
ories of which I shall treasure to 
the end of my days. Knowing the 
membership of N. S. A. has made 
me proud to say, “I am a stationer.” 


The Job of the Business Life Guard 
Prarpose ; fo P reserve the _ Aaa _ of Coiidiitian Enterprise 


WOULD like to give you today, 

if I can briefly, a quick picture of 
America industrially, as we see it in 
Washington, where almost one hun- 
dred thousand clerks are doing a 
job of repairing on a great mechan- 
ism that requires attention from 
people who know how. We have 
tried our best to find out how best 
this great association might be of 
service to its country, and perhaps 
the best description I can give you 
at the moment of what we are try- 
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ing to do might be duplicated by 
the thought of a great telephone 
switchboard. We are getting plenty 
of questions. We know the people 
to see, regardless of the people who 
say we do not know. You cannot 


live in Washington thirteen or four- 
teen years, unless you are a dub, 
and not trip over some people who 
are great men at Washington, be- 
cause great men down there are a 
dime a dozen, and near great ones 
also are a dime a dozen. 

We are trying to put ourselves in 
a position now to say that while 
we cannot solve the’ impossible 
things, we are able to put our peo- 
ple in touch with the folks who can 
tell them the truth, and at least 
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give them the best break it is pos- 
sible to get. 

I feel a lot encouraged about 
Washington now, because up to a 
few weeks ago there were about 
seven thousand priorities that had 
been established. You will recall 
that one of the philosophers once 
said that one horseshoe might be 
good luck, but a truck load of 
horseshoes was just plain junk. And 
that is about what priorities have 
come to. No group of men, no or- 
ganization in the world could keep 
up with the situation where there 
is hoarding on the part of the civ- 
ilian population and hoarding on 
the part of our Army and Navy, our 
Air Corps and the Maritime Com- 
mission. There never has been any 
reason why the United States Army 
should have to buy six months 
ahead on paper, why certain people 
who felt it was their job to buy for 
the government, should undertake, 
not only to buy more than they 
need, but to prevent other people 
from getting the things they need 
to keep the domestic economy oper- 
ating. I feel encouraged about this 
picture because of the man to 
whom we sent greetings a little 
earlier in this convention. He is a 
great business man. Do you know 
the background of Donald Nelson? 
He worked his way through school, 
worked up through the great Sears- 
Roebuck & Company organization, 
and the other day I said to the 
chief owner of that organization 
with whom I have come in contact 
in Washington, “How does it feel 
to see one of your men your boss?” 
He said, “He is my boss at home, 
too. You can’t keep him down. He 
is the boss there, too.” 


Priorities System May Be Discarded 


It is great to have a man who 
knows the problems of distribution, 
and it is encouraging to hear him 
say he is going to dump this priori- 
ties thing overboard. They are go- 
ing to take care of the essential 
civilian economy as well as the gov- 
ernment. It was a great treat to 
hear a great economist say the 
other day, “You can’t operate De- 
fense if you sabotage the country 
itself.” It can’t be done. Up to this 
time we have had certain people in 
Washington who have felt there 
wasn’t any necessity for dealers— 
they can’t see any reason why we 
should have them—and I am not 
talking about politicians, either. 
The politician always knows he 
must be up for reelection after a 
while, but a fellow out of a bank, 
who has come down there into 
Washington, and feels he is a big 
shot, and who wants to high hat 
everybody is a man we cannot 
reach, because he has come from a 
place where he can’t go back to, 
anyway. 

I would like to talk to you about 
some headlines. One night not long 
ago a man who came back on the 
new West Point was in the house. 
He had been in Antwerp, and was 
connected with the government, 
and he had been through the ter- 
rible times they had experienced 
there. I said, “What impression do 
you get, coming back to the United 
States? What is your reaction?” He 
replied, “I am thoroughly convinced 


that America is destined to be the 
top nation of the world. And when 
this war is over the nations of the 
world are going to have to look to 
America, and will have to get from 
America the things they need.” Of 
course, I always thought it was the 
top nation anyway; otherwise, why 
would all these people leave over 
there and come here. They don’t 
leave just for the boat trip, and 
most of them stay here. 


“America, Right or Wrong” 


Then I have another headline, 
and I call it, “America, Right or 
Wrong.” It is my country. It is up 
to me—I don’t care whether we 
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make mistakes or not—it is up to 
us to gather ourselves together and 
make up our minds, and, just as the 
people in our business have licked 
the wars for the last two hundred 
years, we will lick this. We must 
stick together, and keep our heads 
together, and do the things neces- 
sary to keep us in the picture. One 
day recently I had this thought in 
my mind and I figured out perhaps 
we might try it out on the boys in 
OPM as a little thought on office 
supplies. I talked to a fellow on 
one of the newspapers, and de- 
scribed it to him, and he drew a 
cartoon for it. We got some copies, 
and sent it to everybody. Much to 
my amazement, I found some of 
those guys who cannot understand 
you when you talk plain English, 
click when you rhyme it, because 
that is something they can remem- 
ber. Here it is: 


“T look around my office, 
I have many things to do. 
I must get down to business 
If I’m ever to come through. 


My Office is the pilot house 

Of business and Defense. 

It’s there the very plans are made 
To build the country’s fence. 


In my office guns are written out, 

And ships are built to scale. 

It’s there the national thinking’s 
done; 

My office cannot fail. 


Don’t take my office from me; 
Don’t take away its fuel. 

My Office is essential, 

Just as is my country’s school. 
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Our president has an office, 
Where he plans the nation’s good. 
He can’t do without his office; 
There’s no reason why we should.” 


We are getting to a point where 
people are beginning to realize you 
cannot build a gun except on paper; 
you can’t build a cantonment until 
you use our stuff first, and if I have 
tried harder to do one thing than 
another, it is to get over to those 
people that the stationers of this 
country and the retailers of this 
country have made it possible for 
all kinds of munitions plants, air- 
plane plants, shipyards, and so on, 
to get under way quicker, because 
they could come to our people and 
get the stuff that was not avail- 
able anywhere else, where even a 
priority could not get it. They have 
come to our stores and got it. Tell 
that story to the public. It is time 
we told our story to the world. 


Business Keeps America Going 


Another headline which comes 
into my mind would go like this, 
right across the top of the page, 
“Business Engine of America Main 
Spring of Democracy.” 

Every time I hear some one talk 
about trying to control American 
business, talking about eliminating 
American business, talking about a 
bureaucracy trying to operate this 
giant thing that is known as Amer- 
ican business, it makes me laugh. 
Do you Know what this engine is? 
I drew off some figures that I think 
we should have. The machinery in- 
dustry alone produced five billion 
dollars a year, even when there 
was no Defense; there are 11,500 
factories, and 950,000 employees. 
And they will tell you that big busi- 
ness dominates the country; that 
only the big fellow is the fellow who 
can do the job, and no individual 
industry. Yet there are 11,500 fac- 
tories and nearly 1,000,000 em- 
ployees. Machine tools, 200 factor- 
ies, producing $218,000,000 worth; 
machine tool accessories, 954 fac- 
tories, producing $125,000,000. Elec- 
trical machinery group—some of 
the older men here can remember 
when we used kerosene lamps. I 
can remember when the first street- 
car was coming down the street. 
Look at it today. Two thousand fac- 
tories producing $1,700,000,000 worth 
of products, and that is about twice 
what all the rest of the world put 
together produces. They talk about 
controlling the automobile business. 
You have to be pretty young if you 
cannot remember when _§ they 
started. How many people know 
that in producing automobiles and 
equipment there are 1,133 factories 
and they produce $4,048,000,000 a 
year. 

In iron and steel, there are 8,993 
factories, with 1,083,000 employees, 
with a production of $6,592,000,000. 
We hear about United States Steel, 
and Tom Girdler and Republic 
Steel, and Bethlehem Steel, and the 
Carnegie-Illinois, but how many 
people know that in that great 
business there are 8,993 factories 
around the country, employing over 
a million people. You have your 
small business in there, because the 
big fellow couldn’t work without 
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them, or make the things they have 
to have, and which he couldn’t af- 
ford to make. 


An Appreciation of America 


Here is something I got together 
the other night, and I will give it 
to you: “I love America, because 
she gave me the light of day. The 
schools taught me who and what 
have gone before. Her history be- 
came my Bible, her great men my 
inspiration, her destiny my future, 
her accomplishment my opportun- 
ity. I made my friends in the 
American way, and with them I 
have gone hand in hand to the 
dome of wisdom, that gave me the 
chance to recognize that in this 
country of ours I might become as 
great as the greatest, if I paid the 
price. Here I have seen wondrous 
things. Here I have enjoyed a liv- 
ing above that of any other nation 
on earth. Here I have found good 
humor, good sentiment, sentimen- 
tality, emotion, and a thousand 
other human traits that Americans 
share with their neighbors, and are 
not ashamed to exhibit in public. 
Critics may scoff and ladies of the 
press may rave, foreigners may dub 
us as crude and uncultured; but as 
for me, I can smile in America, 
and get smiles in return. I can live 
in America, and no man can dis- 


turb me in my home; I can work 
in America and make my living 
worth while to me. Our great cities 
are American monuments, and the 
genius and inspiration of men who 
found in America a chance to ex- 
press themselves. Here we have 
great things in abundance; here we 
have an amusing people. Here we 
have green fields and mighty moun- 
tains, and the peaceful roads along 
which America marches to its des- 
tiny. Our story has been written by 
God to a people who deserve it. 
Here the sun of a coming day is 
not obscured. Our people believe 
in living each day so that out of it 
shall come comfort and happiness. 
Here a man builds for himself. He 
inherits no title, and the finest one 
he can create is that of good cit- 
izen. Here we know how to play, 
and, best of all, we have a country 
where a man can play. Yea, we 
have people who would ape the Old 
World, and whose interest over 
there seems to be greater than 
their interest over here. Yea, we 
have people who call themselves 
Americans, who are not Ameri- 
cans nor of America. Yea, we 
have restrictions and laws and all 
kinds of things to deal with, that 
America never needed to have in 
the past. Yea, all is not well in 
America, but what is left is so vastly 
more than that possessed by any 
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other country in the world, that 
whether we are religious or not, and 
no matter what our creed, we 
should thank God that we are free 
Americans, and citizens and stock- 
holders in the grandest country the 
civilized world has ever known. 
Hear me, Americans. 


This is my Country and it’s your 
Country too; 

This is my Flag, with its red, white 
and blue. 

This is our Nation, towering high. 

Let’s make “America” our big battle 
cry. 


My ancestors found it—they came 
here to live; 

They worked hard building—they 
knew how to give. 

They never knew the traitorous 
song; 

They were for America right along. 


My boyhood was spent in its oceans 
and hills. 

I learned to love all its rocks and 
its rills. 

America has always been brand 
new to me. 

It’s the land of enchantment; it’s 
the land of the free. 


To business I turned, for a living to 
find. 

I found businessmen hardworking 
and kind. 

I got a job and no one could say 
nay, 

And I found that work was the real 
light of day. 


Let’s give our best to our Country 
together. 

Let’s do our darndest, and fear not 
the weather. 

= that we want is our freedom to 
ive, 

While we do our best and show how 
to give. 

This is our Country—this is our 
Land. 

This is our Nation—it’s ever been 
grand. 

To build up our Country—to make 
it live long, 

Let’s be good Business Life Guards 
and keep America strong.” 





It is regretted that the address 
on the Wage and Hour Law by 
Thomas J. McCormick of the 
Wage and Hour Division of the 
Department of Labor is not avail- 
able as we go to press. It will be 
presented next month. 











A GALAXY OF PRESIDENTS CAUGHT BY THE 
CAMERA AT THE N. S. A. CONVENTION.—(Top 
left) W. Neill Stewart, Stewart Office Supply Co., 
Dallas, Tex. (Top center) President-elect E. B. 
Healy receives hearty congratulations and best 
wishes for a prosperous presidential year from 
his predecessor, Owen Bayless. (Top right) A. J. 
Walker, Farnham Staty. & School Supply Co., 
Minneapolis, Minn. (Lower left) Harold Hampton, 
Indianapolis Office Supply Co., and William C. 
Clegg, The Clegg Co., San Antonio, Tex. (Lower 
right) Ivan Allen, Ivan Allen-Marshall Co., Atlanta, 
Ga.; Woodson P. Waddy, Everett Waddey Co., 
Richmond, Va.; B. J. Bristoll, Koch Bros., Des 
Moines. All of these men have served as presidents 
of N. S. A., except, of course, Mr. Nealy, who is 
just about to start his work. 








What's in a Filing Case Besides Files? 
echaical eobhios and . hey Fit Dubs Salles Wrrk 


AM speaking to you simply as a 

traveling salesman. It is not my 
wish today to leave with you the 
impression I am going to offer you 
anything that may lead you to be- 
lieve I am a super salesman. I do 
want to say, however, that after 
forty years of working with sales- 
men, I have come to the conclusion 
that the average salesman selling 
office furniture has much to learn. 
The title you see in the program 
today might well be, “The Trade 
Marks of Selling,” because the sub- 
ject is a very flexible one. 

If I were a salesman going out to 
sell a prospect, and I had one hour 
to make that sale, I would spend 
forty-five minutes in preparation 
for that sale. And unless the sales- 
man does that, he places himself in 
a very defensive position. I never 
have quoted a price for a salesman. 

So far as the salesman is con- 
cerned, I think personality enters 
into the picture in our work in a 
very great way. I will tell you about 
that, because it bobomeranged on me 
very forcefully a few years ago. I 
was in Dallas, Texas, and had an 
appointment with an _ architect 
there. My thought was, and always 
is, even today, that your first im- 
pression is very lasting. Whatever 
the man thinks of you when he sees 
you the first time will stick with 
him quite a while. It was in the 
old Bender hotel lobby and there 
was a pillar in the center with up- 
holstering all about it. I was so 
dressed up that I was afraid to sit 
down. A salesman noticed me, and 
he saw, after a time, that I was 
getting nervous. My man was a 
little late, and I was pacing back 
and forth. This fellow came up to 
me and said, “You are a stranger 
here, aren’t you?” I said, “Yes, sir.” 
He said, “Come over and sit down.” 
We sat down on the upholstered 
place around the column, and he 
said, “Will you be here long?” I 
said, “I don’t know. I may be here 
two or three days, and maybe two 
or three months. It all depends on 
the outcome of my meeting to- 
night.” The gentleman said, “I have 
a good home, and my wife is a good 
cook. I would like to have you stay 
with me.” Now, I had never seen 
him before, and I was surprised. 
I said, “Listen, pal, you never saw 
me before in your life, and I never 
saw you. Why all this hospitality?” 
He said, “My wife thinks I am the 
homeliest fellow in the world, and 
I just wanted her to see you.” 

That is one of the things you 
have to contend with in this fron- 
tier work. I call it frontier work, 
because it is all front line work, 
and your movement is in the front 
line all the time. 


Salesmen Must Have Knowledge 


I believe a salesman should know 
what he is talking about, if he is to 
become a 


success. I think the 
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fundamentals of selling may be 
summed up in three words, “Know 
your line.’”’ My purpose is to tell 
you something about the merchan- 
dise made by the company I repre- 
sent. 

I would rather be a high bidder 
on any job than a low bidder, and 
I would rather be the third man up 
than the first or second, for this 
reason: By the time a young sales- 
man on a job has learned much 
about the product he is selling, 
he takes up the time, usually, of a 
purchasing committee in trying to 
tell just what his product is made 
of. The chairman of the board said, 
“Mr. Link, we have had a very 
splendid treatise on steel. The man 
preceding you told us much about 
steel, the elements of steel and so 


on. Do you know anything about 
it?” I said, “Yes, sir, I wrote the 
specification.” That gave me in a 


very few words an opportunity to 
whip down competition that had 
built up a long story. 

When you are in the third posi- 
tion you have this advantage: A 
man said to me, “We have heard 
much about your product before 
you came in. What have you to say 
for yourself?” I said, “Nothing. 
You have the specification. I will 
adhere to that.” And that was all 
that was necessary. That made it 
possible for me to get a twenty-six 
thousand dollar job and a four 
thousand dollar preference. Be 
careful what you say about the 
other fellow when you sell your 
merchandise, for he may know 
something, too. 

What I am showing is what is 
necessary to make up a file manu- 
factured by my company, and it 
will give some of the salesmen an 
opportunity of determining what 
the file is made of. I will tell you 
of the twenty-nine parts or units 
necessary to make up a file. They 


are made up of the assembled parts. 
It is possible that more than one 
hundred parts go into a file. That 
a salesman should know, because 
so many questions are asked about 
this part and that part of a file, 
and the poor salesman is at a loss 
to explain to a prospect how his file 
is made and what it is made of. 


Types of Steel 


I always explain the five funda- 
mentals of steel entering into a fil- 
ing cabinet—mild, pickled, cold- 
rolled, re-annealed, and patent 
leveled. These are five terms that 
are used. What is meant by them? 
Those questions are asked more and 
more and answered fewer times 
than any other. All my talking is 
done to the salesman before he 
goes on the job, and then, if -he 
fails, I talk to him afterward. A 
man once said to me, “Link, you are 
the most unconcerned salesman I 
ever saw.” I said, “The law of aver- 
ages takes care of me, and I am not 
going to worry about the jobs I 
have lost. The other fellows have 
to live too.” 

(The speaker then demonstrated 
the make-up of one of his steel 
files. He displayed before the 
audience all of the parts before 
they were assembled, and then dis- 
played a finished file.) 

Mild steel means a steel that is 
especially rolled and made by two 
different processes. One is the open 
hearth method. The melting of the 
steel in that process is obtained by 
indirect or radiated heat. The other 
is the Bessemer process. The melt- 
ing of the steel in that process is 
through blasting or blowing. The 
open hearth method is the more 
expensive, and we do not get quite 
the density in the Bessemer method 
of melting as in the open hearth 
method. The Bessemer method of 
making steel is the cheaper way, 
because of the vast output and pro- 
duction. 

Now we come into the pickled 
portion of the steel. That is a term 
that is sometimes confusing. Pickled 
steel means that the steel comes 
from the ingot mostly in the shape 
of a bar, and it is rolled out very 
flat to the approximate gauge of 
the steel, comes out in a large flat 
plate, which is called commercial 
black. That is often used in the 
manufacture of steel furniture, fil- 
ing cabinets and desks. 


Information About Products 
Essential to Salesmen 


Here are the advantages of know- 
ing what goes into a desk: It makes 
it possible for you to defend your- 
self against any criticism offered by 
a prospect, and also helps you show 
a prospect where he might be 
fooled by buying something cheaper. 
I was on a job involving about 
forty-five thousand dollars worth of 
steel. We were high. £o I took out 
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my pocket knife, went over to the 
desk that was being used as a dem- 
onstration desk by my competition, 
searched out a short bend, and be- 
gan to scrape the filler. I showed 
the customer by that process that 
he was not getting the best that it 
was possible to get. If he wanted to 
buy something in a low priced 
article, then he got what he was 
going to pay for. Then I took the 
drawer out of the desk, and there 
was some corrugated paper. That 
helped a lot. Then I showed him 
the finger marks of the man who 
had assembled the desk. That 
changed his attitude. 

Now the _ cold-rolled process, 
which is very important, is next. 
You are coming now to the better 
grade of merchandise. In cold- 
rolling each individual plate is 
taken through very large polished 
rolls, and rolled to a gauge. I find 
few salesmen know the difference 
between plate and _ sheet steel. 
Plate steel is sixteen gauge plate or 
heavier. The gauge runs from one 
to sixteen. Anything eighteen and 
above, to twenty-eight, is sheeted 
steel. That is the way you classify 
them. The different file members 
are of the different gauges of steel. 
In your suspension you find a 
harder steel than in the case 
proper. 

In the cold-rolled process, the 
highly polished rolls that are turn- 
ing out the sheet steel are ad- 
justed to a certain gauge. We use 
sixteen or eighteen gauge in our 
files. Rolling that steel down in 
cold form incrcases the density of 
that steel. It becomes almost brit- 
tle, which necessitates taking it out 
and putting it through the re-an- 
nealing process, and in that process 
it is brought down to a workable 
condition. Because of the _ short 
bends necessary in the building of 
furniture, it is necessary to have a 
low carbon steel, very malleable. 

From that we come to the patent 
leveling process. That is very im- 
portant. The steel is not very flat 
when it reaches that point in the 
operation. It buckles more or less. 
And before the plate goes to the 


cold-rolling method, it is given a 
sulphuric acid bath. That makes it 
possible to roll it cold. The patent 
level process means the sheet is 
grabbed at each end by a large unit, 
and by a hydraulic method the 
sheet is pulled and sometimes 
stretched as much as four inches 
to take out the buckles. Then it is 
dipped in oil, and put in the ware- 
house for storage, to be left there 
until Donald Nelson says you can 
take it out. 


Dealer Should Instruct Men 


It is necessary today to know 
something about your product. If 
I were running a store, and sold 
much steel furniture, I would have 
my men become familiar with the 
thing. They should know the details. 
There is a gentleman here today 
with whom I worked in Florida 
twenty years ago. We worked a job 
up to the point where we had no 
competition. The board could not 
give the job without competition or 
effort. I was asked to make a talk. 
This gentleman sitting here toaay 
said he never heard more about 
Norway iron and Russian steel than 
he heard that day. All those coun- 
try boys down there listened to it 
carefully. I do not think they knew 
what we were talking about, but we 
got the order. 

You should have a factory man 
educate your salesmen. I will il- 
lustrate one more important thing. 
This was a situation where a good 
dealer was involved. He had a lot 
of money tied up in a job. He ex- 
plained that he had a time con- 
vincing his customer. That was 
four o’clock in the afternoon. I 
went down and had an appoint- 
ment with a judge. He thought he 
was pretty smart and said, “Listen, 
I am not going to have any high 
pressure salesman tell me this is 
all right.” I responded, “I am going 
to try to convince you that you got 
what you bought.” “No, I didn’t,” 
he replied. “When I go down to 
Canal street, I tell the man I want 
a pair of shoes. He gets them for 
me and I take them and go home 
satisfied.” 
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In many instances, if you let the 
man talk, he will sell himself, be- 
cause no one has a better memory 
than the other fellow. I had an 
idea what was coming and took 
with me the original drawings on 
that job, which fortunately was the 
only record in existence of the job. 
He didn’t remember he had OK’d 
that plan for me. I let him talk for 
a long time. He said, “It sounds 
bad.” He rattled the thing back and 
forth, and it did sound bad. I am 
no genius, but here is an illustra- 
tion of what a fellow is able to do 
sometimes in the way of quick 
thinking. I said, “Judge, I am 
agreeing there is a metallic sound 
there. I will tell you this, however, 
that you are in a bare room. You 
do not have a rug on the floor. 
Talking in this room is like holler- 
ing in a barrel. If the barrel is 
empty, it gives off a great sound; 
if it is half full of water, the sound 
is much less, and if it is filled with 
water there is practically no sound. 
If you will put your rug on the 
floor, and put your desk and file 
and other things in there, you won’t 
notice that metallic sound.” 

But all the time I saw that the 
man who assembled that job had 
put the doors on upside down. I 
don’t know why he did it, but there 
it was. There was about eighteen 
hundred dollars tied up, just be- 
cause the man who assembled it 
did not know anything about it. I 
went back there that night, took 
the job apart and reassembled it. 
The next morning I returned and 
gave the stenographer a box of 
candy. When the judge came in in 
the morning, he said, “Well, what 
do you think about it.” I said, “Try 
it. I think it is a pretty good job.” 
“What do you mean?” he queried. 
“Instead of a brushed bronze han- 
dle, let us oxidize it.” I responded. 
And that was all. He turned to the 
stenographer and said, “What do 
you think about it?” She was just 
about to bite on a piece of that 
candy. Naturally she said, “It is all 
right.” The fellow who is selling 
needs to know just what he is doing. 


Scrap Iron Salesmen 
What a Man Pp 5 With His Mite Inline aL aliviniliiea His Udles 


HE village blacksmith can take 

a ton of scrap iron, make it into 
horse shoes, and it is worth about 
$10.00. A cutler can take that sam> 
ton of scrap iron, make it into knife 
blades and it is worth $2.000.00. A 
skilled artisan can take that same 
ton of scrap iron, make it into 
needles, and its value increases 
from $10.00 to $100,000.00. The ex- 
pert watchmaker can take the sam? 
ton of scrap iron, make it into main 
springs for watches, and the valu? 
increases to $500,000.00. 

You and I and our salesmen are 
like scrap iron. When we started 
in this business as delivery boys, 
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office boys, store clerks or however 
it was we started, we were worth 
about $10.00 per ton. Practically 
every one of your crack salesmen 
started with you or with some o’ her 
business as one of the inexperi- 
enced help and was worth about 
$10.00 per ton. They have been 
trained, developed and encouraged 
until now some are worth two 
thousand, some one hundred thou- 


sand and others five hundred thou- 
sand dollars per ton. 

How is this accomplished? And 
once they have reached the top as 
salesmen how are they to be kept 
at the top? 

We know that most salesmen 
started in at the very bottom as 
store clerks, delivery boys or stock 
clerks and were trained and de- 
veloped until they were put on the 
sales force and through hard work 
finally reached the top as salesmen. 

We know that salesmen should 
have certain characteristics. They 
should be honest, have integrity, 
industry, cheerfulness, personality, 
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tact, knowledge, enthusiasm, con- 
fidence, determination, purpose and 
be willing to study. 

Time will not permit enlarging 
on all of these characteristics but 
I would like to say something about 
a few of them. 


Determination Needed by 
Salesmen 


The first is determination. No 
salesman will ever get very far 
until he determines in his mind 
that he is going to accomplish cer- 
tain objectives. He must not let 
anything interfere or turn him from 
the straight and narrow path. A 
few years ago I witnessed one of 
the finest examples of determina- 
tion that has ever come to my 
attention. It was Saturday after- 
noon, November 19, 1938, in the 
city of Houston. The time was 
2:30, the referee’s whistle blew, the 
toe of the football player met the 
pigskin with a resounding thud and 
the game was on. The Rice Owls 
and the Texas Christian Horned 
Frogs were engaged in mortal com- 
bat. For fifty-seven minutes little 
Davey O’Brien gave a mighty dem- 
onstration of accomplishment that 
has seldom been equalled. He com- 
pleted twelve out of twenty passes, 
three of which were good for touch- 
downs. He plunged over the goal 
line for the other touchdown and 
kicked three extra points. He was 
personally responsible for twenty- 
seven of the twenty-nine points 
made by the Horned Frogs. Three 
minutes before the game was over 
a substitute was sent in for little 
Davey and as he came off the field 
thirty thousand rabid football fans 
rose to their feet and gave him 
the greatest ovation ever accorded 
a football player in the state of 
Texas. Little Davey O’Brien had 
given a convincing demonstration 
of what could be accomplished by 
a man filled with determination. 
If you and I were just half as 
determined to make a success of 
our business as Davey O’Brien was 
to win that football game, there is 
nothing that could stop us. 

Another important qualification 
that is needed by a successful sales- 
man is that of purpose. The ground 
work of a successful and permanent 
career as a merchant or as a Sales- 
man is a broad, firm, strong and 
wise purpose. It is the frame on 
which your whole structure of suc- 
cess hangs. The great purpose of 
a great man is the beginning of all 
great enterprise. The purpose of 
Edison gave us the electric light. 
The purpose of Rockefeller gave us 
the oil industry. The purpose of 
Carnegie welded the steel forces 
into the world’s largest industry. 
The purpose of Burbank gave to the 
world a wealth of new flowers and 
fruits before thought impossible. 
The purpose of the Wright brothers 
gave to man mastery of the air 
and a speed of more than 500 miles 
per hour. The purpose of Morgan 
moved the financial center of the 
world from London to New York. 
Every huge success merely traces 
the progress of a huge purpose. 

What is your purpose? What are 
your ideals for your work? Pur- 


pose and ideals are the impelling 
and guiding forces of leadership. 
The man of high ideals and lofty 
purpose rules the world. 

If you are to become a great 
merchant, if you are to become a 
great salesman, if you are to make 
progress in your business, you will 
do it by following high ideals and 





PRIMARY CHARACTERISTICS 
NEEDED BY SALESMEN 


1. The first is determination. No 
salesman will ever get very far until 
he determines in his mind that he is 
going to accomplish certain objec- 
tives. 

2. Another important qualifica- 
tion that is needed by a successful 
salesman is that of purpose. The 
ground work of a successful and 
permanent career as a merchant or 
as a salesman is a broad, firm, strong 
and wise purpose. It is the frame 
on which your whole structure of 
success hangs. 

3. Another important qualifica- 
tion for a successful salesman is 
that of knowledge. We are all fa- 
miliar with the statement that 
“knowledge is power.” Nowhere in 
the business world is knowledge 
more necesasry than in the station- 
ery business. 

4. Whether you are the owner of 
a business, the delivery boy or the 
top salesman, you must study your 
job if you expect to get ahead or 
stay at the top once you have 
reached it. 





a firm, wise purpose. If each one 
of us could get ourselves and those 
in our employ to establish in our 
minds the right kind of purpose 
with the right kind of ideals, our 
success, their success and the prog- 
ress of our businesses would be 
absolutely assured. 
\ 


Purpose Wins 


A striking example of success 
coming to a man who purposed in 
his heart is that of Alfred Harms- 
worth. At the age of thirty-three 
he was working for a newspaper in 
the city of London at a very small 
salary. He found in the newspaper 
field that all newspapers then pub- 
lished in England were for the 
classes—none for the masses. They 
published heavy articles on heavy 
paper, beyond the intelligence or 
the purse of the common people. 
He purposed in his heart that he 
would give the people of England a 
paper they could understand and 
also one they could afford to buy. 
Alfred Harmsworth, later Lord 
Northcliffe, quit his job and founded 
a little weekly newspaper called 
“Answers,” with short articles 
printed on cheap paper and selling 
for next to nothing. Old newspaper 
editors predicted sure and swift 
failure for the young man’s ven- 
ture. But the young man clung to 
his purpose, went along and paid 
no heed. A few years later he sold 
his paper for $6,000,000.00. He took 
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over the London Daily Mail. He 
re-organized it from top to bottom. 
He knew the time had come for a 
“tabloid” newspaper, so he resolved 
to publish one and in a very short 
time had built up the largest circu- 
lation of any newspaper in all Eng- 
land. In twenty years he had 
amassed a great fortune and was 
the most powerful man in England. 
He had purposed in his heart. 

Another important qualification 
for a successful salesman is that of 
knowledge. We are all familiar 
with the statement that “knowl- 
edge is power.” Nowhere in the 
business world is knowledge more 
necessary than in the stationery 
business. A salesman without 
knowledge of his merchandise is a 
very pitiful and helpless looking 
object. How annoying it is to a cus- 
tomer for a salesman to fumble 
from shelf to shelf and from cata- 
logue to catalogue trying to find a 
certain article or the description 
and price of it. 

I am reminded of a very simple 
story of an old Negro whose knowl- 
edge of his job made two strong 
athletes look very foolish. It hap- 
pened in the city of Waxahachie 
down in Ellis County, Texas, some 
few years ago. These two strong 
athletes were football players at 
Trinity University. Every summer 
they would work at the cotton com- 
press to help make their way 
through college. A big truck loaded 
with bales of cotton had pulled up 
beside the platform at the compress 
and these two boys were unloading 
the cotton from the truck to the 
platform. They let one of the bales 
slip and it wedged itself down be- 
tween the platform and the rear 
of the truck. They pulled, they 
tugged and they strained but they 
could not get the bale to budge. 
Down the platform an old negro 
man about seventy years old came 
ambling toward the truck. When 
he got even with it, he stopped and 
watched the boys heave for a few 
moments and then said, “Hold 
everything boys, I will show you 
how to get that bale loose.” He told 
one of the boys to get up on the 
platform and pointing to a certain 
spot on the bale of cotton said, 
“Put your hook right there.” After 
the hook had been placed as the old 
Negro had directed he said, “Now 
give her a jerk.” Much to the sur- 
prise and amazement of the boys 
the bale swung loose and dropped 
down between the truck and the 
platform. The old Negro ambled off 
as though nothing unusual had 
happened. He had a_ thorough 
knowledge of how to handle bales 
of cotton. 


“Study Your Job” 


There is one other characteristic 
of a successful merchant or sales- 
man that I would like to stress. 
Some years ago fifty of the world’s 
greatest men were asked to tell 
how, in their opinion, the average 
American may reach the top of his 
trade, business or profession. 
Among those men were Morgan, 
Sloan, Burbank, Ford, Schwab, 
Pershing, Chrysler, Eliot, Firestone 
and Wanamaker. By means of spe- 
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cial interviews, bulletins, magazine 
articles and otherwise the expert 
council and opinion of these fifty 
men was obtained. All this informa- 
tion was turned over to a group of 
trained efficiency engineers and ex- 
perts. In minor details they all 
differed but after going over all of 
them very carefully these efficiency 
experts decided that what these 
men had said could be summed up 
in three words. Those three words 
were, “STUDY YOUR JOB.” The 
nature of your work does not mat- 
ter. Whether you are the owner of 
a business, the delivery boy or the 
top salesman, you must study your 
job if you expect to get ahead or 
stay at the top once you have 
reached it. 


Rise of T. N. Vail 


The career of a certain success- 
ful business man is almost like a 
fairy tale. At the age of twenty- 
four he began studying his job. He 
was then a railway mail clerk. He 
found that the trains were without 
schedule, there was absolutely no 
system of classifying and sorting 
mail. Quick deliveries were impos- 
sible because no specific route had 
been laid out for delivery. The en- 
tire mail problem of transportation 
and distribution had yet to be 
solved. This young man saw his 
chance, took hold of it, studied his 
job and worked out a practical so- 
lution for each problem. He was 
made national superintendent of 
the railway mail service at thirty 
years of age. A few years later he 
became impressed with the possi- 
bilities of the telephone and asso- 
ciated himself with Alexander Bell. 
He solved all the difficult problems 
that were then facing this new en- 
terprise and put it on a sound fi- 
nancial basis. He then went to 
South America and made a fortune 
putting up telephones. At the age 
of sixty he retired to his 6,000 acre 
farm in Vermont to live in peace 
and plenty. That man was Theo- 
dore N. Vail. Why was he so suc- 
cessful? He studied his job. 


Suppose all of your salesmen had 
these many fine characteristics and 
had reached the top in the field of 
selling. Would that solve all of your 
problems? No, it would not. The 
greatest problem facing you and me 
is not finding salesmen or training 
salesmen, but it is holding them 
after they are found and trained. 
How are we going to hold them and 
keep them producing the greatest 
results? How are we going to keep 
the characteristics that have just 
been mentioned alive and predom- 
inant in the lives of our salesmen? 
It can be done by you setting the 
right example and taking the right 
interest in those men. We must be 
willing to set them an example of 
hard work and leadership. We 
must have time and human interest 
enough to put our arm around 
their shoulder and say, “See here 
John, George or Bill, you are all 
right. I have faith and confidence 
in you; you can do this job and do 
it well.” Your men must have en- 
couragement and it must come 
from you or from someone to whom 
they look for leadership. 


A few years ago there lived in the 
city of Austin a very successful 
business man. He had amassed a 
considerable fortune and was using 
it very generously to help his fellow 
man. He contributed very liberally 
to charities, he assisted many boys 
through school, he was a good up- 
right citizen and had many friends. 
And then one day the depression 
struck. He lost his business and all 
his money, he became a very dis- 
couraged and despondent man. As 
he walked the streets day after day 
not one of his friends ever gave 
him a pat on the back or a word of 
encouragement. Finally he could 
stand it no longer so he went home, 
took a revolver from his desk 
drawer and destroyed his own life. 
The body was prepared for burial 
and taken to the home to await 
the funeral. Two of his very good 
friends came to the home to offer 
sympathy to the widow. As they 
were standing talking to her one of 
them said, “Mrs. Drew, we are 
deeply grieved over the death of 
our good friend Jack. He was one 
of the finest men we have ever 
known; he was so generous, so good 
and so thoughtful of others.” Mrs. 
Drew looked the two men straight 
in the eye for a few moments and 
then said, “It is very considerate 
of you two gentlemen to say these 
nice things to me about my de- 
parted husband, but if either of you 
had said to him yesterday what you 
have said to me today he would not 
be laying there in that coffin.” 

Your salesmen must have en- 
couragement and unless you give it 
to them and show the proper in- 
terest in them and their work you 
are not going to get the best results 
from their efforts or keep them in 
your employ forever. 


All this availeth nothing unless 
the salesman thus secured. trained 
and on the sales force, with confi- 
dence and determination, does one 
thing. That one thing can be 
summed up in three words and can 
be best illustrated by the following 
story. 


A Successful Salesman 
of Washing Machines 


One of the largest washing ma- 
chine manufacturers in the United 
States decided to put on a sales 
contest. On July 1 they sent out 
letters to all their salesmen ad- 
vising the contest would start on 
July 10 and that during the week 
between Christmas and New Year 
all who had sold a certain amount 
would be brought into the home 
office in New York at the company’s 
expense. There would be three days 
of entertainment followed by a big 
banquet on the last night. The let- 
ter stated further that the sales- 
man selling the most machines 
during the contest would have the 
privilege of delivering the principal 
address at the banquet. The months 
went by and the contest ended on 
Christmas Eve. Two days later all 
those who had won the free trip 
were on the way to New York. By 
the time the last one arrived the 
sales manager had compiled the 
totals and found that the old coun- 
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try boy from Arkansas had won the 
contest by selling the most washing 
machines. He was called before the 
sales manager and told of his suc- 
cess and advised he was to give the 
principal address at the banquet. 

After giving him the once over 
the sales manager realized some 
changes would have to be made in 
the appearance of this boy from 
Arkansas before the time of the 
banquet. He took him out, had his 
hair cut, bought him a new suit, 
shoes, hat, etc., and at last had him 
in pretty fair shape for the ban- 
quet. 

The time for the banquet arrived. 
The hall was filled with more than 
a thousand people, including the 
salesmen, their wives and friends. 
The president, sales manager and 
all the high officials, together 
with the old country boy from 
Arkansas were seated at the 
head table. When the meal was 
over the toastmaster arose and 
stated they would now have the 
address of the evening by their 
super-salesman from Arkansas. 
This super-salesman was going to 
tell them how he had sold more 
washing machines than any other 
salesman in their entire organiza- 
tion. 

“See the People” 


The old boy pushed back his chair 
caught hold of the table and raised 
himself up to a crouching position. 
He could see about one-third of the 
people out in front but this was 
more people than he had ever seen 
together before in all his life. He 
hesitated a minute and then said, 
“See the people.” After a few mo- 
ments his courage came back and 
he raised up a little higher. He 
could now see about two-thirds of 
the crowd and in a little louder 
voice said, “See the people.” He 
hesitated again for a few moments 
and then raised himself to his full 
height so that he could see all the 
immense crowd that filled the ban- 
quet hall. His courage failed him 
completely. He threw up his hands 
and shouted at the top of his voice, 
“My God, See the people.” And 
then without saying another word 
he sat down. Everyone waited in 
silence thinking he would get up 
again and give his talk on sales- 
manship. But he just sat there and 
would not move an inch. After a 
few moments of hesitation the sales 
manager realized something had 
to be done. Jumping to his feet he 
said. “Ladies and gentlemen, this 
man from Arkansas has told us how 
he sold so many washing machines 
during this contest. He has given 
you the greatest sales slogan any 
organization ever had, and that is, 
‘SEE THE PEOPLE’.” 


Make “Scrap Iron” Salesmen into 
Valuable Producers 


You and I must remember that 
scrap iron that is worth only $10 
per ton in the hands of the black- 
smith can be worth $500,000 per ton 
in the hands of the watchmaker. 
That every person in our organiza- 
tion can be developed and trained 
into high-powered. top-notch. suc- 
cessful salesmen. The responsibility 
rests with us. 











Selling and Advertising in the Emergency 
we Comprehensive (Tilline of Wethods Effective Today 


O DOUBT, you think it’s strange 

that I’m about to speak on 
“Selling and Advertising During the 
Emergency,” when our principal 
problem is getting merchandise. At 
least that is what nine out of ten 
of you have told me is your prob- 
lem. But is it? Let’s dig into it a 
little. 

Your principal problem is to sell 
the other fellow’s problem is to pro- 
duce merchandise. When you focus 
your attention on production, and 
your salesmen do the same, you're 
doing something within your store 
from which you may never recover. 
You’re losing your “selling stride.” 

Tnere’s plenty of money to be 
made in this emergency, and plenty 
of wide-awake business heads are 
doing it. They look upon these 
shortages as opportunities. Short- 
ages are a problem, but not an un- 
desirable one. “Shortages are God 
sent to business ... they are not a 
calamity.” Thank your lucky stars 
that a “shortage inertia’ has been 
created in the public mind. It’s the 
chance of a lifetime—let’s not muff 
it. There may never come another 
opportunity like this in our genera- 
tion as stationers. 

To cash in you must analyze this 
market. You must understand the 
political, as well as the economic 
aspects. You must learn to ride the 
waves instead of fighting them. You 
must set your business sail with the 
wind—not against it. 

“You must sell all you can now— 
in the things you can deliver—but 
your biggest selling job is to get or- 
ders for future delivery and to cre- 
ate the need for future installa- 
tions.” 

That’s why Selling in this emer- 
gency has a twofold purpose, and it 
differs from selling in any other 
period whether you’ve been in this 
business for five years or fifty. 

This war market is not like the 
last war, nor is there any precedent 
to fall back upon for comparison. 
May I venture, therefore, a few spe- 
cific suggestions which I believe will 
open a train of thought in your 
mind from a point of view which is 
not popularly being considered. 


The War as It Affects Stationers 


The war must be considered in 
two different aspects: 

1. An actual fighting war. 

2. An economic war, both within 
and outside of the United 
States. 

As a former Associated Press for- 
eign correspondent, I feel a strong 
urge to make a few forecasts about 
the future trends of the “fighting 
war,” but I am compelled by time 
limitations to focus my discussion 
strictly on the “business side,” as it 
relates to the stationer. 

As stationers, we are vitally inter- 
ested in two phases of business in 
the emergency: 

1. Our own stores and suppliers. 
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2. Business in general, because 
we depend on other businesses 
for sales. 

As business men, we are governed 
by certain regulations outlined by 
our government. Probably one of 
the first fundamental facts that 
many business men do not realize 
is that their business policy during 
an emergency is based not on what 
the owner of the business estab- 
lishes, as much as what the govern- 
ment in Washington outlines for us. 
This doesn’t mean that private ini- 
tiative ceases, but it does mean that 
government policy must be taken 
into serious consideration along 
with store policy, in a measure such 
as has never been done before. Our 
business policies should be based on 
the statements of Mr. Roosevelt, Mr. 
Knudsen, Mr. Nelson, Mr. Hull and 
Mr. Henderson, and not on the ora- 
tory of Mr. Hoover, Mr. Wheeler, Mr. 
Byrd, Mr. Lindbergh, as much as we 
may like and endorse the things 
they tell us. In other words, it is all 
right for us to read all the column- 
ists and listen to all the opponents 
of the Administration. and even ac- 
cept the opinions of the arm chair 
Strategist who operates the store 
next door... but, if you want to be 
safe, listen to those in power in 
Washington, and set your business 
policy accordingly. 

I know this is a bitter pill for 
many of you, but we are sitting here 
together as business men, and not 
as idealistic, impractical, wishful 
thinkers. Whether you’re a Repub- 
lican or a Democrat, or an Inde- 
pendent, doesn’t matter. You may 
like or dislike the Administration 
politically and personally. You may 
think our foreign policy is 100 per 
cent, or you may feel it is minus 
zero. All that’s important is that 
you’re in business, that you have 
your money invested in it, and you 
want to be a success in spite of “hell 


and high water.” In order to do 
this, you must separate the emo- 
tional from the practical side of 
present conditions, and think of 
them as separately as it is humanly 
possible for you to do. 


Advertising During the Emergency 


1. The time to advertise is all the 
time. The best time to advertise is 
when people have money. Advertise 
even if you don’t have the merchan- 
dise. Why? I'll tell you! 

If you have ten Kisco Lo-Airs in 
stock and 100 buyers who want them 
in response to your ad—you build 
up a reserve of customers just like 
the manufacturer builds up a re- 
serve of orders. Ask Walter Kisling 
why he kept up his sales promotion 
with orders for thousands of units 
he couldn’t deliver. The manufac- 
turer hasn’t stopped advertising— 
hasn’t stopped creating the demand 

so why should we? Shaw-Walker 
was buying $16,000 ads in the Post 
when they couldn’t fill the orders on 
hand. Ask Jimmy Shields why? 
General Motors will spend 15 per 
cent more money for advertising in 
1942 with 50 per cent less cars to 
deliver. Why? The answer is they’re 
going to continue creating a DE- 
MAND ... and when the war is 
over ... they’ll get it back. 

2. Use plenty of direct mail on 
accounts you are not selling, NOW. 
Build them for the future. 

3. Don’t let a monthly statement 
go out without “imprinted” sales 
literature. If you have no circulars 
to enclose, write a letter or Mimeo- 
graph a post card on some specific 
item. Your suppliers have splendid 
circulars—ask for them. Create the 
demand even if you can’t deliver. 
Your customers will wait in line. 

4. Advertise your institution as 
well as your merchandise in the 
papers. Radio and newspaper ad- 
vertising is good, but costly, because 
there is too much waste. If you use 
them, advertise merchandise which 
the masses can buy. For strictly 
office items, you can’t beat direct 
mail. The difference between news- 
paper and direct mail advertising is 
the difference between buckshot 
and bullets. A bullet hits the mark 
hard. Direct mail is the bullet. 

5. In times like these, advertise 
your service when deliveries on new 
machines are curtailed. 

6. Advertise items which can be 
used in the home as well as the 
office. People have money now—go 
after it. 

7. Advertise “Service” writing 
kits, insignia pens and pencils— 
other service items with Army and 
Navy insignia. 1,500,000 boys are in 
camps. They have 1,500,000 homes, 
sweethearts and friends. Here is a 
potential 5,000,000 consumer mar- 
ket. Cash in. Don’t let the novelty 
stores steal your thunder. 

8. Modernize your store—stream- 
line your electric sign—paint and 
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re-letter your delivery trucks, store 
fronts. 


9. Brighten up your errand boys, 
drivers, the clerks in the store, with 
Snappy uniforms, attractively let- 
tered. Remember, this is a “uni- 
form” era we're in, and it’s good 
advertising. 

10. Consider having an “advertis- 
ing clock” in front of your store. 
Office people appreciate it during 
the lunch hour rush in these times. 

11. Use blotters, calendars more 
generously. With the coming Christ- 
mas season, break out with an at- 
tractive imprinted souvenir for your 
good accounts and prospects. 


12. Watch your packages! Put a 
little pep in your address labels. 
Design a trade-mark for your wrap- 
ping paper and bags. Some day the 
“tape” people will wake up and 
make private labels at a decent 
price. 

13. Use Neon sparingly in your 
windows and inside of the store. It’s 
good advertising ... good showman- 
ship. 

14. One of the most successful 
Stationers in Chicago has used high- 
way signs for twenty years. One of 
the best in New York has used them 
for thirty-one. It costs less than a 
dime a day per sign. 


15. Spend some money and im- 
prove the appearance of your show 
windows. Don’t expect a profes- 
sional window trimming job from a 
$10 a week errand boy. Get a good 
trimmer. Use price tags on all mer- 
chandise. 


16. Give your driver some circu- 
lars to pass out as he delivers. 
Enclose some literature in every 
package. 


17. Place an identification sticker 
with your name and telephone on 
every piece of equipment you sell, 
from a typewriter and adding ma- 
chine to a file or a fan. 


18. Examine your salesmen’s busi- 
ness cards. How do they look? Can 
they be easily identified in a pile in 
the buyer’s desk? No? ... Then 
consider some pastel color. Engrave 
them, if possible—it’s worth it. Re- 
design your letterheads, statements 
—invoices. It’s all good advertising. 


19. Put a printed sticker on the 
binding edge of your supplies cata- 
logues, with your name and tele- 
phone number in large, bold letters. 
When it is placed in the buyer’s file, 
it can be identified easily. 


20. Consider a good, printed house 
organ. Include a minimum of ad- 
vertising. So many of you have 
written for copies of our “Tips and 
Topics” that I brought some for dis- 
tribution. You will be given copies 
of the September and October is- 
sues on your way out. I will tell you 
privately just what it has done for 
my company. 

21. Don’t stop advertising because 
you're selling “all you can get.” You 
may be only getting the “overflow” 
Story ... “best seats in a street car 
go first”... “in a sale, the best ad- 
vertised products go first.” Adver- 
tise for the future. In a boom, the 
best known stores get the customers 
first; the other stores get the over- 
flow. In a slump, the best known 
stores get the fewer customers who 


are buying—the other stores get the 
“crumbs.” 

22. In a slump you advertise for 
the “boom.” In a boom, you adver- 
tise for the “slump.” 

23. A drop in advertising results 
in a drop in sales and good will. 

The most spectacular example of 
this came in 1932 from an expe- 
rience of R. J. Reynolds Tobacco Co. 
on Camel cigarettes. The directors 
decided to bank $4,000,000 of that 
year’s appropriations—and the re- 
sult was the biggest decline in the 
company’s history—losing ten bil- 
lion cigarettes, or 30 per cent loss. 

Look at Victor: a few years ago 
radio pushed the phonograph up to 
the attic. But Victor continued ad- 
vertising. When the record business 
came back, Victor was sitting pretty. 

24. Advertising should be in- 
creased during an emergency. If 
you can’t advertise goods—advertise 
good will. 


Selling ... During the National 
Defense Emergency 


1. Don’t compare peaks with 
slumps, for they are both abnormal 
and misleading. I’ll show you why. 
In 1940, there were 4,700,000 auto- 
mobiles produced. In 1937, there 
were only 3,150,000 automobiles pro- 
duced. In the bulletin of September 
20, 1941, Charlie Garvin mentioned 
that our automobile production 
dropped 32 per cent below that of 
last year. On the surface it looks 
bad, but when compared with an 
average automobile production year, 
it is 14 per cent better. Naturally, if 
you compare production with peak 
years, our present record appears 
disappointing. 

2. Tell your salesmen to be opti- 
mistic. 

3. Don’t criticize your suppliers— 
and don’t grumble about the gov- 
ernment’s “big stick” on priorities— 
but ask your customer to be patient 
and understanding, because these 
are serious times. Be thankful that 
we are not asked to make more 
serious sacrifices. 

4. Avoid controversial subjects, 
for many people have personal sym- 
pathies. Politics and international 
affairs are “explosive” subjects, so 
treat them with caution during 
these times. 

5. Don’t be an alarmist! The 
newspaper writers and the radio 
commentators have been wrong 
more often than right. Be sure a 
thing is a fact before you repeat it. 

6. Cut out discounts, except on 
factory authorized national ac- 
counts. The discount days of the 
thirties might be back, so set up a 
few reserves. 

7. Check up on your delivery de- 
partment, and eliminate five-mile 
deliveries of a box of clips or a quire 
of stencils. Put your foot down now. 

8. Reduce the traveling expenses 
of your salesmen by having them 
use the phone more on small ac- 
counts. 

9. Train your men to take larger 
orders. Educate your customers to 
anticipate their requirements far- 
ther in advance. 

10. Encourage your salesmen to 
call on competitive accounts, who 
now would welcome an opportunity 
to secure sufficient merchandise. 
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Offer them an incentive for a new 
account order. 

11. While money is plentiful—sell 
new installations of complete suites 
—for future delivery, if you’re out of 
stock. Because you’re short of mer- 
chandise, don’t stop selling it. 


12. Sell “service.” Enlarge your 
parts and service department to 
handle the greater volume of service 
as a result of curtailment of new 
office machines of all kinds. Those 
machines have to last longer. In- 
crease your service rates at least 15 
per cent. Pay your men a commis- 
sion on service business if you are 
not already doing so. 

13. Discourage rentals of ma- 
chines at the old rates. Now is the 
time to get a fair price. You can’t 
deliver and pick up a typewriter or 
adding machine for $3 per month. 

14. Place a usage charge on 
“loaners,” say about 50 per cent of 
rental rates. 

15. Examine your merchandise 
and push that which you can re- 
plenish easily. Profits are still 
based on turnover. 

16. Consider adding new mer- 
chandise to offset losses on priority 
merchandise. Carry a larger assort- 
ment of fans, addressing and dupli- 
cating equipment, leather engraving 
equipment, air conditioning equip- 
ment, office water coolers, fluores- 
cent lighting, time clocks, venetian 
blinds, Army and Navy novelties, 
wrist watches. Go after convention 
rental furniture. Millions of paper 
cups and towels can be sold to offices 
in your city. Don’t let the paper 
houses get it all. The average con- 
sumption is 1,000 per employee per 
year. One stationer sold 370 tempo- 
rary, paper rain capes at 50 cents 
apiece in one day. 

17. Suggest to your drivers that 
they ask for an order when deliver- 
ing a package. Simply saying “Any- 
thing else?” may develop into busi- 
ness. You can reduce sales costs in 
this way. 

18. Conduct contests among your 
salesmen on items you want to 
move. Help them make more money 
and you won’t lose them. 

19. If you have odds and ends 
accumulated, fill up a window and 
move them. People are buying now! 

20. Have more sales meetings! 
Watch your men—keep them from 
getting soft. 

21. Watch your telephone opera- 
tor! When things get busy, she is 
likely to become irritable. Give her 
the proper relief. Do more tele- 
phone selling. Build—build for the 
future. 

22. If you have merchandise in- 
ventoried at “old prices,” mark it up 
—now is the time to balance those 
lean years. 

23. Jack up your fountain pen 
department. If you have no service 
—consider it. Have your salesmen 
carry a set or two with them—par- 
ticularly desk sets. 

24. Get rid of “dead-beat” ac- 
counts ... and go after those who 
pay their bills. You can do it best 
in today’s market. 

25. Put some steam behind fans 
next spring for factory as well as 
office and home use. Also, rental of 
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MORE CONVENTION VISITORS. 


1. W. B. Allen, Horace Van Dorn (seated), and Otis Steele, Joseph 
Dixon Crucible Co.; W. K. Kerr, W. K. Kerr Pen Co.; Ed Conlon, 
Rockwell-Barnes Co. 

2. Mrs. H. L. Fellowes, Mrs. Olive Hooper, Mrs. Robert Williams; 
Mrs. L. Jackson, C. L. Downey Co.; Mrs. Folger Fellowes—in the 
Downey exhibit. 

3. Seated: Hy Linden, Herb Walsh and Bill Smith, all of Ace Fastener 
Corp.; Steve Luckett, Loose Leaf Limited, Toronto, representing C. 
Howard Hunt Pen Co., G. J. Aigner Co., Oxford Filing Supply Co.., 
and Eberhard Faber Pencil Co. Standing: W. L. Patton, Esterbrook 


6. 


manufacturers’ representative; Stanley Knapp, Fred Gunning, Lyle 
Fs eng Minnesota Mining & Mig. Co.; Ben Wirtshafter, Wirt- 
nc 


shafter’s, .. Cleveland. Seated: Mrs. Ray Schumacher, Mrs. Fred 
Gunning, Mrs. Stanley Knapp, Charles T. Boone, Boone Bros. Co., 
Louisville, Ky. 


. Al Steitz, Field Staty. Co., Tulsa, Okla.; Harry Balch, Quality Park 


Envelope Co.; Bill Smith, Ace Fastener Corp.; Louis A. Tetlinski, 
George H. Geiger & Co., Leavenworth, Kans. Standing: Karl King, 
The Office Engineers, Inc., South Bend, Ind.; Jim Pryor, Wilson-Jones 
Co.; Frank Cooper, Codo Mig. Co.; D. W. “Doc” Collins, D. W. Col- 
lins Desk Co., Oklahoma City. 

Seated: O. B. Johnson, Johnson Chair Co.; Mrs. Johnson; H. V. Kirby. 


Pen Co.; John Uden, Boorum & Pease Co.; Sam Jacobs, Norma Multi- 
kolor; Larry Goodhand, Oxford Filing Supply Co. 
4. Standing: Ray Schumacher, National Blank Book Co.; Marion Follin. 


large floor fans can be very profit- 
able when there are shortages. Go 
after churches, clubs, hotels, etc. 
Our average church fan installation 
ran up to over $275. Get some col- 
lege boys next summer to Sell them 
house to house. 

26. When I hear of a sales man- 
ager talking about “his lousy sales- 
men,” I ask him: “How come—who 
hired those men, who trained 
them?” And when he says, “I did,” 
I ask him who is “lousy.” Help your 
Salesmen ... they’re only human. 

27. Sell luxury items. You make 


the most money on things people 
don’t have to 
items. 

28. Don’t be fooled with govern- 
ment business. 
paper—but wait 


have. Sell novelty 


It looks great on 
till your auditors 


check the profits. Think of this 
from the standpoint of patriotism 

. not profit. 

29. Don’t get over-confident. Some 
of your inquiries may be superficial. 
For instance, a buyer needs twenty 
steel files. He calls his regular sup- 
plier, who may only have five in 
stock. The buyer then calls two or 
three other stationers and orders 
fifteen from each one, and then ac- 
cepts them from the first who can 
deliver, and cancels the others. 
Imagine what this will do when 
things slow up. Do you wonder why 
your suppliers are going to require 


assurances on your orders? Boys, 
it’s going to be terrific for the 
“smart alecs’” when the showdown 
comes. Don’t you get caught! 


30. Concentrate on selling instead 


Kendrick-Bellamy Staty. Co., 
Barrett, Johnson Chair Co. 


Denver. Standing: Bill Small, Paul 


Long- 
are a 
If they 


of scolding the factories. 
winded long-distance calls 
waste of money and time. 

have the goods, they’re just as 
anxious as you to have them 
shipped. If they don’t, and you like 
to talk long-distance — you’d get 
more satisfaction from Nelson’s of- 
fice in Washington. 


To Manufacturers: 


1. Instruct your district represen- 
tatives to help the stationers on a 
greater scale during this emergency. 
When goods are scarce, they have 
less to sell and more time in which 
to assist the dealer in laying the 
foundation for the future. District 
men can spend more time in dealers’ 
stores and help dealers’ salesmen. 


2. Manufacturers should quote 
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the price at the time the order is 
placed, and guarantee it until deliv- 
ery, for there have been instances 
where the dealer has taken the loss 
because the manufacturer did not 
maintain the price quoted at the 
time the order was accepted. 

3. Manufacturers who are substi- 
tuting plastics for metals should 
give the dealer full assurance that 
any increased service cost as a re- 
sult of the change will be assumed 
by the manufacturer. A greater 
discount on this type of merchan- 
dise might be in order. 

4. A lot of so-called brokers are 
filtering into our business during 
this rush. The manufacturer should 
protect his loyal dealers by either 
refusing to Sell the broker, or re- 
ducing his discount so that the 
dealer can be figured in on all such 
deals. 

5. During these times when short- 
ages of merchandise exist, the man- 
ufacturers should revert back to 
selling certain stationery items to 
stationery stores exclusively, and 
take them away from drug stores 
and dime stores. I am referring to 
certain articles which were pro- 
moted and won public acceptance 
through the sole efforts of the sta- 
tioner. 

6. Watch the shift in buying 
power of markets. Comparatively 
small cities and towns by the thou- 
sands will be buying like some of 
the big cities, and will continue to 
buy after the war because the arma- 
ment industry is here to stay. Do 
not sidetrack the importance of 
your dealers situated in armament 
areas. 

7. All of us, suppliers and dealers 
alike, should keep in mind that less 
than 34 per cent of the manufac- 
turers are engaged directly or indi- 
rectly in defense work; 66 per cent 
of all the businesses your salesmen 
are calling on have nothing to do 
with government orders or on gov- 
ernment work. The demands for 


defense will never equal the de- 
mands of civilian consumption. 
Keep your eyes focused everlast- 
ingly on your civilian requirements. 


Belt Tightening Not Necessary 


I don’t agree with my friends who 
are going around constantly selling 
our people on the idea that we must 
begin going without things and 
tightening our belts. To my mind, 
that doesn’t help the Defense pro- 
gram. As a matter of fact, it hin- 
ders it. Obviously, the needs of 
National Defense must have prior- 
ity, but let’s not forget that we are 
living in a money economy, and the 
Defense bill, sooner or later, will 
have to be paid for in money, and 
government revenues are derived 
from only one source—taxes upon 
the productive part of our people. 
Remember, too, that the taxes col- 
lected from the Defense industry, 
from the corporations on Defense 
work and from their employees, will 
not pay the Defense bill. That’s 
like taking money from one pocket 
and putting it into another. The 
only taxes that are going to help 
liquidate the Defense bill are the 
taxes that are collected from cor- 
porations and people engaged in 
non-Defense activities. Of course, 
we must continue seiling goods, but 
salesmanship must be directed on 
the products of our industry which 
do not interfere with the Defense 
program. Our job is not only to 
stimulate consumption, but to stim- 
ulate the proper articles of con- 
sumption. Sales management today 
has a great responsibility to adapt 
itself in pushing the development 
of new products and new service 
that will not interfere with Defense 
production. 

Here is another question which I 
am asked very often: “What is go- 
ing to happen to business when the 
Defense effort is finished?” I quote 
those words because I am not satis- 
fied that this Defense effort is going 
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to be finished. I may be wrong, and 
if I am wrong I shall be glad. But, 
I believe we are going to be living 
in a troubled world for a long time, 
and the United States has left its 
isolation far behind, for better or 
for worse. I am not making an 
argument; I am stating a fact. The 
American armament industry is 
here to stay, and it is to become a 
permanent part of our economy for 
generations to come. All these bil- 
lions we are spending now are 
merely the initial installment; just 
wait until we really get going. 

There is an obsolescence factor 
attached to equipment of war just 
the same as on industrial machines. 
Many of us realize that our very 
latest bombers, tanks, guns and ex- 
plosives may be obsolete six months 
from today. The cost of the replace- 
ment problem will be terrific. 
Therefore, I say the armament in- 
dustry is a permanent part of our 
economy, and we, as business men, 
must gear our thoughts accordingly. 

And then, there is another thought 
in connection with the post-war 
period. A great many inventions 
which are coming out of the re- 
search laboratories of industry to- 
day must be shelved. We haven’t 
the capacity to put them into pro- 
duction. All these products which 
are being put on ice will come out 
into the open to taper off the de- 
cline in Defense production capacity 
when the war is over. 

Our economy is changing pitchers. 
There will be little money made by 
financial maneuvers. The pinch- 
hitters are going to be business men 
and not Wall Street brokers. In 
other words, the fortunes and the 
profits and the incomes of the fu- 
ture are going to be derived not 
from capital increases as in the past 
but from earnings based upon the 
efficiency that is going to make us 
produce good merchandise cheaper 
and cheaper, and offer these things 
at the lowest price to the people. 


Show Sndustry Pcbbins Cos 1. Sled by Working Together 


OMETHING on philosophy I ran 
across recently, written by Dr. 
Lyman Abbott, seems to have a 
great deal of encouragement for us 
in these troublous times. I quote: 
“A nation is made great, not by 
its fruitful acres, but by the men 
who cultivate them; not by its 
mines, but by the men who work 
them; not by its railways, but by 
the men who build and run them. 
America was a great land when 
Columbus discovered it; Americans 
have made of it a great nation.” 

Let us remind ourselves that the 
world is what we make it, and that 
each one of us can contribute some- 
thing to make it better. 

The “Merriam-Webster” diction- 
ary gives a definition of the word 
cooperation as follows: 

“Collective action, as in indus- 
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try, for mutual profit or common 

benefit.” 

To me that just about sums up 
the reason for this National Sta- 
tioners Association. We come here, 
and go to our regional meetings, to 
exchange ideas with other station- 
ers, talk over our mutual problems 
in this industry. None of us knows 
all the correct answers, but together 
we can help each other arrive at the 
best solutions. 

We must learn to share the bur- 
dens and responsibilities of our 
country’s “full war economy,” to 


think clearly and broadly and keep 
our feet on the ground. 

In the remarks that are to follow, 
I very definitely am thinking of the 
dealer, the manufacturer and the 
field members. These three general 
classifications make up our National 
association and the problems that 
confront any one group most cer- 
tainly, now more than ever before, 
affect the other two. 

It therefore is in the spirit of co- 
operation that I ask you to think 
along with me. Perhaps some of 
the matters I will discuss pertain 
only to our business or section of 
the country, but I am inclined to 
believe all sections are similarly 
affected. 

Shortages of Goods! That’s a nice, 
gentle topic to lead off with—or 
is it? 

As I have talked to or corre- 





1. 
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CONVENTION VISITORS AS THE CAMERA SAW THEM. 


J. A. McWilliams and Eberhard Faber seated, with Al Steitz, Field 
Staty. Co., Tulsa, standing. 

Seated: R. B. Williams, Philip H. 
Yawman, Harvey Rockwell. Standing: Stanley Griebel, I. R. Cornish. 
Ben McGinty. 


- Morrie Thompson, Shaw-Walker Co.; Art Eldred, A. C. Eldred Co.. 


Lorain, Ohio; Guy Boyd. Shaw-Walker Co.; Kyle Collins, Zaiser’s. 
Inc., Des Moines. 


- Lionel Colomb and Stanley Woodruff, Weis Mig. Co.; Charles 


Schoenfeldt, Keystone Staty. Co., Camden, N. J.; H. C. McPike. 
Weis Mig. Co., taking strenuous means to prevent a customer from 
getting away. 


- Rube Baxter. manufacturers’ representative; Jim Montgomery, Hig- 


gins Ink Co. Inc.; Charles M. Hyatt, manufacturers’ representative: 
Mrs. Rube Baxter. 


. Seated: Mrs. Ben Allen, Mrs. H. W. Kendrick. 
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. Standing: Mrs. Peyton Barkley; C. J. Schubert. Jr., manufacturers’ 


representative; Mrs. Evelyn Pledge, Southworth Co.; Jim Martin, 
Globe Furniture & Staty. Co.; Mrs. D. Garwood, Mrs. Russell Car- 
penter. Seated: Garry Dell, Burt & Co., Hartford, Conn.; K. N. 
Todd, Horder’s, Inc.; Leo Burt, Burt & Co. 

Standing: A. H. 
Krohne and Ham Kendrick, American Pencil Co.; Floyd Kongsvik, 
Curtis 1000, Inc., St. Paul. 


. Standing: Earl F. Keys, Western Bank & Office Supply Co., Okla- 


homa City: Jack Kennedy, Trussell Mig. Co.; Folger Fellowes, Bank- 
ers Box Co.; Frank Ryan, Milwaukee Chair Co.; Bob Strafford, III, 
manufacturers’ representative. Seated: H. L. McDaniel, manufac- 
turers’ representative; Tom Riley, Eberhard Faber Pencil Co.; Horace 
Hamilton, manufacturers’ representative. 


. H. T. Whitman, Whitman's Office Supply Co., Fargo, N. D.; Ed 


Rohrs, W. G. Oliver, L. G. Morris, Frank Palmer and Harry Allen, 
all with Eaton Paper Corp. 
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sponded with various manufactur- 
ers during recent months, most of 
them have expressed the desire to 
cooperate with their dealers who 
have been friends and customers 
over a period of years. Somehow or 
other I must confess that this 
sounds very well but in practice 
does not always prove out; in some 
cases, yes, and in others, emphati- 
cally no! 


Producers Are Caring for Old 
Customers 


Many manufacturers are making 
a sincere effort to spread their ca- 
pacity to deliver goods out thinly 
enough to take reasonably good 
care of their old, established cus- 
tomers. Many of these same sources 
are turning down new accounts who 
are “flitting” from factory to fac- 
tory. looking for an opportunity to 
buy and hoard merchandise. If all 
of the manufacturing members of 
N. S. A. would take such a definite 
stand, it would be a real benefit to 
our dealer members and would tie 
permanently those same dealers to 
the manufacturers who are making 
such efforts to take care of their re- 
quirements during these _ trying 
times. 

With steadily rising labor costs on 
the one hand and merchandise 
scarcity on the other, all dealers 
and manufacturers have “both 
hands full.” The best individual and 
collective thinking that we are 
capable of doing is needed now to 
meet these changed conditions. 

Now, to be specific, one of the 
lines on which we have experienced 
difficulty is “paper,” particularly 
Mimeograph paper from our west- 
ern sources. Some years ago we 
“cut loose” from most of our eastern 
sources of supply on these items, 
believing that it was good business 
and the right thing to do, buying 
everything possible made in the 
state of Washington. The mills with 
whom we have been doing business 
since they started in 1891, have 
taken excellent care of us up until 
the last four or five months. 

These mills have been working 
twenty-four hours a day, seven 
davs a week and have done every- 
thing within their power to ration 
their production over the field of 
old and loyal customers. Just as an 
instance, some of the merchandise 
which we ordered from them in 
March is still on back order, 75 per 
cent of it in fact, only 25 per cent 
having been delivered. In view of 
this situation, we have placed or- 
ders with them now for deliveries 
in November and December and 
some as late as January, in this way 
helping them to schedule their re- 
quirements and be able to allot 
more intelligently. 

This paper situation, of course, 
affects only the lower grades of sul- 
phite bond, Mimeograph paper, col- 
umnar pads, notebooks, ruled tab- 
lets and scratch pads. Have I left 
out anything? 

Ring binders have slowed up ma- 
terially in all grades. It hardly 
seems necessary to remind you of 
what my analysis of this condition 
shows but I will do it anyway. Look- 
ing back to the pre-war period of 
1915, °16 and ’17, ring binders were 


not nearly so generally used as now. 
At that time, student officers and 
cadets did not require from three to 
six binders each, as they do now, in 
which to keep the different subjects 
of their course lectures. At that 
time it was also unusual to see 
clerks in Defense industries with a 
battery of binders in front of them 
or in their desks. Students in grade 
and high schools were not using 
nearly so many ring binders. 

Now, twenty-five years later, 
practically every man, woman and 
child in America is the owner of 
one or more ring binders which, 
from time to time, need replacing. 
Add to this the huge defense de- 
mand and it is little wonder that 
loose leaf manufacturers find it 
difficult to keep pace with the de- 
mand. 


Ring Binders in Wide Use 


We, in common with many other 
dealers operating as we do, fre- 
quently secure orders for large 
quantities of ring binders, each or- 
der far in excess of what the aver- 
age dealer would sell in a three to 
six months’ period. When these 
facts are considered, it is no wonder 
that ring binder deliveries from 
most sources have slowed up ma- 
terially, especially when these com- 
mercial orders are piling into the 
factories when their production is 
normally tied up producing school 
binders and zipper binders for stu- 
dents. 

In this instance, I am leaving out 
entirely the consideration, which is 
also important, of the scarcity of 
nickel and metal for use in these 
goods, to say nothing of the canvas, 
Fabrikoid and leather, plus the 
“bottleneck” of experienced work- 
men. So what we try to do is to 
make partial deliveries, back order- 
ing the balance and trying to ration 
our stocks on hand out as thinly as 
possible to satisfy as many custom- 
ers as we can. 

Lumber crayons is another item 
on which deliveries have slowea up 
because of the tremendous activity 
in lumber, building and shipping 
generally. Probably more crayons 
are being used today than ever in 
the history of the world, so natur- 
ally there would be some delay in 
obtaining these. 


Shortage of Paper Fasteners 


Clips and paper fasteners of most 
types have become hard to obtain. 
Our experience is that our usual 
source of supply is about 60 to 90 
days behind in deliveries. I know 
of definite instances where they 
have turned down unusually large 
orders from even their regular cus- 
tomers who have been trying to 
anticipate future needs. They have 
shipped them only from 10 per cent 
to 25 per cent of the amount or- 
dered, either cancelling the balance 
or suggesting that they will fill the 
order “if, as and when.” 

Needless to say, engineering and 
draftsmen’s tools, instruments and 
supplies are the most difficult to 
obtain. Deliveries are slow, some 
items entirely unobtainable. In 
looking over the tabulation of a bid 
recently submitted to the Puget 
Sound Navy Yard, we quoted deliv- 
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eries of from 1 to 84 days on some 
of the items. In looking at our 
competitors’ bids, we noticed they 
ranged from 140 to 300 day deliv- 
eries. This is a concrete example 
of what I am talking about. 

Steel furniture and filing equip- 
ment deliveries have been slowing 
up more each month and it is diffi- 
cult to take business without being 
able to specify a definite shipping 
date unless we have the merchan- 
dise in our own warehouse. In this 
field, I do believe that some of the 
factories are trying to codperate to 
the limit with their established 
agents in addition to taking care 
of large government requirements. 
Priorities play an important part in 
this field as well as in engineering. 

During the last month I have 
issued definite instructions to our 
salesmen, our order clerks and our 
inside store salesmen not to de- 
plete our stock on hand by letting 
any one or small group of custom- 
ers take all of an item in stock. This 
is a peculiar type of salesmanship, 
reauiring the maximum of tact and 
ability. For example, the customer 
desires to purchase one thousand 
each of four different items. The 
order could be filled from our stock. 
We sell the customer on the idea of 
delivering two or three hundred of 
each of these items and back order- 
ing the balance to be delivered in 
from three to six weeks. 

That, to me, is a new type of sell- 
ing. We have had to do the same 
thing with many items. The real 
danger in the present situation is 
that many customers are rushing 
to anticipate their needs for six 
months to two years in advance and 
if permitted to continue unbridled, 
the situation will be dangerous very 
soon. 


Parcel Out Stock 


It is my recommendation that 
dealers throughout the country en- 
deavor to “parcel out” their stock 
on hand intelligently and with this 
same thought in mind, as we have 
been endeavoring to do. Some pur- 
chasing agents would take every 
last item if the salesman or the 
house he represents were willing to 
accept their orders. 

Several months ago I developed a 
new alphabetical abbreviation, fa- 
vorite sport at the capitol—so I 
thought I would try my hand at it. 
“A. D. S.” was my pet name for a 
condition that we sooner or later 
must face and meet it squarely— 
“A. D. S.”—“After Defense Sub- 
sides.’ We don’t know when—or 
just how it is going to hit us! We 
do know that we must be building a 
“cushion” or “shock absorber” to 
lessen the blow when it comes! It 
would be easy to just leave “A. D. S.” 
hanging out there in space, but with 
your indulgence for a few minutes 
more, I’ll offer a few ideas. 

One of the most important con- 
siderations, a MUST—if you please 
—is to take the best possible care 
of our regular customers. Those 
good business friends who have 
helped build our businesses to where 
they are today. Those firms and 
individuals who were our customers 
over the years before “Defense” be- 
came the paramount issue. Don’t 
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misunderstand me, please, I am no 
pacifist. 

The point I wish to make crystal 
clear is—we have “double duty” to 
perform now! We must render all 
possible and necessary service and 
material to our Defense effort and 
at the same time keep our stores 
and our factories still in business to 
supply the needs of business. 

Business or industry, call it what 
you choose, under the Constitution 
is what has made the American way 
of life possible. We must guard it 
from within as well as from without 
if > are to have a democracy 
a hy 


Business Depends on Stationery 

Stationery and office equipment 
makes business possible—business 
pays the cost of government and 
Defense—we agree on that. Busi- 
ness must find ways to continue and 
government must recognize that 
fact—so that, government of the 
people, by the people, for the people, 
Shall not perish from the earth. I 


commend to you the reading of 
Amendments 4 and 5 to the Con- 
stitution, made a part thereof on 
December 15, 1791, known as part 
of “A Bill of Rights.” 

We must find ways and means, 
both manufacturers and dealers, of 
carrying on our regular business as 
well as Defense. The combined, pa- 
tient codperation of all groups is 
needed to prevent total collapse and 
oblivion. 

One of the “cushions” I have sug- 
gested at our regional meetings is— 
to build more store business—there 
are many ways to do this—time will 
not permit enumerating them all 
here. 

Increased advertising effort is one 
way, featuring merchandise that 
attracts—better displays both inside 
stores and windows. 

Better store locations — better 
lighted stores—better staffed stores 
—greater codperation, there’s that 
word again, between outside and 
inside sales forces, all pulling in one 
direction—together! 
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With necessary personnel changes 
from various causes, personnel in 
most stores needs more and better 
training. Here is where the manu- 
facturer comes to the front. Even 
if the factory has no goods to de- 
liver for several months to come, his 
travelers should be calling regularly 
on the trade, doing sales training 
work with new recruits in dealers’ 
stores. Building for the future— 
teaching sales forces how to Sell 
substitutes, making wt seg out of 
novices, teaching diplomacy and 
tact in handling difficult situations. 

If manufacturers and dealers and 
salesmen “pull in their horns” now, 
they may never grow another set of 
horns. 

What is required is a greater de- 
gree of codperation, wholehearted 
from all sides, more tact and a sense 
of fair play far in excess of any- 
thing before experienced. Such a 
plan of effort right now will insure 
our all being in the ring still fight- 
ing, hard but clean, not on the mat 
or hanging on the ropes.—“‘A.D.S.” 


After Defense Subsides 
Key a a SY; K.-absorption of Emerg ency Workers by P. rivale Sndustry 


about the subsidence of the De- 

nse Program, we should get some 
appreciation of the dimensions of 
the Defense Program. I suppose at 
no time in the World War has any 
nation set out to accomplish such 
a task as we have in connection 
with the Defense Program. 

PROFESSOR: One way would be 
to discuss the probable duration of 
this so-called Defense Program. 
The National Resources Planning 
Board has made plans for 1944. 

PROFESSOR: If you have to 
know the duration of the war, you 
cannot discuss it at all, for no one 
knows what that will be. 

PROFESSOR: Time is a factor, 
because it takes time to spend 
money. 

PROFESSOR: Yes, and expendi- 
tures give you one picture, and 
appropriations give you another 
idea. If you take appropriations 
as an indicator, we get one figure, 
but how high are the present ap- 
propriations? 

PROFESSOR: About one to two 
billions a month is what they are 
actually spending. 

PROFESSOR: That is small com- 
pared with the amount already ap- 
propriated and earmarked. because 
that runs to considerably above 
forty billion a year. 

PROFESSOR: If we can assume 
this is going on for two years, and 
can make the further assumption 
that the Defense appropriations 
will cut off sharply if it ends in 
two years, that would involve an 
expenditure of sixty billion dollars. 

PROFESSOR: Perhaps that is 
close enough. The program now is 
of tremendous size, whether you 
figure it at forty billion dollars or 
sixty billion dollars or seventy-five 
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billion dollars or one hundred bil- 
lions. It is a tremendous program 
compared with the scale of other 
operations, and it has some conse- 
quences in terms of work. 


Thirty Billions for Defense 


PROFESSOR: How much does 
that mean in terms of people work- 
ing directly on military work or 
provisions for the armed forces? 

PROFESSOR: Thirty billion to 
thirty-six billion dollars will require 
the labor of twenty-seven million 
people. That is almost half of the 
total number available, and will 
mean that at the end of three years 
that many will be engaged in war 
work, not for civilian consumption, 
but for war. 

PROFESSOR: I notice they say 
that in 1944 our national income 
will be about one hundred and five 
billion, and the total of employed 
about sixty million. That is based 


on the idea that the price levels 
will remain as they are now. We 
will have to get everybody at work. 

PROFESSOR: I think we should 
look at it from another angle: How 
much is going into normal civilian 
consumption? 

PROFESSOR: There have been 
some price increases, and some re- 
duction in the standards of living 
by some people, because their in- 
come remained the same and the 
prices went up, but the increase 
in total production is up at the 
present time. 

PROFESSOR: There is an im- 
provement in the income of the 
people as a whole, a slight increase 
in the cost of living has come about 
in the last twelve or fifteen months, 
but the real pressure on the stand- 
ard of living will come later. 

PROFESSOR: And the real pres- 
sure on private industry. 

PROFESSOR: As I talk to busi- 
ness men, they do not say so, but 
I get the feeling we will have com- 
plaints about shortages. I believe 
they would rather be worried about 
shortages than surpluses. and there 
is a feeling of relief. Peovle are 
happier worrying about shortages 
than surpluses. 

PROFESSOR: Over a long period 
that may not be the case. For a 
long time they have been worried 
about surpluses. When faced with 
shortages after one or two years 
time, they may be as irritating as 
surpluses, particularly when the 
bills start to come in. 

PROFESSOR: Of the production 
for military purposes, a consider- 
able part will be added production. 
not at the expense of the standard 
of living, but another part, ten bil- 
lion or fifteen billion will come 
from the standard of living. 

PROFESSOR: Well, in 1940 our 
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national income was sixty-nine bil- 
lion dollars. If it is true, as the 
National Resources Board has pre- 
dicted that in fact the national 
income may go as high as one hun- 
dred and five billion by 1944, and 
divided one-half to Defense pur- 
poses, we will still have more for 
civilian needs, outside of possible 
increases in prices, than in 1933. 

PROFESSOR: I do not think so. 
You will not have over sixty billion 
dollars for civilian business, which 
would leave about fifteen billion 
dollars less than normal, so in 
civilian business there would be a 
shrinkage of at least twenty per 
cent. 


Small Businesses Being Eliminated 


PROFESSOR: I think this matter 
is important, how extensive the war 
program is, and perhaps we should 
begin to discuss the ettects of this 
gigantic Defense program. As I get 
it, it is going to mean the elimina- 
tion of a great many smal busi- 
nesses. It seemed to be a fact that 
small business was already being 
eliminated before the Defense pro- 
gram came. 

PROFESSOR: Statistics do not 
show that to be true. 

PROFESSOR: I think if you will 
examine the history of mergers, 
and the other influences in general 
business, you would find the num- 
ber of businesses was decreasing. 

PROFESSOR: What do you con- 
sider small business? 

PROFESSOR: The average manu- 
facturer employing less than fifty 
people. 

PROFESSOR: There are hun- 
dreds of thousands of small busi- 
ness men. 

PROFESSOR: This huge Defense 
effort is going to have a very bad 
effect on small business, unless we 
are able somewhere in our program 
to take care of the small business- 
man, allowing him to participate 
in the contract, by sub-contracting, 
or something of that sort, but I 
suppose we are in an all-out effort. 
The major thing is to choose your 
objectives, and hope in some way 
to take care of the situation. 

PROFESSOR: As a matter of effi- 
ciency and economy, many small 
businesses in England have been 
forced out of existence, and I think 
the same thing has happened with 
respect to the methods of distribu- 
tion. There have been revolution- 
ary changes in methods of distribu- 
tion. In England, for example, the 
government authorities called to- 
gether a number of people, all in 
the same business, and hammered 
on the table until they agreed on 
closing down a considerable number 
of their places, and concentrating 
production in a few, sometimes 
forming an over-all corporation. 
But the question of what will hap- 
pen afterwards is very important, 
because you will come to the de- 
mobilization period, and that is a 
serious question. 

PROFESSOR: It is interesting to 
point out how it was done in Eng- 
land. That was done by keeping 
the small business from getting, in 
the first place, materials, and, in 
the second place, from getting em- 
ployees, thus starving off the small 
business. 


PROFESSOR: Adding the fact 
that taxation traditionally falls 
harder on small business than 
large. 

PROFESSOR: Because of lack of 
reserves? 

PROFESSOR: There aren’t many 
small business men in Washington 
among the doliar a year men. 

PROFESSOR: The war will fall 
more heavily on small business 
than on large ones. 

rROFrESSOR: The Defense pro- 
gram is having this effect on small 
pusiness, and is having a corre- 
sponding effect in deveioping the 
trend. 

PROFESSOR: And along with 
that, it is making an enormous 
over-expansion of plan capacity ol 
all sorts, so that after the war is 
over we Shall be faced with an 
enormously expanded production in 
all things. We will have the same 
trouble with agriculture. Wickard 
says we are going to teed England, 
and then we are getting ready to 
teed the world. 

PROFESSOR: The plant capacity 
for aluminum will be greatiy en- 
larged. In steel, not so much. ‘There 
wil! be increased capacity in mili- 
tary materials. 

FROFESSOR: If anybody is in 
danger of being prosecuted, they 
can go to one agency or another 
in Washington, and get a dispensa- 
tion, and the Department of Justice 
is not going to prosecute anybody 
who has a certificate of absoiution 
from OPM or SPAB. 

PROFESSOR: So far as the pro- 
gram of trust breaking is con- 
cerned, there is nothing new about 
that. Have we done much in that 
line since 1890, when we passed the 
Sherman Anti-trust Law? 

PROFESSOR: No, not since the 
trust-busting during Theodore 
Roosevelt’s administration. 

PROFESSOR: This is a situation 
in which the government is actu- 
ally going to act. In the handling 
of some of the basic metals there 
is going to be one corporation, 1 
think, which will handle all of the 
copper, and from which everyone 
who wants copper must get it. I 
think there will be one copper dis- 
tribution agency in the United 
States, and it will be either a gov- 
ernment corporation or a private 
corporation with a board appointed 
by the government. I believe that 
corporation will be announced soon. 


Inflation Probabilities 


PROFESSOR: What about the 
inevitability of terrific inflation, no 
matter what the government does? 

PROFESSOR: Do you think it is 
inevitable we should have the same 
kind of inflation that we had after 
World War I? 

PROFESSOR: I do not know that 
it will be the same kind. 

PROFESSOR: Don’t you think we 
have better machinery for control- 
ling this condition than before, that 
there is more of an idea of paying 
as we go as far as we can? 

PROFESSOR: I think there is a 
difference of opinion on it. 

PROFESSOR: I think this idea 
that it is inevitable is capable of 
being misunderstood. 

PROFESSOR: I mean inevitable 
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as far as what we will do about it 
is concerned. 

PROFESSOR: It is not inevitable 
economically. 

PROFESSOR: Economists could 
work out some plan to prevent de- 
pression. 

PROFESSOR: It would mean tak- 
ing money away from people. 

PROFESSOR: And perhaps keep- 
ing wages down. 

PRO? ESSOR: You simply have 
to take money away from people, 
if you want to avoid inflation. 

PROFESSOR: Can’t you force 
people who have wages to lend to 
the government, which would tend 
to counteract inflation? 

PROFESSOR: That might have 
some little effect. It might prevent 
ne and afford other benefits 
also. 

PROFESSOR: If you are going 
to shift one-third of the resources 
to military production, and have 
the same decreased in the amount 
of consumers’ goods, then you can 
either leave them the same income 
they have, and they find there isn’t 
as much to buy, and spend all their 
money by buying less, or you must 
reduce the amount of money they 
can spend, unless you take the 
money away from them and give 
them a tax receipt. 

PROFESSOR: You mean, pay 
taxes for next year? 

PROFESSOR: No, I mean simply 
straight taxation. That is the sim- 
plest way. Another way is to get 
them to volunteer to surrender 
their money in return for a receipt, 
which is not a tax receipt, but 
which calls for repayment at some 
later time; or you can put some 
pressure on them. My idea is a 
combination of all three methods 
will be used, that the voluntary 
contributions aren’t going to be so 
great, and you will hear about 
turning on the heat. 

PROFESSOR: I would be willing 
to say that in terms of our ex- 
perience in the last year, and with 
the enormous machinery, we are 
not going to have the same sort of 
inflation as in the last World War. 

PROFESSOR: You mean up sev- 
enty-five to one hundred per cent? 

PROFESSOR: Yes, and I think 
the situation now is very much 
better controlled, and that it is 
likely to remain under control. You 
can’t take out of your national 
income one-third without its re- 
sulting in a certain inflation. But 
you can keep trade within some 
modest dimensions, and I think 
there is a temper on the part of 
politicians to do that. 


Higher Prices and Higher Wages 


PROFESSOR: Along with the 
rise in prices, there are many forces 
that work to produce higher wage 
levels, and put blocks under them, 
so they will never be flexible except 
in an upward direction. That will 
present a difficulty. This National 
Resources Planning Board says in 
the reconstruction after the war 
there must be no sacrifice of what- 
ever wage standards have been set. 
The forces at work are making high 
wage standards, and then sitting 
down with the expectation they will 
not be reduced. 
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PROFESSOR: I do not think 
wages are too high, and I doubt if 
they are going to be too high, and 
if the reconstruction period calls 
for any further deflation in the 
Standard of living it has already 
developed by inflation, then you are 
going to have a serious social sit- 
uation on your hands after the 
Defense period is over. 

PROFESSOR: Price control is 
going to depend very largely on 
wage control, and I think the 
efforts at price control are going 
to be a failure, because that in- 
volves wage control, and that would 
be unpopular. 

PROFESSOR: There is an in- 
creasing reliance by all business 
and everyone else to put on gov- 
ernment itself the task of solving 
all problems, to raise the income, 
allocate the income, spend the in- 
come, regulate the affairs, and 
practically do everything. That 
sort of thing is inevitable. 


The Reconstruction Problem 


PROFESSOR: The problem for 
the future is one of reconstruction. 
What we are going to do about 
these things if and when Defense 
subsides, and Defense subsidies sub- 
side. Does it mean that after it is 
all over, we shall have something 
on our hands that we would not 
know what to do with at all? 

PROFESSOR: I do not think we 
will ever go back to where we were. 

PROFESSOR: I am afraid we 
won’t, but would like to think we 
would. 

PROFESSOR: Mr. Fuller said last 
night that he had great. faith that 
we should be able to go back to the 
system of free enterprise. 

PROFESSOR: These _ twenty- 
seven million people you have in 
the program; you do not mean they 
will be tossed out in the street? 

PROFESSOR: We will have to 
restore to domestic economy 
twenty-five million to twenty-seven 
million people. It would be suicide 
for any government ever to do 
anything like that. 

PROFESSOR: But that is the 
task of reconstruction, how to 
maintain a high national income, 
how to prevent wholesale unem- 
ployment, fifteen million, twenty 
million, twenty-five million people, 
over a period of time while the 
whole economic system is being 
fixed to carry on civilian life that 
will support a one hundred billion 
dollar national income. 

PROFESSOR: It seems to me 
there is no reason why we should 
take a defeatist attitude in respect 
to that, and certainly, in the first 
place, business itself can to a con- 
Siderable extent assist in making 
that adjustment if and when the 
emergency is over, by a system of 
cooperation which will prevent a 
certain amount of unemployment. 

PROFESSOR: What do_- you 
mean? 

PROFESSOR: I mean, take steps 
to carry on so as to keep up pro- 
duction and maintain jobs which 
would keep down inflation. 

PROFESSOR: You mean, pay the 
peak of war wages? 

PROFESSOR: No, I don’t think 
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you will necessarily have to keep 
up all wages. I do not quite agree 
with the pronouncement of the Na- 
tional Resources Board that we will 
never be able to adjust wages. I 
think we will have to. 

PROFESSOR: The strain of the 
demobilization of, say, one-third 
of the economic system is far 
greater than the strain of building 
the military program in the first 
place. 

PROFESSOR: I think the strains 
on government are going to be 
greater, and in some ways on busi- 
ness greater, and I am sure the 
strains on Democratic institutions 
are greater in the reducing period 
than in the expansion period. 

PROFESSOR: If and when the 
emergency is over, everybody wants 
to go back to his own individual 
job. 

Demobilized Defense Workers 


PROFESSOR: Yes, and many of 
them will not be there. You have 
twenty-seven million people hooked 
up somehow in the Defense pro- 
gram. That has been done by gov- 
ernment, and when these peorle 
are demobilized they must be de- 
mobilized into jobs in private 
industry. I think the position of 
the whole country will be that it is 
the responsibility of the govern- 
ment to see that they have a live- 
lihood, and the continuance of 
more of the same kind of govern- 
ment ownership and operation that 
we are getting at the present time, 
which I think is one of the worst 
wavs to take care of it. 

PROFESSOR: We got off very 
well after the last war, because we 
did have a tremendous increase in 
production and industry, compara- 
tivelv, but isn’t it fair to look for- 
ward to an expansion of the build- 
ing industry? 

PROFESSOR: If civilian con- 
sumption is restricted during the 
war, there will undoubtedly be a 
considerable building up of con- 
sumers’ homes, which will halt us 
for a while in making readjust- 
ment. We have the mechanical re- 
adjustment from one economy to 
another. In England there was a 
big backlog of consumers’ demands. 
People had to postpone their pur- 
chases, so it was saved more by 
that unused consumers’ demand 
than in the United States. 

PROFESSOR: As a matter of 
fact, we might have an actual boom 
following the war, but we would 
still have the problem of recon- 
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struction, in my opinion, a program 
of readjustment. To make that re- 
adjustment will be relatively easy. 
It will require simply a program of 
cooperation. 

PROFESSOR: What kind of co- 
operation? By agreement? 

PROFESSOR: Yes. 

PROFESSOR: We won’t get any- 
where by agreement. 

PROFESSOR: That is the essence 
of the democratic way of doing 
things. 

PROFESSOR: The democratic 
way is the action of people operat- 
ing on free markets. 

PROFESSOR: You can’t do that 
if you cut off public expenditures, 
and throw twenty-seven million 
people out of work. 

PROFESSOR: No one is going to 
do that. But I would suggest that 
in the course of the war the type of 
restriction or control will be magni- 
fied many times, which, in turn, 
will make free enterprise practi- 
cally impossible. In consequence, 
my formula is that everybody 
should be thinking about that, and 
exercise every kind of political and 
other types of force to ease restric- 
tions, so that free enterprise may 
prevail; otherwise, there is no an- 


swer to it except totalitarianism. 
PROFESSOR: I am interested in 
what we thought we had prior to 
the depression; that is, a system of 
free competitive enterprise. 
PROFESSOR: You look forward 
to a revival of a stronger move- 
ment, then? 
PROFESSOR: Yes. 
PROFESSOR: With the restora- 
tion of basical competitive controls, 
in place of organization? 
PROFESSOR: I would, as fast as 
that could be worked out. I do 
not mean returning to the kind of 
situation we were in in 1929, but 
somewhat of a situation which 
probably we would have to go back 
to the NRA, a system in which you 
would have competitive forces. I 
realize that because of the amount 
of water that has gone under the 
dam, there are certain institutions 
set up which we may never get rid 
of, but I do believe we can set up 
a modified system of free enter- 
prise which will retain many of the 
principles of the early system, while 
eliminating many phases of exces- 
sive government control. 
PROFESSOR: I depend more on 
the restoration of things, through 
competition, and the regulation of 
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the system. I think it depends on 
trade associations and labor unions, 
and I do not think there is a chance 
of its being done. I think there is 
something to be further developed 
through organization in the devel- 
opment of things, which gives you 
an organized kind of regulation, 
rather than independent organiza- 
tion. 

PROFESSOR: All I have to say 
is that there are only two types of 
human organization being economi- 
cally and physically correct, one in 
which the direction of human and 
other resources is controlled by a 
process of rationing, the kind we 
have now for war purposes. The 
other is the type of social order 
based on free enterprise. 

PROFESSOR: Government has 
some part in it? 

PROFESSOR: An enormous job 
in protecting and conserving the 
things the people themselves are 
about ready to throw over. It is a 
terrific job. It can be done, and I 
think the alternative is dictatorship 
and a totalitarian regime, and a 
social order that none of us want. 
It will cost us all a great deal to 
make that adjustment, but it can 
be done. 


Accounting and the Small Business Man 
Ie Prarpose of Movants seul = fo Wake Best Use of aj oe 


F I were in this audience, I 

wouldn’t like the title of this ad- 
dress. I wouldn’t want anybody call- 
ing me a small business man. I don’t 
like it, either. I wish it had been 
accounting for the small business 
man. Then I could say that there 
wasn’t any accounting for him, and 
we could all go home. Or it might 
have been the accounting of the 
small business man, and I could tell 
you what it’s like, as I have seen it. 
It’s not so good. One reason it isn’t 
is that he does it himself, and he 
isn’t apt to be an accountant or 
even a good bookkeeper. And this 
makes possible the title, accounting 
by the small business man. And so 
we might have accounting of, by, 
and for the small business man, just 
as we have and are trying to pre- 
serve government of, by, and for the 
people. I think this is a thought 
worth remembering, because our 
government is essentially demo- 
cratic, and so is the small business 
man. He isn’t any smaller than 
anyone else. He may be a part of a 
tremendous industry, but he oper- 
ates in small independent units, 
and that is the essence of individual 
freedom and the American way of 
life, as we have Known it. 

Much has been said of the relative 
merits of bigness and littleness in 
business, and I don’t pretend to 
know the answer. I am sure that 
neither is a crime in itself, nor is 
either bigness or littleness neces- 
sarily undesirable. In general, large 
organizations can be financially 
powerful and efficient. They can af- 
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ford highly competent guidance, 
and skilled specialization within 
their ranks. The men in these or- 
ganizations may benefit, corre- 
spondingly, but they are more or 
less cogs in a machine, and they 
have a relatively small measure of 


autonomy. The small business man 
is more nearly his own boss, al- 


though every one of you who has 
tried it knows that nobody is inde- 
pendent of his neighbor, his sup- 
pliers, his customers, his employees, 
and his government. For such 
measure of independence and indi- 
vidualism as he has, however, the 
operator of a small business organ- 
ization pays a price. He cannot 
have the skilled specialists nor the 
expert guidance at his command 
which are available in larger organ- 
izations. A skilled buyer who can 
save one per cent of his costs is 
worth $10,000.00 a year if he buys 
a million dollars’ worth of goods, 
but the store owner whose pur- 
chases total $100,000.00 cannot af- 
ford that much skill, ability, and 
training, because it is only worth 
$1,000.00 to him. In fact he can’t 
afford to be as competent, himself, 
as the $10,000.00 purchasing agent, 
unless he can make that much run- 
ning his store. If he can’t do that, 
he might better close the store and 
find a job that will exercise and 
reward his talents. 

The same thing is true of ac- 
counting. Large organizations can 
afford competent controllers and 
staffs of accountants capable of 
serving their interests. Controls 
can be established and competent 
attention can be given to all ele- 
ments of the business because the 
amounts involved are great enough 
to justify the cost of that attention. 
But the comparable elements of a 
smaller enterprise do not warrant 
the same detailed records and con- 
trols, even though they may repre- 
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sent a bigger part of each sales 
dollar than they do in the larger 
organization. 


Difficulties of Small Organization 


These are the typical difficulties 
encountered in operating a small 
organization, particularly in a field 
where competition is met with 
larger companies. They are difficul- 
ties that arise from the very fact 
that the organization is small. To 
be quite frank, we should face the 
possibility that the small business 
unit may be doomed. In many other 
respects we are facing the fact that 
we may not be able to go on in the 
way of life that we have known. 
Certainly business, today, is facing 
and adapting itself to changes at a 
rapid rate. But I see nothing in 
these changes to convince me that 
there is not a place for the small 
business man in the future. The 
enterprise which springs from own- 
ership is something that would be 
sorely missed in the American scene, 
and it is a thing which I believe 
guarantees the survival of the small 
business organizatior. 

But if this is true, then that en- 
terprise must be directed toward 
overcoming the inherent weaknesses 
of small organizations. Businesses, 
large and small, are experiencing, 
today, a tightening and a narrow- 
ing of the possible margin of profits. 
Taxes, wages, costs, and expenses 
are going up, and even if Selling 
prices go up, too, the margin is 
shrinking. Not onlv is this true 
today, but it will be even more true 
if that dreaded time comes when 
the consumer’s dollar is less plenti- 
ful but our tax bills go merrily on. 
The answer for the manager of a 
business is control and efficiency. 
But there are certain limits to the 
efficiency of small independent or- 
ganizations, and the operator of 
such an organization must minimize 
these limitations if he is to survive. 


A part of this difficulty is met by 
trade associations such as your own. 
You benefit by one another’s expe- 
rience; you learn, through your as- 
sociation, how to buy and sell; and 
you obtain, here, a picture of typi- 
cal accounts of organizations similar 
to your own, so that you may make 
comparisons and note wherein you 
deviate from the normal. All this is 
splendid, but it does not furnish a 
substitute for accounting within 
your organization. Nobody is going 
to do that for you, and there is no 
substitute for it. 


Purposes of Accounting 


In approaching the problem of 
accounting as it affects small busi- 
ness organizations, and, more par- 
ticularly, retail stores, I am im- 
pressed by the fact that the func- 
tions and purposes of accounting 
are no different than they are for 
larger organizations. This is a very 
convenient thought for me, because 
I am an accountant, not a retailer, 
and I could get myself into ex- 
tremely hot water by trying to tell 
you how to run a stationery store. 
I am, therefore, going to talk about 
accounting, not retailing or the sta- 
tionery business. There will be in 
the background of what I say, how- 


ever, the thought that it is being 
applied to small organizations pri- 
marily engaged in buying and sell- 
ing numerous and diverse items, 
large and small, with occasional 
ventures into such fields as job 
printing, and consignment or com- 
mission sales. 

First of all it is necessary that 
you decide what you want your ac- 
counting for, if, indeed, you want it 
at all. Possibly you think you don’t. 
I have heard many people dispose 
of the entire matter with the com- 
ment that you can’t make money 
keeping books. It might be an im- 
pressive answer, to such people, to 
point to the great development. of 
accounting as a service function in 
business, and to the time and money 
devoted to it in organizations so 
large and profitable that it must be 
presumed that they know what they 
are doing. But that isn’t a very good 
answer. In fact, there is no answer 
at all to the statement that you 
can’t make money keeping books. 
Of course you can’t, unless you are 
a bookkeeper and get paid for it. 
Neither can you make money by 
turning on the lights in your store, 
or by having your clothes pressed, 
but both of those things are pretty 
good ideas. 

Accounting costs money, or, if you 
do it yourself, it takes time; and, as 
Benjamin Franklin said, time is 
money. It would be just as foolish 
to spend your money for accounting 
that you don’t need, as it would be 
to spend it for merchandise that 
you can’t sell, or for excessive insur- 
ance, or for ineffectual advertising, 
or for anything else that didn’t pay 
its way. In fact, one of the things 
that accounting should do for you 
is to help you avoid uneconomical 
costs, and it cannot very well escape 
from the same test which it would 
apply to anything else. Accounting 
must pay its own way, and the first 
thing to be decided is what you 
expect it to do for you. 


Accounting to Avoid Trouble 


In the first place, you need it to 
keep you out of trouble. That is a 
negative reason, but a pretty good 
one. Uncle Sam says that every tax- 
payer must keep such records as 
will disclose his taxable income, and 
if you report on an accrual‘basis or 
on a year other than the calendar 
year, you must keep books. So a 
measure Of bookkeeping is a neces- 
sary cost of doing business, just like 
the rent and taxes. 


Aside from such a legal require- 
ment, however, accounting is an ad- 
junct of a going concern which is 
nearly indispensable. Even if the 
government didn’t require it, you 
would need it to make an honest in- 
come tax return that did justice 
both to your interests and to those 
of the government. With increas- 
ing tax rates, and the imposition of 
excess profits taxes, this is more 
true today than ever before. You 
also need accounting records for 
sales tax returns, personal property 
tax purposes, pay roll taxes, per- 
centage leases, bank and commer- 
cial credit, and any other kind of 
fiscal reporting that you may have 
to provide. All these diverse re- 
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ports are the products of your sys- 
tem of accounts. Some of them, 
such as sales and pay roll tax re- 
turns, deal with just one element 
of the business, and are therefore 
comparatively simple. You need to 
keep a record of certain specific 
information, according to  pre- 
scribed rules, so that you can fill 
in the forms provided. This, in 
itself, is not so difficult. 

But income tax returns and finan- 
cial statements for credit purposes, 
or for stockholders if you are incor- 
porated, involve the twin impossi- 
bilities of stating income for a 
period and financial condition at a 
date. I call these things impossibili- 
ties because neither of them can be 
accomplished with anything ap- 
proaching absolute accuracy. They 
involve a large measure of judgment 
and the use of established conven- 
tions. I like to ouote a statement 
made several years ago by a promi- 
nent accountant, that balance sheets 
and periodic statements of income 
of going concerns would be utterly 
indefensible if they were not utterly 
indispensable. 


Typical Small Store Experience 


Consider for a moment the sim- 
plest kind of a store, for the first 
year of its operation. The owner 
rents space on a three year lease, 
with a concession of no rent for two 
months, and an increasing monthly 
rental for each of the three years. 
He buys store fixtures, and adver- 
tises his opening day. He buys a 
stock of goods and arranges for 
some financing at his local bank. 
He takes out three-year insurance 
policies on his goods and fixtures, 
for which he pays cash. He Sells 
goods, partly on credit, and finds 
that some of his accounts are hard 
to collect. At the end of the year, 
how much money did he make, if 
any, and what is his financial con- 
dition? The government and his 
bank want to know, but these are 
not simple questions. Most people 
understand, if only vaguely, that 
the answer to these questions for 
United States Steel Corporation 
might be a job, but few people real- 
ize that it is a job even for a small, 
simple store. It is a fair job even 
for a peanut stand. 

Yet the answer to these two ques- 
tions is one of the things that is 
demanded of your accounting sys- 
tem. You must furnish the answer 
for income tax purposes. If your 
business has outside investors or 
creditors, you must furnish the an- 
swer for them, but if you own it all 
yourself, and owe nobody anything, 
you can dispense with some of it. 
All this is the function of account- 
ing as a method of financial report- 
ing. You must decide what you 
want and must have, and then pro- 
vide such accounts as will furnish 
it as economically as possible. 

Rather similar to its function as 
a method of financial reporting is 
the function of accounting as a 
means of safeguarding funds. A 
penny saved is a penny earned, 
and while it may seem harsh that 
you must earn your money once to 
get it, and again to keep it, never- 
theless you must. That pioneer of 
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American business, whose writings 
Should be the bible of every busi- 
ness man, said, “A man may, if he 
knows not how to save as he gets, 
keep his nose to the grindstone.” 


Mistakes Can Be Guarded Against 


Money can be lost through honest 
mistakes and carelessness. Bills 
have been paid twice, short quan- 
tities of merchandise have been re- 
ceived, and goods have been sold to 
customers without collecting the 
sales price. As Mae West said in a 
classic line, “It has been done.” 
Accounting records can be devised 
to guard against such mistakes; 
and, although it can never be 
proved that the mistakes would have 
happened if they were prevented, or 
that they did happen if they were 
never discovered, the volume of pos- 
Sibilities can be staggering. 

Dishonest acts and particularly 
employee frauds take a large toll of 
business, and particularly small 
businesses without adequate and 
effective methods of internal check. 
Cash collections across the counter 
are the hardest things in the world 
to control. Such devices as cash 
registers and numbered sales slips 
should never be omitted. Petty cash 
funds are easy to rob if not care- 
fully watched. Pay rolls can be 
padded. Merchandise itself can be 
stolen, and even disbursements by 
check can be raised or duplicated. 
Complete accounting records mini- 
mize all of these possibilities be- 
cause the thief must leave a trail 
behind him which can be followed, 
and the more complete the record 
the more apt he is to slip and be 
apprehended. Even more important, 
the existence of a record is apt to 
deter him from the attempt, par- 
ticularly if the record is subjected 
to current scrutiny and he knows it. 
People are more or less honest in 
varying degrees, but all people are 
more prone to dishonesty if it is 
made easy for them, and less prone 
to it if it is difficult. You owe a duty 
not only to yourself but also to your 
employees to place the minimum of 
temptation in their paths. And it 
should be remembered that the old 
and trusted employee for whom no 
safeguards are deemed necessary 1s, 
proverbially, the one who is found 
to have been robbing his employer 
over a period of years. 

But although accounting as a 
method of financial reporting, and 
as a means of safeguarding funds, 
is important, it is not in these func- 
tions that I expect you to be most 
interested. Stuart Chase once said, 
“Whenever a business becomes too 
big for one brain to handle person- 
ally, accounting takes over the job.” 
Here he was referring to accounting 
as a tool of management. It is an 
extension of the eyes and ears, and 
sometimes of the hands, of those 
who conduct businesses. If you op- 
erate a retail stationery store, you 
can stand at one end of the room, 
watching the customers come and 
go, seeing the merchandise removed 
from the shelves, and hearing the 
bell on the cash register. But you 
cannot see the various gross mar- 
gins, the accruing costs and ex- 
penses, the balance of the sales and 


the stock, the variations in turn- 
over of classes of goods, and the ab- 
sence of business lost because it was 
never obtained. You can only see 
these things when you study the 
reports which your accounting rec- 
ords can furnish, and vou can study 
them with benefit to yourself only 
if they contain the information you 
need. 

There are two kinds of work that 
you can do with this tool which ac- 
counting can supply. First you can 
plan, and, second, you can control. 
You can find out from your records 
information that will help you de- 
cide whether or not to do a strictly 
cash business. If your charge sales 
are a small part of your business 
and your collections are slow, you 
might be money ahead if you save 
losses, interest, and bookkeeping 
costs by abolishing them, or you 
might be able to make more money 
by sharing your savings with cus- 
tomers through lower prices for 
cash sales. On the other hand, if 
your customers are organizations 
that like to pay by check, and thei’ 
credit is good, you will better serve 
their interests by extending credit. 
Similarly, you can learn whether or 
not to maintain a delivery service 
or to send out salesmen. The cost of 
these services should be measured 
against the income which they pro- 
duce. You can learn about the na- 
ture and extent and price level of 
your market, and adjust your stock 
of goods to meet the needs of that 
market. And most important of all, 
you can budget your business into a 
coherent, workable plan that will 
yield a profit. Budget planning em- 
braces all the elements of a busi- 
ness, and can best be understood as 
a means of bringing them into har- 
mony with each other. You have an 
obtainable volume of business of an 
ascertainable character; it can yield 
a certain margin of gross profit; 
this profit must pay your expenses, 
and they must be controlled so as to 
come within it. If you know what 
you can do, you have already taken 
the first step toward accomplishing 
it. The next step is to control your 
business so that it conforms to your 
plan, by watching and correcting 
the deviations from that plan. 


Inventory Accounting 


The basis of your merchandising 
information is in your general ac- 
counting records of sales and cost 
of goods sold. In order to know the 
cost of what you have sold, you 
need periodic inventories. They 
Should be stated at cost so that 
when you add your inventory, at the 
beginning of any period, to your 
purchases, and subtract the inven- 
tory at the end, the result is the 
cost of what you have sold. This 
figure compared with your sales, 
gives you your average gross mar- 
gin or profit. But this in itself is 
not very helpful in managing your 
business unless you deal in a very 
restricted line of goods of a similar 
character. If you are both a general 
and commercial stationer with a 
printing shop and a line of furni- 
ture and steel equipment, it is nec- 
essary to keep separate records for 
each of these departments if you 
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are to make full use of the resulting 
information in managing your busi- 
ness. 

To a considerable extent you op- 
erate on a margin of profit in these 
various lines which is set by your 
suppliers, and there is little you can 
do about it. But it is important to 
see that you are realizing the full 
extent of the margin that is pos- 
sible. Shortages received, or dam- 
aged goods, or reductions in your 
selling price, or the theft of mer- 
chandise from your store, can re- 
duce your actual realized margin 
below the margin you expect to get, 
and can make all the difference be- 
tween profit or loss. You cannot see 
where this occurs when you look at 
an average gross profit figure, but 
you can see it when you look at de- 
partmentalized reports of sales and 
cost of sales. 


Typical Net Profit 


As you probably know much bet- 
ter than I do, a retail stationer typi- 
cally realizes about two and a half 
cents as net profit out of every dol- 
lar of sales. This is a pretty narrow 
margin, and the difference between 
success and failure is in that two 
and a half cents. When you look at 
a mark-up or purchase discount, as 
you care to describe it, of from 
thirty-five per cent to fifty per cent, 
depending on the class of goods, a 
variance of two and one-half per 
cent seems like rather small pota- 
toes. Yet this is the margin you 
have to maintain. It requires pretty 
careful watchfulness, based on ac- 
curate information, to keep that 
narrow margin from disappearing 
altogether. 

I remember when I moved out 
into the suburbs, years ago, some- 
body gave me a book entitled “The 
Practical Book of Outdoor Flowers.” 
I had visualized roses growing over 
the trellis, and petunias in little 
rows at the edge of things, and so I 
read the book with interest. Much 
emphasis was laid on the impor- 
tance of the soil, and then I came 
to this startling sentence: “It is 
estimated that, of the substance of 
plants, ninety-eight per cent comes 
from air, and two per cent from 
soil.” My job as an amateur gar- 
dener was in the soil, and yet that 
furnished only two per cent of my 
plants’ substance. There is an amaz- 
ing similarity between that figure 
and the net profit which you can 
typically expect to realize on your 
sales. Neither the gardener nor the 
stationer have much of a margin to 
work on, but success or failure for 
both is in that margin, what there 
is of it. 


Volume Not Always Profitable 


There is a great temptation for 
any business man to say that what 
he needs is volume. If only he had 
more volume, he would be all right. 
To a limited extent that is true. 
Even a poorly run business may 
show some profit if it has enough 
volume. You can keep water in a 
sieve if you pour it in fast enough. 
But more volume is not the answer 
to most troubles. Rather, the an- 
swer lies in doing the available busi- 
ness in an economical and efficient 
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manner, and the first requisite for 
this is information about that busi- 
ness. 

On the other hand, it is impor- 
tant that you obtain as much of the 
potential business in the area you 
serve, aS possible. Here again the 
first requisite is records, and, again, 
total or average records are of little 
use. You need detailed accounts of 
sales of certain items, and sales to 
certain customers. Those items 
which your customers will buy 
Should be the ones that you have to 
offer, not a substitute which may be 
as good but which the customers 
don’t want. General average rec- 
ords of sales or purchases won’t 
show you this, but detailed records 
will. Conversely records of what 
your principal customers buy will 
also indicate what, if anything, they 
probably use but don’t buy from 
you. Both of these kinds of infor- 
mation are samples of the sort of 
tools which accounting can place 
in the hands of management, and 
which can be used to make a busi- 
ness successful. The information is 
all there in nearly everybody’s rec- 
ords, but it is of little use unless it 
is classified in sufficient detail to 
show more than general averages 
and totals. By using it, you can 
buy intelligently for your customers, 
you can sell them what you have, 
and you can increase volume and 
turnover. 

And in this connection, it is 
amazing what a close correlation 
there is between profit and rate of 
turnover. If you know the rate of 
turnover of any business concern, 
and you know the typical ratios in 
its industry, you can make a very 
dependable guess as to the rate of 
net profit being realized. The rea- 
son for this is obvious when we stop 
to think about it. Low rates of 
turnover result from slow moving 
stock, which proves that there are 
goods on hand which the custom- 
ers don’t want. That means loss of 
business. When you carry the goods 
your customers do want, those goods 
will turn over more rapidly, your 
customers will come to you more 
frequently, your volume will in- 
crease, and so will your profits. 


What Accounting Won’t Do 


As I say this, even though I know 
from years of observation, that it is 
true, it sounds almost too pat and 
simple. In a sense it is. One thing 
frequently said about accountants 
is that they are conservative to the 
point of fearing their own shadows, 
and some of this conservatism is 
going to come out in me now. I 
have been ballyhooing the useful- 
ness of records, but now I am going 
to warn you about their limitations. 
As you salesmen know, that is bad 
business, but I can’t help it. Ac- 
countants are like that. I have said 
that accounting will give you in- 
formation that will help you make 
decisions. But, in the first place, 
don’t let me sell you on records to 
the extent of believing that they 
can run your business for you. They 
are no good at all unless you will 
study them and will act on what 
they tell you. And in the second 
place, this information is only one 
sngredient in the forming of your 


judgments and decisions, and it 
needs interpreting. It must not be 
used unquestioningly. Budgets may 
become strait jackets in which live 
businesses are strangled unless the 
budget comparisons are used 
thoughtfully. Beware of what your 
records seem to tell you. Statistics 
have been known to bite the hand 
that writes them. 

You will find, from time to time, 
that certain lines or specific sales 





PURPOSES OF ACCOUNTING 


In approaching the problem of 
accounting as it affects small busi- 
ness organizations, and, more par- 
ticularly, retail stores, I am im- 
pressed by the fact that the func- 
tions and purposes of accounting 
are no different than they are for 
larger organizations. This is a very 
convenient thought for me, because 
I am an accountant, not a retailer, 
and I could get myself into ex- 
tremely hot water by trying to tell 
you how to run a stationery store. 
I am, therefore, going to talk about 
accounting, not retailing or the sta- 
tionery business. There will be in 
the background of what I say, how- 
ever, the thought that it is being 
applied to small organizations pri- 
marily engaged in buying and sell- 
ing numerous and diverse items, 
large and small, with occasional 
ventures into such fields as job 
printing, and consignment or com- 
mission sales. 





yield you a small gross margin. If, 
for instance, your expenses average 
thirty-five per cent of your sales 
dollar, then any sale that yields 
less than thirty-five per cent in 
gross profit is not paying for its 
proportionate share of the expenses. 
If you have a beautiful set of reports 
on classes of sales and their cost, 
with overhead added, these low 
margin sales will look as though 
they were losing you money. But 
unless they involve an increase in 
expenses, greater than the gross 
profit, they didn’t lose any money, 
no matter what the record shows. 
The point about applying general 
expenses against classes of business, 
is that it shows how much of a con- 
tribution to exnenses each sale or 
class of sales makes. But a Sale 
that involves no specific out-of- 
pocket expenses, is profitable if it 
contributes anything toward paying 
the costs of doing business. The 
mistake to be avoided is that of re- 
fusing business which adds to net 
profit, because it pays less than the 
average. Typical of such business 
are commission sales which involve 
no investment and which sometimes 
do not even necessitate bringing the 
goods into the store. It would be 
better to assign no expense to this 
class of business than to be misled 
into thinking it is not profitable. 


Small Profit Acceptable 


Several years ago I found myself 
in the middle of an argument be- 
tween the cost accountant and the 
purchasing agent of a manufactur- 
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ing concern. Of course the account- 
ant was wrong. The company had 
bought a carload of brass wire, and 
had it shipped direct to a customer. 
They charged the customer more 
than the cost of the wire, but the 
accountant said that the deal re- 
sulted in a loss because the wire 
had to carry its share of handling 
and office costs. The purchasing 
agent couldn’t see how the company 
could lose money by taking in more 
dollars than it spent, and of course 
it didn’t. This was a case of a 
skilled accountant who failed to see 
beyond the end of his pencil. You 
retailers who do your own account- 
ing and interpreting of accounts 
are not apt to make that mistake, 
and the common sense that will 
save you from it is one of the rea- 
sons why you will survive. But you 
should make the fullest possible use 
of accounting technique without 
substituting it for your common 
sense. 

This question of overhead distri- 
bution and interpretation of reports 
is a hard one, and applies very 
definitely to small businesses as 
well as large ones. Of course, it is 
not enough that you make a gross 
profit on each article sold; you must 
make enugh gross profit in total to 
cover your expenses. Otherwise you 
will discover the paradox that you 
can lose money making profits. But 
there is another paradox which is 
just as true: you can make money 
by selling at losses, if you figure the 
loss by including a share of over- 
head. The best rule I can suggest 
is: never discard a piece of business 
if it has a profit in it, however 
small, but remember that some- 
thing has to carry the expenses, 
and try to build up the kind of 
business that will. In other words, 
balance your total business against 
your scale of expenses. 

So far I have talked mostly about 
the merchandising end of the busi- 
ness rather than the expenses. That 
is all right, but, in a sense, it is just 
backward. I might with equal or 
greater force, suggest that you con- 
trol your expenses to come within 
the gross margin which you have. 
Most of us would rather build up 
our income to meet our expenses 
than cut our scale of living to fit 
our income, but that is not always 
possible. Of course both things are 
necessary, and the job of manage- 
ment is, I repeat, one of balancing 
the scale of costs and expenses, and 
the revenue from sales, so that the 
best possible results are obtained. 
But we can’t look both ways at once, 
and certainly no one can talk about 
two things at once, unless he is a 
ventriloquist. I forgot to bring my 
dummy, so we will now assume that 
gross margin is fixed, and wonder 
what to do about expenses. 


There is a formula for this that 
is almost magic in its simplicity. 
Keep adequate accounting records 
which will show the total of each 
class of expense. Prepare state- 
ments showing profit and loss, sep- 
arately by departments, if you have 
departments. Compare your state- 
ments with the typical statements 
which your association furnishes 
you, and then work on those ex- 
penses which are higher than they 
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Should be. It is as simple as that. 
The hard part of the job may be to 
bring the offending item of expense 
into line, but it is not at all hard to 
know where to work. 


Ratio of Expenses to Sales 


Apparently total expenses in the 
retail stationery business should be 
less than forty per cent of net sales. 
Salaries including officers or pro- 
prietors should be kept under twen- 
ty-five per cent. If four cents out 
of every sales dollar goes for rent, 
you are not getting your money’s 
worth for the space, and if two 
cents goes for advertising, the ad- 
vertising is not paying its way. And 
you should, after proper manage- 
ment salaries, realize a return on 
your investment, at least better 
than current interest rates, and 
probably close to ten per cent. There 
are, no doubt, exceptions to these 
generalities, but if there is a good 
reason for deviating in an indi- 
vidual case, it is well to know it. 
Generally, the typical figures in the 
industry are good guides to your 
management, and all you need, in 
order to use them, are dependable 
and comparable figures of your 
own. 


I have now made, I hope, some- 
thing of a case for accounting sys- 
tems that will enable you to report 
to stockholders, creditors, and the 
government, that will safeguard 
your funds, and that will aid you in 
successful management. Every busi- 
ness can have such an account- 
ing system, and I am tempted to 
paraphrase the statement about 
marriage that it is a great institu- 
tion and no family should be with- 
out it. With a little knowledge of 
bookkeeping, and with all of its 
purposes in mind, almost anybody 
could install a system for you that 
would do the job. 


Such a system would include a 
complete double entry set of books 
with sales records, voucher regis- 
ters, cash receipts and check reg- 
isters, and general, expense, and 
customers’ ledgers. Sales and cost 
of sales will be classified by depart- 
ments. Expenses will be detailed 
and allocated to departments in so 
far as they apply, and others will 


be treated as general. Subsidiary 
records of quantities of principal 
items of merchandise will be kept, 
as well as analyses of sales to prin- 
cipal customers. Purchases will be 
authorized by the proprietor, and 
incoming merchandise will be 
checked against purchase authori- 
zations and invoices. Cash register 
tapes will be checked against bank 
deposits, and all cash receipts will 
be deposited daily. A petty cash 
fund will be maintained and kept 
in balance. All sales will be re- 
corded on duplicate numbered slips, 
and all numbers will be accounted 
for. All disbursements will be made 
by check properly supported by 
vouchers. 


Accounting Costs as Well as 
Saves 


This is a brief sketch of a system 
of record keeping and _ internal 
check designed to furnish financial 
statements, safeguard funds, and 
assist management. It will require 
a pretty fair bookkeeper, and will 
cost some money to maintain. Pos- 
sibly it will cost too much. This 
depends on how big an organization 
you have, and how departmental- 
ized it is. If the system does cost 
too much, it will have to be pruned 
here and there, to simplify it, and 
reduce the cost of its operation. 
You can abandon double entry 
bookkeeping, and you can dispense 
with some of the analyses of sales 
and costs and expenses which I 
have recommended. When you start 
to do this, however, you are apt to 
begin adding back the things you 
have cut out, as you find you need 
them. A tvvical situation which we 
frequently find is a patchwork of 
uncoordinated records, beginning 
with a rudimentary system de- 
signed for economy and going on 
to additional memoranda of this 
and that until you have all the in- 
formation available that I have 
been talking about. When this — 
pens, there is generally much dupli- 
cation of work and not much reli- 
ability as to information. It requires 
some courage to undertake a com- 
plete system, but if you decide what 
you want it to do for you, the great- 
est economy of operation will be 


Report of the Necrology 


HE PRIVILEGE of this commit- 

tee is to present the names of 
those who have been called from 
among us during the past year. 

The list will include some who 
have done much to maintain the 
integrity of the industry—some who 
have made personal sacrifice in or- 
der that others might benefit and 
the industry might progress. Some 
have worked untiringly over a long 
period of years to serve industry 
needs. All of them have one by one 
been gathered out of the struggle of 
life into the peace of eternity. 

It is our custom to pause briefly 
at these gatherings and pay a last 
tribute to these friends who have 
completed their earthly steward- 
ship. 


At such a time it is fitting to re- 
member, that while we do not know 
the limitations of our mortal lives, 
we do know there are two opposing 
viewpoints as to the destiny of man 
both based on the question—‘if a 
man die, shall he live again?” 

Some believe in fate and that 
alone. For them all has been fore- 
ordained from the beginning. The 
hand of destiny has written all that 
we are and are to be. Nothing they 
can do will change the course of 
events in their lives. They believe 
we are but vessels of clay on the 
potter’s wheel and the hands of the 
potter make some for honor and 
some for dishonor. Such belief is 
dark and disheartening and we 
turn from this and picture our des- 
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realized if you plan it all as a uni- 
fied whole, and avoid duplication 
and loss of effort by consolidating 
all record keeping in a coherent 
system. 

I can suggest two general prin- 
ciples to help you decide what rec- 
ords to keep. The first is how much 
good they can do for you, and the 
second is how much you can and 
will actually use them. This, as 
well as most of what.I have said, is 
rather general, and I suppose it is 
irritating to have to listen to such 
general statements when you have 
specific problems to be solved. I 
know how that is. Being something 
of a veteran parent, I have gone 
out from numerous lectures on child 
psychology thinking that what I 
heard was all very well, but I still 
didn’t know what to do about 
Junior’s sucking his thumb. 

The fact is that there isn’t much 
that can be said in a talk of this 
kind that isn’t general. Each trade 
and each concern in that trade has 
its specific problems. Your size, your 
location, your market, your lines, 
your own personality, and the sort 
of people you have working for you, 
all are factors in determining the 
sort of accounts and records which 
you should have. Consideration of 
these things will make possible a 
decision as to what records will be 
useful to you, and will repay you 
for the cost of keeping them. In 
other words, no ready-made system 
will fit each and every one of you. 
It must be tailor-made for your ex- 
clusive use if it is to do the best 
possible job for you. 

Modesty forbids my suggesting 
where to look for a tailor. I am 
reminded, however, of a story told 
by Governor Green of this state, 
which is not inappropriate. It seems 
that an itinerant preacher had 
stirred up something of a revival in 
a rural community, and one of the 
local boys, who had not previously 
been aware of his spiritual life, be- 
came eager to make up for lost time. 
In the ecstasy of his new-found 
faith he lifted up his voice in vocif- 
erous prayer. “Oh Lord,” he shout- 
ed, “call on me and use me, Call on 
me and use me, oh Lord. Call on 
me and use me, if only in an ad- 
visory capacity.” 


Committee 


tiny as we are privileged to believe 
it can be if we but have faith in a 
Divine Creator who has said, “I go 
to prepare a place for you. If it 
were not so I would have told you.” 

With such faith you can choose 
your way of life and make yourself 
in a large measure what you will. 
Our destiny is woven from countless 
threads each of our own selection. 
The world was made for us. It is 
ours to command. We too shall pass 
on some time, but we view that in 
the future and in the mean time it 
is up to us; happiness or misery, 
success or failure, they are ours for 
the taking. 

Because of the limitations of the 
human mind we are incapable of 
grasping all things involved in life. 
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There are factors we do not under- 
stand that we must simply accept. 

One thing however, is sure and 
true and we can all understand 
that we have some measure of our 
destiny in our own hands. 

It is within our power to 
strengthen the good gifts we have 
been given and repress the evil 
ones. It is within our power to use 
to the fullest our good fortune and 
to avoid in some measure the blows 
of ill fortune. It is within our power 
day by day to be of service to our 
fellow man. 

Every man has within him that 
which he may call “a better genius.” 
It will speak to us often if we but 
permit it. It is our best, and truest, 
and wisest friend and counselor. 

I care not by what name you call 
this quiet voice, it exists in all of 
us just as definitely as our reason, 
our will and our memory. 

Today as we Call to mind the per- 
sonality and character of those 
whose names we present, we may 
be assured they have profited by 
that philosophy of life which offers 
hope and reward. We will know 
they have recognized this industry 
had its claim on them for we know 
they have contributed their part to 
the satisfaction of that claim by 
their service to the industry. 

We shall miss them from among 
us. We shall appreciate what their 
friendship, their counsel, their in- 
spiration and their loyalty have 
meant to us, and we shall ever pay 
reverent tribute to their memories 
which continue to live with us. 

In such a record as this we would 
not fail to recognize the particular 
hardship of those nearest and dear- 
est to these friends who have passed 
from our midst and we extend to 
the bereaved families our most sin- 
cere and heartfelt sympathy in 
their great personal loss. Their 
grief is in a measure ours. 

At this time will those present 
please rise as we read te the assem- 
bly “The 1941 Honor Roll” of the 
National Stationers Association? 


As chairman 


Geo. S. Anderson, M. L. Bath Com- 
pany, Shreveport, La. 

H. B. Arnold, H. B. Arnold Com- 
pany, Saginaw, Mich. 

Arthur D. Armstrong, Eagle Pencil 
Company, Chicago, Il. 

Ralph S. Bauer, Lynn, Mass. 

Charles Evans Blake, Los Angeles 
Stamp & Stationery Company, 
Los Angeles, Calif. 

George W. Brainerd, American Pad 
& Paper Company, Holyoke, Mass. 

Garner Bramwood, The Bramwood 
Press, Indianapolis, Ind. 

Warner R. Buxton, Buxton, Inc., 
Springfield, Mass. 

Herbert A. Consor, Weis Manufac- 
turing Company, Monroe, Mich. 

John D. Coutts, Geo. Alexander & 
Company, Inc., Pittsburgh, Pa. 

A. J. DeMerritt, Sengbusch Self- 
Closing Inkstand Company, Los 
Angeles, Calif. 

John C. Drew, H. & W. B. Drew 
Company, Jacksonville, Fla. 

A. F. Frey, Schwabacher-Frey Com- 
pany, San Francisco, Calif. 

George B. Graff, Geo. B. Graff Com- 
pany, Cambridge, Mass. 

James J. Graham, John W. Graham 
& Company, Spokane, Wash. 

John W. Graham, John W. Graham 
& Company, Spokane, Wash. 

Howard C. Griswold, John P. Mor- 
ton & Company, Louisville, Ky. 

E. C. Harter, The Harter Corpora- 
tion, Sturgis, Mich. 

S. M. Hayes, Underwood Elliott 
Fisher Company, Nashville, Tenn. 

I. N. Heminger, Findlay Printing & 
Supply Company, Findlay, Ohio. 

J. M. Keeling, Art Metal Construc- 
tion Company, Kansas City, Mo. 

L. Kretchmer, Peerless Key-Imperial 
Manufacturing Company, New- 
ark, N. J. 

J. C. Lukens, Yeo & Lukens, Phila- 
delphia, Pa. 

G. F. Lutz, Ryan & Williams, Buf- 
aio, N. Y. 

J. W. Lyon, H. & W. B. Drew Com- 
pany, Jacksonville, Fla. 

Patrick E. McAuliffe, McAuliffe 
Paper Company, Burlington, Vt. 

William McCullouch, Finch & Mc- 
Cullouch, Aurora, Ill. 


of 
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C. H. McGill, Quality Park Envelope 
Company, St. Paul, Minn. 

George Merritt MacWhorter, Un- 
derwood Elliott Fisher Company, 
Washington, D. C. 

J. Carl Marshall, Marshall-Smith, 
Inc., Cleveland, Ohio. 

Hobart W. Martin, OFFICE APPLI- 
ANCES, Chicago, Ill. 

C. F. Meilink, Meilink Steel Safe 
Company, Toledo, Ohio. 

A. Myers, Lowman & Hanford Com- 
pany, Seattle, Wash. 

George Parry, Stewart’s, Inc., In- 
dianapolis, Ind. 

George W. Phillips, Gregg Publish- 
ing Company, New York City. 
Brenton Crane Pomeroy, Byron 
Weston Paper Company, Pitts- 

field, Mass. 

John King Reckford, American 
Lead Pencil Company, Hoboken, 
N. J. 

Fred Richmond, Richmond & 
Backus Company, Detroit, Mich. 
Homer F. Sheets, Victor Safe & 

Equipment Company, Chicago, Il. 

J. C. Simon, Los Angeles Stamp & 
Stationery Company, Los Angeles, 
Calif. 

George T. Smith, Joseph Dixon 
Crucible Company, Jersey City, 
N. J. 

R. S. Stark, Defiance Sales Corpora- 
tion, Wellesley, Mass. 

William E. Stockett, Sr., Stockett- 
Fiske Company, Washington, 
D. C. 

R. L. Thomas, Lucas Bros., Inc., 
Baltimore, Md. 

H. Norman Waddington, Mittag & 
Volger, Inc., Dallas, Texas. 

E. J. Wernig, Skinner & Kennedy 
Stationery Company, St. Louis, 
Mo. 

Walter Wyman, The Carter’s Ink 
Company, Boston, Mass. 

Frank J. Yawman, Yawman and 
Erbe Manufacturing Company. 
Rochester, N. Y. 


Respectfully submitted, 


NECROLOGY COMMITTEE, 
Charles H. Everly, Chairman, 
R. P. Carpenter, 
Herbert Johnson. 


the duties he per- 


the Chicago con- 
vention commit- 
tee, Ralph Mane- 
val of A. W. Faber, 
Inc., contributed 
very largely to the 
success of the 
event. His skill in 
organization and 
management 
stood him in good 
stead in the work 
he directed and 
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formed himself. 
N.S. A. owes him 
and all the sub- 
committee chair- 
men and members 
a great debt of 
gratitude. They 
handled their jobs 
with efficiency 
and dispatch. All 
honor and thanks 
to them. 


Here Endeth the Detailed Report of the Thirty-Sixth Annual 
Convention of the National Stationers Association, Held 
in Chicago, October 6-9, 1941. 
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What the Law Says 
On New Excise Taxes 
(Continued from page 13) 


same in the amended Regulations 
46 covering the manufacturers’ 
excise taxes included in the Reve- 
nue Act of 1941 in regard to arti- 
cles sold by a manufacturer to 
another manufacturer, jobber, or 
dealer for resale; and to sales to 
States or political subdivisions 
thereof and to the United States, 
as well as to exports to possessions 
of the United States. 


Retailers’ Excise Tax 


The wording of the tax on 
jewelry, applying to some products 
sold by the retail stationer is given 
in accompanying columns. 


The last half of the paragraph 
below, from Regulations 51, defines 
the articles not ordinarily re- 
garded as jewelry but which are 
taxable at the rate of 10 per cent 
of the retail price “when made of, 
or ornamented, mounted or fitted 
with, precious metals or imitations 
thereof: 


“Sec. 320.31 Jewelry.—Jewelry in 
general includes articles designed to 
be worn on the person or apparel for 
the purpose of adornment and which 
in accordance with custom or ordinary 
usage are worn So as to be displayed, 
such as rings, chains, brooches, brace- 
lets, cuff buttons, necklaces, earrings, 
beads, ete. The tax is imposed on the 
sale of any of such articles at retail, 
regardless of the substance of which 
made and without reference to their 
utilitarian value or purpose, unless 
for a purpose specifically exempted 
by law. The term ‘jewelry’ ordinarily 
does not include articles designed to 
be carried in the hand or hung over 
the arm, such as canes, bags, and 
Likewise, many things de- 
signed to be carried in the hand or 
worn concealed about the person, such 


purses. 


as vanity cases, mesh bags, cigarette 
cases, eyeglass cases, and pencils, do 
not fall within the category of jewel- 
ry, as defined above, but such articles 
are taxable under this section of the 
Code when made of, or ornamented, 
mounted or fitted with, precious met- 
ais or imitations thereof (see section 
320.33). It is immaterial under the 
Code whether the jewelry is real or 
imitation.” 

Definition of the terms “precious 
metals” and “imitations thereof,” 
with examples of articles subject 
to the tax are given in the first 
paragraph of Section 320.33. 


The next two paragraphs are es- 
pecially important. Note that the 
parts mentioned “are taxable even 
though such fittings serve a utili- 
tarian purpose.” 

To make the law still clearer, 
however, the next paragraph of 
Regulations Section 320.33 cites 
fountain pens among other exam- 


ples, emphasizing the point in 
other words and explaining that 
if the only parts of a fountain pen 
consisting of precious metals are 
essential parts not used for orna- 
mental purposes such a fountain 
pen is not subject to the tax. 
Note, then, that the pen is taxable 
if it is “otherwise mounted or 
fitted with, precious metals or imi- 
tations thereof.” 


Section 320.33 is given below. 

“Sec. 320.33 Articles Made of, or 
Ornamented, Mounted or Fitted With, 
Precious Metals or Imitations There- 
of.—The tax is imposed on the sale at 
retail of any article, as distinguished 
from those articles commonly or com- 
mercially known as jewelry as de- 
scribed in section 320.31, which are 
made of, or ornamented, mounted or 





THE RETAILERS’ 
EXCISE TAXES 
SEC. 2400. TAX ON JEWELRY, 
ETC. 


“There is hereby imposed upon 
the following articles sold at retail 
a tax equivalent to 10 per centum 
of the price for which so sold: All 
articles commonly or commercially 
known as jewelry, whether real or 
imitation; pearls, precious and semi- 
precious stones, and _ imitations 
thereof; articles made of, or or- 
namented, mounted or fitted with, 
precious metals or imitations there- 
of; watches and clocks and cases 
and movements therefor; gold, gold- 
plated, silver, silver-plated or ster- 
ling flatware or hollow ware; opera 
glasses; lorgnettes; marine glasses; 
field glasses; and binoculars. The 
tax imposed by this section shall 
not apply to any article used for 
religious purposes, to surgical in- 
struments, or to frames or mount- 
ings for spectacles or eyeglasses, 
or to a fountain pen if the only 
parts of the pen which consist of 
precious metals are essential parts 
not used for ornamental purposes.” 





fitted with, precious metals or imita- 
tions thereof. The term ‘precious met- 
als’ ineludes platinum, gold, silver, 
and other metals of similar or greater 
value. The term ‘imitations thereof’ 
includes platings and alloys of such 
metals Any article, for example, 
photograph frames, book ends, ash 
trays, vanity cases, mesh bags, cig- 
arette cases, ete., glassware, china, 
pottery, and like articles, which is or- 
namented with gold, silver, or other 
precious metals or imitations thereof, 
is subject to the tax. 

“Purses, handbags, etc., with frames, 
snaps, catches, buckles, or clips, etce., 
made of, ornamented, mounted or fitted 
with, precious metals or imitations 
thereof are taxable even though such 
fittings serve a utilitarian purpose. 

“Examples of other articles which 
become subject to the tax when or- 
namented, mounted or fitted with, pre- 
cious metals or imitations thereof are 
umbrellas, walking sticks, cigarette 
lighters, shoe buckles, etc. If the only 
parts of a fountain pen which con- 


71 


sist of precious metals are essential 
parts not used for ornamental pur- 
poses, such a fountain pen is not sub- 
ject to the tax. However, if a foun- 
tain pen is otherwise ornamented, 
mounted or fitted with, precious met- 
als or imitations thereof, it will be 
subject to tax when sold by the re- 
tailer.” 


Informal Ruling on Fountain Pens 


It appears that informal rulings 
have been issued by the Bureau of 
Internal Revenue at Washington 
to the effect that the clip, lever, 
and point of a fountain pen are 
essential parts thereof not used 
primarily for ornamental pur- 
poses and that where only these 
parts consist of precious metals 
or imitations thereof the pen is 
not subject to tax. 

There is a possibility that the 
band of gold or other precious 
metal or alloy or plating thereof 
may be brought under the essen- 
tial parts classification, where it 
can be established that this is es- 
sential for reinforcement of the 
cap outside of the threaded open- 
ing. Nothing appears in the act 
or regulations which would re- 
quire the bureau to favor the in- 
dustry in this respect, since the 
act reads “essential parts not used 
for ornamental purposes.” (Italics 
ours.) It is hoped, however, that 
a rule of reasonableness will ulti- 
mately prevail in this matter and 
that the informal ruling will rep- 
resent the established policy. 
Every effort is being made to sub- 
mit to the bureau technical in- 
formation in support of the indus- 
try’s side of the question. 

But if the band is not essential 
for reinforcement of the cap as 
above indicated and is primarily 
an ornament the tax will, of 
course, be applicable. 

What is the procedure for filing 
returns? According to Regula- 
tions Section 320.60, each person 
required to report a tax must 
make a return on Form 728A. The 
return must be made in duplicate 
under oath for each calendar 
month and must be verified before 
an officer duly authorized to ad- 
minister oaths. The return, to- 
gether with the tax, must be filed 
with the collector of the district 
in which is located the principal 
place of business of the taxpayer 
on or before the last day of the 
month following that for which it 
is made. 

It is interesting that a return 
must be forwarded to the collector 
for each month whether or not 
any liability has been incurred for 
that month. 











PLANNED SELLING 
Twenty Suggestions fo Station ers for Sncreasing fo 


HEN you call on a customer 

or prospective customer, are 
you equipped to take an order? 
Sounds silly, doesn’t it? Yet there 
are numerous instances when 
many of us call on an account 
without knowing the price we in- 
tend quoting, although we have a 
good idea of what the customer 
wants or needs. 

It is true that a great many 
sales are made on the spur of the 
moment. A certain requirement 
comes up and the customer buys 
without consulting anyone but the 
salesman on the job. This article 
applies more specifically to pros- 
pects concerning whom you have 
certain advance knowledge, at 
least in a general way, of what is 
wanted, or what you may reason- 
ably expect to Sell. 

If you are making a call on a 
man who is fairly sure to buy 
office desks and chairs you should 
have complete catalogue informa- 
tion with prices all worked out in 
advance on the items you expect to 
discuss and sell. You should know 
ahead of time, if possible, whether 
it is to be an outright sale or 
whether there will be a trade-in 
to consider, as these two factors 
affect the prices you will quote, 
Since it is generally conceded that 
a lower price will be quoted for an 
outright sale than on an exchange. 

In, this connection, we usually 
try to take in used equipment on 
a basis that will permit re-sale at 
our regular markup. Generally we 
are successful in securing used 
equipment at a price that will 
enable us to make our usual profit. 


The City Salesman’s Advantage 


The salesman who covers a local 
territory, particularly the city 
Salesman, has an advantage over 
the country salesman or the indi- 
vidual who covers a wide terri- 
tory as he can pick up complete 
information at the office before 
making a call. The country sales- 
man must have everything with 
him that might be needed. Other- 
wise he must quote by mail at the 
end of the day, week or trip. This 
is not the most _ satisfactory 


method of selling. In the mean- 
time, some competitor may come 
along who knows just what the 
customer wants, and quite often 
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W allender-Pennington Company, 
Decatur, Iil. 
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he secures the order on the spot. 
No matter how well you “stand” 
with an account, there is always 
a tendency to buy from the man 
on the “job,” as it is much more 
difficult to turn down an indi- 
vidual (regardless of his ability) 
than it is to disregard a mailed 
quotation, no matter how appeal- 
ing the sales story. 

Long experience has shown it is 
difficult to condense sales outfits 
for a line as broad as ours, par- 
ticularly when printing is included 
with stationery supplies and 
equipment. The individual who 
sells the three general lines must 
of necessity carry a wide variety 
of catalogues, samples and price 
lists, to anticipate any need that 
may arise. 

The sales outfit we use for men 
who sell all three lines, namely 
printing, office furniture and sup- 
plies, consists of a large capacity 
11 x 8% zipper type ring binder 
with pockets to accommodate 
11 x 8% catalogues and smaller 
circulars. Price sheets and single 
page illustrations of various lines 
can usually be obtained from the 
manufacturer. We find it neces- 
sary to include the following: 

Price sheets on filing supplies, 
stationery items, ribbons and car- 
bons, storage binders and files, 
staplers and staples, social secur- 
ity forms, and stock forms. 

Separate catalogues include the 
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following: Wood and steel desks, 
files, wood and metal chairs, safes, 
salesbooks, loose leaf, and general 
stationery. 

Printing salesmen usually need 
actual letterhead and envelope 
Samples and a general printing 
price list. 

Since it is practically impossible 
to carry catalogues and price in- 
formation on every need that may 
arise in a day’s work, or in a com- 
plete trip around the territory, 
there is this plan that has been 
successfully used by many sales- 
men—featuring a single item or 
line for a full trip. 


Twenty Sales Ideas 


The following twenty sugges- 
tions illustrate the point. We know 
from experience that the idea 
works. 

1. Feature ribbons and carbons 
one trip and carry actual samples, 
particularly of the various grades 
of typewriter and pencil carbon 
as well as billing carbon. Com- 
plete data as to the ribbons and 
carbons recommended for various 
machines and classes of work are 
invaluable. Such a campaign will 
always result in new and profit- 
able business. 

2. Take along a complete social 
security outfit, either bound or 
loose leaf and talk social security 
to every logical prospect. Invari- 
ably you’ll open up some new ac- 
counts and it is a good time to 
discuss related lines such as pay- 
roll checks, deduction slips, vouch- 
ers, clock cards, etc. 

3. Try demonstrating a new 
stapling machine and talk stand- 
ard as well as special staples for 
office or industrial use. If our 
experience is worth anything, we 
believe you will often sell as many 
staples and machines as you might 
otherwise sell all year. 

4. Another excellent volume 
producer is the flexible post 
binder. A small sample outfit or 
demonstrating unit will create a 
lot of interest and stimulate sales 
for sectional post binders, sheets, 
indexes and related items includ- 
ing special ruled and printed 
forms. 

5. Pressboard storage binders, 
in letter, legal and special sizes 
can be sold in volume and a great 
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many customers will buy if they 
know such items are available. 
Prospects include law firms, loan 
companies, financial institutions, 
government agencies, etc. 

6. Adding machine paper can 
be sold in case lots either fifty 
or 100 rolls to a great many ac- 
counts who normally buy in dozen 
lots. The demand is. growing 
steadily, due to the mass of fig- 
ures required by the federal and 
state governments and there is an 
opportunity to sell adding ma- 
chine ribbons, type cleaner, pads, 
etc. 

7. Paper, second sheets, scratch 
pads, etc., are used by every busi- 
ness firm but unless you go after 
the business it is placed with the 
fellow who is on the job. While 
you are talking second sheets try 
selling a special color for collec- 
tion correspondence, preferably 
pink as this idea appeals to most 
everyone since it quickly identifies 
collection letters. Such copies filed 
with regular white or yellow copies 
flash up at a glance and indicate 
that the account should be inves- 
tigated to find if it is in good 
standing. 


Profit in Pencil Pushing 


8. Pencils, both standard and 
automatic can be sold in large 
quantities to most firms by show- 
ing them there is a saving in half 
gross and gross lots. Otherwise 
many of them will continue to 
buy by the dozen, causing higher 
delivery and handling expense. 

9. Ring books are items in 
which most every individual is 
interested. The new Slide-operat- 
ing binder makes a good demon- 
stration and has many advantages 
over the old ring binder construc- 
tion at only a slight increase in 
price. It is a good time to Sell 
sheets both standard and special 
printed. Executives will be glad 
to learn that they can also buy 
zipper ring binders with the new 
slide operating ring. 

10. If you call on hotels, res- 
taurants, etc., show samples of 
guest checks, punch checks, menu 
paper, menu covers, etc. Most 
every institution is interested in 
new ideas and you can usually sell 
a good menu or menu cover with- 
out the price factor entering in. 
Of course they use social security 
forms, time books, etc., also. 

11. Receipt books, both dupli- 
cate and triplicate are used by 
clothing and dry goods stores, 
doctors, and in fact nearly all 
firms doing a credit or installment 
business. This volume alone is 


quite large in the average terri- 
tory. 

12. Coupon books are used by 
ice companies, oil companies, and 
many other lines of business. 

13. Contact the accounting firms 
in your territory on various stand- 
ard and special forms as well as 





AN EFFECTIVE SALES 
OUTFIT 


The sales outfit we use for men 
who sell all three lines, namely 
printing, office furniture and sup- 
plies, consists of a large capacity 
11 x 84 zipper type ring binder 
with pockets to accommodate 11 
x 814 catalogues and smaller cir- 
culars. Price sheets and _ single 
page illustrations of various lines 
can usually be obtained from the 
manufacturers. We find it neces- 
sary to include the following: 

Price sheets on filing supplies, 
stationery items, ribbons and car- 
bons, storage binders and files, stap- 
lers and staples, social security 
forms and stock forms. 

Separate catalogues include the 
following: Wood and steel desks 
and files, wood and metal chairs, 
safes, salesbooks, loose leaf, and 
general stationery. 





complete systems. Quite often they 
can assist you in selling some of 
their clients on new forms and 
entirely new systems. 

14. Candidates are good buyers 
of printing and advertising nov- 
elties. It is well to spend a few 
weeks each year before the spring 
and fall campaigns soliciting this 
type of business. Their purchases 
include cards for personal use, 
blotters, windshield stickers, ad- 
vertising pencils, book matches, 
etc. 

15. Clasp and special size en- 
velopes can be sold to large users 
of regular envelopes as they often 
have reports and special forms 
that cannot be mailed practically 
in the smaller sizes. This applies 
particularly to firms who have a 
large sales force as well as en- 
gineering organizations, archi- 
tects, etc. 

16. Tags represent another line 
used in volume but a lot of this 
business goes to specialists where- 
as the local firm can make a 
connection that will enable it 
to compete on a profitable basis. 
Good outlets include every firm 
doing much shipping as well as 
laundries, tire dealers, foundries, 
etc. Many products are identified 
by small tags. 

17. Labels are used in every 
office and factory and special de- 
signs can be worked out that will 
often secure the business over the 
toughest competition, as price is 
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not always important when you 
give a customer something more 
attractive. 


Consider Accessories for Office 
Machines 


18. Typewriter accessories, even 
though you do not sell machines, 
can be sold to advantage. These 
include type cleaner, typewriter 
keys, pads, ribbons, carbons, etc. 
It is a good idea to feature port- 
able metal stands at the same 
time, since they are closely re- 
lated. 

19. Try pushing ink for a week 
—writing, numbering machine, 
stamp pad and check writer—and 
you will be surprised at the vol- 
ume. It is a good idea to go after 
stamp pad business and quite 
often you will turn up a prospect 
for numbering machines, auto- 
matic daters, etc. 

20. Engraved stationery appeals 
to most everyone who can afford 
to pay a little more for an attrac- 
tive job. By showing samples and 
featuring combination runs of 
cards, Stationery, etc., you can 
usually create considerable inter- 
est and develop some profitable 
sales. 

We know from experience that 
specialization pays and most of us 
have so many lines to sell that it 
is difficult to cover the field in any 
other manner. 

In addition to the suggestions 
already outlined there are many 
other opportunities for profitably 
increased volume that should not 
be overlooked. The wide-awake 
salesman could probably work out 
a different campaign for every 
week in the year with excellent 
results. 

For example when there is to 
be a convention in your territory, 
you automatically think of pro- 
grams, ribbons, badges, tickets, in- 
vitations, etc. When you read 
about a new incorporation you 
know that stock certificates, cor- 
poration record books, and often 
entire new office equipment wili 
be purchased. When a firm 
changes hands, changes its name, 
new stationery is required. In fact 
when a firm moves, expands, or 
even when they go out of business 
there are opportunities for the 
alert individual to buy or sell 
equipment on a profitable basis. 
“Graduation” in high schools, col- 
leges, etc., means programs, di- 
plomas, personal cards, etc. 

Make it a point to be on the 
ground when things “happen” and 
it won’t be an accident that 
throws the business your way. 








74 





Holiday Kadio Advertising 


ATTRACTS NEW TYPE OF BUSINESS 


HE PROBLEM of how to let the 

public know that the station- 
ery store offers a wide variety of 
medium and low-priced gifts was 
solved in an unusually effective 
way last year by the Kendrick- 
Bellamy Stationery Company, 
Denver, through consistent use of 
radio spot announcements. 

Like most other stationers, the 
Denver firm had, in past years, 
concentrated its Christmas mer- 
chandising efforts primarily on 
regular customers—stenographers, 
business men and other special 
classes. Of course a bid was made 
for the general run of retail gift 
business through batteries of un- 
usually attractive window displays 
and a certain amount of news- 
paper advertising. But, the com- 
pany wasn’t satisfied. The man- 
agement knew it was getting its 
full share of the higher class gift 
business—leather goods, Office 
equipment and so on. Yet, there 
were thousands of people—aver- 
age-income persons who couldn’t 
afford to spend over a dollar or 
two for a single gift—-who had 
never been reached by the store 
Radio Best Means of Publicity 

Having bought a wide variety 
of inexpensive but attractive gifts 
which could be sold anywhere 
from twenty-five cents to a dol- 
lar—in addition to all the usual 
types of more expensive gift mer- 
chandise—the company set out to 
bring these items to general pub- 
lic attention through the medium 
of radio. The campaign had two 
results. First, it created a sub- 
stantial amount of strictly extra 
gift business. Second, it got a lot 
of new people into the store 
people who formerly had felt that 
a high-class stationery store car- 
ried little or nothing they could 
afford to buy. Naturally, this sec- 
ond benefit carried on throughout 
the year. 

Radio was decided on as the 
logical medium for reaching this 
large general gift-buying audience 
because of the fact that consistent 
advertising in this way is possible 
at a relatively low cost. The Den- 
ver firm has always considered 
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newspaper advertising effective. 
But, during the holiday season 
when large department stores and 
other similar organizations are 
using many pages of copy every 
day in the week, it is impossible 
for the average stationer to com- 
pete for attention in this medium. 
Kendrick-Bellamy officials felt, in 
other words, that the newspaper 
space they could afford to use 
every day in the week would be 
“buried” in the mass of full-page 
holiday ads. 

To get full benefits from the 
radio advertising, the Kendrick- 
Bellamy organization launched its 
campaign immediately after 
Thanksgiving, carried through 
with a minimum of two spot an- 
nouncements a day until Decem- 
ber 18. The management decided 
against last-minute advertising of 
this type as having comparatively 
little potential value—in propor- 
tion to potential early returns. 

For the purpose of reaching 
every potential class of gift cus- 
tomer, the company alternated 
this coverage, using some an- 
nouncements early in the morn- 
ing, some in the afternoon and 
some in the evening. In the same 
way, the announcements were 
spread out among all local sta- 
tions—the company again getting 
the attention of a wide variety of 
listening audiences. 

The morning broadcasts—usu- 
ally between nine and ten—were 
designed to attract the attention 
of housewives. The afternoon ones 
were timed to get the attention 
of school children immediately 
after they returned home. And, 
the evening broadcasts were de- 
signed mainly to get the interest 
of men buyers. 


Local Products Featured 


yenerally speaking, each spot 
announcement featured only a 
single class of merchandise. Par- 
ticular emphasis was placed on 


Colorado souvenir goods. For in- 
stance, several spots were devoted 
entirely to promotion of a locally 
made incense taken from Colorado 
pine needles. The idea here was 
to attract attention with unusual 
and distinctive gifts which would 
be particularly suitable for send- 
ing all over the United States. 
Of course there was a local indus- 
try good will tie-up involved here. 


Campaign Proves Profitable 
“It might seem foolish at first 


thought to use valuable radio 
time in the promotion of a 
twenty-cent item such as this pine 
incense,” L. R. (Jack) Kendrick 
observes. “However, we didn’t feel 
that this was the case and results 
seem to back up our judgment. 
We knew that if we could sell the 
average buying public on the idea 
that we carried distinctive gifts 
selling for as little as twenty-five 
or fifty cents, we’d greatly in- 
crease our volume of store traffic. 
That accomplished, we had an op- 
portunity of selling all kinds of 
other gift items. And, at the same 
time we were attracting a new 
class of trade on which we could 
expect to capitalize the whole year 
long.” 

While the bulk of the radio 
advertising was devoted to gift 
selling at a dollar or less, a few 
spots were devoted to goods in the 
medium price ranges. For in- 
stance, this one: ‘“Kendrick-Bel- 
lamy say ‘Merry Christmas,’ and 
suggest making Christmas merry 
for all your folks and friends. 

“In their ten big departments 
overflowing with gifts are new 
fluorescent lamps of daylight bril- 
liance, economical in operation, 
seven-seventy-five to twenty-four 
dollars. Other desk lamps for all 
purposes. 

“Then there’s the Ash-King 
smoking stand at seven-seventy; 
adjustable reading stands or lap 
tables with clamp-on lamps, two- 
ninety-five to four-ninety-five. 

“These are just a few quality 
gifts from the quality store—KEN- 
DRICK-BELLAMY STATIONERY 
COMPANY, 16th at Stout, Denver, 
open until 9 o’clock each evening 
until Christmas.” 





47H YOU want to build a service 

| business, develop a few spe- 
cialty services which aren’t gen- 
erally available and dramatize 
them to the public!” Such is the 
suggestion of L. S. Raymond, pro- 
prietor of The Typewriter Shop, 
Tucson, Ariz. 

Starting his own place of busi- 
ness several years ago—after hav- 
ing spent a good many years in 
the service department of another 
local dealer— Mr. Raymond has 
shown a substantial increase in 
both sales and service every single 
month since he went into busi- 
ness. In 1940, for instance, he 
made a gain of better than thirty 
per cent over 1939. And he traces 
1 good share of this constantly 
zrowing trade to the promotion of 
specialty work in the service de- 
sartment. 

Believing that a successful serv- 
ice department is logically one of 
the most important feeders any 
dealer can have for sales, Mr. 
Raymond built his business with 
this thought in mind. Although 
today he has developed a clientele 
to the point where service leads 
are no longer essential to the cre- 
ation of sales, the Tucson dealer 
still traces a good share of his 
business to this source and at the 
same time makes a very worth- 
while direct profit on the service 
operation. 

Mr. Raymond’s service business 
has been built quite largely 
around two specialty operations— 
the truing of platen surfaces and 
the balancing of keyboards. When 
he entered the field, he found that 
there were a great many type- 
writers in use—even machines 
only a year or two old—which 
were giving paper-feed trouble be- 
cause of depressions in the centers 
of the platens. So he installed a 
lathe and started featuring 4 
platen-truing service. 

Contacting the city’s major 
typewriter users, he demonstrated 
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From the Experience of 


L. S. RAYMOND 


The Typewriter Shop, 


Tucson, Ariz. 


the cause of paper-feed trouble 
with cross-sections of two platens 
—one a new one and the other 
still having a fairly resilient sur- 
face but with a bad depression in 
the center. The demonstration 
gave Mr. Raymond an opportunity 
to inspect a good percentage of 
the machines in the city. And it 
developed that this type of repair 
was needed on an amazing per- 
centage of the equipment. Having 
cured an unusual difficulty of this 
kind for customers, Mr. Raymond 
gained their confidence and in a 
great many cases got all their 
service business. From these serv- 
ice accounts, it was a logical next 
step to the sale of new equipment. 


Balancing Keyboard Touch 


The second specialty operation 
on which the Tucson dealer has 
built a reputation involved the 
balancing of keyboards’ with 
weights to provide for a uniform 
touch on all keys. This service, 
incidentally, has been made a 
standard feature on all overhaul 
jobs where customers have com- 
plained of a lack of uniformity in 
touch. 


The method used is a simple 
one. Mr. Raymond employs a 
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weight that will lift the type bar 
three-quarters of an inch from 
its normal position— usually a 
two-ounce weight. From this base 
operation, he goes on to the rest 
of the keyboard, balancing each 
bar in the same way. 


Good Will Among Typists 


These two operations have been 
particularly productive in building 
a vast amount of good will among 
the stenographers of the city. And 
experience shows that their good 
offices often mean the difference 
between getting a sale and losing 
one. As long as a typewriter pro- 
duces reasonably good copy, the 
“boss” isn’t likely to complain 
about it. Yet, the equipment may 
be giving the stenographer all 
kinds of headaches. Mr. Raymond 
found that when he cured a diffi- 
culty which the stenographer had 
been unable to get taken care of 
elsewhere she almost invariably 
became a loyal supporter. 

“Any typewriter man who will 
make a study of service with the 
view of developing something a 
bit new—at least in his own com- 
munity—is providing himself with 
some mighty valuable sales am- 
munition,” Mr. Raymond points 
out. “Merchandise has become 
standardized today to a point 
where we all have to scratch for 


new ideas. Every standard ma- 
chine on the market is good. We 
all have a few exclusive features 
to talk about—but in themselves 
they aren’t enough. The dealer 
who gets the edge is the one who 
creates confidence in the service 
he can render on the merchandise 
he sells. Furthermore, if you have 
something a little different to 
offer, you can get a hearing in 
many cases where the customer 
has no intention of buying new 
equipment.” 


In days gone by, it used to be said that “The Pen Is Mightier Than the 
Sword.” Today you could paraphrase that and say “The Typewriter Is 
Mightier Than the Tank’’—and you wouldn't be far from right. 

For there could be no tanks without typewriters—no planes, no guns, no 
great steel ships without typewriters. The typewriter was born with Amer- 
Ica’s great industrial age. It was both the product and the producer of 
American inventive genius. 

Without the speed of communication and the recording of idea and 
method and system made possible by the typewriter there could be no great 
industrial arsenal turning out the sinews of war. Mass production—the co- 
ordination of the work of many plants widely located to produce a single 
complicated entity like a Flying Fortress Bomber—would be utterly impos- 
sible if the reams of paper work necessary had to be done by hand.—From 
The Royal Standard, published by the Royal Typewriter Company. 
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REFLECT THE PURCHASER'S BUSINESS 


OD NERN, proprietor of the 

Nern Office Furniture Com- 
pany, Los Angeles, Calif., had the 
pleasure recently of completely 
furnishing the offices in the new 
plant of the Adel Precision Prod- 
ucts Corporation, Burbank, Cali- 
fornia. This company manufac- 
tures precision parts and acces- 
sories for airplanes. 

Mr. Nern’s thought in planning 
the: office furnishings was to make 
the set-up tie in with the char- 
acter and atmosphere of the Adel 
organization. The big word in this 
plant is precision. Items manu- 
factured here are measured to the 
most infinitesimal fraction of an 
inch. The new building on the ten 
acre tract is architecturally de- 
signed to reflect this character. 

The lobby is oval or egg shaped. 
Figures in the terrazzo floor are 
elliptical with the pattern of a 
micrometer in the center. For 
this room davenports were de- 
signed to fit the curvature of the 
wall. These are upholstered in 
top grain blue leather harmoniz- 


A PRECISE ENTRANCE.—The front of the 

factory of The Adel Precision Products 

Corporation, Burbank, Calif., was effec- 

tively designed to indicate the character 
of the firm's business. 


By J. EDWARD TUFFT 
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ing with the ceiling tones. The 
very fact that these davenports 
are precision made, fitting the 
contour of the walls, enforces the 
idea involved. If they were 
straight lined they would perhaps 
be just as practical but would 
represent inaccuracy in place of 
accuracy. Too much furniture in 
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this lobby would also violate the 
idea by introducing an atmos- 
phere of unnecessary surplus. Ob- 
viously accuracy and surplus are 
at variance in principle. 

The president’s office is fur- 
nished in solid walnut, the chairs 
upholstered in calfskin nearly 
natural in tone. The desk is more 
or less massive with panel effects, 
the panels showing accuracy of 
grain in the wood, this grain 
meeting in the center of each 
panel in an exact ninety degree 
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angle. The furniture 
matches the broad single 
slab of the walnut door. 
The minor items of furni- 
ture of course tie in with 
the majors. The lighting 
fixtures also emphasize the 
thought of mechanical pre- 
cision. The whole effect is 
that of subdued modern. 

The general office has two 
long rows of desks with 
broad aisle between, light 
on all sides and fluorescent 
lighting to supplement day- 
light so there are no sha- 
dows any place in the room. 
The accompanying picture 
was purposely taken at the 
close of a day’s work show- 
ing how the desks had been 
shifted slightly here and 
there for specific detail 
work in progress during the 
day. An office in this plant 
is as much a work shop as 
an office and the atmo- 
sphere there is that of 
“getting things done with 
accuracy and_ dispatch.” 
Tables of solid practical na- 
ture alternate with desks 
for obvious reasons. 

“A glance at the design 
and architecture of the 
building both inside and 
outside,” says Mr. Nern, 
“will tell why the furniture 
had to be built or selected 
with such care. We feel we 
have achieved something in 
the way of maintaining and 
even accentuating the at- 
mosphere which is con- 
trolled by the key word, 
‘Precision.’ ”’ 


PRECISION IN FURNISHINGS.— 

Top: Lobby of The Adel Precision 

Products Corporation. Center: 

Executive office, with office fur- 

niture and backgrounds in effi- 

cient harmony. Bottom: The gen- 
eral office. 
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THE AMPCO OFFICES FINISHED.—({Top) The finely-equipped executive offices after the 
Olsen company had completed the six-month-long job. (Lower) The Ampco general office 
after the installation. 





OFFICE APPLIANCES 


AT LEFT.—Offices of Ampco Metal, Inc., 
Milwaukee, Wis., after they had been 
outfitted by the S. J. Olsen Company, 625 
North Second street, Milwaukee. A fea- 
ture of this job was the fact that it re- 
quired six months to complete because of 
the difficulty of securing the desks, chairs, 
files and tables, all of which, except the 
chairs, were manufactured by the Metal 
Office Furniture Company, Grand Rapids, 
Mich., the chairs coming from The Harter 
Corporation, Sturgis, Mich. The Ampco 
organization is working 100 per cent on 
Defense jobs and, at the time the instcalla- 
tion was completed, had built their third 
addition to the Ampco plant. 


GUNLOCKE MAKES HISTORIC 
CHAIR 


What will probably be one of the 
most photographed chairs in the 
Americas, if not the world, was 
recently created by the craftsmen 
of the W. H. Gunlocke Chair Com- 
pany, Wayland, N. Y. 

When President Franklin D. 
Roosevelt returned to Washington 
from his historic Atlantic rendez- 
vous with Prime Minister Winston 
Churchill of Great Britain, he 
himself was greeted by a surprise. 

At his new eight-sided cabinet 
table was a brand new chair... 
a chair from which in the next 
year or sO may well be issued 


Gunlocke Chair Used by President Roose- 
velt During Cabinet Conferences 





statements that will alter the his- 
tory of the world. 

Selected by his associates, the 
chair, which probably from now 
on will serve as a background for 
many newsreel and newspaper 
scenes, is a Gunlocke model No. 
2220, which was sold through the 
W. D. Campbell Company, Wash- 
ington, D. C. 
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db, 32, 32 
BUSINESS BUILDERS 
A Columette Feature 
A practical educator once told 
me this important principle—“DO 
THINGS IN THE FORE-PART OF 
‘TIME ENOUGH’ ”!—this is worth 
your re-reading. 
+. 





x + 
Remember the truism “% of 
Promotion is MOTION” ... so 
get out and Sell! 
* ” ~ 


A great American modern day 
author once wrote an entire ar- 
ticle on the subject “6 times 1 = 
6”. The theme was that one day’s 
effort every now and then did not 
count up—it was the multiplica- 
tion of consistent effort that we 
must strive for to truly register 
SUCCESS. 

* * 7 

The illustrious John D. Rocke- 
feller, Sr., once stated: “Good 
management consists in showing 
average people how to do the 
work of superior people.” 

* a oa 

Good old Charlie P. Garvin uses 
effectively this principle of the 
American stage: “The show must 
go on!” And Col. Charlie is a 
master business showman. 

* * +. 

A pert little advertising publica- 
tion “SELL” that regularly comes 
to my desk from our local news- 
paper bears this important busi- 
ness flash in a recent issue: 

“Yes, advertising is the LAST 
thing a merchant should do. First, 
the store, the merchandise, and 
the sales force should be prepared 
to deliver the selections, the satis- 
factions and the service the ad- 
vertising wraps up. 

” * + 

And this thought put in your 

mental note book too— 

Acquisition . 
is the one universal objective. The 
desire to get, to have, to own is 
the motivating force of life. That’s 
why there’ll always be a market 
for better, finer goods when prop- 
erly dangled before the public’s 
eyes. 

» om * 

And as a Dayton, Ohio, hustler 
once said: “THE EARLY BIRD 
GETS THE YEARN” ...so yearn 


and earn and yearn to earn. 








THE NEW MONTHLY FEATURE 
BY RALPH ORTEL 

From a background of broad 
and successful experience, Ralph 
B. Ortel, treasurer of the Shaw & 
Borden Company, Spokane, Wash., 
will prepare a special column of 
pithy, inspirational and practical 
business ideas, similar in charac- 
ter to the one at the left. The 
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material will be specifically slant- 
ed to the office furniture division 
of the industry, but as the sugges- 
tions will deal with basic prin- 
ciples, “Business Builders” will 
have general application. 


Mr. Ortel’s connection with the 
office outfitting industry dates 
back to January, 1919. After two 
years of intensive sales training 
on the inside, he was placed in 
charge of the Shaw & Borden of- 
fice furniture department. To ex- 
tend his knowledge he spent the 
first part of the summer of 1923 in 
Chicago attending sessions of the 
Chicago School of Filing and In- 
dexing. The remaining summer 
period he took more special train- 
ing at the factory of The Globe- 
Wernicke Co., Cincinnati, Ohio. In 
the following eighteen years he 
added greatly to his fund of knowl- 
edge, the essence of which he will 
give readers in each monthly in- 
stallment of “Business Builders.” 








Ralph B. Ortel 


CLEMCO DESKS AND JOHNSON CHAIRS ON PARADE.—(top) One of several installa- 
tions of Johnson chairs and Clemco office furniture in an executive office of a prominent 
steel company. (Lower) Johnson Chair Company’s chairs installed in the reading room 
of the University of Alabama library, Tuscaloose, Ala. Both the Clemco Desk Manu- 
facturing Company and the Johnson Chair Company are located in Chicago. 
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OFFICE APPLIANCES 




















ABOVE.—This large installation of A-S-E 
dead storage files, manufactured by the 
All-Steel-Equip Company, Aurora, Ill., was 
made recently in the transfer room of the 
Kansas City Power & Light Company, 
Kansas City, Mo. It consists of 440 DS 
files, voucher size; 416 check size; 465 
six-compartment cash stub cases, and 250 
letter cases. The power company reports 
that with the files installed it has been 
possible to increase filing capacity fifty 
percent without utilizing additional floor 
space. 


AT RIGHT.—Chairs manufactured by the 
W. H. Gunlocke Chair Company, Wayland, 
N. Y., were used to put the finishing touch 
to this physician's beautifully-appointed 
waiting room. The object was to dispel the 
gloom which usually is part of a doctor's 
office and, as the picture indicates, was 
properly accomplished. Installation of the 
chairs and other furnishings was done by 
the Columbus Blank Book Manufacturing 
Company, Columbus, Ohio, which supplied 
Gunlocke furniture throughout. 


AT LEFT.—Gould & Eberhardt, Irving- 
ton, N.J., asked the Newark branch of 
The General Fireproofing Company to 
make a study of their filing system 
with the result that this large battery 
of Super-Filers was demonstrated and 
later installed. The photograph shows 
only one battery of several put into 
service for the purchasing company 
by M. R. Bradley and W. D. McRae, 
of GF’s Newark and New York 
branches respectively. 











ABOVE.—Another installation of General Fireproofing’s Super-Filers, 

this time in the offices of the Shelby Salesbook Company, Shelby, 

Ohio. Much endeavor on the part of the Mansfield Typewriter & 

Office Supply Company, GF dealer in Mansfield, Ohio, accompanied 

this job because the dealer was first required to install one file for 

demonstration purposes. But after that Carl S. Fernyak of the Mans- 
field company sold several batteries of the Super-Filers. 
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FINE DESKS MAKE A FINE SETTING.— 
Shown here is one of the offices of the 
Home Insurance Company, Sioux Falls, 
S. D., after it was completely outfitted with 
desks of the Yawman and Erbe Manu- 
facturing Company, Rochester, N. Y. The 
units are the YandE Style-Master Asso- 
ciate desks, finished in the company’s 
Neutra-Tone gray. The installation was 
made by the Brown & Saenger Company, 
Yawman and Erbe agents, Sioux Falls. 
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An unusual installation of Globe-Wernicke 
wood filing cabinets made recently in the 
offices of the Lumbermen’s Credit Associa- 
tion, Chicago, by the Kendrick Furniture 
Company of that city. It includes more 
than 100 wood files in quartered oak finish 
and having the exclusive Tri-Guard feature. 


G-W Tri-Guard steel files installed in the 
offices of the Illinois Tool Works, Chicago, 
by the Marshall-Jackson Company, also of 
Chicago. The installation contains 100 
counter-height cabinets including letter, 
card file and check file cabinets. The 
equipment is finished in seal gray with 
white metal hardware. 











EDITORIAL 


The Articles on New Taxes 

@@ IN the articles starting on page 11 of this 
issue, which were preceded by a discussion in 
these columns of the October number immedi- 
ately after the Revenue Act of 1941 was passed, 
OrricE APPLIANCES has taken the lead in pre- 
senting to the stationery and office equipment 
industry studies of the application of the new tax 
laws. Exhaustive research was made by this 
journal’s staff in Washington and Chicago of 
the major factors in order that a reasonably 
comprehensive understanding might be had by 
its readers as quickly as possible. 

One article covers the entire scope of the new 
Federal tax law, with its various taxes to which 
the companies of the industry are liable. It was 
prepared by an accountant who has specialized 
in the tax and other accounting problems of the 
retail stationer. 

The other deals especially with the new manu- 
facturers’ excise taxes and the retailers’ excise 
taxes definitely applying to certain products pro- 
duced and sold within the industry. This article 
includes much information not covered at the 
recent N. S. A. convention, and is suggestive of 
the phases of these laws upon which the manu- 
facturer, wholesaler, and dealer, should become 
fully informed. 

It is recommended that those in each firm 
concerned with matters pertaining to these taxes 
obtain from the office of the Collector of Internal 
Revenue in their districts, or from the Super- 
intendent of Documents, Washington, D. C., 
copies of the “Revenue Act of 1941” and ‘“Regu- 
lations 51 Relating to the Retailers’ Excise 
Taxes.”’ Cost is ten cents each. Until the new 
regulations covering the manufacturers’ excise 
taxes are available, manufacturers and whole- 
salers of business and store machines (and other 
products covered) will find it helpful to study 
the 1940 edition of “Regulations 46 Relating to 
the Excise Taxes on Sales by the Manufacturer.”’ 


2 + 


OF all debts, men are least willing to pay the taxes. 
What a satire this on Government! —Emerson. 





Greatest N. S. A. Convention 
#¢ THE recent convention of the National Sta- 
tioners Association convention was a high 
tribute to the place of importance which this 
association occupies in the industry. The con- 
vention proved to be the most important in the 
history of the organization in point of record 
attendance and subjects discussed. The coun- 
try was also better represented geographically 
than ever before. Such a large representation of 
dealers meeting with their manufacturers tends 


to bring about greater cooperation between 
dealers and manufacturers. It is inevitable that 
good will come from so many people working 
together to solve the industry’s problems. 
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NO man has ever yet thoroughly mastered the knowl- 
edge of himself. —Goethe. 


-_<- 


"Rebuilt" and "Overhauled"’ Machines 
© WHILE the standards defining “rebuilt” 
and “overhauled” typewriters and other office 
machines have generally been adhered to 
throughout the industry since their adoption in 
the fair trade conference of 1928, the specific 
provisions in these definitions take on a new in- 
terest for the industry in connection with the ap- 
plication of the recently passed manufacturers’ 
excise tax on business and store machines. 

The application occurs in relation to the cov- 
erage of parts of the machines included by the 
tax. As indicated in the article in this issue on 
the new excise taxes, the rebuilder of an office 
machine will be considered a “manufacturer,” 
according to an office of the Bureau of Internal 
Revenue, and will be liable to pay the tax on the 
sale price of the entire machine. He will buy the 
parts tax free from their manufacturers, author- 
ized by an exemption certificate described in the 
article. On repairs requiring parts which he 
may have purchased tax exempt it is likely that 
he will also be required to charge the tax and 
return this to the government. If the parts are 
not purchased tax free the manufacturer from 
whom they are obtained will be liable for the 
tax and the wholesaler or retailer will reimburse 
the manufacturer for this tax and include it in 
his repair price, or bill the tax on the repair 
parts separately, but he will not be required to 
return this to the government. 

The definitions of “rebuilt” and “overhauled”’ 
typewriters were adopted in resolutions passed 
at a fair trade conference held in connection 
with the then National Association of Typewriter 
Dealers in Cleveland on August 22, 1928. A mem- 
ber of the Federal Trade Commission presided 
over the conference. 

In addition to covering typewriters, the reso- 
lutions were later made applicable to adding 
machines, duplicating machines, bookkeeping 
machines, and calculating machines when they 
were approved by the Federal Trade Commission 
on October 31, 1928, as follows: 


“Rule 1. Resolved, that to sell, offer for sale, adver- 
tise, invoice, or otherwise describe typewriters, adding 
machines, duplicating machines, bookkeeping ma- 
chines, or calculating machines, as ‘rebuilt,’ unless such 
machines are rebuilt by having them dismantled, 
cleaned, completely refinished, with new transfers, 
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completely renickeled and assembled, with all imper- 
fect type and defective working parts replaced with 
perfect type and perfect working parts, and then care- 
fully adjusted and brought to the highest standard of 
rebuilding, is declared to be an unfair method of 
competition.” 

“Rule 2. Resolved, that to sell, offer for sale, adver- 
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tise, invoice, or otherwise describe typewriters, adding 
machines, duplicating machines, bookkeeping ma- 
chines, or calculating machines, as ‘overhauled,’ unless 
the same are refinished, with nickel and japan where 
needed, reassembled, with all imperfect parts replaced 
and carefully adjusted, is hereby declared to be an 
unfair trade practice.” 


NERS AND THERE 


FRIENDS HONOR CUSHING ON 
70TH ANNIVERSARY 

Walter F. Cushing, treasurer of 
Adams, Cushing & Foster, Inc., and 
the Moore Pen Company, affiliated 
with the Samuel Ward Manufac 
turing Company, was the guest of 
honor at a luncheon held in Boston 
last month, the occasion being his 
seventieth year in business. 

The event, given by associates 
and employees of the affiliated 
companies, began with a_ brief 
message of congratulation and a 
glowing tribute to Mr. Cushing. 
The guest of honor replied by ex 
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SEVENTY YEARS IN BUSINESS AND 

STILL GOING STRONG.—An informal 

picture of Mr. Cushing taken on the 
grounds of his Summer home. 


pressing his appreciaton of the 
loyalty of those present some of 
whom have been associated with him 
for fifteen, twenty-five and even 
forty years. 

A report of Mr. Cushing's busi 
ness career appeared in the October 


issue. 





RADIO PROGRAM HONORS 

GLOBE-WERNICKE WORKER 

Employees of The Globe-Wer 
nicke Co. gave three cheers last 
month for John Eccles, a tool sharp 
ener in the wood division, who was 
honored on a radio program spon 
sored by a Cincinnati department 


Mr. Eccles was selected as the 


“worker of the day'’ and presented 
with a scroll by the Cincinnati 
Chamber of Commerce after being 
interviewed on a fifteen-minute pro 
gram which dealt with the growth 





MR. ECCLES AT THE “MIKE” 


and progress of G-W and its im 
portance to the community. 
Although it was his first appear 
ance at the microphone Mr. Eccles 
gave a good account of himself. 





"LIFE'’ HONORS AMBERGS AS 
TYPICAL AMERICAN FAMILY 
The September 22 issue of Life 

magazine gives an eight-page sec- 

tion to a story and pictures of a 

typical American family featuring 

Mrs. Jane Amberg, wife of Gilbert 

Amberg, vice-president of the Am 


berg File & Index Company, Kan- 
kakee, Ill. 

The story is told under the head- 
ing of "Occupation: Housewife”, 
and pictures Mrs. Amberg's busy 
life as housekeeper for a husband 
and three young children. Mrs 
Amberg is shown cooking, house 
cleaning, shopping, being hostess to 
friends at home and enjoying a 
dance at the club with fellow Kan- 
kakeeans. Mr. Amberg appears in 
several of the pictures as do, of 
course, the children, two boys and 
a girl. 





IVAN ALLEN OFFERS ANOTHER 
CUP 

lvan Allen, chairman of the board 
of the Ivan Allen-Marshall Company, 
Atlanta, Ga., is going to donate 
another trophy in the near future, 
this time to the county sending the 
largest delegation to the 1941 bi- 
ennial conference of the women's 
division of the Democratic party 
organization of Georgia. 

Stationers of the country will re- 
member that Mr. Allen donated a 
cup as a prize in a sales promotion 
slogan contest. This was won by 
R. O. Beamus, of Bill Doyle Office 
Supplies, Oklahoma, whose slogan of 
"Be Wise—Modernize’" was chosen 
by three judges as the best of 344 
otfered by contestants. 





BRAINARD AND BALL RECEIVE AIR LINE PLAQUES—Eight times around the world 

at the equator is a lot of distance, but because George C. Brainard, president, and 

A. J. Ball, stock division general sales manager, The General Fireproofing Company, 

Youngstown, Ohio, have traveled that far by air they were each awarded a 

handsome plaque recently. The plaques were presented by the United Air Lines 

to attest the fact that Messrs. Brainard and Ball have traveled more than 100,000 
miles each by plane, 
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DO YOU WANT 
DEFENSE BUSINESS? 


Change pw Activity fo Caine With 
Defense Kequirements 


By PAUL M. LE BEUF 


District Manager, 
Acme Visible Records, Inc. 
Washington, D. C. 


¥ 


HE BLUE haze of uncertainty which has no doubt 

been felt as a distinct shroud to the future, and 
occasioned by swift changes in federal regulations, 
affecting all interested in the office equipment in- 
dustry, seems to be lifting and clearing the way (at 
least for products of certain manufacturers), to an era 
of fast, profitable business, sound as today’s market 
can possibly be, considering the country seriously in an 
emergency. 

Automobile, refrigerator and washing machine dis- 
tributors, hardware stores and scores of other busi- 
nesses, including the office outfitter, are today doing 
without quantities of profitable items, if not entirely 
without stock. Steel products sold by the office equip- 
ment industry have been cut for civilian or non- 
defense sale. Stationers are aware that thirty per cent 
of 1942’s paper production will be required for defense 
use. Notwithstanding these necessary reductions in 
salable items, stationers and office equipment dealers 
have still at their command a splendid opportunity 
quickly to build productive business that will compen- 
sate for all sacrifices. This source of business makes 
possible the maintaining of sales volumes, bolstering 
of morale, performs a defense service, and builds for 
the future. The unprogressive alternative is a con- 
tinuance of the acute fight to get along with only such 
business as may be furnished civilian or non-defense 


demand. 
Visible Equipment on “Critical” List 


The Army and Navy Munitions Board has declared 
Visible Record Equipment (steel tray cabinets) “crit- 
ical.” Reviewing carefully the important kinds of 
records efficiently operated in this type of visible cab- 








MR. LE BEUF 





inets by the War and Navy Departments and their 
field agencies, the board acknowledged this product 
and the service rendered as vitally essential to effi- 
ciency of their National Defense activities. This dec- 
laration means that through codperation with federal 
agencies controlling metals, allocations of steel have 
been made and the manufacturers of visible cabinets 
supplying the government through agency or dealer 
representation, are in a position to quickly fill all or- 
ders secured from Army depots, Navy yards, military 
air stations, coast guard, and from air-craft factories, 
munition plants, corporations filling Defense contracts, 
including construction projects; in fact, from all 
sources employed or related to Defense supplies and 
materials. 


Doors Opened for Defense Business 


To the retailers of this industry who have a fran- 
chise or are making arrangements to represent an 
established manufacturer of visible cabinet equipment, 
this establishment of visible records as an “essential,” 
literally opens many a door for Defense business to 
the dealer representation in all sections of the country. 
Emergency agencies are at full blast from sparcely 
settled areas of the west, to industrial centers of the 
east, and northern borders, to shipping ports of the 
gulf. Every possible effort should be expended to bene- 
fit from the enviable advantages available in the visi- 
ble record business. 

There are several ways in which an immediate start 
may be made. A good method is to inquire of a well- 
established visible equipment manufacturer whose 
product and service is currently popular in government 
departments, as to how your salesmen, though inex- 
perienced, may immediately become producers of 
profitable Defense business, and render a true service 
to those Defense agencies in your vicinity. In many 
instances, these agencies have been instructed by 
Washington headquarters to purchase and employ effi- 
cient visible record cabinets for greater use of their 
critical records. Select a good manufacturer and “go 


to town”! 


BUSINESS MONUMENTS 


ANY successful business men develop a desire to build something big as a monument to 
their success. If a man will spend his monument money in putting out a finer product, in bet- 
tering his service, in improving his advertising, he will probably acquire a reputation that will 
be as pleasing to him as it would be to see tourists pointing to a monster building bearing his 
name across the front n letters six feet high. Furthermore, if a man does things to make himself 
known and to give his business an enviable reputation, he will be apt to have the money to build 


also that other monument of cement and steel 
too much sense to want to build it. 


or even if marble 


though he may have acquired 


Frank Farrington. 
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NEW MACHINES AND DEVICE | 


SUNDSTRAND PAYROLL ACCOUNTING MACHINE 
BY UEF 

The Underwood Elliott Fisher Company, One Park 
avenue, New York, has announced a new composite 
payroll machine which will be known as the Sund- 
strand payroll accounting machine. 

All machine operations on this Sundstrand are auto- 
matically controlled by an interchangeable control 
plate, making the machine available for other applica- 
tions when it is not being used on payroll work. 

An ingenious carbon bracket makes possible the use 
of a carbon sheet between the earnings record and the 
check stub thus eliminating the inconvenience of han- 
dling loose carbon paper. A special aligning device 
eliminates any necessity of manual adjustment of the 
earnings record, checks, pay statements or similar 
forms. A completely electric automatic carriage con- 
trol tabulates returns and automatically opens for the 
removal of forms. 

This Sundstrand also automatically voids checks 
whenever the deductions exceed the earnings, and all 
entries on the earnings record are original imprints of 





THE SUNDSTRAND PAYROLL ACCOUNTING MACHINE 


the machine. Check numbers and dates are printed 
automatically, and checks are protected by the auto- 
matic printing of protective stars in front of all 
amounts. 

A check tray which is part of the machine has been 
designed to permit speedy verification of employee’s 
name and number, and the general construction of the 
machine places all operating features within easy 
reach. The Sundstrand 10-figure key keyboard has 
been retained. 

viisineinisesitapiulilaai bina sin 


DENNISON’S PRES-A-PLY LABELS 


The Dennison Manufacturing Company, Framing- 
ham, Mass., is introducing a new type of label which 
is self-sticking and is sold under the trade name of 
Pres-A-Ply. It is available in many sizes and shapes 
and is sold in a small dispenser package, a larger 
dispenser unit for offices and in multiple roll widths 
for typewriter work. 

The label is non-corrosive and can be attached to 
practically all china, plastics, metals, glass, crockery, 
cellophane, enamel and other non-porous surfaces. 
It does not require wetting, will adhere to difficult 
surfaces, does not mar merchandise and is readily 
removable. 

Prices, sizes and further details will be furnished on 
request to the manufacturing company. 











SIKES ANNOUNCES “FIXED FLOATING” SEAT 
FOR CHAIRS 
The Sikes Company, Inc., Buffalo, N. Y., has created 
for its many lines of chairs a new and patented 
pivoted back support and a “fixed floating” seat, a 
combination designed to overcome fatigue for the desk 








(LEFT) THE PIVOTED BACK SUPPORT AND (RIGHT) THE 
FIXED-FLOATING SEAT IN USE. 


worker and to add substantially to the comfort of a 
chair user. 

The new device is described as possessing a Kradl- 
Tilt action which gives firm and restful support to the 
back without creating a sensation of pressure at any 
particular point. This is accomplished by the fact that 
the back and seat tilt together, permitting the user’s 
feet to remain on the floor at all times while main- 
taining the body in natural and restful position. 

The company has a complete line of Kradl-Tilt 
chairs in both wood, and leather seat and back combi- 
nation. These chairs also provide (1) reverse spring 
action, (2) Koolcushion seat, (3) six-point protection, 
(4) self-lubricating mechanism and (5) full Dowell 
construction. 

ee ee 
Y. AND E. INTRODUCES “LINO-FOOD” DRESSING 


The Yawman and Erbe Manufacturing Company, 
Rochester, N. Y., has introduced to the trade a new, 





CONTAINER FOR “LINO-FOOD” 


non-glossy dressing for conditioning linoleum coun- 
ters, tables and desk tops. It is trade-named “Lino- 
Food.” 

The new preparation when applied periodically will 
revitalize old and grimy linoleum tops, giving them a 
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fresh, clean appearance. When applied to new tops 
“Lino-Food” is said to seep into the pores of the lino- 
leum and act as a protective coat, giving the linoleum 
additional life and utility. 

The directions which accompany each container of 
the dressing indicate that the application requires the 
minimum of time and effort. The top to be dressed 
is cleaned with mild soap and water and wiped dry. 
Then “Lino-Food” is applied, allowed to remain for 
ten minutes, and the surplus wiped off. 

“Lino-Food” is available in handy pint-size cans as 
shown in the accompanying illustration. 

still lliitiaia la g 





JASPER’S NEW DESK.—This unit, listed as one of the No. 400 
line, has been announced by the Jasper Desk Company, 
Jasper, Ind. It is constructed of full quartered oak with 1!/,-inch 
top. The various numbers of the line are in the medium price 
field. 
—~<e¢ 
BARKLEY IMPROVES TRANSFER CASE 

C. L. Barkley & Company, 517 South Jefferson street, 
Chicago, has announced an improvement in its line of 
Durability transfer cases which includes eight sizes 
for the stocking and safe-keeping of various office 
papers and documents. 

The improvement is a green-colored front panel by 
which the appearance of the cases is made more 
attractive. Hitherto the front was the same color as 
the balance of the unit. The cases, however, retain 
all of the important construction and long-life fea- 
tures of the previous models. 

SS ae 
NEW FOUNT-O-INK GIFT SET SERIES 

The Gregory Fount-O-Ink Company, 2652 Pasadena 
avenue, Los Angeles, has announced to the trade a new 
series of Fount-O-Ink gift desk sets consisting of six 
models. The individual numbers list at $9.00 each. 

Each unit contains the well-known Gregory pen and 











FOUNT-O-INK GIFT SET 


inverted ink bottle set-up, attached to an attractive 
base. Beside it, and also attached to the base is an 
ornament of an airplane, a dog, a horse, a sailboat, 
a broncho or a colt. The set is made in bronze-finish 
metal with plastic walnut well. 





OFFICE APPLIANCES 


PIKE’S NEW GLASWIK FINGER MOISTENER 


The E. W. Pike Company, P. O. Box 4, Elizabeth, N. J., 
has announced a new type of finger moistener which 





THE GLASWIK MOISTENER 


has been given the trade name of Glaswik and is made 
to sell for one dollar. 

The unit is described as a semi-automatic watering 
system which embodies a spun-glass wick. This is 
capable of drawing water from the well and the water 
is then spread evenly throughout the wick by capillary 
action. Because of its construction the wick allows 
just the right amount of water to penetrate its body 
and can never be too wet or too dry. The wick can 
be washed in water. 

The unit is enclosed in a clear flint jar in which the 
water level is always visible. 

ee 
SWIVEL POSTURE CHAIR BY STURGIS 

The Sturgis Posture Chair Company, Sturgis, Mich., 
has introduced a new, executive-type, posture swivel 
chair which is to be known as the No. 2200 and em- 
bodies all the desirable features in a chair of its type. 

The No. 2200 has a frame of square tubular construc- 
tion with a two-inch-wide steel band, and is equipped 
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THE NO. 2200 POSTURE CHAIR 


with the Sturgis patented streamlined base. The 
main feature of this is the shielded caster which 
keeps the user’s shoes from coming in contact with 
the caster. A scuff plate is full length and satin 
chrome plated. 

The seat is 1914 inches wide and 174 inches deep 
and is upholstered in genuine leather, artificial leather, 
mohair frieze fabric or Bedford Cord over a thick, 
rubberized cushion. The form-fitting back is likewise 
upholstered and is adjustable up or down, forward 
or backward and also as to spring tension. 

— —>-—___ 
NEW SIZE COPY-LITE DESK LAMP 

The Copy-Rite Manufacturing Company, 53 Park 
place, New York, N. Y., has introduced to the trade a 
new size, fluorescent Copy-Lite lamp for stenographers 
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and typists using copyholders such as the Copyright, 
Error-No and Line-A-Time models. 

The new lamp takes an eight-watt fluorescent tube 
which is completely new in itself and is sufficient to 
spread illumination over copy work, typewriter and 
both sides of a desk. It does its job without heat, 








THE COPY-LITE LAMP 


glare or shadows and at a substantial saving in electric 
current consumption. 

The company also makes other sizes of lamps for use 
with wide copyholders which use fifteen or twenty- 
watt fluorescent tubes, capable of lighting up a small 


room. 
—><- — — 





NIEMANN’S NO. 228 CHAIR.—This number is being introduced 

by Niemann, Inc., 330 East Ohio street, Chicago, and is de- 

scribed in company literature as follows: Overall height, 36 

inches; height inside back, 21 inches; overall width, 31 inches; 

width of seat, 20 inches; depth of seat, 22 inches. The chair is 
known as the wing back model. 


_—-« 


KERR’S NEW “CHANGEPOINT” PEN LINE 
The W. K. Kerr Pen Company, Tulsa, Okla., has an- 
nounced a new line of “dressed up” self-filling Change- 
point desk and pocket pens, of which the No. 6J, 
illustrated here, is a model. 
The “dressing up” consists of a gold or chrome- 
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plated band on an all-black barrel which considerably 
enhances the pen’s appearance and adds only twenty- 





THE CHANGEPOINT PEN 


five cents to the retail price. The pen shown retails 
for $2.25. 

The new unit embodies the same exclusive renewable 
filling unit and Changepoint features as other Kerr 
self-filling pens and is convertible for either desk or 


pocket use. 
—_—_0-—=>>-0—__— 


MICHIGAN’S NEW TYPEWRITER DESK 


The Michigan Desk Company, Grand Rapids, Mich., 
is announcing to the trade a new style of typewriter 
desk, listed as the Secra-Type model, and which is 
marked by a number of new features. 

The Secra-Type desk has (1) a new safety platform 
catch which eliminates the possibility of accidents, 
(2) new and improved front supporting leg which fur- 
nishes additional space for the operator, (3) extra 
ridged platform supports to reduce vibration, (4) 
newly-designed attachment hardware attractively 
plated, (5) all corners rounded for protection of the 





THE SECRA-TYPE DESK 


operator’s clothing, and (6) construction of typewriter 
platform to give greater access to stationery com- 
partment. 

The model shown is the No. 142ST, which measures 
42 by 32 inches, but the desk may also be obtained in 
the 60 and 52 inch size. 

——.— 
NEW KISCO AIR CIRCULATOR ANNOUNCED 

The Kisco Company, Inc., Thirty-ninth and Chou- 
teau, St. Louis, Mo., has announced a new line of 1942 











THE KISCO AIR CIRCULATOR 


Kisco air circulators which features a table top design 
and units equipped with a powerful, built-in air recir- 
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Representatives of office equipment concerns abroad, visiting the United States, are cordially invited to make the offices 

of this journal their headquarters. The staff at the main office, 20 North Wacker Drive, Chicago, and the staff at 

the branch m charge of G. C. Wheeler at 418 Pershing Square Bidg., Pershing Square, 42nd St. and Park Ave., New 

Vork, will be happy to be of any possible service. While the facilities at New York are not so many as at Chicago, 
there will be found the same desire to serve. 


LONDON NOTES AND NEWS 


By Mrs. S. S. Elliott 


Assistant Secretary, Office Appliance Trades Association of Great Britain and Ireland, 
6 St. Bride Street, London, E. C. 4 


17 Farrington Street, Ludgate Circus, London, E. C. 4 





London, 1st September. 

Directorate of Office Machinery. The authorities rea- 
lising the importance and peculiar part office ma- 
chinery and systems play in the national effort, and 
being fully aware that victory cannot be theirs with- 
out efficient production control mechanism, have set 
up a Directorate of Office Machinery to regulate the 
supply and demand for office machinery. 

Directorate as against strict control has been set 
up because in an industry like ours it would entail 
an enormous amount of paper work, and it would be 
the height of foolishness to use up what few machines 
are available in organised paper work to control the 
rest. Fortunately it is a well-organised industry and 
with the codperation of the trade association, it was 
decided that a strict control was unnecessary. 

A liaison sub-committee from the industry has been 
appointed whom it is intended shall work in close 
coéperation with the Directorate. The director of 
the Directorate is the Hon. G. Cunliffe, formerly the 
controller of aluminum and who in peace-time is a 
director of British Aluminum Co. Ltd. His assistant 
director is a well-known personality in the industry, 
who before active service days was the sales manager 
of the British Tabulating Machine Co. Ltd. Squadron 
Leader Stammers is an impressive figure and is fully 
alive to the needs of the services and of the industry. 
The new Directorate will have a fatherly eye on our 
trade and it will be its aim to see that adequate sup- 
plies are available and that they go to the right places. 
At the moment the main points they have in mind are 
stocks, manufacturing capacity and imports. Should 
there be no shortage of a particular product, there 
will be no control of that article. If there is a shortage, 
it will be handled on a priority basis. For this pur- 
pose a number of investigators will be needed to 
determine the needs of and priority in production 
control and the industry has been asked to nominate 
members of their staff who are fully qualified in office 
systems, accounting and production control work, to 
act as full-time investigators. 

The gentlemen appointed to the liaison sub-commit- 
tee are: 

J. A. Cumming, D. Gestetner Ltd. 


W. Desborough, Powers-Samas Accounting Machines 
Ltd. 

E. O. Gilmore, Underwood Elliott Fisher Ltd. 

A. R. Jackson, Library Bureau (Kardex) Ltd. 

Representing the sections which it is indicated at 
the outset will be dealt with—adding, calculating, ac- 
counting and duplicating machinery, other types of 
machines and systems to be added as the Directorate 
builds up its policy. 

The importance of accounting machinery in the war 
effort, not only in the saving of labour and time, but 
in getting vital information quickly, is not underesti- 
mated. It is a difficult, though not insurmountable, 
task that the Directorate has undertaken and the 
office appliance industry is anticipating much needed 
assistance in the matter of labour, materials and im- 
ports and is all agog as to whether its products will 
be included under the Lease-Lend arrangements. The 
“Vv” sign for the industry is not only a question of 
machines, but a question of method. If it is to obtain 
complete status as an industry, it would appear neces- 
sary for the industry to contribute its fair share to 
the job of controlling its war-time needs and diffi- 


culties —SSE 
————= > —_- 
ADRIANO MAIA COMPANY CHANGES NAME 

Word has been received to the effect that the widow 
and son of the late Adriano Maia, who was for many 
years head of a thriving business establishment at 
Lourenco Marques, Portuguese East Africa, will con- 
tinue to operate the firm under the new name of 
Adriano Maia (Successores) & Ca., Limitada. 

At the same time it was announced that the widow, 
Mrs. Frances Boam De Azevedo Maia, and the son, 
Mario Eric, have formed a business partnership with 
Fausto Guimaraes, who takes a position in the com- 
pany as partner-manager. 

The company’s mailing address of P. O. Box 354, 
Lourenco Marques, Portuguese East Africa, remains 
the same. 

SEEN dite coast cE 
CASA ODEON NEW COMPTOMETER AGENT 

Casa Odeon Ltda, Rua Sao Bento 358, Sao Paulo, 

Brazil, have recently been appointed sole sales agents 
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in Brazil for the Comptometer adding-calculating 
machine, according to an announcement made by Felt 
& Tarrant Manufacturing Company, Chicago, manu- 


facturers of the Comptometer. 
ee 





MOGOLLON OPENS BOGOTA DISPLAY ROOMS 

J. V. Mogollon & Company, Cartagena, Colombia, 
one of the largest firms in South America with ten 
operating branches, has recently expanded by estab- 
lishing a new display office in Bogota. 

In addition to its ten branches the company operates 
several sub-branches, but the most important estab- 





LATEST PHASE OF MOGOLLON’S EXPANSION.—This well- 

appointed display office has recently been opened in Bogota, 

by J. V. Mogollon & Company, Cartagena, Colombia. The 

firm, which has ten branches and several sub-branches 

throughout South America, maintains a sub-branch and a 

large warehouse in Bogota, a city of major importance because 
it is the capital of the republic. 


lishment is that in Bogota which was founded in 1917 
and has, for the past twenty-two years been under the 
management of Guillermo M. Merlano. Besides the 
new display rooms the company also has in the Colom- 
bian capital a large warehouse for stationery and 
novelties, and a sub-branch. Comprehensive stocks of 
office equipment are carried including Remington 
typewriters and office machines, Art Metal steel office 
equipment and Marchant calculators. 

The Mogollon organization represents many other 
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lines besides those in the office equipment industry, 
and maintains a stationery manufacturing plant at 
Cartagena, where is also the main office. 

The firm was founded by J. V. Mogollon, Sr., as a 
book bindery in the historic city of Cartagena. In 1899 
a civil war brought an end to any demands for bindery 
work whereupon Mr. Mogollon opened an importing 
business which has grown into the large organization 
it is today. 

About the time that Mr. Mogollon made several for- 
eign contacts and began to import articles manufac- 
tured abroad, he became associated with Lacides 
Segovia Lavalle, who is still with the company in a 
high executive capacity. Mr. Mogollon also has his son, 
J. V. Mogollon, Jr., working with him in the business. 

BEAECESS* ~ SOR 
PLUMMER OPENS NEW ST. JOHN STORE 

Plummer & Company, St. John, N. B., Canada, has 
established a new office supply store in the center of 
St. John and within a short distance of a former, 
upstairs location occupied for the past sixteen years. 

The new establishment is unique in its decorative 
scheme. One of the rooms has been finished to re- 
semble the cabin on a warship, with porthole effect 
included. The entire unit is painted battleship gray 
and an the walls are shown a fleet of fighting planes 
in action, with a cloudy sky as a background. The 
front part of the store is finished in light buff and 
mahogany trim. The floor covering is red marboleum 
with blue and cream borders. 

The company is headed by A. G. Plummer, who 
founded it a number of years ago.—_ WJM 

—__—0—>—9—___—— 
JACKSON REPORTS FOR ARMY DUTY 

L. C. Jackson, Baton Rouge district manager for L. 
C. Smith & Corona Typewriters, Inc., who holds the 
military rank of first lieutenant, last month was or- 
dered on active service when he was sent to Fort 
Benning, Ga., to join the Second Armored division. 
Mrs. Jackson, who is also employed by the company 
at Baton Rouge, expects to join her husband within 
a short time and establish residence at Columbus, Ga. 

—_o—=>-e—__ 

LINN EXECUTIVE OF AMERICAN EXPORTERS 

Charles Linn, export manager of the Bates Manu- 
facturing Company, New York City, and Orange, N. J., 
has been elected vice-chairman of the American Office 
Supply Exporters. 





MEXICO HONORS ROYAL SALESMEN.—Proveedor de Oficianas, Mexico City, Mexico, recently gave 
a dinner for all Royal typewriter salesmen in the district. Eighth from left is J. C. Veltman, Royal's 
special service representative, who was present for the occasion. 

















ABOVE.—A photograph of Mrs. 

Fortier taken in 1873 when, as a 

girl of sixteen, she sat down at 

the keyboard of the first practical 

typewriter to become the first wo- 
man typist. 


AT RIGHT.—Mrs. Fortier recently 

turned back the pages of time 

more than sixty years when she 

again looked upon the original 

model of the typewriter Christoph- 

er Latham Sholes, her father, in- 
vented. 


RS. CHARLES L. FORTIER, daughter of Chris- 

topher Latham Sholes, co-inventor with Carlos 
Glidden and Samuel W. Soule of the first practical 
typewriter, died at her home in Milwaukee on Septem- 
ber 30, her eighty-fourth birthday, and was buried in 
that city near the grave of her illustrious father. Her 
passing is reported elsewhere in this issue. 

It was in 1873 that Mrs. Fortier, then Lillian S. Sholes, 
a girl of sixteen, sat down at the keyboard of her 
father’s first perfected model “type-writer” to become 
tne world’s first typist. Little did either she or her 
father realize she was setting an example that was to 
be followed in less than seventy years by more than 
3,000,000 girls and women; that was to open the way to 
a new world of independence and economic self-suffi- 
ciency for all womankind. 

For it was the typewriter which permitted women to 
enter business, first as typists, then to rise to the posi- 
tions of responsibility and trust that they occupy today. 
If Christopher Latham Sholes, through the invention of 
the typewriter, was the “emancipator of women,” as he 
has been called, then his daughter, Mrs. Fortier, was 
truly woman’s guide to a larger and fuller life. 

Mrs. Fortier was only a girl of ten when her father’s 
invention had progressed to the point where he was 
able to write this line: “C. LATHAM SHOLES, SEP- 
TEMBER 1867,” 


and the “type-writer” was still far 





Mrs. Charles L. Fortier, 
Daughter of C. L. Sholes, In- 
ventor of First Practical Type- 


writer, Passes Away 


Her Death Calls to Mind Her Place in Office Machine 
History as the First Woman Typist and Forerunner of 


Today's Great Army of Feminine Workers in Business. 


from perfect. Funds badly needed to carry on the work 
were supplied by James Densmore, of Meadville, Pa., 
who purchased a quarter interest in the invention for 
$600. 

Six years passed and as the girl, Lillian, watched her 
father and his associates build more than thirty mod- 
els, each better than the last, she poked at the wooden 
bars which served for keys and haltingly learned how 
to operate the strange device. It had no shift key and 
could write only capital letters, but the keys were ar- 
ranged almost exactly as they are today. 

Finally, in 1873, the machine reached the point where 
it was regarded as ready for manufacture and it was 
decided to offer it to E. Remington & Sons, of Ilion, 
N. Y. But before that was done, Lillian Sholes had 
mastered the keyboard, the first person ever to do so, 
and had written her name imperishably on the pages 
of time. 

Remington Takes Over 

Remington became the first manufacturer of type- 
writers with the contract for the Sholes & Glidden pat- 
ent, signed March 1, 1873, and as soon as actual manu- 
facture was undertaken the ample resources and skilled 
workmen at the Remington factory were brought into 
service for further improvement of the machine. 

The Remington Model 1, ornamented with gay and 
flowery designs, was first fitted to a sewing machine 
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stand, with a treadle operating the carriage return. By 
1878, when the Remington Model 2 was introduced, it 
had been greatly improved in utility and construction 
and had a shift key, so that it was possible to write 
both capital and lower case letters. 

Succeeding years, which brought ever widening use 
of the typewriter, were marked also by continuous im- 
provement of the machine itself. Many of the refine- 
ments and improvements which make typewriters so 
efficient today were pioneered by Remington. These 
include the automatic ribbon reverse, first introduced 
in 1896, and the decimal tabulator, developed by Fred- 
erick Gorin and introduced in 1898. In 1907, Remington 
introduced its adding and subtracting typewriter, the 
forerunner of the present electrified Remington ac- 
counting and bookkeeping machine. 

An important <ontribution was also made in 1920 
with the introduction by Remington of the first portable 
typewriter with standard keyboard, and another in 
1925, when Remington produced the first Noiseless 
typewriter with standard keyboard—the same keyboard 
with only minor changes as that on which Lillian 
Sholes learned to type in 1873. 

Mrs. Fortier was a descendant of colonial America’s 
John Alden. Her mother was Mary Jane McKinley 
Sholes. Her father, Christopher Latham Sholes, was 
editor of “The Milwaukee News” and “The Milwaukee 
Sentinel.” He died in 1890. 

Active and keenly interested in the business world 
that was opened to her sex by her father’s invention of 
the typewriter, Mrs. Fortier remained an expert typist 
in her eighties. Last year she was an honor guest at 
the celebration of the New York League of Business 
and Professional Women, commemorating 100 years of 
women’s progress in business. 
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RANSOM WORKING FOR U. S. IN MEXICO 

Floyd D. Ransom, proprietor of Proveedor de Ofici- 
nas, S. A., Mexico City and Monterrey, Mexico, has 
undertaken a large job in connection with the re- 
cently-signed trade agreement between the United 
States and Mexico at the request of the American 
government. 

Mr. Ransom, who is prominent in Mexico as presi- 





FLOYD D. RANSOM 


dent of the American Chamber of Commerce there, 
was asked to take the important position on the same 
day that dispatches from Washington reported that 
the American-Mexican trade pact was signed. As a 
result he opened offices in Mexico City as a special 
representative of the Federal Loan Agency. His duty 
is to facilitate and aid in the arrangement of export 
licenses for American products needed in Mexico. 
Observers in Mexico City were cheered by news of 
the two-nation agreement which will, it is felt, con- 
siderably clear away trade difficulties which have 
heretofore hampered industry of both countries. 
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The Guest Book 


W. H. Baldwin of Baldwinsville, N. Y., representative 
of Mittag & Volger, Inc., paid a visit to the office of 
this journal October 2. To many of his friends he bears 
the nickname Baldy Baldwin of Baldwinsville. He had 
come to Chicago several days in advance of the sta- 
tioners’ convention in order to set up his company’s 
exhibit. Business, he said, was good, running well 
above last year, this in spite of unusual conditions. 
With other members of the organization he planned a 
hearty greeting to all Mittag & Volger dealers who will 
be included among the convention visitors. 


Scott Parnham of Kansas City, Mo., signed the Guest 
Book October 2. Formerly representative of a steel 
furniture manufacturer, he is well known among the 
dealers in the states of which Kansas City is the cen- 
ter. He planned to attend the stationers’ convention 
to visit old friends. 


Earl F. Keys, Western Bank & Office Supply Com- 
pany, Oklahoma City, Okla., dropped in on October 8, 
just before attending the dealers’ conference at the 
N. S. A. convention. It was his first attendance at a 
convention and he was highly enthusiastic. Much 
elated over the fact that he participated in a sales 
contest of the Kisco Company, St. Louis, and won the 
first prize for selling the greatest number of air cir- 
culators. Likewise proud of the fact that he has been 
a subscriber to OrricE APPLIANCES for twenty-five years. 


Dwight N. Briggs, former assistant eastern manager 
and home office employee of this journal, dropped in 
for a pleasant visit on October 9. He was attending 
the great N.S.A. convention in the interest of the Sun 
Rubber Company, whose lines he handles in the east- 
ern territory. A bit broader in the body and thinner in 
the hair, he confessed that he had not visited Chicago 
for ten years. It was pleasant to chat with “one of our 
own,” which we consider him, although direct affilia- 
tion was broken twelve or thirteen years ago. 


Humberto Castilla Salas, proprietor of the stationery 
and printing firm known as “Castilla’s” in Saltillo, 
Coahuila, Mexico, gave us the pleasure of a visit on 
October 10, the day following the close of the N.S.A. 
convention. As indicated on other pages, Mr. Castilla 
was a guest at the convention and exposition, to which 
he came for both inspiration and additional lines to - 
handle with his other utilities manufactured in the 
United States. Mr. Castilla has been a successful sta- 
tioner in his city of 45,000 population for the past 
sixteen years. His company now employs eighteen per- 
sons. While away, his cousin managed the business. 
His brother superintends the printing department. 
Mr. Castilla supplemented his inspection of the exposi- 
tion exhibits with visits to the factories of several 
Chicago manufacturers. We were privileged to be his 
guide to the famed Lighting Institute atop the Civic 
Opera building, home of this journal, and make with 
him an enjoyable trip through the Horder establish- 
ment. Mr. Castilla’s gift to the convention of the 
serape was indicative of his genuine good will to his 
neighbors to the north. 
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HUSTON MAKES LONG AIR TRIP 

When William G. (Bill) Huston, general manager of 
Alexander Brothers, Ltd., Underwood typewriter agen- 
cy for the Hawaiian Islands, decides to visit the main- 
land he wastes no time doing it. 

Late in September Bill decided a call to a few cities 
on business for his firm was in order, so he boarded 
one of the Clipper planes, visited San Francisco, Los 
Angeles, Hollywood, Chicago and New York. From New 
York he flew back to San Francisco, got aboard an- 
other Clipper and returned to Honolulu, a total dis- 
tance of 17,000 air miles. 
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AMERICAN WRITING MACHINE COMPANY GIVES 
OLD TYPEWRITER TO COLLECTION 

An ancient typewriter, strangely equipped with de- 
vices which are found only on modern machines of 
today has recently been donated to the Dietz collec- 
tion in Milwaukee through the good offices of Roy 
Underwood, of the American Writing Machine Com- 
pany, New York City. 

The ahead-of-its-time typewriter bears the name of 
the Nickerson Automatic Typewriter and was discov- 
ered by Louis Mory, of Branford, Conn., who sent it to 
Mr. Underwood where, to the amazement of those who 
inspected it, the device was found to have a tabulator 
mechanism, accurate alignment, a warning bell for 





THE NICKERSON TYPEWRITER AND COVER 


the end of the written line and another to warn when 
the end of the sheet was reached—and a touch “tun- 
ing” device. 

The machine was invented about 1911 by a Rev. C. 
S. Nickerson, a Presbyterian minister, who seems to 
have possessed a rare insight into what would be de- 
manded of a typewriter in the years to come. Some of 
the features incorporated in the machine are de- 
scribed in advertising literature released by Mr. Nick- 
erson in the following words: 

“It writes in plain sight, and yet, at the touch of a 
key the writing disappears. It writes on ruled lines 
with absolute precision. It is practically noiseless. 
The touch is instantly adjustable to the operator’s 
hand—light, medium or hard.” 

This copy, written thirty years or more ago, could 
just as well have been written yesterday for the mod- 
ern typewriter of today. 

The inventor seems to have issued a great quantity 
of descriptive literature, some of which bears the name 
of the Automatic Typewriter Company, 22 East Wash- 
ington street (Marshall Field building), Chicago. Much 
of this confines itself to highly technical description 
of the machine’s construction and operation, but 
equally well the booklets went about crying the quali- 
ties of the typewriter via the comparison route. 

However, for a brief and illuminating description 
of the Nickerson Automatic typewriter there appears 
on page 47 of the “Typewriter History and Encyclo- 
pedia” the following paragraph: 

“C. S. Nickerson, a Presbyterian minister, was the 
inventor of a typewriter which was known in its strug- 
gle to get on the market by the name of its hopeful 
sponsor. He was also the president of the Nickerson 
Typewriter Company, by whom was established a tool- 
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making shop at 30-32 Canal street, Chicago, in March, 
1907, in preparation for manufacture. But the Nicker- 
son typewriter never reached the marketable stage. 
It had a large cylinder platen which stood upright 
and, in like manner to its contradiction in position to 
others, wrote the short way around the platen instead 
of across. Its chief claim was the shorter and quicker 
return to the starting of lines by the one revolution 
of the platen, undoubtedly the most radical departure 
in construction known to the typewriter industry.” 


Inventive Foresight 


But, regardless of whether or not the machine was 
ever marketed, it stands today as a tribute to the un- 
usually keen vision of the Chicago minister by virtue 
of the various phases of operation he embodied into it. 
Outstanding among these, of course, was what he 
termed “touch tuning,” a feature found only on the 
best and most modernized typewriters of this day. 

Perhaps, however, it was still another claim which 
was the direct cause of the machine failing to win the 
popularity its inventor hoped for. This was to the 
effect that the entire unit’s operations could be con- 
trolled from the keyboard. This, while true, resulted 
in a machine so complicated that few could learn to 
operate it in anywhere near the time they could mas- 
ter typing on other typewriters. 

The Nickerson Automatic typewriter now occupies a 
place of honor in the Milwaukee museum. Accompany- 
ing it is a card which lists the donors as Alderman 
Dietz, Mr. Mory and Mr. Underwood. 

eo 
LOWMAN REACHES 85TH MILESTONE 

Eighty-five years young and still playing a corking 
good game of golf, James Daniel Lowman, pioneer 
stationer of Seattle and founder of the Lowman & 
Hanford Stationery & Printing Company, now Low- 
man & Hanford Company, with several Puget Sound 
stationery stores, observed on October 5 his eighty- 
fifth birthday. 

Mr. Lowman is the city’s oldest active business man, 
and still goes daily to his office in his Lowman build- 
ing, where the stationery company which he formerly 
headed was located, and handles his investment busi- 
ness, while retaining shares in the Lowman & Han- 
ford Company. But he takes time out to shoot golf 
and keep in trim, boasting of three holes-in-one which 
he has made and of shooting generally in the nineties. 

Fresh are his memories, especially of world-wide 
travel in his younger years, his trip around the world, 
and observations in foreign countries, where he col- 
lected a host of articles which adorn his home at 
820 Boren avenue, where he has lived for the past 
fifty-three years. 

From the East, Mr. Lowman went to Seattle in 1877, 
a young man just turned twenty-one, and he remained 
during the last sixty-four years to found a flourishing 
stationery business and take part in some of the 
leading civic and commercial enterprises of Puget 
Sound. He went to Seattle to teach school. Well- 
certificated, he arrived when that city was a struggling 
town of only 3000 persons, and remained to put his 
shoulder to the wheel and help make Seattle one of 
the most progressive metropolises of the nation. 

After being assistant wharfinger on Henry Yesler’s 
dock for the first four years in the new Puget Sound 
community, he became a member of the pioneer sta- 
tionery firm of Pumphrey & Lowman. Then in 1884 
he organized the Lowman & Hanford Stationery & 
Printing Company, which has since become the Low- 
man & Hanford Company, and has expanded into 
several strategically located stationery stores, handling 
all manner of modern equipment and present-day 
accessories of the stationery trade. 

Outside of the stationery field he has erected 
twenty-two buildings in Seattle, changing the skyline; 
he consolidated the early street car lines, and became 
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a trustee of the Yesler estate when that early pioneer 
of Seattle died. In later years he has been interested 
mainly in finances and investment, although as presi- 
dent of the Seattle Chamber of Commerce, of which 
he is now a life member, he managed and accom- 
panied a delegation of fifty-three leading Japanese 
business men on an industrial and good will tour of 


America.—CML 
2 — 9 


SEITZ OPENS NEW RADIO SERIES 

Ernest Seitz, world-famous Canadian composer and 
concert pianist, last month resumed his sixth con- 
secutive season of Sunday radio recitals over Stations 
CBL Toronto, CBO Ottawa and CFCF Montreal. He 
will be heard over this network every Sunday hence- 
forth at 1:30 o’clock. The recitals are sponsored by 
Underwood Elliott Fisher, Ltd. 

Mr. Seitz’s programs have been arranged to include 
a variety of classical and popular numbers, and music 
lovers of the most diverse tastes may count on a half 
hour of fine entertainment. At the request of many 
of Mr. Seitz’s listeners, his “The World Is Waiting for 
the Sunrise,” and the popular “Butterfly Waltz” as well 
as other of his compositions, will find a place on the 
program. 

Long one of Canadian broadcasting’s most widely 
followed musical events, this series is also considered 
by American listeners as one of the outstanding radio 


features originating in the Dominion. 
sascha linecadstnen 











MEET GENERAL FIREPROOFING’S NEW CHICAGO 
OFFICE.—Late in September the Chicago branch of 
The General Fireproofing Company, Youngstown, 
Ohio, moved into new offices, taking the entire third 
floor of the Carbide & Carbon building, 230 North 
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“YOUNG NORTHWEST” IS NEW MONTGOMERY 
BOOK 


Bringing forth a new volume of the Northwest, 
several of which have recently led national best- 
Seller lists like “Swift Flows the River” (The Colum- 
bia of Oregon) and “They Came to a River” (the 
same) Richard G. Montgomery, secretary and treas- 
urer of the J. K. Gill Company, Portland, Oregon, has 
added to his literary laurels in the stationer’s own 
world of letters. 


This latest volume of Mr. Montgomery is entitled 
“Young Northwest,” and has been enthusiastically 
received and reviewed since it recently came off the 
presses. 


Mr. Montgomery had previously achieved national 
literary honors with “Pechuck” and “The White- 
Headed Eagle.” Now he has found excellent further 
material thereabouts for the story background of 
“Young Northwest.” The richest, most colorful and 
most recent American frontier is vividly reproduced 
in this natural setting. 


For the first time, the swiftly moving pageant and 
much of the early dramatic story of the Oregon 
country is caught by the gifted writer-stationer. It’s 
a saga of aborigines, Indians and pioneers and the 
struggles between raw-boned Yanks and canny Brit- 
ishers in the days of covered wagons and the building 


of an empire —CML 
— 





Michigan avenue. A report of the new premises and 
the formal opening appeared in the October issue. 
(1) Private office of H. A. Brainard, branch manager, 
(2) The business office. (3) The entrance. (4) General 
display with specialized display rooms seen on the leit. 
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SALB AND JOSEPH TO HEAD JASPER DESK 
COMPANY 
Dr. L. A. Salb, well-known physician of Jasper, Ind., 
last month was elected president of the Jasper Desk 
Company, a firm with which he has been associated 
as vice-president for many years. At the same time 








ALLEN F. JOSEPH 


L. A. SALB 


Allen F. Joseph was appointed secretary and general 
manager. 

The election of Dr. Salb fills a vacancy created by 
the death of the late Louis P. Joseph, whose passing 
was reported in the October issue. John J. Traylor 
takes the place of the late Mr. Joseph on the board 
of directors. 

Allen Joseph has been connected with the Jasper 
Desk Company for twenty-five years, starting as a boy 
of eleven when he began spending school vacation 
periods in the plant. Since that time he has worked 
in practically every department, devoting his entire 
time to company affairs since graduating from Purdue 
university. He is also a director of the Jasper Seating 
Company. 

In addition to his duties with the company which he 
now heads, Dr. Salb is also president of the Jasper 
Seating Company. 
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COURT AGAIN SUSTAINS McBEE PATENT 


The McBee Company, makers of accounting forms 
and equipment, Athens, Ohio, recently had one of its 
Keysort patents again sustained by the courts. Judge 
Ford, sitting in the United States district court for 
the district of Massachusetts, rendered an opinion in 
which 


Edward L. Leavitt of Boston was restrained 


from delivering Keysort cards to the Commonwealth 
of Massachusetts. 

The McBee patent in suit had been previously ad- 
judicated and sustained in a decision rendered in the 
case of McBee vs. Rembold in the U. S. district court 


for the northern district of California, southern 
division. 
acl a 
FREY BECOMES OLD TOWN ADVERTISING 
MANAGER 


The Old Town Ribbon & Carbon Company, 750 
Pacific street, Brooklyn, N. Y., has announced another 
important step in its expansion program—the appoint- 
ment of Richard L. Frey to the newly created post of 
advertising and sales promotion manager. 

Mr. Frey is an experienced marketing and advertis- 
ing executive, formerly head of Morehead, Frey & 
Whitman advertising agency and prior to that, gen- 
eral sales manager for Kem Playing Cards, Inc. Bridge 
players will find his name familiar as one of the coun- 
try’s leading contract experts, a life master of the 
American Contract Bridge League and former bridge 
partner of Ely Culbertson and The Four Aces. 

Mr. Frey’s first job will be the organization of a com- 
plete new sales promotion department devoted entirely 





RICHARD L. FREY 


to helping Old Town dealers. The purpose of this de- 
partment will be to lend added force to the new Four 
Star program recently announced as the basis for the 
company’s expanding promotion of sales of typewriter 
ribbons and carbon papers through the dealers. 

The work of this department is expected to play a 
large part in making more effective for the stationer 
Old Town’s enlarged national advertising campaign 
for 1942. 
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LOU KOERNER BECOMES PRESIDENT OF 
JASPER CHAIR 

Louis T. Koerner, one of the leaders in the office 
furniture industry for many years, last month was 
elected president and general manager of the Jasper 
Chair Company, Jasper, Ind., a firm which he founded 
several years ago. 

From the time, in February, 1922, when engineers 
were staking off property lines for the company plant 





LOUIS T. KOERNER 


Mr. Koerner has been in active charge as manager. 
His business ability, plus a keen insight into sales af- 
fairs, and a personality which makes and holds friends 
have assisted him to build his firm up until today it 
is one of the largest manufacturers of chairs in the 
United States. 

At the time of Mr. Koerner’s election to the presi- 
dency, Arthur A. Barth, associated with the firm for 
the past eighteen years, was appointed secretary and 
manager, and John J. Traylor was elected to the board 


of directors. 
——— 


GARRY DELL TURNS DEALER 


Garry E. Dell, well-known traveler who of late has 
represented the Southworth Company in the Middle 
West with headquarters in Chicago, will be located in 
Hartford, Conn., from now on. 

He resigned from the Southworth organization last 
month to join Burt & Company, Hartford dealer who 
specializes in installations for large insurance and 
industrial concerns. 

Burt & Company, headed by Leo Burt, are exclusive 
agents in Hartford for many leading manufacturers 
in the office equipment industry. These include the 





GARRY E. DELL 


Art Metal Construction Company, Acme Visible Rec- 
ords, Inc., Oxford Filing Supply Company, W. H. Gun- 
locke Chair Company, Diebold Safe & Lock Company 
and others. 

The firm has earned a fine reputation for its ability 
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in caring for the distribution and installation of such 
lines, and the broad experience of Garry Dell, in serv- 
ing as a traveler in direct contact with dealer prob- 
lems, qualifies him well to approach dealer distribu- 
tion with a knowledge of what is needful in such effort. 

During past years Mr. Dell has covered the New 
England territory for the F. S. Webster Company and 
Acco Products, Inc., so in taking his new job he is 
going home insofar as territory is concerned. He is 
also a native of New England. 

Mr. Burt, head of the Hartford firm, stated that the 
change to dealer for Mr. Dell means the latter will 
operate in a different capacity in that he does not go 
to Burt & Company merely as a salesman, but to take 
a definite part in the business and its executive 
operation. 

Mr. Dell is now a dealer in the true sense of the 
word and his appointment will be a source of pleasure 
to his many friends in and out of the industry. 


SS 


ROYAL PROMOTES GRAYSON AND WHITE 


Two important promotions in its sales staff were 
announced last month by The Royal Typewriter Com- 
pany. The men involved are Charles Grayson and 
Loftin E. White. 

Mr. Grayson, formerly a special representative in 
the company’s eastern division, was ordered to take 
a similar position in the western division where he 
will operate under the jurisdiction of Western Sales 
Manager A. W. Barlow. 

Mr. White, formerly assistant western sales manager 
and a member of the Royal staff for the past twenty 
years, was given the district managership of the 
Dallas, Tex., office. During his years with Royal he has 
made a consistently brilliant sales record and was 
manager of the St. Louis office from 1925 to 1939. From 
the latter year he held the western division post. 

During his time in the eastern field Mr. Grayson 
has established a splendid record for sales and one 
which he intends to improve in his new territory. 


——— 


LEE BAUMAN JOINS BROTHER 


Ralph Bauman, owner and operator of the Bauman 
Office Equipment Company, Wichita, Kans, last month 
announced that his brother, Lee, has joined the com- 
pany which is now settled in its new home at 122 
North Main street. 

The firm was started six months ago and has ex- 
perienced a steady growth in business until it was 
found necessary to expand its quarters. At the same 
time the company purchased the Tanner Book & Sta- 
tionery Company which was located at the North 
Main street address. 








EXCUSE US, FLieewee 


In the list of exhibitors at the National Stationers 
Association convention exposition on page 100 of 
October, the name of Gregory, Mayer & Thom Com- 
pany, Detroit, Mich., appeared near the bottom of the 
left hand column. The name should have been Greg- 
ory Fount-O-Ink Company, Los Angeles, Calif. The 
similarity of the first part of each name caused the 
error, which is deeply regretted. The Fount-O-Ink 
display was widely attended by convention visitors de- 
spite the error in listing. 

cnceieeletieiiile 

In a recent issue appeared an item reporting the 
birth of a baby girl to the wife of James Fowler, then 
a salesman for Mike Bryan, Inc., Oklahoma City, but 
since with another company. This report was in 
error in that the baby was a boy who has been named 
James Terry and doesn’t want any misunderstanding 
about it—EVH 

















MEETINGS—CONVENTIONS—DINNERS 





NEW YORK STATIONERS ANNUAL GOLF 
TOURNAMENT 


President Louis H. Tavernier’s (Fulton Specialty 
Company) home course, the Hackensack Golf Club, at 
Hackensack, N. J., proved an interesting test of the 
golfing ability of some fifty members and friends of 
the Stationers’ Golf Association of New York at their 
annual tournament on October 14. From morning 
the skies threatened and just about the time the van- 
guard got around to the last couple of holes, the rains 
came—not too, too bad, but bad enough to encourage 
some of the gang whose tussle with par had not fared 
too well to find in the rain a convenient alibi. 

Following a hurried luncheon, the boys stormed the 
first and tenth tees and were off on their battle with 
sand traps, long grass, etc., quite early in the after- 
noon. Wandering about, your observer did hear a few 
spasms of vituperative invective hurled at the un- 
suspecting heads of golf landscape architects, etc. and 
etc. But it was all in fun and quickly forgotten in the 
general good fellowship that pervaded. We couldn’t 


NEW YORK STATIONER-GOLFERS AS THE CAMERA 
CAUGHT THEM AT THE CLOSING TOURNAMENT. 

1. Sam Kahn and Harry Yager, David Kahn, Inc.; D. A. 
Davies, unattached; R. J. Urmston, J. S. Staedtler, Inc. 

2. J. H. McGregor, guest; Max Dreyer, American Colortype 
Corp.; J. Greenbaum and J. Dreyer, guests. 

3. Joe Bell, Eastern Tablet Co.; J. J. Hildebrand, Vulcanized 
Rubber Co.; Bill Porter, Celluloid Co.; H. W. Lynn, Ester- 
brook Pen Co. 

4. James E. Neary, Senior and Junior, Geyer’s Topics; Guy D. 
Hill, Seneca Falls Rule & Block Co.; W. D. Evans, W. A. 
Sheaffer Pen Co. 

5. L. J. Messina, Professional Ptg. Co.; Herb Hein, Seaboard 
Pencil Co. 

6. Joe Petchesky, Silver Staty. Co., New York City: G. Nick- 
laus, National Blank Book Co.; Henry Levy, Silver Staty. 
Co.; Irving M, Levy. Art Steel Co., Inc, 


quite see why some of the boys took such a liking to 
the water hole or maybe the idea is to see how many 
can be put in the water without missing. We don’t 
seem to know much about this game of golf. 


From the nineteenth hole where spirits refreshed 
and revived spirits the gang filtered into the dining 
room and enjoyed a corking good steak dinner. After 
which President Lou H. Tavernier presented the offi- 
cial welcome to the crowd (by this time swelled to 
about seventy-five), to the twenty-sixth annual tour- 
nament of the Stationers Golf Association of New 
York. He noted the absence of two stalwarts, Eberhard 
Faber (Eberhard Faber Pencil Company) who was 
unable to attend and Ed Dooley (Wilson-Jones Com- 
pany) who was thrown for a loss temporarily by a 
sawbones in Chicago while attending the stationers’ 
convention. W. D. Evans (W. A. Sheaffer Pen Com- 
pany) proposed that telegrams be sent these ab- 
sentees, a suggestion which was accepted by the group 
with alacrity. A silent toast was proposed and given 
to the memory of Harry Levy who passed away during 


7. R. R. Ballenger and L. A. Carll, guests; L. J. Tavenier, 
Fulton Specialty Co.; Charles Stroubel, guest. 

8. T. R. Rudel, Eberhard Faber Pencil Co.; R. B. Sainberg, 
Sainberg & Co., Inc. 

9. R. A. Weissenborn; Andy LaPola, Preakness Hills pro; 
Julius Kahn, David Kahn, Inc.; Al Ficks, Wilson-Jones Co. 

10. Norman L. Pearce, Eberhard Faber Pencil Co.; B. T. Sand- 
ner, Russia Cement Co.; Ben Josephson, Josephson Mfg. 
Co. 

ll. Abe Sclossberg, Perry Ptg. & Staty. Co., New York City; 
A. J. Piatt, Joseph Dixon Crucible Co.; Ben Abrahams, 
Royal Office Supply Co., New York City. 

12. F. G. Huber, Eberhard Faber Pencil Co.; E. T. MacIntyre, 
Defiance Sales Corp.; L. F. Bruce, Joseph Dixon Crucible 
Co.; Lieut. Fred Huber, son of F. G. 

13. Richard Lewisohn and George Grumbach, American Pen- 
cil Co.; Les Milton, Bainbridge, Kimpton & Haupt, Inc., 
New York City: Henry W. Bowman, American Pencil Co. 











NOVEMBER, 1941 





Franklin’s 


Wisdom 





About 200 business years ago, Benjamin Franklin said, 


** ’ Tis foolish to lay out money in the purchase of repentance.’’ 


In this year of business foresighted leaders 


are saying— 

“Tis smart to lay out money in the purchase 
of satisfaction.” 

There is no money today for the article 
that misses or gives out. 

There is plenty of money today for the arti- 





cle that lasts, the article that pays its way, 
the article that produces now, next year and 
ten years from now. 
* * * 

When we suggest getting the Mimeograph 
duplicator for the job today, we have in mind 
an efficient piece of equipment in your fac- 
tory or office ten years from now, or more. 
People never buy duplicators unless they 
need them. If they need them 
(and most concerns do), there 
is true foresight in getting the 
best—the one that will last. 


97 






The Mimeograph duplicator is built to “take 
it.” With its coordinated stencil sheets and 
inks, it rolls out all the duplicating work you 
need from a 3 x 5 label to a 1000-page report, 
or a complicated form. It will keep your 
secrets. You can operate it yourself. Its work 
is neat, permanent and accurate. It is beauti- 
ful to look at; more beautiful for the help it 
renders. There are distributors in leading 
cities to project its many uses for your line of 
business. Feel free to call on him for a survey 
of your own paper work without cost or obli- 
gation to you. A. B. Dick Company, Chicago. 


COPYRIGHT 1941, A. 8B. DICK COMPANY 


MIMEOGRA PH 
DUPLICATOR 


MimeocraPu is the trade-mark of A. B. Dick Company, Chicago, registered in the U.S. Patent Office. 
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RAWDON GREETS HIS NEW YORK SALESMEN.—Blaine 
Rawdon, recently appointed by the Underwood Elliott Fisher 
Company as New York district manager of typewriter sales 
officially introduced himself to his men when he gave a 


the present season. The treasurer’s and secretary’s 
reports were quickly accepted and the Hackensack 
Golf Club was chosen as the scene for all coming final 
tournaments of the association. 

The club champion, R. J. Urmston (J. S. Staedt- 
ler, Inc.) was acknowledged and congratulated by 
the president as were all the following winners of the 
1941 season: 

Class B winner: Ernest Payne, Payne & Walsh Com- 
pany. 

Runner-up, Class A: Willis Evans, W. A. Sheaffer 
Pen Company. 

Runner-up, Class B: Charles Schatzlein, American 
News Company. 

Greatest percentage of improvement: Andrew Pfaff, 
Joseph Dixon Crucible Company. 

Greatest attendance: Louis Tavernier, Fulton Spe- 
cialty Company. 

Another cup donated by Guy D. Hills (Seneca Falls 
Rule & Block Company) for the member who exhibited 
the greatest perseverance was awarded to Ben Joseph- 
son (Josephson Manufacturing Company). 

The chair acknowledged Geo. Fairchild (retired) 
and R. J. Urmston on behalf of the club presented 
him with a fine set of matched woods as a token of 
esteem from the association for his constant efforts in 
its behalf and in honor of the attainment of the ripe 
age of eighty. Al Ficks (Wilson-Jones Company) made 
a further presentation of a more practical nature and 
George answered with his sincere thanks and appre- 
ciation. 

Guy D. Hills as chairman of the nominating com- 
mittee appointed by the chair earlier in the evening 
presented the slate which called for the re-election of 
all present officers and directors. It was unanimously 
adopted. 

Prizes for the day’s efforts were then awarded to a 
long list of the more fortunate with L. J. Messina 
(Professional Printing Company) the top man for the 


A BEAUTIFUL SETTING FOR AN OUT- 
ING.—The Wisconsin territory surround- 
ing Green Bay, with its stately trees, 
woods and lakes, makes an ideal set- 
ting for picnickers as well as sportsmen 
as this picture of Automatic File & Index 
Company employees enjoying their an- 
nual outing shows. Lack of falling 
leaves, coats on the men and clouds in 
the sky indicate the way weather stays 
fine until late in the fall in the Badger 
state. 
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luncheon for them at the Hotel Pennsylvania on October l. 

When the luncheon was over the large number of salesmen 

present learned, among other things, that their new boss is 
a charming host. 


day. The kicker’s handicap was won by Harry Yager 
(David Kahn, Inc.). 

So came the end of the twenty-sixth annual tourna- 
ment. A swell time due in no small part to the hard 
working president, Lou H. Tavernier. 

ee 


ILLINOIS RIBBON AND CARBON MEN OPEN 
MEETING SERIES 

After a three-month layoff, the monthly meetings 
of the Illinois Inked Ribbon & Carbon Paper Associa- 
tion were resumed on October 6 when the organization 
members gathered at the Atlantic hotel, Chicago. 

There was a fine turnout when President Fred Neely, 
Fred W. Neely Company, called the meeting to order 
following a luncheon, and prepared for a general dis- 
cussion of present political and national events as 
they affect the ribbon and carbon industry. 

That there is a possibility the makers and sellers 
of ribbons and carbons may eventually face more re- 
strictions than were evidenced during World War 1 
was the general opinion of those present. The most 
acute factor, it was said, would be that of obtaining 
metal with which to manufacture boxes and ribbon 
spools. In this connection Mr. Neely, and many of 
those who joined in the discussion, announced that 
they are already in the market for used typewriter 
ribbon spools and expected in a short time to decide 
what price would be offered for these items. 

The reappearance at the meeting of Harry Braham, 
Chicago manager for the Old Town Ribbon & Carbon 
Company, after an absence of many months, was the 
occasion for some joy and some sorrow. The boys 


were glad to see him back again, but deeply sorry 
to hear that his wife was still in a critical condition 
after an illness of nearly a year. Mrs. Braham, Harry 
explained, has expressed a desire to go home and 
for that reason was soon to be transferred from the 
hospital in which she is a patient to her residence 
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eficiency is the object of 
every office manager. It is 
the accomplishment of every 


PANAMA and BEAVER product. 


MANIFOLD SUPPLIES COMPANY 
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Manufacturer * Coast-to-Coast Distribution 


Identified Ink and Fabric Products Which 
Mect All Possible Offic eC onditions 
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where nurses are to be in attendance day and night. 

Another member present whose attendance had not 
been regular was Harold Quest, president, Quest Man- 
ufacturing Company, Chicago, who said his absence 
was due in part to supervising a complete remodeling 
of the firm’s quarters at 538 South Clark street. 

The Illinois Inked Ribbon & Carbon Paper Associa- 
tion meets on the first Monday of the month in the 
Atlantic hotel, and its officers and members are always 
pleased to see anyone connected with the industry. 


ead tte tna 
VICTOR SAFE HOLDS SALES CONVENTION 
Victor district sales managers and representatives, 
including Charles R. Barry and C. H. Carlson of the 
Charles R. Barry Company, Victor representatives in 
San Francisco, gathered at the home offices of the 
Victor Safe & Equipment Company, Inc. in North 
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A PAUSE FOR THE PHOTOGRAPHER.—Here are Victor's dis- 

trict sales managers and representatives, together with mem- 

bers of the home office sales and advertising staff, grouped 

on the attractive grounds of the Victor establishment while 
a photographer records the convention. 


Tonawanda, N. Y. for a sales conference during the 
week of September 29. 

The week was devoted to the formulation of sales 
plans for the fall and winter seasons with particular 
emphasis on cooperation with the dealer for the sale 
of Victor’s major lines of visible record equipment, 
certified safes, filing systems and supplies, duplicator 
stencils and supplies, steel filing equipment and Victor 
business “Time Saver” items. 

A greatly expanded advertising and sales promo- 


. 


HIGH SPOT OF VICTOR SALES MEETING.—Members of 
the field force and the home office of Victor Safe & Equip- 
ment Company gather in the Hawaiian room of the Dela- 
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tional program including direct mail pieces, folders, 
catalogues, displays, and similar selling material for 
dealer use was presented at the meeting and enthusi- 
astically received. 
a Oe 
CROWL ADDRESSES WOMEN ADVERTISERS 

Lester S. Crowl, president of The Blade Printing and 
Paper Company, Toledo, and governor of the fifth dis- 
trict, National Stationers Association, in a recent talk 
before members of the Toledo Women’s Advertising 
Club, discussed the question of advertising in an over- 
sold market. He said the public needs advertising to 
enable it to buy intelligently, and suggested that ad- 
vertisers be guided by the actions of their competitors. 
Should the competitor maintain a full schedule, he 
said, the advertiser must do likewise, and should the 
competitor curtail his schedule, the advertiser would 
be missing a golden opportunity if he failed to take 
advantage of this situation to maintain his own full 
advertising schedule—AK 

a 
N. Y. OFFICE MACHINE DEALERS MEET 


The one hundred and twenty-first meeting of the 
Office Machine Dealers Association of New York was 
held on Thursday evening, October 9, in the Hotel New 
Yorker. The meeting was called to order by President 
LaHiff at 8:20. 

The secretary’s report was read and approved. 

William Purvin, chairman of the entertainment 
committee, announced that the annual dinner dance 
will be held the last Saturday in March, in the Hotel 
Biltmore. 

I. R. Ritchie explained his inability to have a speaker 
from the Internal Revenue Department to talk on the 
new excise tax. He suggested that any questions per- 
taining to the tax be submitted to the secretary, who 
will write to Washington for a ruling. A general dis- 
cussion of the tax followed, and it was motioned by 
T. R. Patton, seconded by Mr. Ritchie, that a commit- 
tee be appointed to further investigate the tax, par- 
ticularly as to rebuilt machines. Messrs. Ritchie, 
Samuel Hutter and Gross were appointed as the com- 
mittee. 

Mr. LaHiff suggested that the guarantee period on 
rebuilt machines be reduced to six months. He stated 
that he was quite certain the manufacturers would 
cooperate by reducing the guarantee period on new 
machines, from one year to six months. Mr. Ritchie 
spoke along the same lines. Mr. Purvin suggested that 


—— 


ey oe Pe: 


ware hotel, Tonawanda, for an old-fashioned get-together 
party. The affair was a gala event and, after an excellent 
repast, the crowd enjoyed dancing until the early hours. 
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Yes...we have discontinued four 
Coroma models... ja cnm<u ntunauiee 





=i CloR ONA 
Lephyr 


DE LUXE 








CORONA 
SILENT 





CORONA 
STANDARD 


CORONA 
STERLING 

















Rut LOOK AT THE 4 
THAT ARE LEFT! 


LC Smith & Corona Typewriters Inc Syracuse, New York 








TO DEALERS: ‘‘It will materially help produc- 
tion if you will persuade your customers to take 
regular rather than special keyboards. During 
the present emergency special keyboard assem- 
blies will be subject to delay. However, special 
keyboards for all departments in the United 
States Government will be given precedence 
over all orders.”’ 
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Here’s what desk buyers are 


looking for now... 


OLYLE... 
UTILITY... 
MUUERATE 
PRILE... 






No. 2061 Flat Top 
Desk—60" x 32” x 
30%”. This turned- 
leg Walnut series in- 
cludes 5 flat top 
desks, 4 typewriter 
desks, 3 tables, phone 
stand and costumer. 





IF you want to sell more office furniture 
nowadays, you must recognize these facts: 
(1) Defense taxes have increased the 
overhead costs of every business. 

(2) Priorities have cut deeply into 

the sales volume of the average 
business. 

Imperial’s No. 2000 Series was “‘made 
to order” for the present emergency. It 
was designed especially for the thrifty 
business man who wants to refurnish his 
office without spending much money. 

When you sell a man this series, you 
give him handsome style that will be in 
good taste for years to come. You give 
him sturdy construction that will stand 
up faithfully under longer use. You give 
him more for his money. 

This No. 2000 Series is just one of the 
many valueful grades in the complete 
Imperial line. Build your own defense 
program around a_ profit-guarding Im- 
perial franchise. Write today for the 
new 1942 catalog and full details. 


Lleepecial | 


HESh COMPANY 


EVANSVILLE, INDIANA 
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a questionnaire be sent to all dealers in the metro- 
politan area, seeking their opinions on rental rates 
and guarantee periods, and then to propose to the 
manufacturers the results of the questionnaire. Motion 
by Mr. Patton seconded by Mr. Ritchie, that a commit- 
tee be appointed to formulate the* questionnaire. 
Messrs. Ritchie, LaHiff and Convery were appointed 
as the committee. 
ae 
GOLDBLATT CHOSEN PRESIDENT BY CHICAGO 
TYPEWRITER MEN 
At the annual meeting of the Chicago Typewriter 
Dealers Association, held in the Sherman hotel, Mon- 
day evening, October 13, Robert C. Goldblatt, pro- 
prietor of the Star Typewriter Company of Chicago, 





R. C. GOLDBLATT 


was unanimously elected president. The other cabinet 
officers elected at the same time were Harry H. 
Kingery, Kingston Service, vice-president; Frank B. 
Kline, Manufacturers Typewriter Clearing House, sec- 
retary, and John S. Bialas, Chicago Adding Machine 
Service, treasurer. The following were chosen to serve 
on the board of directors: Sam Fogel, Mid City Type- 
writer Exchange, chairman; Hans Wagner, Wagner 
Typewriter Service; L. K. Doebler, Office Equipment 
Exchange, and Otto Ernst, Typewriter Inspection Com- 
pany. 

Prior to the election, Elmer Young, chairman of the 
Chicago committee for the recent National Typewriter 
& Office Machine Dealers Association convention, pre- 
sented his report. After outlining the work that was 
done and the success that was achieved he expressed 
a generous thanks to those who helped make the con- 
clave outstanding. His report was followed by consid- 
erable discussion with reference to the new excise tax. 

Just before adjournment decision was reached to 
make a special payment of $100 to R. E. Hoover to 
cover his expenses as secretary of the Chicago conven- 
tion committee. Mr. Goldblatt then assumed the chair 
and adjourned the meeting. 

Mr. Goldblatt is a widely experienced typewriter 
man who has been associated with the industry in the 
Chicago territory for many years. At one time he was 
affiliated with the sales staff of the Royal Typewriter 
Company before establishing his own business. He is 
a vigorous, thoughtful business man who will con- 
tribute largely to the Chicago association and the in- 
dustry it represents. 

—_- 


GOLDEN STATE TRAVELERS RESUME MEETINGS 


The first Fall meeting of the Golden State Travelers 
Club was held on Monday, September 29, at the Alex- 
andria hotel, Los Angeles. Carl Grimes, of the Grimes- 
Stassforth Company, and Bill Knapp, Los Angeles 
Stamp & Stationery Company, were present as guests 
while Bill Hughes, Denver, Colo., who represents the 
Weis Manufacturing Company, was an out-of-town 
visitor. The organization’s next meeting will be held 
on November 2. 
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WHY 


Dealer houses represented at 
the N.S. A. Convention 





@ Webster is a very reliable Company, recognized 
nationally for its leadership. It has adhered toa policy 
of honest dealing and fair play with its dealers for 
more than fifty years. 


@ Webster products are unexcelled for quality. 
Webster dealers have always enjoyed a profitable 
repeat business. 


@ Webster has given its dealers more advertising 
support than any other carbon paper manufacturer. 
For 32 years the merits of Webster products have 
appeared continuously in the Saturday Evening Post 
and other national publications. 


@ Webster has made many contributions in the field 
of invention, including Micrometric Carbon Paper 
which gives Webster dealers five extra sales features. 


@ Webster has given its dealers helpful, progressive 


FEATURE 
WEBSTER PRODUCTS 





merchandising assistance, including window and 
counter displays. 


@ Webster has a laboratory staff of specialists con- 
stantly advancing the Webster standard of quality. 
Webster dealers can give their customers materials 
to meet the most exacting requirements. 


@ Webster products come to dealers in modern, eye- 
appealing packages. Recently the entire line of car- 
bon papers has been modernized. A new system of 
related numbers makes identification easy. 


@ Webster maintains a nation-wide system of ware- 
houses and branch offices to insure prompt deliveries 
to dealers. 


@ Webster has the good will of satisfied users the 
country over. Every Webster dealer shares in this 
priceless asset. 


F.S. WEBSTER CO. 


13 AMHERST STREET, CAMBRIDGE, MASS. 
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I'M MADE OF CRITICAL MATERIALS 
THEY HAVE ALLOCATED ME 

TO HELP DEFENSE PRODUCTION 
AND PUT THE “Vv” IN VICTORY. 


SO IF SHIPMENTS ARE DELAYED 
BE AS PATIENT AS CAN BE 

WE HAVE TO MAKE A SACRIFICE 
TO PUT THE “v” IN VICTORY. 

















\ curtailment of production of Bassick Casters and floor 
protection equipment for other than defense requirements 
has been necessary. The raw materials required are simply 
not available in sufficient quantities to keep stock on 
hand and make prompt deliveries of all items. 


We will continue to do everything we can to enable 
you to serve your customers with Bassick Products and 
hope that conditions will soon be such that we can ship 
your orders without the present unavoidable delays. 


THE BASSICK COMPANY -« Bridgeport, Connecticut 


Division of the Stewart-Warner Corp., Chicago, Ill. 
Canadian Factory: Stewart-Warner-Alemite Corporation of Canada, Ltd., Belleville, Ontario 
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MOSLER 


INSULATED 
RECORD 
CONTAINERS 


PATENT APPLIED FOR 


GUNLOCKE EMPLOYEES HOLD PICNIC 


August 19 was a red-letter day for employees of the 
W. H. Gunlocke Chair Company, and their families 
when, about 900 strong, they gathered at the firm’s 
plant in Wayland, N. Y., for the 1941 annual picnic. 

And what a day it was! Such a day, in fact, that 
the event has been made the subject matter of a neat 





FILE CONVENIENCE 
SAFE PROTECTION 





Four Drawer Letter File with Security Compartment in place of Top 
Drawer. This Compartment has a Combination Lock and Underwriters’ 
Laboratories Labeled Relocking Device. It affords protection and 
privacy for personal and confidential papers and other documents, and 
the Contents are subject to 10% discount in burglary insurance. 


ATTENTION, DEALERS! 


THIS ITEM REALLY SELLS ITSELF, BECAUSE: 
ALL ABOARDI—So says President 
Howard W. Gunlocke as the sixteen- | 1. It is the only item of its kind on the market. This takes it 
car special train pulls out of Way- out of competition. Think what that means to you. 
land en route to Buffalo where the 
picnickers began a steamship ride. 











2. It is not only a File—it’s also a Safe. 


3. It has Measured Protection built into it, not only with respect 


booklet issued by the Gunlocke organization to tell the to FIRE, but also with respect to FALL during a FIRE. 


story of the event in words and picture. 4. It is the only Insulated Record Container or File bearing 
: ‘ - : BOTH the Underwriters’ Laboratories and Safe Manufacturers 
The holiday started with the revelers boarding a National Association Labels for BOTH ONE-HOUR FIRE PRO- 


TECTION AND 30-FOOT DROP immediately after having been 
heated to 2,000 degrees F. 


5. It has a Receding Door, thereby saving space. 


6. It has Interchangeable Insert Drawers, taking care of every 
filing need. 


7. It can be provided with a Combination Lock in addition to its 
Key Lock, thereby giving Dual Control. 





8. It can have Linoleum-Covered Top, creating a counter or desk, 
and can, if required, have Swivel Wheels, so that it may be 
easily moved. 


9. Its finish, while normally wrinkle 
green, can be flat green, mahogany 
grained or walnut grained. 


10. Even more important—it provides 
ONE-HOUR FIRE PROTECTION at 
point of use. a, 





Write The Mosler Safe Co. 
(Dept. D) Hamilton, Ohio, for 
catalog and prices on Insulated 
Record Containers, as also our 
other lines of Fire and Burglary- 
Resistive Equipment. 


THE MOSLER SAFE CO. 


The Largest Buliders of Safes and Vaults In the World 

















320 FIFTH AVE.., FACTORIES: 
¥ NEW YORK CITY HAMILTON, OHIO 

IN A FOREIGN PORT.—Canadian customs officials and BOSTON CHICAGO PITTSBURGH 
British flags reminded the crowd at the Crystal Beach docks 84 Sudbury St. 214 W. Jackson Blvd. 395 Union Trust Bldg. 
in Canada that they were temporarily out of the United Cincinnati, Cleveland, Covington, Ky., Detroit, Dallas, Kansas City, 

States. Los Angeles, Portland, Ore., Washington, D. C., and 
Other Principal Cities in the United States. 

special, sixteen-car train for a two-hour ride to Buf- Colombia, 8. A.—-Havana— Hawaii—Manilla—Panama— Puerto Rico 


falo. From there the crowd embarked on a steamship Shanghail—Tokyo—Venesuela, 5. A. 
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Chair Value that 
clinches dealer sales 









YOU CAN SELL 
More 


of these genuinely 
comfortable, modern, 
attractive designs at 
our low list. 


DU PONT 
CAVALON 


- the finest simulated 
leather obtainable covers 
the upholstery of these 
chairs. It is washable, 
waterproof and 
resistant to age- 
ing, flex, crack- 
ing, abrasion, 
peeling and fad- 


ing. 
CAVALON is 
available in red, 
maroon, light 
and medium 
blue, tan, brown, 
green and black. 
All- exposed 
wood is genuine 
Northern Birch, 
thoroughly seca- 
soned and care- 
fully selected. 





STENOGRAPHERS 
POSTURE No. 44LR 
















Order two or 
three of these 
numbers for your 
display. 





No. 875 
EXECUTIVE 


See the complete line 
shown in our catalog. 


JASPER SEATING COMPANY 


JASPER, INDIANA 








tL. 4. Farber, 529 S. Wabash Ave. Phone WEBster 3217, Chicago 
Office Furniture Warehouse, 573 Broadway, New York 














OFFICE APPLIANCES 


—the Canadiana—for a cruise to a “foreign” port, 
which, in this case, was the Crystal Beach docks in 
Canada where custom officials and the British flag 
waving brought home the realization that everyone 
was temporarily out of the United States. 

All of the children present were given a book of 
thirty tickets with which to try out the various rides 
and concessions while the others contented them- 
selves with the beach and swimming or even a reckless 
trip upon the miniature railway and other not too 
jumpy rides. 

It was not until 6:30 in the evening that the crowd 
again went aboard their ship for the trip home. 

Copies of the little booklet, attractively printed with 
a dash of color, have been distributed to dealers and 
friends of the company in order that they may become 
better acquainted with members of the Gunlocke 
plant’s family. 

2 ee 
A. M. A. HOLDS N. Y. CONVENTION 


An impressive list of prominent speakers and an 
unusually good attendance of more than 800 persons 
were the highlights of the two-day meeting of the 
office management division of the American Manage- 
ment Association. The convention was held in the 
Hotel Pennsylvania, New York City, on October 22 and 
23. 

The meeting opened on Wednesday (twenty-second) 
morning with John Mitchell, vice-president, uniform 
printing and supply division of the Courier-Citizen 
Company, Chicago, and vice-president, AMA office 
management division, presiding. 

After Mr. Mitchell spoke on the subject of “Duties 
of Today’s Office Managers,” he introduced Harry J. 
Volk, Prudential Insurance Company of America, New- 
ark, N. J., whose subject was “Significant Trends in 
Office Equipment.” 

In the afternoon Samuel L. H. Burk, Atlantic Re- 
fining Company, Philadelphia, presided and introduced 
the speakers. They and their subjects were as follows: 

Murray S. Chism, General Foods Corporation, New 
York, “Problems Encountered in a Survey of Office 
Salaries”; E. E. Little, wage and hour consultant, New 
York, “Aligning Salaries with the Wages and Hours 
Law”; Dr. Robert P. Brecht, University of Pennsyl- 
vania, Philadelphia, “Salary Adjustments During the 
Emergency.” 

Following a dinner in the evening a panel of busi- 
ness men from well-known companies held a “Question 
and Answer” hour at which many interesting matters 
were analyzed and discussed. 

Thursday Morning 

On Thursday morning the speakers were: Henry E. 
Niles, Baltimore Life Insurance Company, Baltimore, 
“Organizing for Higher Output”; C. B. Atwater, Liberty 
Mutual Insurance Company, Boston, “Improving and 
Standardizing Branch Office Methods”; Charles R. 
Riker, Westinghouse Electric & Manufacturing Com- 
pany, East Pittsburgh, “Improving Letter Writing”; 
Victor J. Olearo, American Type Founders, Inc., Eliza- 
beth, N. J., “Expanding Communication Service.” 

Thursday Afternoon 

Dr. Marion A. Bills, Aetna Life Insurance Company, 
Hartford, Conn., “Ability and Aptitude Tests for Cleri- 
cal Workers”; Paul A. Mertz, Sears, Roebuck & Com- 
pany, Chicago, “Training New Office Workers”; Richard 
L. Hull, Houser Associates, New York, “Attitude of 
Office Employees Under Present Conditions.” 

a ee 


N. ¥. TRANSCRIPTION SUPERVISORS MEET 





As part of National Business Women’s Week, cele- 
brated October 5 to 11, the Transcription Supervisors 
Association of New York held a meeting on October 6 
at the Hotel Astor. 

The event was in the nature of a round table dis- 
cussion under a general heading of “From Side Lines 


’ 
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The Quiet Royal Portable 





is the Big Noise today 


@ In 1917 it was silk shirts. 

That was the baby the wage earner blew his brand-new 
folding money on, those days. 

This time it’s typewriters—we know from the orders we're 
trying so desperately to fill—orders so heavy our mailman 
now has an assistant. 

Which shows that people are smarter today. Aren’t throw- 
ing their money around on fripperies, but investing in a prod- 
uct that will bring future dividends—in better jobs . . . higher 
grades for the kids . . . and, who knows?—start those young- 
sters on the road to great and glamorous careers. 

ONE MODEL in the Royal line is just made for today’s market. 
It’s the model that some of you depression-shy gentlemen 
may have thought too rich for your blood. 

Brother, times have changed! 

The Royal Quiet De Luxe Model, the machine that fairly 
purrs as it types, the last word in portable perfection, the 
machine that holds the World’s Portable Speed Champion- 
ship... and the one that has the smartest and only airplane- 
luggage case in the Portable field—is the bread-and-butter 
model today! 


Yesterday’s luxury is today’s staple. 

So, get your salesmen to raise their sights! Customers today 
no longer want the cheapest, they want the best! The sales- 
person who lets a prospect walk out without being exposed to 
this gem of all portables—has missed 1941’s golden sales 
opportunity! 

Let the Royal Quiet De Luxe lead the way to more sales 
for you, and— 


MorE PROFITABLE SALES! 





Royal Portable 


THE STANDARD TYPEWRITER 
IN PORTABLE SIZE 


Copyright 1941, Royal Typewriter Company, Inc. 
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Ean 
The World’s finest Stap- ” 


lers are found in the ee 
a Patinti 


Hotchkiss Palmfit line. Model 122P 


n Se PR Te RP 


Uncle ne 


must come first / 





\\ E ARE proud of the fact that now, as in World War No. 1, Hotch- 


kiss products are aiding Uncle Sam in every branch of the Service. 


Governmental demands are heavy and they must be met. To do 
this and at the same time supply the urgent requirements of the great 
body of Hotchkiss dealers is a tremendous task! Sometimes it has been 
necessary to disappoint dealers whose loyalty to Hotchkiss through 
many years deserves better treatment. In practically every instance 
of this kind however, Hotchkiss dealers have co-operated in every 





way possible. 

They subscribe to the Hotchkiss idea that the customer must be 
served in spite of all obstacles, and they have made every effort, by 
adjustment of orders and by extra service to achieve this. 

We take this opportunity to thank these dealers and to assure 
them that their support and understanding forbearance is appreciat- 


ed to the utmost. 


The Hotchkiss Sales Co. 





The Hotchkiss main office and plant at Norwalk, Connecticut, 
which grew from a little one room building on the same location. 


0) 1 C, kK I NORWALK, CONN. U. S. A. 
*““Pioneers in all that’s best in Stapling’’ 
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to Main Lines,” and was conducted by Association | 


President Marie E. Jordan. 

Before the discussion opened, however, the associa- 
tion honored Miss Margaret Hamma, recent winner of 
a speed typing contest held in Chicago, and presented 





FRESH HONORS FOR SPEED TYPIST.—Miss Margaret Hamma, 

shown with the trophies she won at the International Schools 

Contest in Chicago for typing 149 net five-stroke words per 

minute, was recently given fresh honors when women attend- 

ing the National Business Women’s Week in New York City 

presented her with a handsome scroll. The presentation 
occurred on October 6. 


her with a scroll lauding her as the outstanding busi- 
ness woman of 1941. 

Among the speakers who took part in the discussion 
were the following: 

Mrs. Margaret Rudkin, Miss Edith M. Hummel, Mrs. 
Ann Robinson, Miss Peg Newton, Miss Jessica Ogilvie, 
Miss Ruth Bernhard and Miss Maybell E. Moore. 

———— 0 —0- 
BLOOM ELECTED PRESIDENT AT MARKING 
DEVICES CONVENTION 


With an attendance of 118 delegates and their ladies 
recorded, and a spirit of high enthusiasm evident, the 
twenty-ninth annual convention of the Marking De- 
vices Association, was held at the Edgewater Beach 
hotel, Chicago, from October 13 to 16. 

The four-day meeting was said to be one of the best- 
attended and most instructive in the association’s 
annals. Visitors were reported present from many far- 
away sections of the country and attendance at the 
many business sessions was recorded as 100 per cent. 





On the closing day the annual election of officers | 


was held and the following men named to head the 
organization for 1942: 


President, Herman A. Bloom, The Hiss Stamp Com- | 


pany, Columbus, Ohio. 

Vice-president and treasurer, John W. Meyer, Meyer 
é& Wenthe, Inc., Chicago, Il. 

Homer G. Klene, Chicago, was retained as executive 
secretary. 

The first session opened on Monday, the thirteenth, 
with President William A. Force, W. A. Force & Com- 
pany, New York City, presiding. John W. Meyer, Meyer 
& Wenthe, Inc., Chicago, made the address of welcome 
and, after various committee reports were read, an 
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... and you make real profits — 
with this handsomely harmonizing 


Complete variety of styles, 
colors, and prices for 
every office requirement 





Plain or “dressed up” —single 
HP-670 (Preswood i > 
Base) $8.00 and $8.50 of double—black or in strik- 
ing colors — the HP-6 Series 
gives you everything you 
need for a 100% Handi-pen 
installation, at retail prices 
from $3.00 to $10.50. 


HP-6 styling helps you sell 
the basic Handi-pen features, 
HP-640 that give your customers the 
ie meat writing satisfaction they have 
oc ieee hataas always dreamed about. Seng- 
busch “tip-in-ink” feature 
provides uniform pen-ink- 
ing; no flooding. No creep- 
ing of ink up to the finger- 
grip. No over-supply of ink 
to spill. 


Don’t be satisfied with Jittle 
orders. Go after the big in- 
stallations, too—with Handi- 
pen—and make extra profits. 
Stock up now, ask for latest 
literature to help you sell. 


HP-650 
(Genuine Two-tone 
Walnut Base) 
$10.00 and $10.50 


Sengbusch Self-Closing 
Inkstand Co. 


1115 Sengbusch Bidg. 
Milwaukee . Wisconsin 





HP-660 (Genuine Walnut Base, 
Colorful Plastic Trim) 
£6.75 and $7.00 
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| | FASTENER | 
FACTS 


HAT with material shortages and all we’ve been 

wondering just how we could continue to adver- 
tise ACCO PRODUCTS. And then we thought, “why 
advertise Acco Products — what we really want is just 
to keep our friends and make new ones — to let them 
know we're thinking of them — to have an occasional 
chat with them —to give them a good tip when we 
can —to keep them ‘in the know’ on how things are 


going. 





* * * 


Yes, we want to make new friends even though 
they may not turn into new customers right 
away. It is getting pretty hard for a manufac- 
turer to add any new customers — not because 
there aren’t plenty of them, but because few 
manufacturers have even enough goods to take 
care of all of the demands of their old custom- 
ers. We hope everyone will understand and 
bear with us while this emergency lasts. 


* * * 


@ Millions of ACCO FASTENERS are being used by 
the Government and millions more in the nation’s 
business offices. And yet there are still many busi- 
ness men who do not realize how much easier and 
more efficient this little gadget would make their 
work. Why not tell your customers about it? 


* * * 


This is, in fact, a good time to educate your 
customers to better methods and better prod- 
ucts throughout their offices. They are all 
busy, time is important, and any device is 
valuable which makes for greater speed, more 
efficient handling of the work, or savings in 
labor and money. 


* * * 


@ We say this even though there may not be enough of 
these efficiency devices like Acco Fasteners to go 
round. For business needs your help and the seeds 
of better methods you plant now will grow many a 
crop of profits in the years to come. 


* * * 


All of which can be summed up by saying, “it 
pays to think ahead”. And that reminds us to 
suggest that you, too, allocate your Acco Fas- 
teners so that all your customers will obtain a 
fair percentage of their former requirements. 


A GOO mropucts nc 


39th Ave. & 24th St. Long Island City, N.Y. 
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address on “The Importance of Credit Control in Na- 
tional Defense” was delivered by E. B. Moran, National 
Association of Credit Men. 

In the afternoon Mr. Meyer presided at a round 
table session on metals, and James R. Kallaher, Na- 
tional Vulcanized Fibre Company, spoke on “The Use 
of Vulcanized Fibre as a Substitute Material.” This 
session ended early to enable the visitors to prepare 
for the annual “Get-Together” party which was held 
in the evening with the Marking Device Club of Chi- 
cago acting as host. 

On Tuesday morning the visitors witnessed a sound 
film entitled “Strategy in Selling” which was followed 
by an address on “Trade Journals in Modern Busi- 
ness,” by A. W. Hachmeister, editor of Marking 
Devices magazine. The meeting closed with the ap- 
pearance of Frederick A. Virkus, president, Illinois 
division, National Small Business Men’s Association, 
whose address was “The Plight of the Small Business 
Man in the Defense Economy.” 

Two speakers addressed the delegates on Wednesday 
morning. They were George Nordenholt, editor of 
Product Engineering, who spoke on “Substitution of 
Materials,” and H. G. Klene, executive secretary of 
the association, who told details of an insurance plan 
for M. D. A. members and their employees. 

On Thursday morning the speaker was Edmund H. 
Eitel, priorities division, O.P.M., whose subject was 
“A Simple Picture of the Priorities System.” 

A part of each of the four days was given over to 
an inspection of the exhibits which were maintained 
in an adjoining hall. The companies taking part in 
the show included the following: 

Art Novelty Manufacturing Company, Chicago; At- 
lantic Rubber Manufacturing Company, New York 
City; The Dorson Corporation, Chicago; Eagle Stamp 
Works, Inc., Chicago; Floquil Products, Inc., New York 
City; William A. Force & Company, New York City; 
Green Duck Company, Chicago; C. H. Hanson Com- 
pany, Chicago; Marking Devices Publishing Company, 
Chicago; George J. Mayer Company, Indianapolis; 
Meyer & Wenthe, Inc., Chicago; Parisian Novelty 
Company, Chicago; Superior Type Company, Chicago; 
Universal Fountain Brush Company, St. Petersburg, 
Fla. 

On Tuesday afternoon the delegates and their ladies 
journeyed to the Westward Ho Country Club for the 
annual outing and golf tournament and on Thursday 
evening attended the annual banquet and minstrel 
show, the latter provided by the Marking Device Club 
of Chicago. 


—— a 
ILLINOIS BOOKSELLERS SET 1942 CONVENTION 
DATE 


The 1942 convention of the Illinois Booksellers & 
Stationers Association will be held in the Hotel Abra- 
ham Lincoln, Springfield, Ill., April 30 and May 1. 

That was the statement issued last month after the 
officers and members of the association’s executive 
committee held a meeting at the Pere Marquette hotel 
in Peoria for the purpose of beginning preparations 
for the next conclave. Association President Homer S. 
Jacquin, Jacquin & Company, Peoria, said officials of 
the Springfield Association of Commerce, local dealers 
and executives of the Abraham Lincoln hotel, had 
promised a 100 per cent cooperation with the conven- 
tion committee in an effort to make the meeting one 
of the best in the history of the association. 

In addition to Mr. Jacquin the officers of the asso- 
ciation are: 

Vice-president, Tom Gillice, Rockwell-Barnes Com- 
pany; vice-president, P. G. Picknell, Haines & Essick, 
Decatur; secretary-treasurer, W. E. Harms, Business 
Equipment Company, Peoria; field secretary, Fred 
Greenwood, Chicago. 

Members of the executive committee are: 

Harry D. McFarland, (chairman) McFarland Office 
Equipment Company, Rockford; Harry Chumley, 
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STANDING supreme and unchanging, far above a world of chaos, is Switzer- 
land’s inspiring Matterhorn. And standing supreme and everlastingly dependable is 
another Pinnacle—the highest achievement in typewriter ribbons and carbon papers. 


Dealers who sell PINNACLE, consumers who specify and in Pinnacle Ribbons and Carbons to give your customers 


use these superfine ribbons and carbons, both obtain the an unquestioned assurance of 
highest in value—dependable and unchanging. Repeat unchanging quality. 

Write us and let us tell you 
how Pinnacle can show you 
the way to the peaks in sales 


formity, beauty of write, superb service, are all combined and profits. 


sales and quality reputation have built a splendid dealer 


business in these outstanding Columbia products. Uni- 


COLUMBIA RIBBON & CARBON MANUFACTURING COMPANY, INC. 


Main Office and Factory: Glen Cove, L. I., N. Y. 
New York Sales and Export, 58-64 West 40th St. Kansas City, Mo., Dwight Bldg. 
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Santa Says: 


“AVOID DELAYS! 





Dlace your Christmas orders EARLY!” 


Cog 
AN 





Deliveries, this year, may be a little slower than usual. 
Don’t risk losing sales because of late shipments! Place 
your Christmas orders early and specify whatever deliv- 


ery date you desire. 


Remington Electric Shavers offer you 
Extra Profits. They are promoted by a 





big national advertising campaign that 
you can cash in on by displaying Rem- 
ington Shavers in your store and windows. 
Full information and price lists will be 
sent on request. 











PLEASE PLACE YOUR CHRISTMAS ORDERS EARLY! 


Monarch Portable Typewriters—an ever- 
popular Christmas gift that will bring you 
repeat business from satisfied users and 
their friends all through the year. Every 
Monarch Portable you sell is a testimonial 


advertisement for you —the Monarch 


Dealer. 


Many businesses that are rushed with de- 
fense work are handicapped with obsolete 
and insufficient equipment. Sell them on 
the idea of giving their offices new Mon- 
arch Adding Machines this Christmas. 
The resulting good will and increased 
efficiency will benefit them and the sales 
will benefit you. 








Rebuilt Remingtons 
Rough Typewriters 
Typewriter Parts 
Invincible Platens 


Rubberite Stencils 





115-117 WORTH STREET 


The popularity of the Factory Recondi- 
tioned Remington Noiseless No. 6 is rap- 
idly increasing. It is an ideal Christmas 
present for students and writers; and be- 
cause of its many sales advantages, in- 
cluding prompt delivery, it is a fast-sell- 
ing profit-maker that you should feature 
all through the year. 


AMERICAN WRITING MACHINE CO. 


NEW YORK, N. Y 


Est. 1880 





Typewriter Tools Shop Supplies 


















Monarch Adders 

Monarch Portables 
Invincible Ribbons 
Invincible Carbon 


Refinishing Materials 
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Woodworth Book Store, Chicago; W. N. Curry, Frank 

R. Simmons Company, Springfield; John F. Carroll, 

Temple & Carroll, Galesburg; Jess Sutton, Woodbury 

Book Company, Danville. 

artisan er EN Le 

TWO MAJOR BUSINESS SUBJECTS DISCUSSED AT 
13TH DISTRIBUTION CONFERENCE 


Two addresses of major importance to business and 
industry were delivered at the thirteenth Boston Con- 
ference on Distribution, held on October 6 and 7. 

Increased current importance of advertising by in- 
dividual manufacturers and dealers as a means of 
educating consumers as to the real reasons for short- 
ages and price increases was stressed by Lt. Col. Ralph 
K. Strassman, vice-president of Ward Wheelock Com- 
pany. 

Also emphasizing the value of advertising in seeking 
to maintain civilian morale and to educate the public 
to the vital importance of private enterprise to a 
democratic system, Lt. Col. Strassman declared 

“Industry must arm America and at the same time 
sustain civilian morale by working out methods which 





will entail the least possible dislocation of normal | 
channels of consumer goods supply. Industry must use | 


its influence to bring about long-range planning and 
coordination of the national effort, with an eye to the 
future. Above all, it must guarantee its own survival 
by proving to the public its indispensability to the free 
way of life. 

“This can be accomplished only when and if the 
public understands the issues involved; and advertis- 
ing is the natural instrument for industry to use in 
telling its story to the nation.” 

Noting that “some individuals, while conceding the 
contributions which national advertising has made in 
building up mass markets and lowering unit costs to 
the consumer, will maintain that it has outlived its 
usefulness and has no legitimate place in our present 
war economy or the regimented post-war world which 
they foresee for the future,” Lt. Col. Strassman added: 


“My answer to this point of view is that the dynamic | 
force of publicity will always have a vital function in | 


a free economy. If we ever come to the place where it 
is not needed, then we shall have moved into a slave 
system with a contracting, not an expanding, philos- 
ophy of production and distribution, and a standard 
of living scaled down to a permanent ‘share the pov- 
erty’ basis. 

Advertising Educates 

“Adequate publicity by individual manufacturers 
and dealers is especially important in a war economy 
because it is a means of educating consumers as to 
real reasons for shortages and price increases. 

“In a period when the totalitarian idea is spreading 
insidiously over the world, our nation needs more than 
planes, guns, tanks, ships and soldiers to defend its 
way of life. The most dangerous enemies of the 
American ideal are those persons who are willing to 
accept part of the totalitarian theory, with the mis- 
taken notion that they can reject the rest of it. 

“These semi-totalitarians of ours are constantly 
urging more rigid political controls over the means of 
production and the distributive system, to be secured 
through the regimentation of management, capital 
investment, labor and agriculture. At the same time, 
they protest their undying devotion to the democratic 
principles of free elections, representative government 
and personal freedom of speech and information. 

“Now, these ideas are fundamentally irreconcilable. 
Broad, regulative powers over industry for the purpose 
of preventing abuses and coercive monopolies should, 


of course, be exercised by any government. This is in | 


the best American tradition. Full cooperation between 
government and business, in realizing their common 
aim of better living for more people, is essential to the 
functioning of a democratic system. But it is quite 
another thing from giving to any government the 
power of life or death over any honestly conducted 
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ENERO 


CHAIR ACTION 


Sells Posture Chairs. for 


YOu! 





Put ONE SYNCRO.TILT-equipped Posture Chair 
in an office—-and watch it do a SELLING 
JOB for you! It's a marvel of “comfort-engi- 
neering” with its body-bracing, muscle-resting, 
form-fitting FIVE WAY Adjustment. All move- 
ment is SYNCHRONIZED for perfect working 
comfort — the latest word in office efficiency 
that appeals to workers immediately. No up- 
and-down rub of the back pad .. . no uncom- 
fortable restriction of blood circulation at the 
knees. 
% Put this important sales feature to work for 


YOUR Posture Chair sales. Write now for 
BOLENS SYNCRO.-TILT Chair Iron Catalog! 


DOLE PRODUCTS GOMPETY 


Vit yeelattia 





Port Washington 
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STICK- STRIP 








FOR INSTALLATION OF GLASS TOPS 








No. O25—5S /32" thick STICK-STRIP (Seif- 
adhesive Backing) Watnut, Mahog- 
any, or Green -09 per : 
No.04S—3 /32” thick STICK- 
STRIP (Self-adhesive Back- 
ing) Wainut, Mahogany, 
or Green ersecee 
$.07 per foot 





Stick-Strip is 
made one inch in 
width and in two 
thicknesses 5/32” 
and 3/32”. It isa 
cork and rubber 
cushion with the 
reverse side a 
self-adhesive, pro- 
tected until used 
with a linen cover. 
Remove the linen 
cover and apply 
to furniture top 
under the glass. 











be ‘5 Furnished in 100-foot rolls. (Each 
= 100-foot roll packed in individual 
_ box.) 





























Adhesive backing wil! not af- 
fect desk top finishes. 

it is a non-skid finish 
and prevents giass from 
moving. 

Prevents dust accu- 
mulation under glass 
top. 


Makes a per- 
manent job, 
never necessary 
to remove glass 
top for cleaning 
and polishing 
desk top 

Equalizes un- 
levelness of desk 
tops. 

Offers proper 
cushion around 
entire edge of 
giass and pre- 
vents giass 
breakage. 

Prevents glass 
from sweating 
and spoiting 
finish of furni 
ture. 







Corners 


(Each set consists of four corners and 
two discs.) 


No. 02—Self-Adhesive Stick-Strip Corners 


5/32” icant $.25 per set 
No. 04—Self-Adhesive Stick-Strip Corners 
3/32” .25 per set 


Walnut, Mahogany or Green 
(Not self-adhesive) 


No. 2—Rubber Corners (4 Cor- 
ners and 2 Discs to Set) 
Chocolate Color only 
$.25 per set 











Ox 


Discs 


Each set consists of 6 discs 
No. 0214—Self-Adhesive Stick-Strip 





Dises 5/32” $.15 per set 
No. 0444—Self-Adhesive Stick-Strip 
Dises 3/32” $.15 per set 


Walnut, Mahogany or Green 
No. 21%4—Felt Discs, All Wool, 
Brown, Maroon or Green... $.10 per set 





Wholesale Only—All Prices Subject to Regular Dealers Discount. 
Complete Catalogue on Request 


POLAR MANUFACTURING CO. 


401 N. BROAD ST., PHILADELPHIA, PA. 
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enterprise. The latter is in line with the state so- 
cialism of Germany or Japan; and only a step from 
the confiscation and cartelization of Soviet Russia. 

“It would be tragic and ironic indeed if our great 
national effort to preserve and extend political de- 
mocracy and the Four Freedoms should result in ex- 
tinction here of the very institutions which have made 
these priceless privileges possible for our own people. 
In fact, in the opinion of many persons, there exists 
a definite danger that this may gradually happen un- 
less industry is sufficiently aroused to educate the 
public to the vital importance of private enterprise to 
a democratic system.” 

In outlining objectives of the Federal Trade Com- 
mission, James A. Horton, the commission’s chief ex- 
aminer, depicted its program as of increased current 
importance when the economic system of America is 
seriously threatened from without and must be pro- 
tected against weakening from within by wiping out 
“the aggrandizements of power, the illegal restraints 
imposed upon fair and free competition and the de- 
ceptive exploitations of the public, which are con- 
demned by law because of their demonstrated menace 
to the national health.” 

After reviewing the commission’s background and 
factors leading to its creation, Mr. Horton told the 
conference, held under auspices of the retail trade 
board of the Boston Chamber of Commerce and co- 
operating organizations, that “practices which the 
commission has found to be unfair methods of com- 
petition, or deceptive acts or practices, or both, fall 
into two broad categories: 

“First, practices that may be called direct restraints 
of trade. These are agreements, cooperative action on 
conspiracies in which manufacturers or dealers, or 
both, cooperate to monopolize to themselves a given 
line of commerce or to fix prices or price levels therein 
and to maintain or stabilize same by various practices 
effective to that end. If the plan involves an agree- 
ment to fix prices it is unlawful. The power to fix 
prices, whether reasonably exercised or not, involves 
power to control the market, and this is considered of 
itself an unreasonable or unlawful restraint without 
the necessity of proving that the prices so fixed are 
unreasonable. 

“The legal status of plans or schemes in restraint of 
trade which do not involve price fixing depends upon 
the showing made as to the many elements that estab- 
lish the reasonableness or unreasonableness of the re- 
straints involved. The courts have repeatedly held 
that there are many cooperative efforts or trade com- 
binations that affect competition but do not violate 
the law. These may be classified broadly as reasonable 
restraints designed to prevent trade abuses. In this 
connection, however, the test of reasonableness must 
not be predicated upon the extent to which trade 
abuses are corrected. If the means used are unlawful, 
no showing, however strong, as to the correction of 
trade abuses or even benefits to the consumer will 
remove the stigma of illegality from the entire plan. 


Many Types of Violation 

“In a recent commission case which was taken to 
the Supreme court the respondent contended that its 
plan could not properly be considered in violation of 
law, since it did not fix or regulate prices, parcel out 
or limit production, or bring about a deterioration in 
quality of merchandise. The court was quick to point 
out that acts falling within. these three categories did 
not exhaust the types of conduct banned by the anti- 
trust laws. It referred to the commission’s finding 
that the combination exercised sufficient control and 
power to exclude from the industry manufacturers and 
distributors who did not conform to the rules and 
regulations, and that this tended to create in the re- 
spondent a monopoly. The court concluded that the 
purpose and object of the combination, its potential 
power, its tendency to monopoly, the coercion it could 
and did practice upon a rival method of competition, 
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QC litt 


ADDING MACHINE FACTORY 
On Cutécal Laat 
Produchion Basia 


SPEED UP PRODUCTION OF FIGURING 
ZO MACHINES FOR GOVERNMENT OFFICES 
AND DEFENSE ACTIVITIES 


MAKE AVAILABLE MORE MAN - 
HOURS AND MACHINE HOURS FOR 
DEFENSE PURPOSES 














FEWER MODELS 
MUST SERVE 





ELECTRIC MODELS 





CALCULATORS 
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will serve America 


best —-Now _ 


National Defense is using metal for exactly 
the same reason modern efficient offices use 
metal equipment... because nothing else 
serves the purpose with quite the same 
degree of efficiency. « *« Metal, therefore, is 
needed in great quantities to implement 
the strength America must develop without 
delay. For every phase of defense the call is 
for metal, metal and more metal. That's why 
other needs for metal must wait. Nothing can 
be of such importance as the preservation of 
freedom to do business ...to operate without 
the extreme limitations which would be 
imposed if we failed to accept the incon- 
venience caused by the National Emergency. 
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MODERNIZATION BY THE 




















OFFICE EQUIPMENT DEALER | 
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The Office Equipment Dealers . . . particularly those serving 
customers with modern GF Metal Equipment... know much 
about metal and its many advantages for the modern business 
office. They know, too, that metal, because of its durability and 
adaptability, has drawn the focus of national attention upon its 
use as a force against dangers to our way of life. bach 


Foremost in every mind is the urgency of preparedness. That we 
are all agreed upon doing the job right brings up the question of 
HOW it can be done. 


Metal... without question...is vital to the adequacy of our defense. 
Metal is also vital to the building of GF Office Equipment. One or 
the other must have preference. Unfortunately neither materials 
nor facilities will allow the full satisfaction of both demands. 





Our company promises that the GF Dealer and his customers will 
not have to wait on deliveries one minute longer than we can help. 


THE GENERAL FIREPROOFING COMPANY 
YOUNGSTOWN - OHIO 
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THE CUSTOM QUALITY LINE 


YOUR 
“VALUE CUE FOR ‘42" 





The New 1942 Series Midco the Perfectlite Fluorescent Desk Lamp. All 
Midco models are identical in mechanical design and specification, in- 
suring the same lighting efficiency regardless of price or finish 


Here in MIDCO the Perfectlite line of Fluorescent Portable 
Desk Lamps you will find all the best features obtainable in the 
fluorescent field today PLUS MIDCO'S exclusive light control 
principle that insures the correct amount of light for comfortable 
seeing. 


Be sure you are 
offering your cus- 
tomers the best in 
lighting — sell them 
MIDCO—there is a 
model, finish and 
price to suit every 
desk lighting require- 
ment. Priced from 


$12.75 to $23.50. 


Investigate this 
quality line and 
prove to yourself the 
advisability of selling 
QUALITY LIGHT- 
ING! 





Orders placed now 
are almost certain 
of delivery during 
the big selling sea- 
Model 1006 Clamp-on 30” Horizontal extension, son 

vertical and horizontal adjustment, double arm, 
triple swing. 














=~ MIDCO’S DUAL REFLECTOR 
Diffusing Reflec- 
tor of Low Re- 







Parabolic Mirrored 
Reflector of High 
Reflecting Value. 


Send for lighting chart, folder on complete 
line, prices and dealers discounts. 


Midwest Naturlite Company 


440 N. Wells Street 





Chicago, Illinois 
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all brought it within the scope of the prohibitions of 
the anti-trust laws. 

“The other category of practices condemned by the 
commission, and its name is legion, consists of fraud, 
misrepresentation and deception whereby goods of- 
fered to the public are held out as being of a kind, 
character, quality or value which they do not possess, 
that they will function in certain ways when they 
cannot do so, or that they come from or are offered 
by a certain source, when such is not the fact. In one 
way or another these appeal to a public preference 
and are false inducements to purchase. Since these 
practices divert trade from honest competitors, they 
are, as to them, unfair methods of competition. 

“But in addition to their baneful effects upon honest 
competition, practices in this category have, obviously, 
and regardless of their competitive effect a highly 
deleterious effect upon the public at large. The mil- 
lions who frequent the retail counter must, of neces- 
sity, put a large degree of trust and confidence in the 
dealer and accept his word regarding many of the 
characteristics of the goods which he offers. * * * 

“In this connection let me say that the advertiser 
now must present his story without deceptive conceal- 
ment and one of the standards by which the quality 
of advertising will be judged is the extent to which it 
provides the consumer with information so that he 
may act intelligently when making a purchase. In 
other words, the acquisitive instinct of the purchaser 
can no longer be exploited by false or fraudulent rep- 
resentations in the appeal of the advertiser.” 

Mr. Horton emphasized that the Federal Trade Com- 
mission has by no means always proceeded formally in 
correcting abuses, but, where possible, has sought to 
cooperate with industry and business in an advisory 
capacity in addition to exercising its prescribed statu- 
tory functions. 

Describing the essential nature of the commission 
as “dynamic,” Mr. Horton added: “Its administration 
has been a continual mapping whereby shore lines are 
taking definite shape. Dangerous reefs and shoals are 
continuously being charted and the navigator has a 
trustworthy compass ready to his hand. He will find 
it in the many factual and legal precedents which 
have been established by the commission’s processes, 
including both orders unchallenged and orders passed 
upon by the courts. Because of the facility of the 
commission’s procedure in all its aspects, this body of 
precedent is constantly expanding and keeping pace 
with business practices as they change and develop 
along new lines. 

“And let me point out this important fact: the final 
order of the commission, while requiring a cessation 
of illegal practices, looks primarily to future conduct 
and thus is a firm and safe foundation upon which 
to build towards a true and therefore a lasting pros- 
perity, whereby our traditional policy of free enter- 
prise and its hand-maiden, private profit, may be 
preserved.”’—BJ 

a eee 
CONN. VALLEY STATIONERS MEET 

An enthusiastic crowd turned out on October 21 for 
the “Convention Report” meeting of the Connecticut 
Valley Stationers’ Association, which was held in the 
Quinnipiack club, New Haven. 

President Percy R. Jacobs, John R. Rembert Com- 
pany, New Haven, was on hand following his return 
from Chicago and told his listeners of the many im- 
portant events which occurred during the N.S.A. con- 
vention. 

Walter Moore displayed the motion pictures he took 
at the association’s last outing. 

— oe 

CANADIAN JUNIOR STATIONERS OPEN SEASON 

The opening meeting of the Junior Stationers Guild 
of Canada was held on September 20 when forty-three 
members enjoyed an eighty-mile automobile trip for 
a plant visitation at the Alliance Paper Mills in Merrit- 
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HARTE —pioneer manufacturer of posture chairs and other steel seating 

equipment, is co-operating to the fullest extent in National De- 
fense. @ This means that some of the raw materials which normally go into 
the production of steel chairs are being diverted for vital defense needs. Thus, 
a limited quantity of steel chairs is available for general distribution. Quality, 
however, continues to be the dominant characteristic of the Harter Line. @ The 
Harter dealer policy, too, continues unchanged. That policy has always been 
one of close team-work. Can we ‘‘talk things over’ with you now? Write us! 








THE HARTER CORPORATION, STURGIS, MICHI 


NEW YORK, 354 FOURTH AVENUE. CHICAGO, 14 EAST JACKSON BLVD. EXPORT DEPT.: 1120 CHESTER AVE., CLE 
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SHEAFFER'S ASKS 
YOUR COOPERATION 
ON XMAS ORDERS 
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We are doing everything in our power to supply our 
dealers with all the Sheaffer merchandise they will 


require this Christmas. 


BUT YOU KNOW THE MANUFACTURING SITUATION 
AS WELL AS WE DO. WE MUST know your require- 


ments at the earliest possible moment. 


Please estimate your WHOLE needs now! Don’t wait! 
Send in your complete orders, so far as you are able— 
right now. We are not urging you to buy more than 
you feel you can sell. We don’t want that. Just antici- 
pate your needs and help us in getting the merchandise 


you will need ready for you in time. 


W. A. SHEAFFER PEN COMPANY 


FORT MADISON, IOWA 


Yl LL La 
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ton, Ont., a division of the Howard Smith Paper Mills. 

After an interesting and educational trip through 
the mills the visitors were served an excellent dinner 
in the company’s clubroom. Following the meal George 
Knox, of the Brown Brothers, Ltd., and chairman of 
the guild’s executive committee, acted as master of 
ceremonies and introduced B. D. Millidge and Mr. 
Dolan, mill manager and plant superintendent re- 
spectively of the Alliance establishment. 

Victor Knight, W. J. Gage & Company, Ltd., speak- 
ing on behalf of the visitors voiced warm thanks to 
the Alliance organization and its officials for making 
possible the journey and visitation. 
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NEIMAN-MARCUS HONORS EMPLOYEES WITH 

SHEAFFER PENS ON ANNIVERSARY 


In celebration of the anniversary of Neiman-Marcus, 
Dallas, Tex., considered one of America’s top ranking 
specialty shops, honor pens of solid gold, made by the 
W. A. Sheaffer Pen Company, inscribed with the name 
and number of years’ service, were presented to thirty 
employees who have been with the store twenty years 
or more. 

Five hundred members of the firm met on the eve- 
ning of September 5, at the store to honor the man, 
Herbert Marcus, who founded the business thirty-four 
years ago, and to celebrate his sixty-third birthday. 

Features of the evening were the presentation to Mr. 
Marcus of his portrait, executed by Douglas Chandor, 
internationally famed British artist, by the store per- 
sonnel whose signatures on a parchment scroll bore 
the following inscription: “This portrait by Douglas 
Chandor is presented to Herbert Marcus, our friend 
and president with the affection and esteem of his 
co-workers who have before them in his person the 
truth of the familiar phrase, ‘An institution is the 
lengthening shadow of a man.’” 

Presentations of the pens were made by H. Stanley 
Marcus, executive vice-president and general manager, 
acting as master of ceremonies. Each gift was beauti- 
fully wrapped in gold paper, tied with bronze bows. 
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INDUSTRY TAKES PART IN NATIONAL FOREIGN 
TRADE CONVENTION 


One of the best attended meetings of the National 
Foreign Trade convention, held in the Hotel Penn- 
sylvania, New York, on October 7, was the Office Equip- 
ment Group session. 

J. L. Ryan, of the Royal Typewriter Company, was 
chairman of the meeting and H. B. McCoy, chief of 
the durable goods unit of the Department of Com- 
merce, was assigned to the event. 

Many topics of deep interest to those present were 
discussed, including export priorities, Lease-Lend pro- 
cedures, export licenses, proclaimed nationals list and 
export statistics. 

The convention was sponsored by the National For- 
eign Trades Council in cooperation with the Bureau 
of Foreign & Domestic Commerce. 


_ —>-—__- 
BOSTON STATIONERS HOLD PAST PRESIDENTS 
NIGHT 


As this issue goes to press there is being held in 
Boston a combined past presidents’ and ladies’ night 
of the Boston Stationers Association. The event is 
scheduled to take place on October 31 at the Boston 
City Club. 

*— a 


ALEXANDER EMPLOYEES HOLD LUAU 


The Hawaiian word “Luau” may not mean much to 
those who have not yet been fortunate enough to 
visit Honolulu, but shout it anywhere in the Hawaiian 
archipelago and watch them come running. 

Everybody on the islands knows the word means a 
combination party and feast so when the service de- 
partment of Alexander Brothers, Limited, Honolulu, 
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Here is the most reliable sourc:s 
of supply for Duplicating Inks 
for every make and mode! of 


STENCIL DUPLICATING 
MACHINE. 
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All inks manufactured under the personal 
supervision of Fred. B. Canode. 


WRITE TODAY FOR 
SAMPLES AND PRICES!! 


INK SPECIALTIES CU, INC. 
525 S. LAFLIN STREET . . . . CHICAGO, ILL. 


SATISFACTION GUARANTEED OR YOUR MONEY BACK 
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PREMIER 
CUTTING 
BOARDS 
that Have the Edge 


Se 


Fully covered by U. S. Patent No. 2,256,606 


Newly designed to serve every modern need, 
Premier Adjustable Guide Cutting Boards are 
= built of finest materials for long, satis- 
actory years of service. 


The board is hard rock maple, guaranteed 
against warping and beautifully finished. Grad- 
uated in half inch squares. Made in seven sizes 
from six inch to twenty-four inch. 


All sizes are equipped with sliding square 
edge guide which insures cutting exactly to size, 
is quickly set and will not slip or get out of 
alignment. The blades are tempered steel of 
keen cutting edge and are removable for sharp- 
ening. The automatic safety spring, which is 
part of every Premier Board, insures all users 
from possible accident or injury. All metal parts 
are rustproofed. 


The Premier Cutting Board is being used by 
various U. §. Government branches and has met 
with their approval. 


Dealers’ proposition with prices 
and full details on request. 


A Sample will convince you. 


PHOTO MATERIALS CO. 


1323 S. Michigan Ave., CHICAGO, ILL. 


REPRESENTATIVES: 
Cc. J. Shubert, Jr., 339 E. 3rd St., Los Angeles, Calif 
with warehouse stock to serve the West Coast. 
Fred Deutsch 815 Elim St., Dallas Texas, serving Texas 
and Oklahoma. 
Milton Stone, 30 Church St., New York City, covering 
New York 
John J. Schuida, 1449 Boulevard, West Hartford, Conn 
traveling New England states. 
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recently gave a luau the Alexander sales staff and ex- 
ecutive group turned out in a big way. 

Many Hawaiian foods were served after a cooking 
in the old-style Hawaiian way, but the highlight of 
the evening was a sixty-pound pig killed especially 
for the occasion. Fifty-three people were present for 


the event. 
Oe 


ROYAL SALUTES SALES STARS 


One of the biggest Royal typewriter sales celebra- 
tions was held October 20, 21, and 22. The thirty-five 
“Sales Stars,” men who reached the top in sales in 
their districts during June, July and August, were 
given a trip to Royal’s home office in New York and 
the Hartford factory for their distinguished selling 
records. 

They were guests of the Royal Typewriter Company 
during their three-day stay in New York. Monday, 
October 20, the Royal Sales Stars registered at the 
Hotel Commodore and began the convention with a 
luncheon at the hotel. That afternoon a tour of Radio 
City ending at the Rainbow grill for cocktails and 
dinner and that evening choice seats at “Panama 
Hattie’ began the festivities. Tuesday morning they 
boarded a special train to take them to Royal’s Hart- 
ford, Conn., factory. They spent the morning and 
afternoon touring the plant and returned to New York 
on a special dining car. That evening was their own. 
Wednesday, to wind up the visit, the stars were greeted 
by every executive and department head at Royal’s 
home office at 2 Park avenue in New York. They 
were given a big hand by the New York office force. 
Wednesday afternoon they wound up the remainder 
of their stay as celebrated Royal salesmen. 

The men who won this outstanding achievement 
were—T. M. Wooten, Charlotte; E. F. Soderlind, Mont- 
gomery; V. Hoffman, Baltimore; H. O. Graves, Boston; 
W. Seymor Gray, Providence; C. A. Names, Rochester; 
W. G. Brown, Chicago; C. T. Rawlings, Cincinnati; 
E. F. Roberts, Cleveland; L. Dromgoole, San Antonio; 
J. A. Cutbirth, Dallas; F. Cimaglia, Denver; A. W. 
Baird, Des Moines; W. L. F. Hosford, Detroit; G. A. 
Broden, Springfield, Mass.; A. McCollum, Indianapolis; 
M. L. Dorsey, Jacksonville; L. W. Carroll, Jr., Kansas 
City; N. Nelson, Los Angeles; W. J. Hedden, Louisville; 
W. B. Bowden, Milwaukee; L. E. Howard, St. Paul; 
E. W. Eib, Newark; R. J. Buser, New Orleans; J. Sulz- 
bach, New York; R. M. Brownell, Albany; H. G. Ban- 
croft, Jr.. Philadelphia: Robert Clutter, Pittsburgh; 
R. Burns, Seattle; L. C. Cairns, St. Louis; T. N. Col- 
well, San Francisco; David Skoumal, Sioux City; W. L. 
Barber, Salt Lake City; J. B. Longley, Washington; 
and A. H. Kellstedt, Peoria, Ill. 


—_— or 
STATIONERS SQUARE CLUB MEETS 

The Stationers Square Club of New York held its 
regular monthly meeting on October 16 in the Greeley 
room of the Governor Clinton hotel, New York City. 
Al McLane, Spencerian Pen Company, club president, 
was on hand to greet the members, thirty-five of whom 
were present when dinner time arrived. 





L. C. SMITH TRANSFERS ASHLEY TO 
BATON ROUGE 


J. Alfred Ashley, city salesman at Birmingham, Ala., 
for L. C. Smith & Corona Typewriters, Inc., last month 
was transferred to Baton Rouge, La., where he be- 
comes district manager of that branch. 

Manager A. M. Weems of the Birmingham branch 
said Mr. Ashley’s job in Birmingham will be taken by 
H. S. Grier, formerly connected with the Tom L. 


Ketchings Company, Natchez, Miss. 
+ 





MALEY REPORTED ILL AT HOME 
Howard C. Maley, for the past forty years connected 
with The B. L. Marble Chair Company, is reported 
confined by illness to his home at 115 Tarbell avenue, 
Bedford, Ohio. 
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ACE STANDARD 


Built with w n . t Ps 
Guaranteed for a lifetime. Jan le) 
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Public and Government Demand 
Ace Quality STAPLING EQUIPMENT 


Never before has there been such a demand for Ace stapling 
equipment. Orders from government and industry have broken 
all previous records, although production has been materially 
increased. This is another recognition of Ace’s superior qualities 
—watch-like precision engineering, skilled workmanship, high- 
grade materials, trouble-free operation, long wearing qualities. 






ACE PILOT 
Jam- proof, clog-proof. 
Staples and pins. Loads 


210 staples. 
Guaranteed. $400 


ACE STAPLE REMOVER 


me. od Snaps out clinched staples in a jiffy. Will not damage ie FP ma ie 
f paper . . Saves finger nails. Made of finest, hard- CSN , — 

"4 ened steel, chromium plated . . ...... 60c — ACE CADET 

‘ Load Guaranteed. Will 





not jam or clog. 
Loads 105 
staples .. 3" 


















ACE FASTENER CORPORATION + 3415 NORTH ASHLAND AVENUE + CHICAGO 








124 





OFFICE APPLIANCES 





Let ‘‘Red,’’ the office girl, take time off to show you why Liberties give 
your customers’ vital records the most protection for their storage dollar. 


There is not a better corrugated fibre board made. It will stand 
years of hard punishment — a case of where the best is the most 
economical. 


Reinforced with cloth tape. Doesn't dry out and “come unstuck.” 
Keeps box in shape for years. Each year of service makes for low 
cost storage. 


With this closure, Liberties can be closed with a “Twist of the 
Wrist.”’ Eyelet style available. 


Your customer doesn’t even have to take time to attach labels. 
They are factory applied. Gummed titling strips are furnished FREE 
of charge. 


Just a simple gadget but this metal pull ring on larger sizes makes 
it easy to pull box from shelf or stack —- more time saved. Even 
I can do it. 


Notice how neatly records fit in the box. Your customers can store 
5000 letters for 9c per year. No one can ask for more economical 
storage than that. 


This heavy fibre board has been waterproofed to prevent mildew. 


Boxes are accurately cut so all joints fit tightly, this precision cut- 
ting adds to strength as well as keeping out dust and dirt. 


TRANSFER TIME IS APPROACHING—PLACE YOUR ORDERS NOW 


We are doing everything in our power to keep our dealers supplied 
with merchandise, and to date have succeeded. With transfer time 
rapidly approaching it will help us tremendously if you will send in 
your orders promplly. 








Aluminum Company of America 
American Can Company 
Baldwin Locomotive Works 
Carnegie-Illinois Steel Corporation 
Chicago & North Western R.R. Co. 
Cincinnati Gas & Electric Company 
Dow Chemical Company 
Fairchild Engine & Airplane Corp. 
First Wisconsin National Bank 
General American Transportation 
Goodyear Tire & Rubber Company 
Great Lakes Steel Corporation 
Grumman Aircraft Engineering 
Glenn L. Martin Co., Aircraft 
National Archives— Washington 
North American Aviation 

Potomac Edison Company 
Tennessee Eastman Corporation 
Tennessee Valley Authority 
Timken Roller Bearing Co. 

United Air Lines Transportation 
Western Electric Company 
Wright Aeronautical Corporation 





. we know they're satisfied because 


they have ordered again and again. 
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L. M. BARMAN 


Louis M. Barman, president of Typex, Inc., Chi- 
cago, Ill., since 1933, died October 13. He was in his 
sixty-sixth year. At eighteen, Mr. Barman started his 
career in the New York offices of the Neostyle Com- 








THE LATE L. M. BARMAN 


pany. In 1899 he moved to Boston, Mass., where for 
ten years he was manager of the New England terri- 
tory. In 1909 he became associated with the Roneo 
Company, of London, England, one of the largest con- 
cerns of its kind in the office appliance field, becoming 
manager of their New York offices. 

In 1919, he and his family sailed for London, Eng- 
land, where he took over one of the leading executive 
positions in the home offices of Roneo Ltd. 

In 1933 having returned to his native land, he 
started in business for himself, becoming president of 
Typex, Inc., which capacity he filled until the day of 
his death. 

He is survived by his widow, and his two daughters, 
Helene Barman and Mildred Grinker. 


- bt +t 
F. N. FISHER 


Frank N. Fisher, one of the best-known members of 
the stationery trade of Boston and New England, died 
suddenly Wednesday, October 15. He was taken ill on 
the way to his office and returned to his home in 
Melrose, Mass., where he passed away a short time 
later. 

He was born in Medford, Mass., in 1882, where he 
attended the public schools and upon graduation, en- 
tered the employ of the old time stationery house of 
King & Merrill. Three years later he became con- 
nected with Adams Cushing & Foster Inc., as sales- 
man in the wholesale department. By his pleasing 
personality, industry and ability he forged rapidly 
ahead, and on the death of the late Mr. Adams in 
1914, when George L. Davis retired from the road 
after twenty-five years of successful salesmanship to 
succeed him as president, Mr. Fisher was chosen to 
succeed the latter as traveling representative. This 
position he filled most successfully, promoting the sales 
and good will of Adams Cushing & Foster Inc., until 
1929, when he became connected with the Standard 
Diary Company as confidential adviser and sales man- 
ager for New England. 

Mr. Fisher was always an active member of the Bos- 
ton Stationers Association and the New England Trav- 
elers Club. His genial manner endeared him to all in 
the trade with whom he had contact, as the large 
attendance of Boston and out-of-town members of the 
stationery trade at his funeral attested. 

Funeral services were held Friday afternoon in the 
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How the Dealer 


Shares in 


BATES QUALITY 


Repeat business is the way 
to profits in retailing, and 
quality plus service are the 
foundations of repeat sales. 
That is why over the years, 
in good times and bad, Bates 
Products have had such 
loyal dealer cooperation. 
When you sell a man a 
Bates Numbering Machine, 
Stapler, Mun Kee Pad; any 
of the Bates products, you 
are selling him full value at 
a fair price. You can count 
on his satisfied use of Bates 





Products—and you can be 
pretty sure that he will 
come back to you. 

With all the present day 
problems in manufacturing 
and retailing, Bates will 
stand fast to its policy of 
quality and a fair profit to 





the dealer. You can sell 
Bates Products with the as- 


Le 5 \ surance that you are build- 
\ 


ing upa permanent business 
that will hold through good 
times and bad. Quality al- 
ways pays in the long run. 








ates 


THE BATES MFG. CO., Orange, N. J. * New York Office: 30 Vesey St. 


Bates Numbering Machines, Bates Staplers, Bates Mun Kee Pads, 
Bates Perforators, Bates File Fasteners, Bates List Finders, etc. 
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Tho Porfect. Index Jab 


This latest innovation in filing equipment is 
molded of a durable plastic material into a solid 
structural design which g'ves everlasting qualities. 
The material used is a cellulose acetate which 
embodies non-combustible properties and molds 


into a smooth non-soiling surface. 


Tab places inserts in an angle position and mag- 
nifies them to perfect legibility allowing quick 
and easy filing and finding throughout the file 
drawer. Six crystal clear colors are available 


for classifying various types of filed records. 


Insure real filing satisfaction by selling Barkley | _. 
| with the commercial stationery industry in Indianap- 


Plastic Tabs. 


BARKLEY 24s TAB INDEXES 


NO SAU coun 
NO SIOOP! 


Send for samples! 





C. L. BARKLEY & CO. 


4 
Vianufactur 


517 S. JEFFERSON STREET 


f Filing Supplies 
CHICAGO, ILL. 
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| First Congregational church of Melrose, where he 


served as chairman of the finance committee and 
senior deacon. 

Mr. Fisher is survived by his widow, Mrs. Bertha S. 
Fisher; a son, Dana N. Fisher, and a brother, Fred W. 
Fisher, a Boston attorney. 


+ - + 
J. B. GOFF 
John B. Goff, for many years a leading figure in 
stationery and advertising circles of Tacoma, Wash., 
died last month in a Tacoma hospital at the age of 
sixty-one years. He was long affiliated with Pioneer, 
Inc., large firm of stationers, at South Twelfth and A 
streets, Tacoma, and with the advertising fraternity 
of the Puget Sound community. 
It was chiefly as an advertising man that he had 
been widely known during the past forty years in 
Tacoma, where he also represented one of the well- 


| known national advertising agencies in his city, be- 


| lishment. 


| 


| 


sides being associated with the large Pioneer estab- 
Like so many other progressive business 
men he found the stationery and printing and the 
advertising fields closely connected, the one often com- 
plementing the other, and he took a leading part in 
Tacoma in developing them both. 

He leaves a wide circle of friends in numerous walks 
of life and club circles of Tacoma, who feel his passing 


| keenly, for he was known as a “great mixer” and club 


member, belonging to numerous business, civic and 
social groups. He was affiliated with the Knife and 
Fork Club of Tacoma, the Tacoma Club, the Tacoma 
Chamber of Commerce, Better Business Bureau and 
the Fircrest Golf Club. He had been a past president 
of the Tacoma Advertising Club and the Kiwanis Club 
of his city. 

Born in Illinois in 1880, he left the great Lincoln 


| state to head further West at an early age, and estab- 
' lished himself on Puget Sound to grow with the com- 


The special design of the BARKLEY Plastic | 


munity to which he has given his gifts and talents, 
and where he has left a fine record of achievement in 
the business and civic fields. 

Besides his widow, he leaves two sons, both of 
Tacoma, Wash., as well as three brothers, two sisters, 
and three grandchildren. Honorary pallbearers at his 
funeral were a coterie of leading business men of 
Puget Sound.—CML 
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H. C. ROMINGER 
Harry Charlton Rominger, for many years connected 


olis, Ind., died last month at his home in that city. 
He was in his fifty-eighth year and had been ill only 
a month. 

During his thirty-two years in the Indiana city Mr. 
Rominger had been associated with the Burford Print- 
ing Company, the Hiller Office Supply Company and 
W. K. Stewart, Inc. 

Born in Hope. Ind., he lived a short time in Muncie 
before establishing his home in Indianapolis. Mr. Ro- 
minger was a member of the Moravian Episcopal 
church in Hope, and the Masonic order in Muncie. 

He is survived by his widow, Mrs. Mary Rominger; 
four sons, Harry Charlton, Jr., Chicago, and Robert R., 
Kenneth T., and James B. Rominger, of Indianapolis; 
a sister, Mrs. Florence Yost, Detroit, and a brother, 
O. F. Rominger, Long Beach, Calif. 


+; + & 
MRS. C. L. FORTIER 

Mrs. C. L. Fortier, the daughter of Christopher 
Latham Sholes, inventor of the first practical type- 
writer, and credited with being the world’s first typist, 
died September 30 at her home in Milwaukee, Wis. 
Her passing occurred on her eighty-fourth birthday. 

Mrs. Fortier’s life history is closely linked with the 
advent and growth of the typewriter, from its earliest 
development to its first-rate importance in the field of 
business today. Her father, with Carlos Glidden and 
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Dealers — Something 
new in the wind. We 
bring you "Command 
of The Air." Watch 
for history making 
announcement on the 
AIR-FLIGHT COM- 
MANDER SERIES. 


W. W. WELCH CO. 


CAREW TOWER 
CINCINNATI, OHIO 
*TRADE-MARK REGISTERED. 
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Put this display to work in your store 


for profitable over-the-counter sales of the new 


VICTOR BOOK VISIBLE 


Combines effective, four-color window or counter display with a complete demon- 
stration outfit of stock visible record forms. 


Free when you order the new Victor Book Visible—the last word in modern visible 
record units. 


Pyroxilin coated, airplane luggage cloth binding in tan and brown for long wear and 
attractive appearance. 


Equipped with the famous VICTOR “FLEXIBLE LUG” POCKETS for easy, fast shifting 
and efficient use. 


This sure fire sales-making combination will bring Profits to your business. Write 
for details today. 


THE VICTOR SAFE AND EQUIPMENT CO., INC. 


NORTH TONAWANDA, NEW YORK 
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Samuel W. Soule, invented the machine which was | 
placed on the market in 1873 by E. Remington & Sons. 
Mrs. Fortier was a descendant of John Alden, and | 
her mother was Mary Jane McKinney Sholes. Almost | 
up to the time of her death Mrs. Fortier took a keen | 
interest in things pertaining to the typewriter industry 
and some months ago was a guest of Remington Rand 
Inc., at that company’s Chicago offices. 
Note.—Elsewhere in this issue is a full report on the 
life of Mrs. Fortier beginning when, as a girl of sixteen, 
she learned to use the typewriter invented by her 


father. 
t bk +t 
B. F. CUMMINS 


Benjamin Franklin Cummins, vice-president of the 
F. B. Cummins Perforator Company, Chicago, died last 
month in a Chicago hospital after an illness of only 
a few hours. He was in his eighty-fifth year, and was 
stricken a short time after he had entered his office 
for the day’s work. 

Born in Carmichaels, Pa., Mr. Cummins moved to 
Chicago at the age of twenty. He was admitted to the 
bar but after practicing only a short time gave up 
law to found the company which bears his name. In | 
spite of his many duties he found time to be an 
ardent athlete, holding several tennis championships | 
as a young man. He lived at 585 Drexel avenue, Glen- | 
coe. 

Mr. Cummins is survived by a daughter, Mrs. Julie 
Wheldon Walcott; two grandchildren and two great- 
grandchildren. 

+t - 


F. J. SPRINGHORN 


Frederick J. Springhorn, commercial stationery and 
office equipment dealer, died September 30 at his 
Mount Vernon, N. Y., home. He was in his eighty-sec- | 
ond year. 

Mr. Springhorn was born in Germany and came to | 
the United States sixty-five years ago. He leaves a | 
widow, Mrs. Emily Hawes Springhorn; a son, Frederick 
J. Springhorn, Jr., of Westfield, N. J., and two daugh- 
ters, Mrs. Frederick M. Miller of Norwalk, Conn., and 
Mrs. R. W. S. Whitcomb of Mount Vernon. 


- + & 
OLIVER HILL, JR. 

Oliver Hill, Jr., for a number of years connected | 
with various western branches of Remington Rand 
Inc., died last month at Denver, Colo., following a sur- 
gical operation. He was in his thirty-sixth year. Mr. 
Hill is survived by his parents, Oliver Hill, Sr., of 
Boise, Idaho, and Mrs. Angelina Garcia, and a sister, 
Mrs. Alice Harrington.—CML 


yp + 
R. J. JONES 


Robert J. Jones, for many years owner of a station- 
ery store in Passaic, N. J., died November 1 following a | 
heart attack. He resided in Rutherford, N. J., and was 
in his fifty-sixth year. Mr. Jones is survived by his 
widow, Mrs. Harriet Lundgren Jones; a son, Warren; 
a brother, William of Passaic, and a grandchild. 


r+ 
MRS. KARL KIESEL 


Mrs. Karl Kiesel, whose husband is divisional sales | 
manager for The Carter’s Ink Company with head- 
quarters in Chicago, passed away October 21 at Madi- 
son, Wis., where the Kiesels have made their home 
for many years. The burial took place on the twenty- 
third at Forest Hill Cemetery, Madison. 

Mrs. Kiesel was a lady of charming personality. She 
had a wide acquaintance in the trade gained through 
participation in many association activities. Mr. Kiesel 
and his daughter, Virginia, have the sincere sympathy 
of hundreds of dealers and travelers in the Middle 
West who have had the privilege to know the family. 
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IL-KLATTE 


THE SCIENTIFIC TYPEWRITER PAD 


G0000090 
60000 
0006000 


Eiaca time you sell a KIL-KLATTER 
typewriter pad you start a chain of repeat sales for 
other machines in the same office. KIL-KLATTER 
brings you these extra profits . . . and outsells all 
other typewriter pads . . . because it deadens sound 
more effectively and cushions more 
comfortably against typing shock. 


KIL-KLATTER is made of famous 
Ozire Aut-Har Felt with 
<* treated top to keep machine 
x ¢: legs from digging in and non- 
et skid bottom to prevent 
sliding. Size 11x13 in. 
fits all typewriters and 
many business ma- 
chines. 


KIL-KLATTER is 
attractively packed in 
individual cartons for 
eye-catching window or counter display and increased 
sales, 
















Smartly Packaged 
for Counter Display 






FITS ALL 
TYPEWRITERS 


RETAILS AT 
AMERICAN HAIR & FELT COMPANY 


Dept. D11, Merchandise Mart, Chicago. 


Send FREE sample of KIL-KLATTER Typewriter pad and information 
about prices and discounts. 


FREE DISPLAY CARDS: With orders 
for a dozen or more pads we'll send 
you FREE a colorful display card and 
a quantity of 2-color mail enclosures 








FREE SAMPLE PAD FOR DEALERS 
ONLY will be sent, if the coupon 


below is attached to your letterhead. 








FIRM NAME..... penlensonsicntdanninlanete 
ADDRESS ............ ouncetsecingepteiagetinnedtiiipicniin 























CONFIDENCE! 


We Americans have confidence in our 
ability to maintain democracy and our pres- 


ent mode of living. 


In our efforts to provide defense mate- 
rials to protect these ideals, a pencil is in- 
evitably used to transcribe our ideas into 
working designs on the drafting boards of 


America. 


That KOH-I-NOOR Drawing pencils are 
so often the choice of draftsmen who know 
pencils best, cannot be chance alone. but 
must be based on practical experience 


gained by these men over a period of years. 


Try KOH-I-NOOR today and see for 
yourself just what difference does exist. For 
sale at the better Stationery, Drawing Mate- 


rial and Art Material Stores. 


MEPHISTO BLUE PRINT CHECK- 
ING PENCILS are made in six col- 
ors expressly for use on blue prints. 
Their strong, smooth, full colored 
leads are also suitable for coloring 
maps, charts and for general check- 
ing purposes. 


“THE RIGHT PENCIL IN THE RIGHT 
PLACE” describes our complete line of 
pencils. A copy is yours for the asking. 


KOH -1-NOOR 


PENCIL COMPANY INCe 


373 FOURTH AVENUE+>NEW YORK 
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GREAT LAKES TRAVELERS NOTES 


About eighty travelers and their guests had their 
feet under the tables at the meeting on October 3. 
This was a pre-convention meeting. General Manager 
Charlie Garvin of N.S.A., Ed Little of Wabash Cabinet 
Company, who for many years has handled the ban- 
quet seating, and A. J. Markelz, The Book Shop, Joliet, 
Ill., governor of the sixth district, were included among 
the special visitors. Mr. Garvin gave a talk on the 
present situation and spoke favorably of the good 
work being done by Donald Nelson in the interest of 
small businesses. His remarks were just a preview of 
the full coverage of the subject to be given at the con- 
vention. The meeting was one of the most interesting 
held in many months. Ed Rohrs, Eaton Paper Corpo- 
ration, president of the club, presided at this session. 

* * cm 

Although attendance ran somewhat short of an- 
ticipations, a good sized crowd was on hand at the 
October 11 luncheon meeting to greet Fred Fenne, new 
vice-president of the field division of N.S.A., and Gen- 
eral Manager Charles P. Garvin. Ed Rohrs, president 
of G. L. T. C., started the usual self introductions with 
the intention of excusing the guests of honor from 
participating in the function. But Charlie Garvin 
wanted to announce himself and Fred Fenne followed 
suit by rising and informing the group that he is 
connected with Associated Stationers Supply Company. 

In response to the invitation to say a few words, Mr. 
Fenne spoke briefly on the field division and its ob- 
jectives. Under his guidance plans are already being 
shaped. Turning a bit philosophical, he said he had 
copied the letter designation idea of government offi- 
cials and labeled his personal slogan P. O. M. The 
letters are the same as O. P. M. but in a different order. 
His slogan is, ‘Peace of Mind,” a condition the world 
certainly needs. 

Mr. Garvin was called upon and responded with a 
glowing account of the recent N.S.A. convention, quot- 
ing record figures in registration and sessions attend- 
ance. He paid tribute to Harry Balch for his fine work 
as vice-president of the field division during the past 
year and complimented the club and its members for 
their able assistance in staging the convention. 

The last order of business was giving well deserved 
recognition to George Cormack for his services as 
chairman of the convention golf committee. 








A ROYAL DEALER IN MEXICO.—Senor Malpica (front right) 

sub-dealer for the Royal Typewriter Company in Vera Cruz, 

Mexico, assembles his staff in front of the store. Senor Man- 

rique of the Proveedor de Oficianas (rear center) was on 
hand for the photographer. 
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Wood Card Cabinets 





Steel requirements for the government is steadily 
expanding. Which means that the private use of 
steel must diminish. Now is the time to talk wood 
card cabinets to your customers. We have them 
and can furnish promptly. Don’t wait until our 


Uncle Sam tells us to switch to a substitute. 
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Wood Substitutes 
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There are many office filing necessities that are 
made of steel which have their counterpart made 


of wood or fibre board. If you have difficulty in 





securing your steel requirements, suggest #&& 
wood or fibre board substitutes. They’re econom- 


ical and answer every requirement. 
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The Wizard 
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A fibre board transfer with the pull-out drawer. 
The outside shells are double thick, heavy corru- 
gated fibre board with strong liners. The drawers 
are made from heavy corrugated board, double 
thick and metal stitched at sides and four ply 


thick at each end. Nine sizes. The steel sup- 


ports guarantee "no sag". 
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The Super Wizard 


Made strong and durable like regular Wizard plus 
a strong square inside steel reinforcing frame as 
well as an outside square steel collar. Steel clamp 
on back and front metal locking pins hold cases 
in alignment when stacked. Drawers made extra 
strong with metal front end and metal reinforce- 


ments along top edges. 


vr e 
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The Eeonomy 


Here’s a fibre board transfer case that will cut 
the cost of your customers transfer expense. 
Made of extra heavy fibre board with reinforced 
corners. Removable covers—no flaps, no strings, 
no clamps, no bands—just the snug fitting covers 
which make the cases dust proof as long as cover 


ison. Ten sizes. Just the transfer for shelf use. 


Monroe, Michigan Sf cle 
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The Victory 














A fibre board transfer made without gummed 
tapes. Copper stitched throughout. Constructed 
stronger than ever. Only one lock-—-on the side 
and handy. No sponge, no water, no fuss to set 


up a Victory. Twenty-one sizes—a size for most 


every commercial need. Your customers will 


° 
Monroe, Michigan Sf ile 


like Victorys. 
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Fibre Board Card Trays 


Our Utility Line fibre board card trays are very 
substantially made of heavy fibre board, attrac- 
tively covered with a black and white marble 
paper. Made in 3x5, 4x6, 5x8, 6x9 and 4x9 sizes. 
A tray that many are now useing instead of steel 


card trays or one drawer steel card files. 
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In addition to the Wizard, Victory and Economy 
lines of fibre card transfers we make our ‘‘Sturdy 
Sixteen’’ and ‘‘Shell Type’’ card transfers which 
are exceptional in many ways. When your cus- 
tomer wants card transfers, suggest these two 


lines. 
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NOVEMBER, 1941 


MONROE’S HIGH POINT CLUB ELECTS OFFICERS 


H. S. Borden, manager of the Pittsburgh district of 
the Monroe Calculating Machine Company, Inc., 
last month was elected president of the 1941 Monroe 














H. S. BORDEN F. S. CHILCOTT 


High Point Club. This is an honorary sales organiza- 
tion of the Monroe company, membership in which 
depends upon averaging sales quota for a _ twelve 
months’ period. Mr. Borden has been a member for 
five years and was second vice-president in 1933. 
The other officers for 1941 are F. S. Chilcott, assist- 
ant district manager of the company’s Denver office, 
first vice-president; R. A. Walters, district manager 
at St. Louis, second vice-president; and R. L. Sander- 














R. A. WALTERS R. L. SANDERLIN 


lin, Shreveport, La., district manager, secretary- 
treasurer. 

Mr. Sanderlin has qualified for the High Point Club 
consistently for the past eight years and has twice 
previously been a candidate for office. Mr. Chilcott 
has been a member for seven years and last year 
won in the primaries to become a candidate. Mr. 
Walters, a member for six years, was secretary- 
treasurer in 1939. 

The men will hold office until the close of the quali- 
fying period for next year’s club, which will be on 
June 30, 1942. 


— —— 


M. & M. SALES COMPANY MOVES AND EXPANDS 


The M. & M. Sales Company, Des Moines (Iowa) dis- 
tributor for Victor adding machines, recently moved 
from 4051, Eighth street to newer and larger quarters 
at 415 Eighth street. The firm is also distributor for 
the Frye Manufacturing Company of Des Moines. 

The company is owned and operated by G. G. Minor 
while the service department, which moved to the new 
address from 308 Ninth street, is under the manage- 
ment of Milan Landis. 





Our stock Queen Anne suite, with a few modifi- 
cations, is used in this distinctive office of an 


important New York executive. 


STOCK SUITES 


for 


CUSTOM JOBS 


Missing out on office furnishing contracts 


because they have special requirements? 
Sloane can help you clinch those jobs. 
Our eight executive suites are done with 
such care and authenticity that they lend 
themselves perfectly to the finest of of- 
fices. In some cases only slight changes 
are necessary to make a stock suite adapt- 
able. Why not write today for full details 
on our stock line? Sloane also offers a 


complete custom and decorating service. 


Wholesale Furniture Division 


WaJ SLOANE 


75 FIFTH AVENUE * NEW YORK 
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Business 
yr fr MIAMI 


AUTOGRAPHIC 
REGISTERS! 






A THOUSAND OPPORTUNITIES 
FOR PLUS SALES 


Jimmy may not really be a prospect for a Miami Auto- 













graphic Register, but there are hundreds of small busi- 
ness men in your community who should use a Miami 
Autographic Register system. The Miami Line with the 
Miami Mite and Plastic Portable for smaller installa- 
tions and the Miami Manifolder or Refolder for heavier 


set ups is the specialty line for you. Form business 






repeats regularly. 


Write for catalog and valuable sales kit of 


forms available. 


BOOK-PAC REGISTER 
FITS THE POCKET 


WRITE FOR YOUR COST 
and Minimum Selling 
Price. 












The MIAMI SYSTEMS CORPORATION 
CINCINNATI, OHIO 


OFFICE APPLIANCES 


MacDONALD JOINS CENTRAL OHIO PAPER CO. 


W. E. MacDonald, for many years active in the re- 
‘ail stationery business, recently became connected 








W. E. MacDONALD 
with the Central Ohio Paper Company, Columbus, 
Ohio. He began his new duties on September 2. 

Mr. MacDonald was previously part owner of the 
State Office Supply in Columbus, and has been asso- 
ciated with the commercial stationery industry for 
the past thirty-four years. 

—>-—— 
MAY FOUNDATION ISSUES NEW REPORTS SERIES 

A new series of reports based on studies of current 
business management problems was issued recently 
by the George S. May Business Foundation. Problems 
arising from the national defense program receive spe- 
cial attention in several of the studies. 

The reports, which are available free of charge to 
schools, libraries and business executives, cover the 
following topics: 

A study of supervisory labor and its relation to 

profits. 

A study of selective selling as a factor in increased 

production. 

Nine practical suggestions for improving the output 

of power equipment. 

A study of management engineering service as an 

aid to bank clients. 

Thirteen practical suggestions for increasing the 

output of skilled labor. 

A study of the persistence factor in advertising. 

A survey of the current training effort for defense 

jobs. 

Some suggestions for turning wastes into profits. 

How to introduce incentive rates. 

George S. May applies business principles to golf. 

The Foundation maintains offices in New York at 
122 East Forty-second street and in Chicago at 260J 
North Shore avenue and is a non-profit organization 
devoted to carrying on research in the interest of pri- 
vate business enterprise. 

*—- - 
TWO SPRINGFIELD FIRMS MERGE 


The Office Supply Company, operated for the past 
ten years by Henry F. Huellhorst at 307 East McDaniel 
street, Springfield, Mo., was recently merged with the 
Springfield Typewriter Exchange, 323 East Walnut 
street. 

Established here about thirty years ago, and oper- 
ated for the past twelve years by J. P. O’Conner, the 
Springfield Typewriter Exchange now becomes the 
Springfield Typewriter Exchange & Office Supply Com- 
pany, continuing to operate from the east Walnut 
street address. 

Mr. Huellhorst is connected with the firm as sales- 
man. 

Connected with the typewriter business for the past 
thirty-two years, Mr. O’Conner was with the old Dal- 
ton Machine Company and Remington Rand Inc., for 
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YESTERDAY... 


we were trying to interest dealers in selling more of our products; 

our sources of supply were eager to supply us with all the material we could use; 
the government didn’t care much what we did as long as we paid our taxes; 
“priorities” was just another word in the dictionary; 

but that was yesterday. 


TODAY... 


our dealers are asking us for just a few more files, an extra desk or two, or any- 
thing they can sell; 

we have to plead with our suppliers for a little steel, a gross of pulls, or a few 
gallons of paint; 

the government is vitally concerned in everything we do, particularly that we 
pay taxes and more taxes; 

“priorities” are something we must have, the problem is trying to get them; 
that’s today. 


TOMORROW? 


Well that’s something different again. 

Of one thing we are sure. That while we are cooperating with the National 
Defense Program, the same basic quality and painstaking skill that characterized 
STEEL-AGE Office Equipment yesterday, is being zealously maintained today. 


Also that on some future tomorrow, when we can again a out the old 
“BUSINESS AS USUAL” sign, you will find that we have been relentless in our 
never ending search for ways to improve our products and our services. 

Yes, Sherman had a word for it, but STEEL-AGE will carry on, serving our country 
and our customers to the best of our ability. 


CorrY-JAMESTOWN MANUFACTURING Corp., Corry, PA. 
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opportunity of giving you the details of our 4 Star Program 


face to face. If you, too, would like to take part in the greatest 


TOWNS Mons 5-Cebona 


“MAKE A 
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} ossibly circumstances prevented your attendance at the Con- 


vention and OLD TOWN representatives were thus denied the 


RIBBON and 
CARBON INDUSTRY, 


HS ondreds of Dealers visiting Chicago's great Na- 
tional Stationers Convention obtained first-hand solution to the most 
perplexing problem facing the industry today. 


As one Stationer put it—'‘ We're riding high on the crest of National 
Defense activity. But what happens when the party is over? Where 
do we go from here?”’ 


OLD TOWN gave the answer with a mighty 4-STAR FEATURE 
PROGRAM designed not only to cash in on the present, but to insure 
a solid future of permanent sales and prosperity. A program based 
on 4 vital elements necessary in any success— 


PRODUCTS . . . without a peer in quality, simplicity, outstand- 
ing brand identity and attractive packaging. 


PROFITS... based on longer margins, faster turnover and big- 
ger dollar volume. 


PROMOTION ... embracing a powerful national advertising 
campaign currently making in excess of 15,000,000 consumer im- 
pressions. Also eye-appealing point-of-purchase displays, dealer 


helps and specialty selling assistance. 


PROTECTION ... based on OLD TOWN’S Assigned Trading 
Area Plan and encompassing the closest mutual cooperation ever 
known between manufacturer and distributor. 


forward-march the ribbon and carbon industry has ever seen— 
write, telephone or telegraph and we will see that all the facts 
are made promptly available to you. You owe it to yourself and 


to your future to investigate OLD TOWN’S 4 Star Program at once. 


GOOD IMPRESSION’ 7 








750 Pacific Street, Brooklyn, N. Y. 


59 East Van Buren Street, Chicago 


— 


788 Mission Street, San Francisco 
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Dealers ! 
Profits 


will surely be 
yours 







if you get in 
now while the 
opportunity is 
open to you. 


The Govern- 
ment Defense 
Activities af- 
fect every part 
of this country. 


The plants that are making war material 
are engaging thousands of additional drafts- 
men and each draftsman must have a stool. 


Many dealers are sending in sizeable 
orders for— 


UHL stTee 


High Desk Stools 


and they report that there is no difficulty 
making sales. 








lf there is any war material be- 
ing made in your vicinity you will 
surely get some orders if you go 
after them. 


Ask for 
Catalog 
THE 
TOLEDO 
METAL 
FURNITURE 
COMPANY 


1730 Hastings St., 
TOLEDO, OHIO 






No. 7206 

















OFFICE APPLIANCES 


twenty years prior to buying the Springfield Type- 
writer Exchange in 1929. He was a regional manager 
for Remington Rand, working out of the Kansas City 
office. 

Lines now handled include L. C. Smith and Corona 
typewriters, R. C. Allen adding machines, Shaw-Walker 
lines, National Blank Book supplies, Globe-Wernicke 
equipment and Speed-O-Print duplicating machines. 
—EVH 





WELL, WELL. TRACY HIGGINS CERTAINLY GETS AROUND. 
—Tracy Higgins, president of the Higgins Ink Company, Inc., 
Brooklyn, N. Y., recently completed a lengthy visit to the 
Pacific Coast during which he dropped in on many of his 
customers and friends. (Left) Mr. Higgins, at the left, is pic- 
tured with N. B. McKinnon, Los Angeles manager of the Brun- 
ing Company, at the Lakeside Country Club. (Right) Mr. 
Higgins and D. C. McMillan, manager, Crown-Zellerbach Cor- 
poration’s stationery division. The two men, together with 
Jim Montgomery, of Higgins’, visited the Orinda Golf and 
Country Club near Berkeley, Calif. Mr. Montgomery is not 
seen in the picture because he was busy behind the camera. 
es az 





WINDOW PROVES VALUE OF GOOD DISPLAY.—Proof that 
a good window display can bring in business as well as 
merely make shoppers pause and look is exemplified by 
this window of Phillips Brothers, 906 Main street, Lynchburg, 
Va. The window, featuring Underwood portable typewriters, 
was arranged by L. Lovingstein and W. A. Overstreet, man- 
ager and display manager respectively of the Phillips firm, 
with the cooperation of W. A. Campbell, manager of the 
UEF branch at Lynchburg, and E. A. Franke, of New York. 
Mr. Lovingstein reported that this Underwood portable pro- 
motion broke all previous records on the sale of these ma- 
chines for his company. 
— ee 
HARRY ROGERS BECOMES GRANDFATHER 

From the words and actions of Harry Rogers, Har- 
bord-Rogers Company, Portland, Ore., it is almost as 
important to become a grandfather as it is to become 
a father. He is the proud grandfather of an eight 
pound grandson. His daughter and son-in-law, Mr. 
and Mrs. Ear] Tuttle are the happy parents.—BBC 

















NATIONAL DEFENSE 


and 


OFFICE EQUIPMENT SALES 


N the 53 years since its establishment, Art Metal has passed 

through several war periods—times when materials are scarce 
for any but defense needs—times when the normal economic proc- 
esses are almost out of the question. 


Art Metal was first, many years ago, in making available to 
dealers a complete line of metal office equipment. The Art Metal 
line added substantial volume to dealer sales, not only in metal 
office equipment, but in other office items as well. 


The sale of office equipment is based on service—the service of 
meeting the constant need of business for more and more efficiency. 
That need will continue during the period of emergency, and long 
after—as long as business is done. 


The interests of Art Metal dealers are identical with our own. 
Your orders for defense industries will be handled expeditiously, 
and just as soon as materials are obtainable for general civilian 
needs, Art Metal will be prompt to make deliveries. 


Meanwhile, Art Metal research and development in office equip- 
ment goes on to effect even greater savings of time, space and effort 
in offices when normal business again becomes the order of the day. 










Art Metal 


Jamestown, New York 
U.S. 








ART METAL CONSTRUCTION COMPANY 


JAMESTOWN, NEW YORK 
Art Metal Steel Office Equipment + Postindex Visible Files 
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SELL THE NEW 


ORRISE 


The Desk Set for Today 


A Sure 
Profit 
Producer 
for 
Alert 
Stationers 





MORRISETS have swept the country like wildfire wherever 
they have been shown. “A land office business” is the way 
one salesman described his results. Sales to dealers and 
dealer sales to users have run into large figures. 


For Advertising and Good Will there is nothing more 
acceptable and now is the time to get that business. The 
new MORRISET comes in 10 standard colors with at- 
tractive combinations. Price ranges from $3.00 up. 


A WONDERFUL NEW black plastic DOUBLE base 
to retail at $2.50 is now ready. It adds appearance, 


utility and increases the unit sale. 


O R RI S FE ] S are readily salable to ALL gov- 
ernment offices—Federal, State 
and Local—to business houses, banks, offices, schools, 


hotels and many others. The covers can be gold stamped. 


It presents genuine profit making sales opportunities. 








Full particulars upon request. 


BERT M. MORRIS COMPANY 


913 South Olive Street, Los Angeles, Calif. 
Middle Western Representative 
A. G. (Bert) Bassett, Wheaton, Illinois 
Eastern Representative 


Harold 0. Atwood 
280 Broadway, New York City 
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Seen and Heard 


in Southern California 


By J. Edward Tufft 
1710 Morada Place, Altadena 


NE typewriter distributor made this remark re- 

cently, “When you sell a man a typewriter now- 
adays, you have a double job on your hands. You have 
to sell him on the merchandise and then sell him on 
the idea of waiting for it. If you can do that success- 
fully you are without question a real salesman.” That 
really is the story, big demand and slow deliveries. 
Most of the boys said they never knew previously such 
a keen demand for used and rebuilt typewriters—any 
old thing just so long as it writes. The pinch is now 
really beginning to be felt, but all are taking it on the 
chin like patriotic Americans and saying since it has 
to be it must be. 

Anderson Has Trip.—C. Elmer Anderson, head of the 
Anderson Typewriter Company, Pasadena, is back from 
a six weeks’ trip that took him to Boston, New York, 
Detroit, Chicago, and other eastern points. He com- 
bined business with pleasure and took his family along. 
Alvin E. Anderson, a brother in charge of a Long Beach 
branch store, is in the Middle West at this writing on 
a long automobile trip with his family. He has been 
visiting his old home in Michigan, points in Wisconsin, 
Minnesota, and in Chicago. 


% ae * 


Store Modernized.—The Glendale store of the Ander- 
son Typewriter Company has been completely mod- 
ernized. New asphalt tile floor covering has been laid, 
new lighting installed, the windows improved and the 
interior redecorated. The store now has a very bright 
and modern appearance. 

aK * 

Suderman is Sailing On.—Ed Suderman, proprietor 
of the typewriter department in the Brown Shop, 
Pasadena, and a well-known typewriter salesman, is 
amusing himself these days with a very nifty sailboat 
which he keeps anchored at Balboa beach. He states 
that the demand for used typewriters never was 
keener. 

Social Event Well Attended.—The big supper for 
Underwood Elliott Fisher employees at the Florentine 
Gardens, Los Angeles, early in October, was a big suc- 
cess, about 140 attending. The branch won a cash prize 
awhile back and decided to spend it for a big evening 
of entertainment. A floor show was the chief feature 
of this event which took the place of the regular an- 
nual picnic. 

Takes on New Lines.—Lawrence G. Brinckerhoff, 
proprietor of the Beverly Stationers, 421 North Beverly 
drive, Beverly Hills. has enlarged his organization with 
new employees and has taken on the Norcross line of 
Christmas cards and the Laura Lee Linder line of 
leather goods. 

* * 

There’s Luck in Odd Numbers.—Bill Reece, well- 
known typewriter salesman and repair man with the 
Brown Shop, Pasadena, says there is luck in odd num- 
bers. This means this: Bill is the father of a beautiful 
girl, Mary Catherine, seven pounds twelve ounces, born 
October 3. Two fine boys already were living at the 
Reece home when Mary Catherine came along. All is 
well. 

Francis Orr in Splendid New Store.—The Francis Orr 
Stationery Company, Beverly Hills, has moved into a 
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=AT THIS GLEAMING COMBINATION 


For sheer salesmanlike appearance, you can’t beat the team of three 
shining aids to demonstration shown above. Any customer whose men 
show samples, photographs, catalog-pages*, swatches, sketches, plans 
or working data will go for this combination in a big way: 


National Transparent Folders protect fragile or soilable samples. 
They dramatize and snap up every kind of picture just the way putting 
it under glass would. They add immensely to sales effectiveness where 


showing is a part of selling. 


National ‘“‘Metal-Holed”’ reenforcements of ultra-thin copper are 
being used in sales work with the copper side up. Salesmen find they 
make a smart impression on prospects. 


National Steel Hinge Ring Books are, of course, the last word in 
durable, businesslike books. They can take a terrific amount of punish- 
ment in use and still preserve their shining freshness. They lie flat when 
opened, too -- a great help in sales presentation. 


every customer feels confidence in the National eagle trade mark. 

He knows from long experience that it stands for quality in manu- 

facture, as well as for progressiveness in design. That’s why sta- 
tioners who specialize in National Feature Items have fewer price- 
objections, more immediate acceptance of their suggestions. 


NATIONAL BLANK BOOK COMPANY 
Holyoke, Massachusetts 


CHICAGO BOSTON SAN FRANCISCO 
328 S. Jefferson St. 45 Franklin St. 747 Rialto Bldg. 
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Your customers will 


LOOK-— 
FEEL -— 


OFFICE 





BU Y!- 


What's behind the design of Oxford 
Brief Covers? 


Why are they embossed with a rich 
cowhide grain? 

Why is the label and border design 
simple, dignified? 

Why is the stock used in each of 


the seven colors a selected sheet of 
exceptional durability? 


The answer is simple: Oxford Brief 
Covers are designed for the most 
sales to the most customers! 


For in a brief cover, some of your 
trade will go for flashy design— 


Some will go for flashy color— 
Some will go for ‘‘loss-leader”’ prices— 


But for the most sales to the most 
customers, and the largest profit to 
you, Oxford Brief Covers, dignified, 
durable, richly embossed in a wide 
range of colors, are your best bet. 


A Display package for your counter 
helps with their sale. May we send 
samples for your inspection? 


OXFORD FILING SUPPLY CO. 
340 Morgan Avenue, Brooklyn, N. Y. 
125 South 8th Street, St. Louis, Mo. 
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fine new store at 351 Rodeo drive. The old location 
was 349 Beverly drive. The two ladies who have oper- 
ated this company since its founding seventeen years 
ago, Mrs. E. D. Orr and Mrs. R. I. Rogers, have spared 
no expense to make the store one of the very finest in 
Southern California. The frontage on Rodeo drive is 
twenty-five feet and the depth 100 feet with mezzanine 
and full basement. Woodwork and fixtures are in gum- 
wood and mahogany, the floor is rubber tile, and the 
whole interior a light tan. An interesting exterior 
feature is a unique marquee which eliminates need of 
awning. The engraving department is at the front of 
the store and in a semi-segregated section of its own, 
very richly furnished and finished. This is a big de- 
partment in this store. The offices are on the mez- 
zanine and the whole basement is given over to stock 
space. The store is air conditioned throughout and 
ample parking space provided at the rear and side. 
This is the third business home occupied, each one 
much larger and better than the previous one. 
~ a * 


Civil Service Examinations Help.—Rentals and sales 
have both gone up for The Typewriteria owned by E. 
D. Glossman at 5218 Wilshire boulevard, Los Angeles. 
With 3000 taking civil service examinations in one 
group and with school opening about the same time 
Mr. Glossman has had all he can do to keep up with 
things both in sales and rentals, he states. 

* * * 

Frank McBurney Happy in Retirement.—People back 
in Cleveland, Pittsburgh, Cincinnati, and Chicago, who 
wonder what has become of Frank McBurney can find 
him living in very happy and well-cared for retirement 
in Hollywood. Frank had charge of the office of the 
American Writing Machine Company in Cleveland for 
several years and will be remembered for the part he 
took in putting over the big convention of the Na- 
tional Typewriter & Office Machine Dealers Associa- 
tion in Cleveland in 1929. He was also president of the 
Cleveland Typewriter Dealers’ Association at the time. 
Those who do not already know it will be interested to 
learn that Alvino Rey, famed guitar player and moving 
picture star now working in conjunction with the King 
Sisters in a picture under production at the RKO 
studios, is a son of Mr. McBurney. The young man’s 
wife is one of the King sisters. Mr. McBurney has just 
returned from a three months’ tour of the East which 
took him to New York, Boston, Cleveland and else- 
where. He is one typewriter man at least who made 
enough money reasonably early in life to permit him 
to stick his feet up on a desk and whistle. 


a * * 


“Rusty” Reynolds in Own Business.—‘Rusty” Reyn- 
olds who was connected with the American Writing 
Machine Company for a quarter of a century or more 
now has his own typewriter store at Fairfax avenue 
and West Third street, Los Angeles. He is finding de- 
mand for rebuilts very keen. Mrs. Reynolds has charge 
of the office located in a unique cottage-type business 
block. 

Baker in Los Angeles.—G. J. Baker has been trans- 
ferred from the Portland office of the Royal Type- 
writer Company to the Los Angeles office as cashier, 
succeeding R. B. Adams. Joe Steller who has been 
merchandise clerk in the Los Angeles office is now 
credit manager. Johnny Nelson, Royal representative 
at San Luis Obispo, who recently won a trip to the 
factory in a sales contest, left for the East with his 
wife on October 19. There were eighteen contestants 
in this event. Mr. Nelson was connected with the Los 
Angeles office before moving to San Luis Obispo. 


Adding Machine Company Still Enlarging.—The 
Southern California Adding Machine Company, 947 
South Broadway, a company which has been forced 
repeatedly to enlarge its space during the last two 
years, again expanded its shops last month. Floyd 





DICTAPHONE 






done with less 
effort!.... 


pes . 






ty HE great popularity of Dictaphone with the busi- 
ness leaders is well deserved and easily under- 
standable. This modern dictating machine helps them 
accomplish more important work — with less effort 
and in half the usual time! 

It is easy to use —just like telephoning! You just 
talk your correspondence, notes, reports, and ideas to 
your Dictaphone. Your words are engraved on a 
cylinder which your secretary puts on to her Dicta- 
phone transcribing machine. Through earphones she 
hears the exact reproduction of your voice — and types 
as she listens. 

With Dictaphone you can dictate whenever you 
wish. There’s no need to call for a secretary and wait 
for her to appear with a notebook. While you dictate 
to Dictaphone, she is free to do other important work 
for you— typing and filing, as well as preventing 
phone calls and visitors from interrupting your dicta- 
tion. 

Today’s businessmen need modern methods and 
equipment. No doubt you will find enthusiastic users 
of Dictaphone among business acquaintances. Ask 
them! Or ask us to show you how Dictaphone can 
help you on your own desk! There will be no obli- 
gation to you, of course. 


























Cameo Model Dictating Machine Cameo Model Transcribing Machine 





These machines are also available in Cameo, Cameo Junior, 
and Progress Cabinets. 


DICTAPHONE CORPORATION 


420 Lexington Avenue, New York, N. Y. 


The word DICTAPHONE the Registered Trade-Mark of Dictaphone Corporation, Makers 
of Dictating Machine and Accessories to which said Trade-Mark is Applied 
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D ARNELL CASTERS 
& GLIDES 
The Darnell line of floor protection 
products offer maximum profits. 
Their high quality and durable 
service guarantee customer saftis- 
faction. Write today for special 
Darnell dealer proposition 


WRITE FOR DARNELL MANUAL 


A GREAT LINE FOR 
PROFITABLE SELLING 


DARNELL Corporation, Ltd. 


LONG BEACH, CALIFORNIA 
36 N. CLINTON ST., CHICAGO, ILL. 
60 WALKER ST., NEW YORK N. ¥Y. 
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Stimson, formerly with the Typewriter Inspection 

Company, has joined the staff. C. Gilbert, expert in 

the repair shop, called into the service late in October, 

was tendered a farewell dinner at the Florentine gar- 

dens on Friday, October 24. 
- ” ~ 

Trefzger Takes Trip.—Gus Trefzger, who with C. B. 
Kelly, owns the Crown City Typewriter Company, Un- 
derwood distributors for Pasadena, has returned from 
a trip to Crawford, Colo., where he and his wife spent 
their vacation. Mr. Trefzger will be remembered as 
winner in an international contest for amateur typists 
in 1917. He says he can not type as rapidly at the 
present time but he has no trouble in clicking it off 
above 100 words for reasonable lengths of time. 

Se eee ee 
STATIONERS’ OVERSEAS CORRESPONDENCE PLAN 
GROWING STEADILY 

Reports from members of the office supply and 
equipment industry in England indicate that the re- 
cently-formed Stationers’ Overseas Correspondence 
Circle is steadily increasing in scope on both sides of 
the Atlantic. 

As reported in previous issues of OFFICE APPLIANCES 
the plan was launched by Lancelot D. Spicer, president 
of the Stationers Association of Great Britain and 
Ireland, when he paid a visit to America and Canada 
last year. His idea that American and British station- 
ers could find a mutual outlet for ideas as well as 
form valuable, lifelong friendships on the opposite side 
of the ocean, met instant approval of Charles P. Gar- 
vin, general manager of the National Stationers Asso- 
ciation here. 

The latest report on the success of the plan came 
in a recent letter from Leonard Pagliero, secretary of 
the S. O. C. C., whose letter read in part: 

“American stationers are cooperating heartily with 
us, and Mr. Charles P. Garvin, secretary of the Na- 
tional Stationers Association of America, is our point 
of contact. With his usual enthusiasm he is doing his 
best to interest your trade in the Circle... .” 

Note——Members of the stationery and office equip- 
ment industry in the United States who are interested 
in joining the activities of the Stationers’ Overseas 
Correspondence Circle are reminded that they should 
communicate with Mr. Garvin at 740 Investment 
building, Washington, D. C. 

<_< — 
NEW YORK STATE OPENS EMPLOYMENT OFFICE 
FOR BUSINESS WORKERS 

Business organizations in the Metropolitan New York 
area have been informed that the New York State Em- 
ployment Service has opened an office at 10 East For- 
tieth street to serve employers of commercial and pro- 
fessional workers in Manhattan, Bronx, Brooklyn and 
Queens. 

The new bureau is prepared to furnish workers who 
have been registered under the following specialized 
sections: professional, retail sales, general clerical, out- 
side sales, office machines and secretarial. This branch 
is known as the Metropolitan commercial office, and is 
one of five new specialized employment offices being 
established to replace the state’s twenty-nine general 
offices formerly located throughout Greater New York 
City. 

The other central offices will serve specific occupa- 
tional and industrial categories as follows: (1) Indus- 
trial office. (2) Building and construction office. (3) 
Hotel, restaurant and service office. (4) Needle trade 


office. 
°—— + - 

BOULTON REJOINS ROYAL AFTER ARMY SERVICE 

Wayne K. Boulton last month returned to the Royal 
Typewriter Company as special representative for the 
eastern division under Eastern Sales Manager A. C. 
Kienly. Mr. Boulton has just completed his year of 
service with the Army, and at the time of his discharge 


ranked as corporal. 
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ew Neva-Clog J-60 Stapling Plier 


TEMPORARY PERMANENT 


FASTENING FASTENING 
A — 





MODEL J-30 STAPLING PLIER $3.50 


Model J-30 is light in weight, yet rugged. Requires but little 
space and can be put into desk drawer or pocket when not in 
use. Indispensable for vertical filing or for attaching material 





to a permanent card. Uses DJ340 NEVA-CLOG Staples. > Fe PRICE $4.00 
A NEW With Anvil 
NEVA-CLOG Invard— 
STAPLING PLIER Fastening 


NEVA-CLOG now offers a dependable Stapling Plier that will 
deliver either a temporary (spread), or a permanent (clinched) 
staple. 

The anvil is easily and quickly set at either desired position 
by slight pressure on a button in the base of the lower jaw. 
It is simple and fool proof, and remarkably efficient. 


This new NEVA-CLOG J-60 fills the demand in many offices 
for a temporary fastening device which is practical, efficient, 
portable and durable. It has all the exclusive features of the 
famous NEVA-CLOG J-30 Stapling Plier, plus the temporary 
anvil feature. 





DEL B-100 STAPLING PLIER $5.00 
For heavy duty and for fastening of tough materials, this ma- 
chine uses a broad flat staple. Fastens such materials as fibre, 
softwood baskets, veneer wood, leather and belting. Used for 
sealing heavy paper or cloth bags, packages of corrugated 
board, and similar difficult operations. 

Features: Powerful leverage, durable, fool-proof. Staples 
used: NEVA-CLOG B-%s. 





MODEL S-100 STAPLING PLIER $4.50 


A rugged, powerful Stapling Machine with 4 to 1 leverage. 
Will fasten all materials that the staple will penetrate without 
bending. Particularly designed for production work and hard 
usage, but can be used for any stapling operation within its 
ON TYPE $4.50 capacity. Delivers a strong sharpened staple and clinches 
it securely even in light material. Clog-proof so that it will 
Easily and quickly loaded with 





MODEL D-40X EXTENSI 


This Deep Throat machine is mounted on a spring arm which 
allows stapling 12” from the edge of paper or cardboard. 
Staples used: DJ-340. 


give constant production 
NEVA-CLOG A-1000 or L-1000 Staples. 


IDGEPORT, CONN. 
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No. 2712 
27 DRAWERS 


& $2520 
UTILITY CABINETS 


Constructed of heavy gauge steel, electrically welded. Twenty- 
seven roomy drawers, designed for printed office forms, cancelled 
checks, catalogues, samples, tools and dies, letters. Olive green 
baked enamel finish. Plated card holders and handles. Adjust- 
able steel drawer partitions available at slight additional cost. 






No. 4028.... $5 7 


Base 141,” high $7.75 extra 


BLUE-PRINT CABINETS 


8 drawer cabinet designed for safe keeping drawings, maps, 
tracings, art work and blueprints up to 24” x 35”. Heavy gauge 
furniture steel. Electrically welded throughout. Drawers glide 
smoothly and easily. A hood in the rear and a lift compressor 
in the front of each drawer keep prints and drawings in perfect 


order. 


PRONTO “27 


NEW YORK 


DEFENSE PLANTS 


NECESSITIES 







No. 458 


$175 


Letter Size 
Green 


COLE PORTABLE DESK FILE 


This new combination letter file and safety personal compart- 
ment keeps private papers really private. Swivel casters insure 
utmost portability. Reversible follow block permits use on 
either side of the desk. Privacy assured by locks for both com- 
partments. Brushed brass handles. In Olive Green (smooth or 
crinkle) grained walnut and grained mahogany finishes. 





No. C 112 
LETTER SIZE 
124%” x 1012” 
x 24” 


| $500 
COLE STEEL TRANSFER CASE 


A high-grade steel Transfer Case. Can be interlocked and 
stacked to the ceiling. Olive green, baked enamel finish, brass 
plated card holder and solid steel handle. Electrically welded 


throughout. 


STEEL EQUIPMENT CO. 
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HASS TO REPRESENT ROYTYPE IN THE WEST 
James F. Vreeland, sales manager of the Roytype 
division of the Royal Typewriter Company, has an- 





S. P. HASS 


nounced the appointment of S. P. Hass as special 
Roytype representative. 

Mr. Hass goes to Roytype with over seventeen years 
of practical experience in the ribbon and carbon busi- 
ness and with this background will be a valuable ad- 
dition to the division. 

For the present he will confine his activities to the 
western division doing special work under the super- 
vision of A. W. Barlow, Royal’s western sales manager. 


<< 


TWO NEW DISTRIBUTORS FOR L. L. BROWN 
PAPERS 


The L. L. Brown Paper Company, Adams, Mass., has 
announced the appointment of two more distributors 
as part of its nation-wide expansion program. The 
firms are the Graham Paper Company, Minneapolis, 
Minn., and the Butler Paper Company, St. Louis, Mo. 

The Graham firm will act as distributor of the 
L. L. Brown Company’s Linen Ledger, Greylock Linen 
Ledger and Escort Ledger and Machine Posting. 

In St. Louis the Butler organization will handle 
Linen Ledger, a grade which is also stocked in the 
Missouri city by the Shaughnessy, Kneip, Hawe Paper 
Company. 

— > — 2 a 
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WANT A DECIMAL EQUIVALENT WALL CHART?—The Fred- 
erick Post Company, 3650 Avondale avenue, Chicago, has 
created a 26 by 39 inch wall decimal equivalent chart which 
is free to firms requesting it on their business stationery. The 
chart is printed in 1!/,-inch, heavy type which can be read 
fifty feet away and is in two colors, red and black on a white 
background. It brings all the equivalents from 1/64 to 63/64 


within easy reading distance. 
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SALES at FIRST SIGHT! 





See how they buy 


NEW IMPROVED 
“GRAND PRIZE” 


Typewriter Ribbon 


in its Striking New “BLUE DRESS"! 


SALES-APPEAL . AND HOW! More 
and more customers for "GRAND PRIZE” 
Ribbon . . . thanks to its handsome new 
container and its super quality and value! 


Once a customer tries "GRAND PRIZE,” 
he comes back for more! Because “GRAND 
PRIZE” actually lasts longer retains 
deep-writing quality beyond all normal 
expectations combines added sharp- 
ness with amazing recuperative power and 
easy-erasing quality! 

Get these new, tested and proven sales 
assets .. . buy “GRAND PRIZE”! 


FREE BOOKLET 


An Exclusive Agency 


on GRAND PRIZE Rib- Get “Carbon Paper Facts” 
bons and Carbons in Too! Send for our free book- 
your city points the let, “Carbon Paper Facts,” 
way to new profits which gives you the impor- 


tant facts you should know 
about Carbon Paper! 


Write for our dea 
proposition booklet 


GRAND PRIZE 


CARBONS and RIBBONS 
PACIFIC CARBON & RIBBON MFG. CO. 


J. FRANCIS O’CONNOR, PRES. 
Head Office and Factory: 
1451 Harrison St., San Francisco 


Los Angeles Denver 
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The “HOTTEST” 
Line of “COOLING” 
Equipment Ever Built! 










Those who examined the New Kisco 
line were impressed with the Rugged 
Design and Effective Performance of 
these New CIRCULAIR—Air Recircu- 
lators. They liked the idea of dealing 
directly with the manufacturer who 
backs up the product, eliminating di- 
vided responsibilities. 


“Successor To The Fan” 


Wise Dealers Are 
Booking Orders for 
Their Kisco 
AIR RECIRCULATORS 
NOW! 


Buy the Kisco Line . . . Designed, Pat- 
ented, Pioneered, Manufactured and 
Sold ... all Under ONE Roof ... The 
Kisco Building. Anticipate your needs 
... Place your blanket orders NOW— 
We will guarantee deliveries on 
orders placed up to December first, 
and protect you against price in- 
creases. 


dasy To 
“An Inventory of KISCO CIRCU- 


LAIR UNITS in Your Warehouse Is Z 
Better Than a Bank Balance’ 


KISCO COMPANY 


INCORPORATED 
39th St. at Chouteau Avenue 
ST. LOUIS, MISSOURI 





— 


\ 


Designers and Manufacturers of Cooling and Ventilating Equipment. 
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New Machines and Devices Section ] 
Continued from page 87 
culator. The new models are offered in both standard 
and deluxe styles with a wide choice of colors and 
finishes. 
‘iiaiaaiticcenecaiass 
NEW MORRISET FOR PUBLIC BUILDINGS 

The Bert M. Morris Company, 913 South Olive street, 
Los Angeles, Calif., has added a new model to its line 
of Morriset desk pen-and-ink sets which has been 





THE MORRISET DESK UNIT 


made specially for use in public buildings and offices. 

The new unit was designed and manufactured to be 
a “safeguarded” set. It is equipped with a special self- 
adhering Perma base which cannot be pulled off the 
desk or counter. It also has a twenty-inch bead chain 
securely attaching the pen to the base. Apart from 
these special features the unit is a standard Morriset, 
and is available in all styles and colors. 

—_- 

WILSON MEMINDEX ANNOUNCES DAYDEX LINE 

The Wilson Memindex Company, Rochester, N. Y., 
has recently acquired the Daydex line of memo units 
in which are included the following numbers: 

1: The desk pad unit which is an attractive perma- 
nent holder, is non-refillable, and comes in several 
models. 2: A book model Daydex for professional use. 





20 2! 22 23 2425 
—, 


TWO OF THE DAYDEX UNITS 


3: A calendar model. 4: The Perkypad, a combined 
auto-expense record and scratch pad. 

A feature of the entire line is a “Visible Week” 
which, by the application of visible record principles, 
allows the user to maintain a week-at-a-glance record 
of half-hourly appointments for a period of seven days. 
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PEOPLE WILL BE LOOKING FOR IT! 


N more than a dozen separate, independent sur- 
veys, from coast to coast, the people have 
selected Parker as their unquestioned preference 
in fountain pens. Sales records prove that, this 
Christmas, more people will buy Parker than any 
other pen or pen and pencil set! 

Make it easy for your customers to find the pen 
that they’ve already said they want! Display and 
demonstrate your Parker merchandise. Run tie-in 
ads in your local papers, announcements over your 
local radio station. Harness up, for your store, the 
full pulling power of Parker’s national advertising, 
the broadest, hardest-hitting, most consistent cam- 
paign in pen-selling experience. 

Get Parker’s name up IN LIGHTS... and keep 
it there. People will be looking for it! 
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PENS and SETS 


The phenomenal 
new Parker “51” 


Imperial Vacumatic 
Laminated Pearl Vacumatic 
Sac and Sacless Duofold 
Parker Writefine Pencils 
Parker Desk-Pen Sets 
Parker Quink and “51” Ink 
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WITH THE FAMOUS BLUE DIAMOND GUARANTEED CONTRACT 


COPR. 1941, THE PARKER PEN COy 




















A NEW Low IN COST 


Now you can offer your customers a 









means of visualizing their voluminous 
records. This modern vertical visible 
record equipment is so low in initial 
cost, low in space cost, and low in operat- 
ing cost that thousands of records now 
housed in blind files may be made more 
usable and valuable by visualization. The 


urgent need for more speed in these critical 


times can be met by this new type of equip- —————= 


—— 


ment which not only multiplies the effec- 


tiveness of active records but cuts the cleri- MECHANIZED ACTION ailable 


small, 
cal time in half. Just open the mechanized drawer andjpu can 


same light-finger action automatically#me dra 


an 
(a) unlocks and opens the swing fro ‘sigh 


(b) disengages the buttonless safe other : 
latch of the drawer front 

(c) releases the positive compressig/lLUSTR 

Portable 









Part the contents at any point—the §, 
Bearing Indexers provide an easy rota pcme vi 
action and a wide mechanically suppog !560 car 
angle spread — placing the visible q°"*" 


- . . . , S Vi 
panels in a reclining, natural line of vist 7" 5 


tram das 
remendc 






Telefacts 
May be « 






One of the many practical Super-Visible a 
ments each of which provides extreme capacity 
low space cost. This unit features a movable des 
that slides forward ten inches. 






Five-Drav 
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F BUSINESS RECORD 


SS 


“NEW High IN CAPACITY 


“s 


i 


yj) per-Visible Card Panels, housed in 
8 wide variety of units, set a new high 

andard for compactness and capacity 

) visible record equipment. With an 
xwingenious combination of card panels, 
abinets and specially designed filing 
nits, visible card records can be con- 
entrated in a minimum amount of 
pace with a maximum of speed and 
onvenience for those using the 
pcords. 


SUPER-VISIBLE HOUSING UNITS 


Wvailable in a wide variety, suitable for large systems 

t small, and for different types and sizes of cards. 

andgpu can even provide for different card sizes in the 

ally#me drawer, Telefacts or tub desks, and can make use 

any portion of the unit to house the Visible Record, 

| frOihing other types of material such as correspondence 
safe® other supporting papers in the remaining space. 


i LLUSTRATED BELOW, FROM LEFT TO RIGHT, ARE: 


Portable Cabinets with removable locking covers. Capacity up 
Bto 8000 cards per unit. 
“| Acme VISI-Filer—A Beng cngomenel unit ee from 240 to 
oh cards. A unit which can be carried in a brief case, filed in a 


} } 1 ) 1 
C r + s1¢ Y + tar ‘ r, > 
Trespondence illie or used n tne I I a GeSK. 


“a tapee Visible Tub Unit with easy _— treegene- cover. Gives 
tremendous record capacity at a lov I 
/ ~ seg A floor model visible card cabinet for desk-side use. 


9€ grouped together in batteries tor large 


or ronnie ‘eiag vane Cabinet. In addition. there are » available 
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SUPER-VISIBLE CARD PANELS 


Note the visible margin at the top of each card reading naturally from 
the top down. Card carriers providing for easy insertion of single cards 
and rapid group shifting are held on these card panels which may be 
inserted at any point in the record system, providing expansion wherever 
needed. Complete range of sizes and types from 3%4 x1 inch up to 8 x 6 
inch cards are available. 


HOLDER CARDS are also available for inserting blind record cards, loose 
inserts, report slips, punched cards, etc. 

Acme’s 25 years of experience in developing visible rec- 
ord systems and equipment is available to your customers 
in the application of Super-Visible. Every type of business 
and every type of record, regardless of the size of either, 
can be served by ACME. Your inquiries are invited. 


Send for the Acme Super-Visible Catalog and full infor- 
mation about dealers’ franchise. 


Acme Visible Records, Inc. 


122 South Michigan Avenue . . . Chicaco 

















There’s gold in today’s smoking factory 
chimneys. These busy, industrial plants 
and offices provide a Golden Opportunity 


for alert, profit-minded dealers. 


The job of getting your share of this 
vast potential business is greatly enhanced 
by carrying an up-to-the-minute line of 


Record Keeping Equipment. 


The Cesco Line with its many new fea- 


tures—new forms, and new types of 


equipment—is the logical one for any 
exclusive features 


dealer. Distinctive, 


that appeal instantly to your customers. 


EXCLUSIVE TERRITORIES OPEN 


If you are an established dealer, 
write today for Catalog and com- 
plete details of our exclusive 


agency arrangement. 
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IDLENESS IRKS, SO CHARLIE UNDERWOOD 
GETS BACK INTO HARNESS 


Two months ago Charlie Underwood, for many years 
connected with the Fulton Specialty Company, decided 
to reap the fruit of his labors and retire. Maybe he 
had visions of living the life of Reilly and barging 
about from place to place in his now-famous trailer 
home, with nothing to do but loaf. 

But the retirement didn’t jell. Something went all 
wrong. Perhaps Charlie missed the morning ringing 











CHARLIE UNDERWOOD 


of the alarm clock. Perhaps life lost its savor without 
a daily definite objective in view. But whatever begot 
the urge, it arrived in due time and Charlie went back 
to work, and signed up with the I. D. L. Manufacturing 
Company of New York City. 

And now he is back in the harness and happier than 
he has been for at least sixty days, what with the 
prospect of again greeting all his old friends in the 
industry and again wheeling his portable home down 
the highways and byways of the country. 

How Charlie Underwood went trailer-minded after 
living in Plainfield, N. J., for more than eight years, 
was told in a recent issue of a Plainfield newspaper. 
The item was charmingly written by Miss Mildred 
Stewart of the paper’s editorial staff, who explained 
that a serious combination of ‘an itching foot” and a 
desire to be at home wherever night overtook him, 
brought on Charlie’s attack of traileritis. 

Traileritis, the reader is left to understand, is an 
incurable ailment, and attacks those who love the 
outdoors, revel in the sight of shady trees and brown 
Autumn leaves, and rejoice in blue skies and breezes. 
It is contagious, too, and consequently Mrs. Underwood 
got it. Thus the trailer was purchased. 

Since that time nearly everybody in the office equip- 
ment industry has seen, or knows about, the vehicle. 
Charlie and Mrs. Underwood take hops of one or two 
hundred miles between cities of call. Upon arrival Mrs. 
Underwood busies herself with the broiler and Charlie 
makes himself comfortable on a couch in the “living 
room” until such time as the aroma of broiling steak 
silently announces that dinner is ready. 

And, living a life like that, Charlie Underwood scoffs 
at the idea of retirement. And why shouldn’t he? 
He’s on a perpetual vacation, anyway. 


oe 


KEYS WINS KISCO “GOLD RUSH” 

The Kisco Company, St. Louis, manufacturers of air 
circulator fans, last month announced that Earl F. 
Keys, Western Bank & Office Supply Company, Okla- 
homa City, Okla., is the winner of the Kisco “Circulair” 
Gold Rush. This contest was opened to Kisco dealers 
throughout the United States and approximately 300 
stationers participated. There were three major and 
fifteen minor prizes, Mr. Keys winning the first. The 
sponsoring company reported many of the dealers’ 
wives participated actively in the event. 
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ANGULAR CELLULOID 
TAB GUIDES 


Easy to read . . . easy to find 
, pao} cole) o) bale MR do Mb a-1-(s 
labels. Inserts are remov- 
EVs} (Mod ¥- bate (-\- Sp aet-lo(-M-TC3 00 a 


6.98) 29>, Ge) 88 88) >) 


} oy Cb ad-) Mor: t o MN oS UUM bale Met tac! 
bate (-> amb o0(-\ ND a a¥- To C-Mod al 
angular celluloid, flat cellu- 
loid, plain, flat metal, and 
angular metal tabs. 


TUFTEAR 
MANILA FOLDERS 
Tuftear manila folders 
ia: bate MRED o MEE Datel: MB al-t- Va amore) ate 
stant use... rounded cor- 
ners ... made in all styles 
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GLOBE-WERNICKE “BUSINESS HELPS 


ae 









Offices everywhere need these useful and dependable 


Globe-Wernicke office accessories. The tremendous in- 
crease in business has created a huge market for these 
“bread-and-butter’’ products. 


This extensive line permits you to give your customers real 


service ... ‘‘business helps’ that speed up office routine... 
increase efficiency . . . save time and money. 
Be prepared to supply your customers’ needs .. . stock up 


now! If you have not already received our new catalog of 
office accessories, write for a copy. 





EVERYDAY FILES 
Eleven styles — in- 
dexed alphabetic- 
ally, days of week, 
days of month, etc.; 
also metal tabs with 
removable inserts. 
Available in stand- 
ard and legal sizes. 


—_ “~ACCESSO” 
: WOOD DESK 
TRAYS 
Wide hand open- 
ings on all four 
sides and bottom 
make it easy to 
handle papers. 














WOOD CARD 
INDEX TRAYS 
With or without 
hinged covers for 
3”x5",4"x6”" and 


COLUMBIA 
BINDING CASES 
Note, letter, cap and 
prescription sizes 
cases ... arch per- 

























if ng 
; mits documents to 5”x8" cards. Wood 
be examined . .. re- filler in front pro- 
moved or replaced. tects tabs of guides. 
CLIP BOARDS FILING SHELF 
Choice of striped Shelf is hooked over 
wood or Masonite drawer pull and -_ 
board. Clip has leaves both hands AR 
powerful spring for free to file. Rubber 
holding papers. bumpers prevent > 
Note, letter, cap, scratching of file 
and waybill size. front. 
AGATE CARD BOX FILES 
INDEX TRAYS Meet almost every 
Trays are made of € 
heavy binders’ type of filing re 
board . . . wood bot- quirement. Avail- 
tom. rs _ +e i able in fifteen differ- 
o 0 aw 4x , VEO, 
6x9, and check prema ond 









file sizes. 








e-Wernicke 


(Otlaleliavar-lemmelarie) 


MAKERS OF OVER 4000 ITEMS NEEDED IN OFFICES 
Stee! and Wood Office Furniture, Filing Equipment, Bookcases, Partitions—Special Steel 
and Wood .Equipment for Libraries, Schools and Public Buildings—Filing Supplies, 
Stationers’ Products; Storage and Visible Record Equipment and Stee! Shelving. 
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NORTHWEST TRAVELERS NOTES 





By A. J. Nordstrom, Correspondent 


Davies, Art Grayston and Fred Plane were among the 
early risers on the morning of October 1 which offi- 
cially opened the duck season in Minnesota. ... The 
boys got their share of ducks although it is understood 
that Putt-Putt isn’t the shot he used to be... . Art also 
left the Twin Cities on the seventeenth, hoping to bag 
his quota of pheasants as did Roy, Eddie and Bob... . 
Oscar Nordean was seen Chicago-bound aboard the 
Hiawatha on the fifth, along with Walter Pierce, the 
Midlander. .. . John Williams, son of Ben Williams, 
DoMore Chair Company, is quite a big shot as a golfer 
in the Big Ten. . . . He represents the University of 
Minnesota as a member of that golf team. ... Des 
Moines was well represented at the National Stationers 
Association convention with such leaders present as 
Charlie Storey, Edd Dawson, Joe Popple, B. J. Bristoll 
and Mrs. Bristoll, Kyle Collins, Stan Hall, Sim Sted- 
man, Ossie Solem and Claude Holley. . . . The Twin 
Cities, too, had a nice delegation composed of Sterley 
Jerue, Mrs. Jerue, Arthur Walker, Walter Pierce, Bill 
Vose, John Boemer and Jack Davis. .. . Moaning and 
groaning heard in the vicinity of Dodge County court- 
house, came from Rudy Johnson, the sage of Omaha, 
who was lamenting because the Cornhuskers lost to 
Bo MecMillan’s Indiana team on the eighteenth. ... 
But Dan MacDougall is all smiles now that Michigan 
has taken the Northwestern Wildcats for a nice ride 
into camp. .. . While Roy Umpleby and Frank Zeller 
are singing the blues since the Badgers smacked the 
Iowa team around, the noise is nothing to what will 
come out of Minnesota should the Wildcats and Michi- 
gan take the Gophers to town... . Stan Griebel, Herb 
Morgan, Claude Fleet, Herb Fall, Herb Olson and 
Archie Hoffman will head the mourners. ... And Dan 
MacDougall, Ham Kendrick and Karl Castle will lead 
the cheering section if such events take place. 


—-e 





THE TEXCEL TALKING TREE READY FOR DEALERS.—A new 
slant on Christmas advertising has been created by the In- 
dustrial Tape Corporation, New Brunswick, N. J., as a holiday 
season aid for dealer sales. Equally good for window or 
counter use the unit, known as the “Talking Tree” dem- 
onstrates the many styles and sizes of gaily-colored cello- 
phane tape and tips off the prospective purchaser that the 
tape “seals at a touch—without moistening”, a sure-fire draw- 
ing card when Christmas packages and their usually flimsy 
wrappings are to be considered. Further details will be sup- 
plied by the company on request. 
*—-> 


ZAC SMITH DISPLAYS AT FAIR 

Zac Smith Stationery Company, Birmingham, Ala., 
had an extensive office appliance display at the recent 
Alabama State Fair and several hundred dollars worth 
of merchandise was sold as a result, including one steel 
desk. The concern has exhibited regularly at the fair 
for the past twenty-five years and found it a good 
advertising medium, said W. J. Douglass, executive of 
this concern.—GHW 


During this period 
of exceptional stress, 
the concentrated at- 
tention of our entire 
organization is di- 
rected to the prob- 
lem of how best to 
serve our trade. 


No effort will be 
spared to the end 
that we might evi- 
dence, in concrete 
fashion, thru these 
hectic days, our keen 
appreciation of the 
loyal support we 
have always re- 
ceived from our 
dealers thruout the 
country. 


VATIL 
MANUFACTURING 
COMPANY 


900 E. 95th St. 




















Chicago, IIl. 
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FOUNTAIN PEN 


The biggest gift season is here! Writing gifts are going 


to be more popular than ever. Feature Wearever 


De Luxe, America’s Quality Dollar Pen 
YOUR CUSTOMERS LOOK. FOR THESE FEATURES— 


e 14 Carat Gold Reinforced Point 
(Fine, Medium, Broad) 


e*Trans-Vue Visible Ink Supply 


e Military Clip—ideal for men in the 
Service 


e Leak Proof Feed 
e Large Ink Capacity 


e Beautiful Finish (Choice of gray, green, 
morocco, gold, solid black) 


e Men's and Women's Sizes. 
Individually gift boxed. 


*Reg. U.S. Pat. 


4.00 





WEAREVER De Luxe GIFT SET, No. 2839 


*{,50 


Contains Wearever De Luxe Pen and 
Pencil to match in presentation box—only 




















DAVID KAHN, INC. North Bergen, N. J. 
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NEW ENGLAND TRAVELERS NOTES 

Congratulations are in order for the Bay State Of- 
fice Supply Company... . This firm has recently cele- 
brated its tenth anniversary by leaving a former 
location to take new premises at 126 Bedford street. 
... Tony Oliver, of the F. S. Brightman Company, New 
Bedford, is going to be confined to his home for some 
time as a result of a fractured left arm, suffered in a 
recent fall... . Those interested in receiving applica- 
tion blanks for junior membership in the Boston Sta- 
tioners Association should contact Charles Anderson, 


secretary of the B. S. A., 148 Federal street. .. . Two 
hospital patients are among those in the news this 
month. ... Wally Taylor, who recently underwent a 


major operation is convalescing at his home at 175 
Greendale avenue, Needham... . Paul Cheney at this 
writing is a patient in the Buffalo General hospital. 
... Bill Taylor, L. E. Waterman Company, now rates a 
salute. ... He was recently commissioned a captain in 
the State Guard Reserve. ... Leon Berry, well-known 
stationer of Waterville, Me., was a recent visitor in 
Boston where he was greeted by a number of old 
friends in and out of the industry... . Frederick Cahill, 
Jr., Cahill News Agency, Milford, Mass., is the latest 
addition to the hole-in-one gang of New England sta- 
tioners. . . . Henry Riegel was another Boston visitor 
recently, arriving here after a fast automobile trip 
from Philadelphia. 

The above news items were gleaned from the N. E. T. 
Club News, official organ of the New England Travelers 


Club. 
9 “ 
& 
; 
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JOIN american rep cross - 
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OSBORNE DESK COMPANY MOVES 

The Paul D. Osborne Desk Company, Boston, Mass., 
recently moved to new and larger quarters at 58 Pearl 
street. The firm is owned and operated by P. D. Os- 
borne, who has been associated with the office furni- 
ture industry in Massachusetts for the past twenty- 
five years. 
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FISHER-SHAW 

Frederick C. (Ted) Fisher, salesman for the Under- 
wood Elliott Fisher Company, Portland, Ore., and Miss 
Mary Jane Shaw were married September 27. The 
services were read at St. Michael’s and All Angels 
church at 4:00 p. m. in the presence of a large num- 
ber of guests and friends. The young couple took a 
honeymoon trip to Vancouver and Victoria, British 
Columbia.—BBC 
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A baby girl was born to Mr. and Mrs. R. J. Morton 
on September 15 at Birmingham, Ala., where the proud 
father is service supervisor of the L. C. Smith & 
Corona Typewriters, Inc., local branch. Mrs. Morton 
was formerly employed as cashier at the Birmingham 
office. The little girl has been named Emilie Louise. 






























































CARD FILING SYSTEMS 
Three complete systems for card filing. 




















CARDS—PLAIN AND PRINTED 

Plain and ruled cards in six grades 

and four weights—253 stock forms. 

Unequalled facilities for producing 
special forms. 


_— 


FASTENER FOLDERS 
Corner-clip and two other types. 

















MISCELLANEOUS ACCESSORIES 
Hundreds of fast-selling over-the- 
counter items. 


Pe Sn 
LETTER FILING SYSTEMS 


edie 
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Six complete systems of Applied Indexing 


for letter filing 








THE BASES ARE LOADED 


with sales opportunities. 


Because of the shortage, ste-l 
equipment doesn’t have the power 
to clear the bases. 


There is only one pinch-hitter 
that can turn to-day’s opportu- 
nities into cash—It’s Shaw- 
Walker’s 4000 item line of Filing 
Supplies. Here’s why: 


1. All filing supplies, systems and 
cards your customers need can be pur- 
chased from Shaw-Walker. 

2. By combining your requirements 
you earn extra discounts. 

3. Selling is easier. You need learn 
only one sales approach. 

4. Inventories simplified. 

5. Easier for 
learn the stock. 


your employees to 


6. Line includes hundreds of fast 
selling, repeat items available only 


from the S-W dealers. 


GHAW-WALKER 


Muskegon, Michigan 
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SPACE-SAVER GUIDES 
This new, patented guide in all sizes 
and tab positions. 





CARD GUIDES 
221 Stock Numbers, Two Grades, Six 
Styles. 



















FILE GUIDES 

Two Grades—All Sizes—-10 Styles— 

Includes plain, celluloid, Space-Saver 
and metal tabs. 






FILE FOLDERS 
212 Stock items — Three 
grades—Four weights. 
Includes the famous 
NorthKraft and Berkshire 
Manila brands. 


FILING 
DEPARTMENT 
ACCESSORIES 
Everything for the 
filing department. 
Sorting Tray, File 
Shelfs, Stool, etc. 


MACHINE BOOKKEEPING 
SYSTEMS 
167 stock forms. Facilities for pro- 
ducing special forms. Five types of 
ledger indexing, all sizes. 
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Office view of new addition to the 
Frederick Post Co. plant 


That others may produce ..On Schedule 


Defense begins on the drafting engineer’s table. Before a plant can 
be built, he must plan it. Before a tank can be manned, he must see 
every tread and trigger on paper. He works first— quickly, so that 
others may produce On Schedule. 





To the men who man the drafting rooms of industry, a larger plant 
and expanded manpower makes it possible for us to continue to 
service our customers quickly, and to ship On Schedule a great 
majority of their drafting room requirements. 


Strictly on schedule under heavier and heavier demands are 
four important POST developments created to help speed up the 
output of the busy designer and drafting engineer. These four— 
P.T.M., Pencil-tex, Master-repro and Vapo-paper—are particularly 
suited to the Quality plus Speed requirements of today. Have you 
asked for samples for testing? Ask your nearest POST dealer or 
write to The Frederick Post Company, Box 803, Chicago. 





INSTRUMENTS e EQUIPMENT e BLUE PRINT PAPER e KINDRED SENSITIZED PRODUCTS 





MAXIMUM TRANSPARENCY PENCIL MEDIA BETTER AMMONIA VAPOR PRINTS 


See 
pap aga — 
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MOVIE TO FEATURE PETERS AND HIS ROYAL 

Cortez Peters, that nimble-fingered gentleman from 
Washington, D. C., who is rated as one of the fastest 
typists using a portable machine, is soon to be seen 
in a movie being made by Paramount as a short subject 
entitled “Unusual Occupations.” He will co-star with 
his Royal portable. 

Mr. Peters is different from the average run-of-the- 
mine speed typist and it is this difference which will 
probably make his new picture a hit. He not only 
can write fest—very fast—but he can do it under 
some unusuel conditions. He can, for instance, tap 
out rhythmic writing in perfect time to music, and 
with no errors. He can type at championship speed 
with mittens on his hands and, blindfolded, he can 
type faster than a person can talk. 

Years of hard work and practice were necessary 
before Mr. Peters found himself capable of performing 
these strange antics with his Royal portable but he 


won his reward when, during a recent tour of the | 
country to make demonstrations he, in the parlance | 


of stage and screen, wowed ’em. 
That’s why his new picture should be a success. 


oa © 





CATCHING THE “BACK-TO-SCHOOL” TRADE.—The ever- 
increasing demand for fountain pens among school students 
is well-recognized by stationers in these days and many make 
plans to catch a little additional business when the “back-to- 
school” time rolls around each term. The S. Barker's Sons 
Company, Cleveland, Ohio, recently used the above window 
display of Parker pens and pencil-pen sets with a warning, 
prominently displayed, to “put a fountain pen on your back to 
school ‘must’ list.” 
> 
PACIFIC NORTHWEST NEWS NOTES 

Streamlined and completely equipped for selling, a 
fine new home for “Addressograph-Multigraph” has 
been opened in the ground floor of the Testile tower, 
at 1813 Seventh avenue. The Addressograph Sales 
Agency was formerly located in the Office Appliance 
building on Second avenue, Seattle. In the new loca- 
tion there is ample room for individual demonstration 
and the display of large quantities of business litera- 
ture side by side with the latest type business ma- 
chines. 

Further civic honors have come to Thomas M. Pelly, 
president of the Lowman & Hanford Company at 
Seattle, in his selection as new president of the Seattle 
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PACKAGED EXCLUSIVELY 
FOR YOUR STORE! 





DICTATYPE Typewriter Papers 


One dealer in every community can capitalize on 
this Exclusive Franchise. 


DICTATYPE is YOUR Packaged Brand of typewriter 
papers. Makes your stock of typewriter papers 
complete—-yet compact to serve your customer's 
needs. 


BUILDS STORE PRESTIGE— 
INCREASES PAPER SALES 


REMEMBER--Each box bears your own imprint 
See how our dealers benefit 


@ Minimizes competition—a boon to salesmen. 

e Assures repeat orders 

@ Keeps stock uniform. 

@ Provides eye appeal for self display. 

@ One source supplies every typewriter paper need. 


Write today for your Sales Kit on DICTATYPE Typewriter Papers 
also details on our Exclusive Franchise Plan. 


A Tate BARNES COMPANY 


-Barnes SALES KITS 
s — Paper Special- 

Mimeograph and 
> i essential sales 
en's brief case. Deal- 


have Rockwell- 
g Office sig 
also Papers f 


Office Duplicators: 
tool in every salesm ates 
d to write for cop 


Do you 
coverin 


ties: 


ers are invite 


1511 WEST 38TH STREET + CHICAGO 
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Lx 10 PROFIT 
oR wees: 





Amazing Stapler, Staples, Staple Remover, and Personal 
Paper Punch, with New features—New values—that 
instantly attract New and Old customers in Office, 
School, and Home markets. 











PRESTO STAPLER 50° 


complete with 500 staples 

Fastest selling desk stapler in the world— 
streamlined attractively fin- 
ished. Sturdily built for positive 
service. Every desk 
needs one. 


PRESTO STAPLES METAL smecunes ff ery 
OF 50 


yond on — — assure smooth 
TAPLES 


FIRST QUALITY 


P05 swoits 


PRECISION MADE 















ype ion—precision ae 40 STRIPS 
2 000 ina ‘wox. 25c. 


PRESTO STAPLE 
REMOVER 25. 


Press the 
Handles 

Out Pops 

The Staple 


- STAPLE 


yo REMOVER 











Quickly —- easily removes 
| all wire staples from checks, 
reports and other papers. 
No broken finger nails. No 






torn papers. Indispensable 
to all staple users. Made of 


— ‘ 
acne Nermoy~sln % \ colorful plastic and hard- 


OISPENSABLE 
TO STAPLE USERS 








ened steel. Attractively 
mounted for display. 


| 
| 


Quctly end testy Remeres AM Se Staples trom 
\.__Crechn-Lerrers Raperts ond Ovher Vetsatie Papers Ne 


reesTersona. PAPER PUNCH | 


Makes instant 
ring - binder 
pages of all 
papers. 
Punches 4" 
hole. Organ- 
izes work, 
saves time 
for Travelers, 


Punches | Secretaries, 

Bi “* Students and 
Writers. 

Mounted for 

wou" saat attractive dis- 


piay. 














10. 


Write for prices and liberal discount schedule 





00.08 CARROLL AVE 
CHICAGO. ILL 


METAL SPECIALTIES 
MANUFACTURING. CO. 
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| Service Men’s Club, as announced by the chairman 


of the King County Defense Council. In addition to 
his many community functions, Mr. Pelly will further 
the welfare to service men in all branches of service 
in this defense period. 
oa a ae 

The General Office Supply Company, which handles 
office equipment and furniture as well as stationery 
and printing, has recently reflected increased business 
volume as the result of the defense era, and has 


/ moved to new and larger quarters on the ground floor 


of the Exchange building, at 818 First avenue, Seattle. 


’| The company, which is headed by Sidney W. Webber 


as president, has thus expanded for the third time 
since it was founded three years ago. New quarters 
taken recently are double in size those recently occu- 
pied by the firm. The company has experienced ap- 
proximately a thirty per cent increase in its business 
since the turn of the year. 
* os 7 

As a sponsor of the second annual salmon derby, 

the California Ink Company at Seattle built consider- 


~|| able interest for an all-out fishing party with many 
=.|| prizes for the allied printing trades of the city. 
| * o 7 


Thomas J. Watson, president of the International 


| Business Machines Corporation, and noted art fancier, 


has appointed as Seattle chairman for National Art 
Week which he is fostering, Dr. Erna Gunther of the 
University of Washington, at Seattle, who in turn has 
appointed a committee of leading Seattle artists for a 


_ representative display during National Art Week, No- 


vember 17 to 23. Mr. Watson’s collection of special 
paintings and masterpieces from all important coun- 
tries, principally Central and South American repub- 
lics, was an art highlight a little while ago in Seattle, 
and the Seattle committee plans full codperation with 


the Art Week of which this noted business machine 
| leader is chairman of its council. 


* * * 


The General Envelope Company has set up a fine 

new envelope plant recently in Seattle. 
oe os * 

Joining the inner circle of big business executives 
of Tacoma, Wash., A. E. Terry of the local office of 
the International Business Machines Corporation, has 
been elected to membership in the Tacoma Chamber 
of Commerce. 

*« - ~ 

Recognizing the importance of Seattle in the busi- 
ness machine world and its place in National Defense, 
the A. Kimble Company, sixty-eight-year-old firm 
specializing in price-marking equipment, has recently 
opened a branch in the Textile tower of Seattle, Wash.., 
under the management of James Morton, who has 
been with the company for five years at San Francisco, 
and who has moved with his family to Seattle to open 
| the new branch.—_CML 


—-— 


GODDARD ENLARGES BOOK STORE 


Guy Goddard, who operates the Classen Book Store, 
1811 Classen boulevard, Oklahoma City, Okla., recently 
enlarged his store, by taking over the store room next 
door when it was vacated by the Clarence Burbridge 
dry goods store. With three times the former floor 
space thrown into one large store room by removing 
the dividing partition, the new frontage on Classen 
boulevard is seventy-five feet, all in window display 
space, except the two entrances. 

The book and school supplies department has been 
enlarged with the addition of a number of stationers’ 
items, leather goods, and a large selection of greeting 
cards for all occasions. 

Cards are racked, grouped according to type, on an 
eight-foot island and a card display fixture placed 
near front entrance is fully visible through a front 
window.—EVH - 
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AN 
ENTIRELY 
EQUALS NEW 


PLUS 








se) = CONCEPTION 
| OF 
A CLEVERLY ALE-DAY 
PIVOTED SIKES PATENTED WORKING 














BACK SUPPORT FIXED-FLOATING SEAT COMFORT 



































Prepare to be SURPRISED and PLEASED... 
When You Try Out Sikes 


Exclusive Krad vilt Action 


This latest Sikes achievement in overcoming fatigue and dis- 





comfort is an ingenious combination of a pivoted back action and 
the well-known, patented Sikes Fixed-Floating Seat. Kradl-Tilt 
action gives firm restful support to the back without the sensation 
of pressure at any particular point. It actually cradles the back 
in a comfortable manner not found in any other chair back con- 
struction. Furthermore, the seat and back tilt together to preserve 
the correct, natural body position and allow the feet to remain 
on the floor, at all times. In no other posture chair construction 
will this revolutionary back-and-seat action be found! 


A complete family of Kradl-Tilt Chairs in both wood and leather 
seat and back combinations is now in stock, including matching 
arm leg and armless leg chairs. Send for literature and sample 
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Clerical Posture 
Chair to Match 


is XI3IIAY-3 
@ REVERSE SPRING ACTION 


THE 3 
fener JIKES COMPANY 1vc 


¢ 6 POINT PROTECTION BUSINESS CHAIR MANUFACTURERS 


e FULL DOWEL CONSTRUCTION 






chairs. Immediate deliveries! 





Sikes KradI-Tilt Chairs Also Provide: 
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Made of tough, sturdy stock, the “Y and E” red rope 
YawmanotE line is in great demand for today’s ex- 
tremely active files. All items in the line are durable, light 
weight and water resisting. They are designed and built for 


hard usage and will not dog-ear, tear or slump in the file. 

Your profit opportunities in selling YawmanotE in- 
clude complete lines and sizes of red rope folders; binder 
folders; five piece file pockets and expanding wallets, 
with red rope or cloth gussets; attorney’s file pockets; 
panel label holder envelopes; mailing envelopes: one 
piece wallets and pockets, etc. 


ROCHESTER, N. Y. 
. & 


1099 JAY STREET - 
oO 
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YAWMAN AND ERBE MFG. CO. 
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Now is the time to push YawmanotE. Every business 
organization is a prospect and your sales possibilities 
are unlimited. 
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USER TELLS ADVANTAGES OF FLUORESCENT 
LIGHTS 


Substitution of fluorescent lighting for the familiar 
incandescent has not only accomplished a reduction of 
approximately fifty per cent in the light bill for the 
American Writing Machine Company, of Dallas, Tex., 
but has accomplished an increased efficiency of opera- 
tion in its service department attributable to both 
better lighting and cooler working area, reports A. W. 
Nelson, operator of the Dallas establishment. 

Currently a single tube of forty-watt capacity has 
been installed in the ceiling over the working benches 
of the machine servicemen, Mr. Nelson said, with the 
result that it is only occasionally that use of the bench 
lights is required. All of the heat generated by the 
300-watt incandescent lamps formerly used has been 
eliminated, a factor of utmost importance in improve- 
ment of working conditions. The light provided b7 
this new equipment is infinitely more even, making 
for vastly more efficient work and speeded-up service. 

From the standpoint of costs, the new illumination, 
now used in the business office and the display win- 
dows has been equally marked. Where power bills 
formerly averaged from $15 to $18 monthly, the aver- 
age now is from $8 to $9. In addition, the average o: 
lamps burned out and requiring replacement was one 
monthly. 

“In the service department, where we really should 
have two tubes in service,’ Mr. Nelson says, “we now 
have far better, more even lighting, and the room is 
much cooler, which means a great deal in the hot 
summer months. The heat generated by the big lamps 
we required often made the room almost intolerably 
hot.”—JDM 
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GREGORY TAKES BOW VIA CARNEGIE COLUMN 

Carey G. Gregory, head of the Gregory Fount-O-Ink 
Company, Los Angeles, Calif., recently took a bow 
when Dale Carnegie, author of “How to Win Friends 
and Influence People”, used the columns of a LOS 
Angeles newspaper to tell of Mr. Gregory’s inventive 
genius. 

The story tells of a man, exasperated by a pen’s re- 
fusal to flow ink, deciding to do something about it. 
The man, of course, was Mr. Gregory and his balky 
pen, plus a number of experiments he undertook as a 
result thereof, eventually led to an “upside-down” 
writing desk set, the forerunner of the Gregory well- 
known Fount-O-Ink sets of today. 

Mr. Carnegie told how the inventor was operating 
a pen repair store at the time but which he sub- 
sequently lost in the dark days of the depression. 
“But,” the writer says, “it was better to invent than 
sit in a park and read thrown-away newspapers” so 
Mr. Gregory kept on inventing until he had created a 
desk set which he considered perfect. The year 1936 
came and brought with it another financial setback 
but Mr. Gregory “kept on inventing.” And as a result, 
Mr. Carnegie concludes: 

“He is now doing a yearly business of $300,000.” 

—- 

CHARLIE HELWIG FLIES TO SAN FRANCISCO 

In order to check on office supply sources, Charlie 
Helwig, Portland, Ore., stationer and office supply man, 
took a plane to San Francisco, October 15. He planned 
also to meet a number of manufacturers’ representa- 
tives who were to be in that city at the same time. 

At the same time Mr. Helwig announced that Mrs 
Marie Thompson has been added to the company staff 
as stenographer and office clerk.—BBC 

—- © 
DUNCAN AND SADOW TO REPRESENT MIDWEST 
NATURLITE 

The Midwest Naturlite Company, Chicago, last 

month announced the appointment of Donald D. Dun- 
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HEADLINE NEWS 
for MEILINK DEALERS! 

















MEITLINK GUARANTEES 
QUICKER DELIVERY 


Due to increased manufacturing facilities, back orders are 
rapidly being reduced, inventories enlarged, production 
stepped up and delivery dates improved. We can now 
guarantee very prompt delivery on all items, especially 
large "A", "'B" and "C" Label Safes. 


We are proud to offer this tangible form of coopera- 
tion with our dealers. It has taken us months to set our 
factory in order—our goal is iow realized. Now you can 
sell with confidence knowing that delivery on these bigger 


safes can be made. 


We urge you to capitalize on our ability to deliver. 
By putting sales emphasis behind these Meilink Safes, you 
can bring back quick profits. The stage is set-—world wide 
conditions invite better, more modern safe protection. 
Increase your profits the Meilink SAFE-Way. 


MEILINK STEEL SAFE C0. 


CHICAGO TOLEDO, OHIO NEW YORK 
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LLC, THAT PRESS 

PRINTED FINISH 

TEMPO DUPLICATOR INKS ARE 
HIGHLY SPECIALIZED. 

ALL COLORS RICH IN TONE QUALITY 


FREE FLOWING—NON CLOG— QUICK 
DRYING— MORE COPIES PER POUND 


Let us tell you how to make more profits 
selling Tempo Inks. 


Write for new Tempo Catalog 


MILO HARDING COMPANY 


436 W. Pico Blvd. 617 Commonwealth Annex 
Los Angeles, Calif. Pittsburgh, Pa. 
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Unground Ball Bearings for the 
Metal Office Furniture Industry 


(U. 8S. Patent 1,782,622. Canadiat Patent 324,059. Other patents pending.) 


All parts machined from bar stock and heat-treated, 
outer races are one piece and can be made in any desired 
shape. (No soft stampings used whatsoever.) For cradle 
slides our ball bearings and rivets are in one unit for 
quick assembly. 95% of filing cabinet drawer slides in 
United States and Canada operate on “Kilian” unground 
bearings. Samples made to your specifications. 


Kilian Manufacturing Corp. 


1728-1736 Burnet Avenue Syracuse, New York 














OFFICE APPLIANCES 


can and Arthur “Art” Sadow as sales representatives 
in the New England territory and the state of New 
York. The two men have been covering eleven western 
states for the company. 


*—><« 


MEET THE NEW COMMANDER.— 
James E. Johnson, New England rep- 
resentative of the Allen Chair Cor- 
poration, was recently installed as 
commander of the Stoneham Post, No. 
115 of the American Legion. Mr. John- 
son served in the navy from 1917 to 
1921, being attached to the U. S. S. 
America. He is also vice-president of 
the U. S. S. America Association and 
ranks high among patriotic organ- 
izations. 





—- 


DAVILLA JOINS AMERICAN WRITING MACHINE 


John A. Davilla, for many years connected with the 
office equipment and supply industry, last month was 
appointed manager of the Atlanta, Ga., branch of the 
American Writing Machine Company, New York City. 

Prior to making his new connection Mr. Davilla was 
a sales representative of the Underwood Elliott Fisher 
Company at Baltimore, Md. He is well acquainted with 
many of the dealers in the southwestern states and 
possesses a knowledge of office machines which will 
stand him in good stead in his new job. 


SAN ANTONIO NEWS JOTTINGS 


Any question as to the part the stationery and 
business machine dealers of this city are playing in 
the re-armament program is answered by the large 
orders for office supplies, business machines and type- 
writers that are being filled for the local army depots. 
This city has within its immediate vicinity Fort Sam 
Houston, Randolph Field, Duncan Field, Brooks Field, 
Kelly Field and Camp Stanley, and in addition is the 
headquarters for the Third Army. With approximately 
35,000 officers and men located in these posts, the 
demand for business equipment has been good... . 
The local branch of L. C. Smith & Corona Typewriters, 
Inc., has received counter and floor display stands for 
use in setting off Corona typewriters. These are 
awarded dealers when their sales build up to a re- 
quired number of sales points. E. P. Haye is branch 
manager. ... E. E. Dewees, district sales manager of 
the systems division of Remington Rand Inc., of this 
city, and Tom Hunter, holding a similar position at 
El Paso, will leave shortly for Marietta, Ohio, where 
they will attend a meeting of the safe division to be 
held in that city November 17 and 18. ... The systems 
division of this company has opened a residence 
office at Corpus Christi, with Fred Dewitt in charge. 
Offices are at 905 Jones building. ...G. L. Jones, 
branch manager for Royal Typewriter Company, has 
returned from a vacation trip spent on a motor tour 
through the middle west... . Louis Dromgoole, sales- 
man out of this office, is one of thirty-five Royal sales- 
men to be awarded a trip to New York and the fac- 
tory at Hartford, Conn., as the result of a sales con- 
test recently conducted. .. . Ray Hickman has joined 
the sales staff of this office as a city salesman... . 
































Here’s an advertising blast that’s 
going to blow plenty of sales and 
profits your way. Texcel Giftape’s 
campaign is loaded with power—full 
page, four-color ads in Life, The 
American Weekly, This Week, and 
leading newspapers in New York, 
Chicago and Philadelphia! —23,- 
000,000 readers will see these ex- 
clusive Texcel Giftape designs. 
They'll study them and remember 
them. And when the buying begins 
—they’ll ask for them by name! 
But it all means money in the 








other man’s pocket—unless you're 
stocked up with every one of these 
Giftape designs. Leading artists cre- 
ated them to suit every taste. Actual 
tests proved that 32% more women 
prefer these designs to those on any 
other tapes! 

Again and again, you'll hear these 
words across your counter: “I want 
that Giftape design I saw adver- 
tised” Don’t miss this chance to 
make a real clean-up this Christmas. 
Stock up on the new colorful Texcel 
Giftape today! 
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Dept. 11-OA 


INDUSTRIAL TAPE CORP, 
New Brunswick, N. J. 


Send at once at your best dealer’s price: 


scdvebaestidd Texcel Talking Tree, Giftape Displays, 
each containing 36—10¢ rolls 5/16” x 
180”. 


scedespeccuie Texcel Talking Tree, Giftape Displays, 
each containing 36—10¢ rolls 14” x 120”. 


TORS PRGIIS ivvicicnscsisssensennmmeee 


pC nema 





INDUSTRIAL TAPE CORPORATION new Brunswick - new Jersey 
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ONE OR ONE 
HUNDRED 


TRANSFILE FILES are 
ingeniously made to 
interlock into staunch 
sturdy batteries. Re- 
gardiess of the height 
or length of batteries 
all the weight is sup- 
ported on steel. Bot- 
tom drawers move 
back and forth with 
the same ease as the 
top drawers. 


* 

4 STYLES 
« 

13 SIZES 





OFFICE APPLIANCES 











TRANSFILE 












The DELUXE TRANSFILE for semi-ac- 
tive filing and storing. Steel Roller 
bearing drawer suspension—finger tip 
drawer action. Steel front. Follow 
Block. 2-Way Interlock. Automatic 
Stop. 


TRADE MARK 


STEEL REINFORCED FIBRE BOARD 


FILES 


@ More and more steel is being diverted 
from commercial channels to keep our de- 
fense effort humming. Today American 
business is searching for the means of "'car- 
rying on" using as little of the vital materials 


as possible. 


@ So TRANSFILE FIBRE BOARD FILES which were 
once the choice of thousands of business 
concerns because of their low cost are now 
absolutely necessary. These concerns have 
learned TRANSFILE FILES do most filing and 


storing jobs without loss of facility or safety. 


@ TRANSFILE FIBRE BOARD FILES keep all rec- 
ords safe and secure and at the finger tips 
always. Smartly finished in olive green, with 
steel fronts, they can be set right in line with 
your regular steel files. Ball Bearing drawer 
operation—Roller Bearing drawer suspension 
—Fire Resistiveness — Automatic drawer 
stop are a few of the many fine features in 


the TRANSFILE FILE family. 


@ And, above all, you can give immediate 
delivery on TRANSFILE FIBRE BOARD FILES. Why 


keep your customers waiting? 
Sell TRANSFILE FILES now! 


GUIDE SYSTEM & SUPPLY CO. 


335 CANAL STREET * NEW YORK, N. Y. 
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Southern Sales & Service, distributors in San Antonio 
and nine adjacent counties for Woodstock typewriters, 
has been named distributor in the same area for Bar- 
rett adding machines. ... W. R. Reed, for many years 
associated with typewriter and business machine sales 
in this city, has joined this firm as sales manager. 
P. F. and W. P. Southern are owners and operators of 
the firm, and rounded out their second year in busi- 
ness on October 10. A branch is maintained at Brown- 
wood. . . . Maverick-Clarke, who do quite a business 
in greeting cards, and who advertise cards as from 
“two cents to two dollars” had an interesting exhibi- 
tion of “100 Christmas Cards That Are Works of Art” 
sponsored under the auspices of the American Artists 
Group. Mrs. Ruby Teller is in charge of this depart- 
ment.—FBR 
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BLACKOUT 
THE SHADOW! ¢ 





(CCLOseE to all of us is the threatening 
4 spectre of tuberculosis. No respecter 
of persons, it lurks in every corner, may 
strike at any moment. More people be- 
tween 15 and 45 die from tuberculosis 
than from any other disease. 


Yet tuberculosis can be driven from 
the face of the earth. Since 1907 your 
Local Tuberculosis Association has helped 
reduce the toll of tuberculosis by 75°7! 

By buying Christmas Seals you will 
help us complete the job—and make 


this a safer world for yourself and your 
loved ones. 


CARR 











: Buy 
i _ CHRISTMAS 
7 SEALS 


WILKERSON CHANGES NAME OF FIRM 

R. E. Wilkerson, who recently purchased the inter- 
ests of George W. Martin in the Wilkerson-Martin 
Company, Jacksonville, Fla., last month announced 
that the company will henceforth be known as R. E. 
Wilkerson & Company. Mr. Wilkerson is president and 
Clay B. Tousey is secretary and treasurer. 

At the same time Mr. Wilkerson said W. B. Tousey, 
for many years prominently identified with the office 
supply and equipment industry, has joined the com- 
pany and will handle the office and accounting man- 
agement of the business. 


I 


THOMPSON TO SUCCEED O’MALLEY 
FOR MURPHY CHAIR 

Bob O’Malley, for many years sales manager for the 
Murphy Chair Company, Owensboro, Ky., last month 
resigned his position because of ill health which has 
curtailed his activities for several months. 

The announcement was made by Gleeson Murphy, 
president of the company, who said Mr. O’Malley’s 
place will be taken by Gilbert M. Thompson, former 
sales manager for the Knoxville Stove Company, Knox- 
ville, Tenn. 

In announcing Mr. O’Malley’s retirement President 
Murphy said in part: 
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The Executive 
Posture Chair 

by NEW INDIANA 

CHAIR CO. 












NEW 
INDIANA 
CHAIR 
C0. 


JASPER 
ually look around before they buy. It INDIANA 


is made of genuine walnut with deep 

buff or top grain snuff genuine leather. > oa oe 
wi te cis he se or a big value 

Order two for display and notice how 4,00" in” office 

the style sells. chairs. 






No. 411 


to that 
large group of business men who habit- 


This design appeals especially 
£ I I ) 








IMMEDIATE 
DELIVERIES 


COSTUMERS 
SPONGE RUBBER 
CHAIR CUSHIONS 
TYPEWRITER TABLES 





Rid Yourself of Headaches With 
FAIR’S MONEY-MAKERS 


Delivered Promptly at Interesting Prices 


ORDER NOW! Get in on our ability 
to ship 





FAIR FURNITURE CO. 


215 Chestnut Street 
Newark, New Jersey, U. S. A. 
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Competitive Tests show HILCO 
give YOU better INKS 
for LESS MONEY 


@ Here's REAL NEWS in a market where rising 
prices are the rule . . . HILCO is giving you 
better duplicator inks at a lower price. No matter 
what ink you now use... no matter what price 
you now pay ... investigate HILCO duplicator ink 
prices and quality before you make new commit- 
ments. We are in position to give you immediate 
delivery on any sized orders. Write for samples 
and prices today. 





THE HILCO CORPORATION, 429 W. Superior St.. Chicago 
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TuBULAR Coin WrapPPERS 
Stationers! It's your Line—Exclusively! 


“Steel-Strong” Products are sold through 
Stationers and Office Supply Dealers only. 
We have no retail salesmen to pirate your 
customers and cash in on your missionary 
work, 


Write for liberal discounts and sales help on: 


Coin Wrappers Lead Seals 

Bill Straps Seal Presses 

Coin Bags Teller’s Moisteners 
Currency Bags Manual Coin Counters 
Draw String Bags Currency Racks 
Metal Clasp Bags Wrapper Cabinets 
Night Depository Bags Sorting Trays 

Linen Shipping Tags Coin Storage Trays 





Downey Change Trays 


THE C. L. DOWNEY CO 





HANNIBAL, MO 
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“Bob O’Malley, who has been your sales manager for 
many years and who, as you know, has been in ill 
health for many months, is leaving Murphy’s. Bob will 
be on leave of absence until the first of the year to 
obtain a much-needed rest. After this convalescence 
he will locate in a position requiring less vigorous ap- 
plications. 

“The company is losing the services of one of its 
most valuable and competent executives and the loss 
is a serious one which, we hope, will be compensated 
for in part by the continued cooperation on the part 
of the sales force and the factory force.” 

Referring to the appointment of Mr. Thompson, Mr. 
Murphy said: 

“We are most fortunate indeed in securing the serv- 
ices of Gil Thompson, who is not only an experienced 
sales manager but has had practical selling experience 
on the firing line as a salesman and has done special- 
ized sales promotion work in several fields.” 

In addition to his work with the Knoxville firm Mr. 
Thompson has held similar positions with the Anchor 
Stove & Range Company, New Albany, N. Y., and the 
Kalamazoo Stove Company, Kalamazoo, Mich. He has 
also conducted retail training classes and has a wide 
experience in the retail furniture field where he gained 
a capital knowledge of merchandising through furni- 
ture dealers. 


NEW CLIPBOARD DISPLAY FOR DEALERS.—Service Indus- 

tries, Inc., 2025 South Calumet avenue, Chicago, has recently 

produced this practical unit for displaying all five sizes in its 

line of clipboards. It is a solid wood display, ideal for counter 

or window use, and can be a permanent fixture for the dealer's 
store, 


oo 


C. R. PALMER DIES 
(Too late to classify) 

Charles R. Palmer, founder and head of the U. S. 
Typewriter Ribbon Manufacturing Company, Philadel- 
phia, Pa., for more than thirty years, died October 20 
following an illness of more than six months. He was 
in his seventy-sixth year. 

Mr. Palmer founded the business in 1895 and, due to 
his keen business mind and managerial ability, it was 
a success from the beginning. He remained at the 
helm and under his guiding hand the business pros- 
pered when times were good and successfully weath- 
ered the financial storms when it was bad. 

Fifteen years ago Mr. Palmer decided to retire and 
passed the management of the business over to his 
son-in-law, B. M. Snyder, Jr. He is survived by his 
widow, Julia; a daughter, Mrs. Joseph I. Diamond, and 
seven grandchildren. 

During recent years Mr. Palmer spent his winters 
at St. Petersburg, Fla. He was an ardent sportsman 
and had traveled extensively through Canada where 
he maintained a hunting lodge. 

Funeral services were held from the Ewing Cemetery 
chapel, Trenton, N. J. 











NOVEMBER, 1941 171 


THERE’S 


Magic 
IN WOOD 


The pages of history are testimony to the 
manner in which both natural and economic 










forces have at regular intervals conspired to 
turn man back—beat him down—discourage 
him! Man has proven tireless—rising again 
and again, stronger, more daring, more vis- 









ionary, more hopeful. 







There is no more striking example of man’s 






triumph over nature than in his utilization 

















of the great forests spread over the earth. In UT T 
pioneer days the early American settlers Vf ‘all l 
made wood their ally in protecting them- YY, illtt 
selves from savages, wild animals, and the Yi Yi / Y 
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elements. As civilization progressed, man 





developed more diverse uses for the abundant / 
wood which nature had so generously pro- 


vided. 
















During the present emergency which diverts 







a large part of our natural resources to de- 






“ALLL 


M/ th 
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form of perfume, imitation leather, phono- ol 
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graph records, medicines, dyestuffs, etc. 


fense needs, man is again forced to extend 
the boundaries of human ingenuity. Today, 
the magic of wood is expressed in many un- 











expected ways. Its disguise may take the 







We at Imperial always appreciated the 






enormous potentialities of wood. From it, 






we have produced a wide line of filing cab- 
inets and supplies. The name Imperial has 







long been synonymous with quality wood 






products. 
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wood makes 






Thanks to bountiful nature, 
possible the continuation of normal business 






office activities. Those dealers who may not 






have fully appreciated the advantages of 






wood, will now serve their own interests as 






well as their country’s by selling Imperial 






Wood filing supplies. 







SERVE YOUR COUNTRY—SERVE 
YOUR CUSTOMERS—SELL IMPERIAL 
WOOD FILING SUPPLIES. 
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Today is no time for coasting—either for 
you or for us. 

Plants are operating at full capacity. 
Sales are easy. The tendency is for every- 
one to let down to take sales and 
profits as they come. 

That attitude may get us by today. 

But there is another day coming 


when we shall again have to scratch for 


Chair No. 2679 
Conservatively styled, 
modern, at a moderate 
price, 








re Pes N HH GUNLOCKE CHAIR COMPANY 


WAYLAND, N. Y. 


for Coasting ran 


business ... when you will again be keen 
for the best values, and the most saleable 
merchandise. 

We'll be ready for that day, just as we 
are for this one. Today we are guarding 
against any letdown, either in quality or 
service, and we are maintaining prices at 
as reasonable a level as costs permit. 

And for tomorrow we are developing 
new designs... new constructions... and 
new sales promotion ideas against the day 
when you will need them. 

You can depend on Gunlocke .. . in 
good times and lean times .. . to give you 
the best values in salesworthy and profit- 


able office chairs. 


If you have not already 
received these three 
Sales Boosters write for 
them today. 






PRICE LIST NO 44 


GUNLOCKE 
CHAIRS: 


SEPTEMBER 2. 194! 
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“APPLIED SECRETARIAL PRACTICE” 


“Applied Secretarial Practice, Second Edition” is the 
title of a new business book recently published by the 
Gregg Publishing Company, 270 Madison avenue, New 
York, N. Y. It contains 540 pages and sells for $1.80. 

In an authoritative way the book answers the ques- 
tion, “What is required of a private secretary?”, and 
answers in convincing detail. A practical balance is 
maintained between basic information and the skill 
practice essential for secretarial efficiency. In addi- 
tion to a complete training for the recognized duties 
of a secretary, such as filing, telephoning, receiving 
callers, operating office machines, composing business 
letters, handling mail, etc., the book offers such fea- 
tures as special “Improvement Drills” in English, busi- 
ness arithmetic, typing and shorthand. 

With the first sixteen of the twenty chapters in 
the text there are “Personality Talks” and projects 
for developing a marketable personality, while the 
three closing chapters deal with preparation for job- 
finding, the job-finding campaign and behavior on 
the job. The text is accompanied by a correlated 
workbook and a teacher’s handbook. 





practicat Canfute 
ADVANTAGES THAT Wil: 
WAPROVE RECORD KEEPIN: 





OFFICE MANAGEMENT LOOKS AT DIEBOLD.—One of the 
outstanding display booths at the recent Life Office Manage- 
ment Association convention, held in Cincinnati's Netherlands 
Plaza hotel, was that of the Diebold Safe & Lock Company 
shown above. The display. which was in charge of M. E. Hole 
and A. W. Jackson, featured Diebold’s Cardineer and Reveldex. 
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SMITH-CORONA SEATTLE BRANCH MOVES 

The Seattle branch of L. C. Smith & Corona Type- 
writers, Inc., has recently moved into new quarters in 
the Office Appliance building, 919 Second avenue, 
where approximately fifty per cent more space is avail- 
able. 

According to Branch Manager A. H. Foxcroft, the 
Seattle office has experienced nearly a 300 per cent 
increase in business which is expected to continue for 
some time, providing merchandise remains obtainable. 

a ea 
MARBLE FILLS BIG ORDER FOR “LIBERTY” FLEET 

The B. L. Marble Chair Company, Bedford, Ohio, has 
been awarded a contract to equip with chairs the 312 
cargo ships known as the “Liberty” fleet. A. D. Petti- 
bone, president of the company, announced that this 
is the largest single order for chairs so far placed for 
any part of the defense program.—AK 





Hor EVERY BUSINESS 
NEED...... Sa 


BERKSHIRE 


TYPEWRITER PAPERS 





EATON PAPER CORP., PITTSFIELD, MASS. 























Under 
Weight 
Indication 





"Air Mail Accuracy’ 
BEAM POSTAL SCALE 


IS A PROFITABLE ITEM FOR 
DEALER AND CUSTOMER 


Air mail and first-class postage waste runs into large 
figures yearly. Help your trade eliminate over-postage 
and short-postage weighing devices—show them TRINER 
Air-Mail Hair-Line Accuracy Seales. Their dependability 
is established beyond any doubt. Uncle Sam uses many 
thousands for fine weighing and checking of mails. 


Stationers have already sold thousands to their cus- 
tomers with 100% satisfaction. 


No. 84 illustrated above is of 1 lb. capacity by % 
ounces (other numbers up to 4 lIbs.), with computing 
chart set at 45 degree angle for easy reading. Chart is 
celluloid covered, easily cleaned and easily replaced. 


Write for Circular. 


TRINER SCALE & MFG. CO. 


2714 W. 21st Street 
CHICAGO ILLINOIS 
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STYLI TIPS ARES 
CADMIUM-PLATED ° 


we * Technygraph, 





‘ Beautiful Rainbow Handles 


-29 Styli-for 
Every Need! 


Ball points, leop 


wheels, shading, etc. 


@ Technygraph - styli 
offer an important 
selling point in the 
soft, neutral tones of 
their beige-mottled 
lumarith handles. De- 
signed to avoid eye 
fatigue. In attractive 
transparent containers. 


@ Knurling near tip 
gives index finger es- 
pecially firm grip. 


@ Beautiful rainbow 
colors; pleasing to the 
eye. Easy to clean and 
keep clean. 


@ MADE IN U.S.A. 
DEALERS 


Our four-page broad- 
side shows Techny- 
graph Styli in actual 
size in their fast-sell- 
ing Rainbow hues; 
please write for your 
copy today! 


TECHNY, ILLINOIS 
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NOW THAT ONE PLAYS— |X 
“MORE PEOPLE BUY JUSTRITE ~e 


MARKING DEVICES THAN 7 
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ANY OTHER BRAND’ | 
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THE LOUIS MELIND CO. CHICAGO... . NEW YORK CITY . . . SAN FRANCISCO 


AUTO HORNS > 


PLAIN AND FANCY 












OFFICE APPLIANCES 


WILSON STARTS LONG TRIP FOR OLD TOWN 

For the purpose of launching new agencies which 
have resulted from his company’s nation-wide expan- 
sion program, I. H. Wilson, sales manager for the Old 
Town Ribbon & Carbon Company, Inc., Brooklyn, N. Y., 
last month started on a long tour of a major portion 
of the country. 

Mr. Wilson’s journey began soon after the close of 
the National Stationers Association convention in the 
Palmer House, Chicago, where he, flanked by a large 
number of Old Town people, played host to many of 
the delegates and their ladies. 

Immediately after the convention Mr. Wilson left 
for the Mid-West and southern territories where he 
was scheduled to help the augmented staff inaugurate 
dealers who have adopted the company’s new agency 
plan, advertised by Old Town as its “Four Star pro- 
gram of products, promotion, protection and profits.” 

Mr. Wilson will visit all of the major towns in the 
territories covered and is not expected to return to the 
home offices until late in November. 


© 9 


ner en re 
ag he a 
1 .¥ 





A SMILE OF HAPPINESS adorns the face of L. B. Clegg, The 
Clegg Company, San Antonio, Tex., as he looks over some 
of the 400 orders handed to him by his salesmen last month 
while the firm was celebrating its fortieth anniversary. 
Throughout the day scores of local businessmen dropped in 
to offer their congratulations and shake hands with Mr. Clegg 
in his office banked with flowers. A story of the company’s 
fortieth anniversary appeared in the October issue of Office 
Appliances.—BCR 


ae 3 
SOUTHERN NEWS NOTES 

After thirty-nine years spent in the stationery and 
office equipment business, James J. Wallace, president 
of the Carithers-Wallace-Courtenay Company, Atlanta, 
has retired from active business to become chairman 
of the board of directors. He has been succeeded as 
president by John B. Courtenay, and Harold Carithers 
has become vice-president and treasurer of the firm. 
Prior to helping found the Carithers-Wallace-Cour- 
tenay Company, Mr. Wallace was for years connected 
with the Ivan Allen-Marshall Company, of Atlanta. 
... Thomas E, Clemmons, manager, and F. S. Hughes, 
sales representative of the Atlanta branch of the 
International Business Machines Corporation, recently 
attended the annual meeting of the corporation’s 
well-known Hundred Percent Club in New York City. 
This was the sixth time Mr. Clemmons had qualified 
for membership in the club... . | Alex McKinnon and 
Herbert Hensley, of the Atlanta branch office of the 
Toledo Scale Company, have been honored by mem- 
bership in the firm’s One Hundred Percent Club... . 
The name of the Wilkerson-Martin Company has been 
changed to the R. E. Wilkerson Company, sole owner- 
ship of the business having just been acquired by 
Richard E. Wilkerson. Mr. Wilkerson becomes presi- 
dent of the company, with Clay B. Tousey as secretary 
and treasurer. W. B. Tousey has been added to the 
staff in the capacity of manager of the office and 
accounting department. Otherwise the personnel of 
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HELP THE MAN 
BEHIND THE DESK 


... he’s important to the 
man behind the gun 


HELP MANAGEMENT IN GUIDING 
ALL-OUT PRODUCTION 


A-S-E DS FILES 
keep permanent and inactive records 
quickly accessible, fully protected of every engineering office . . . 5-drawer 
Save floor space. Cost no more than and 3-drawer units, both made in four 


cardboard boxes and shelving. Made sheet sizes Units can be stacked 
in sizes to fit any form. securely on closed hase or 6 in. legs. 





A-S-E BLUEPRINT CABINETS 


meet the flat sheet filing requirements 










A-S-E “BALANCED DESIGN” FILES 


are available in four grades, selling at 
different price ranges. Their outstand- 
ing features have helped build profit- 
able businesses for many dealers. They 
have exceptional filing capacity, are 
strongly built, and have unusually 
attractive appearance 


CABINETS e 





A-S-E CABINETS ... 
storage, wardrobe, and combination 
. made in two complete lines 
57 models. High quality and utility 
value assure user satisfaction 


A-S-E AURORA FILES « 












DS FILES 








This is 


the cry of the men in uni- 


ee IVE us the tools!” 
form. And to do that—we must 
have all-out production . . . over- 
whelming production that calls 
for extensive planning on the 
part of management! To do this 
job properly with the necessary 
speed, management too must have 
equipment. 

A-S-E Files, DS Files, Cabinets, 
and Blueprint Cabinets are being 
utilized by management in the 
handling of administrative and 
clerical operations. They are in 


the front lines of defense activities. 


Help the defense effort by sell- 
ing the equipment management 
needs. Write today for full infor- 


mation on A-S-E Aurora products. 


ALL-STEEL-EQUIP COMPANY, INC. 


611 JOHN STREET 


AURORA, ILL. 
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NEW FEATURES 


offered in the 


IMPROVED 
MICHIGAN 
SECRA-TYPE 
DESK 


Cut off rounded corners 
of typewriter platform, 
giving greater access to 
stationery compartment. 


New safety platform 
catch —eliminating the 
possibility of accidentally 
dropping typewriter plat- 
form. 


New and improved front 
supporting leg—giving 
extra room for operation. 


Extra rigid platform sup- 
ports further reducing 
vibration—and Michi- 
gan’s Secra-Type Desk 
has always been known 
for its freedom from the 
usual vibration found in 
other types of mechan- 
isms. 


Newly designed attach- 
ment hardware, beauti- 
fully ‘plated. 


All corners rounded to 
eliminate possibility of 
damage to operator's 
hose. 
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No. 142 ST—42x32” 
TYPEWRITER DESK 
—also available in 
60° and 52” size. 


ILHIGAN 3 
SECRA-TYPE 1] E _ h _ 
TYPEWRITER 

Ample stock of steel and completed mechanisms enable us 


to offer our complete line of Secra-Type Typewriter Desks in 
our regular sizes, for prompt shipment. 


The Michigan Line offers potential profits to the dealer who 
recognizes a product having selling features to offer his pros- 
pect which cannot be obtained from competitors ‘‘across the 


street.” 

All Michigan Desks are available in a wide variety of sizes 
and finishes. Illustrated literature and further particulars 
gladly sent upon request. 











MICHIGAN 


Eoh 
COMPANY 











This cut shows the knee drawer construction 


he 
utilized ana considerable storage 
r 


in the No. 142ST. Valuable space 's 
€ 


ta gt GRAND RAPIDS, MICHIGAN 
st 


op head type deck Compartment deep enough for vert 
and Se 


in our $32 


cra-Type typewriter 


ca 
desks at slight additional co 
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the firm will remain unchanged and policies under 
the new management will remain the same. ik 
J. Kenfield Morley, merchandising manager of the 
Office Equipment Company, here, was one of the 
speakers at the annual meeting of the National Sta- 
tioners Association in Chicago on October 6 to 10.... 
The Long Office Supply Company has been chartered 
here with fifty shares of no par value stock. C. M. 
Long, W. V. Simmons and R. L. Barnes are listed as 
directors of the concern, which has been chartered 
to engage in the stationery and office supply busi- 
ness.—JHR 
—>< 
SOUTHERN TRAVELERS CLUB NOTES 

The club is happy to welcome and introduce the fol- 
lowing new members: Charles M. Jaffer, Mutual Sta- 
tioners Supply Company, New York City; Homer C. 
Nix, Mittag & Volger, Inc.; W. R. Benge, Old Town 
Ribbon & Carbon Company; A. M. Carrow, Speed Prod- 
ucts Company; Phil W. Marble, S. K. Smith Company, 
Chicago, and the Etchcraft Company, of the same city. 
Two members who are still celebrating the arrival 
of baby daughters in recent weeks are Sam Orr, The 
Globe-Wernicke Co., and Ralph Bender, Art Metal 
Construction Company. Brother Orr’s little girl has 
been named Nancy Elizabeth and was born at Rich- 
mond, Va., while Miss Bender was christened Karen 
Louise. The club regrets to report that Joe Maura, 
manufacturers’ representative, is still confined to the 
St. Vincent’s hospital in Birmingham, Ala., and that 
our past president, Al Marschall, The Carter’s Ink 
Company, is kept at home with illness. Our district was 
well represented by dealers and travelers at the Na- 
tional Stationers Association annual convention in 
Chicago last month. It is believed the district fur- 
nished the biggest turnout of its history. Paul Cheney, 
Southworth Paper Company, who recently underwent 
a major operation, is still a patient at the General 
Hospital in Buffalo, N. Y., at this writing, although 
reported to be well on the road to recovery. ... The 
club is planning to publish a new roster of the mem- 
bership in a short time... . Arne Skagseth, Skagseth 
Stationery Company, Miami, Fla., and his wife spent 


a couple of days in Atlanta on their way to the 
N. S. A. convention in Chicago. 
- © 
“TELLING STOCKHOLDERS ABOUT EMPLOYEE 
RELATIONS” 


Employee relations are today management’s most 
important concern. Indicative of the increasing im- 
portance management attaches to industrial relations 
is the growing practice of reporting to stockholders 
company personnel policies and programs. 

To determine the extent to which companies are 
informing the owners of the business about personnel 
activities, the policyholders service bureau of the 
Metropolitan Life Insurance Company reviewed the 
annual reports of 235 companies for 1938 and 1939 
and studied other methods employed for this pur- 
pose. The results of this investigation are presented 
in a special report entitled “Telling Stockholders About 
Employee Relations.” 

More than two-thirds of the annual reports of these 
companies, this study reveals, contain information on 
employee relations. Concrete evidence of the growth 
of this practice is revealed by the fact that five years 
earlier in a similar study, only one-fourth of the com- 
panies whose reports were studied gave such informa- 
tion to stockholders. Particularly illuminating is a 
table listing sixty-five industrial relations subjects 
found in present-day stockholder reports, and com- 
paring the frequency with which such topics were 
discussed in annual reports for the years 1934 and 
1935. 

Annual reports are the most commonly used means 
for informing stockholders of personne! activities, and 
a major portion of the bureau’s study is devoted to 
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When it’s time to order typewriter ribbons and 
carbon paper, secretaries and stenographers express 
their brand preference in no uncertain terms. U. S. 
products head many a list because they give con- 
sistent user satisfaction. That makes it unanimous 
because their profit margin makes them favorites 
with dealers too. For proof, mail the coupon 
below today. 


Please attach coupon to your business letterhead. 





U. S. Typewriter Ribbon Mfg. Co. 
Filbert at 10th Street 
Philadelphia, Pa. 


Please send samples and price list. 

Name 

Company 

Address 

City State 











TUCH-RITE 


TEACHES TOUCH TYPEWRITING IN A FEW HOURS 


Tuch-Rite is a simple, inexpensive, scientifically planned and 
designed keyboard device with which anyone can learn touch 
typing within one day, without a typewriter and without a 
typewriting book. Leading school authorities acclaim it as 
the perfect touch system teacher. 


leading stationers and department 


The perfect gift for any student . 
. Send now for com- 


stores are having quick and profitable sales . . 
plete information. 


Retails for $2. Well made, durable, attractively packaged. 
Show This Sensational, Easy Method in Your Store 


The TUCH-RITE CORPORATION 
149 BROADWAY NEW YORK, N. Y. 




















STARK CALENDARS 
for 1942! 


More features have 
been added to the 
Stark Line of Desk 
Calendars to make 
it the most outstand- 
ing line you can sell. 





















Think of a year- 
ly calendar visi- 
ble at all times, 
plus the 3-months- 
at-a-glance feature 
coupled with the 
rubber feet, pen- 


cil tray, locked No. 508 
arches, ete. All pads printed red and blue 


The Stark Line offers you real sales possibilities—of 
course the refills and stands are interchangeable with 
other popular makes. 























DON’T WAIT ANY 
LONGER—write for 
new catalog, price 


list and sample 
sheets today! ! 


STARK 


CALENDARS, Inc. 
525 S$. Dearborn St. 
Chicago, Ill. 
New York Office 


321 Broadway 
Phone COrtiandt 7-9779 



























GUIDES 
MAILING 






AS YOUR CUSTOMERS 
LIKE THEM 





They can't buy more for their money than e 
they get in WARSHAW Superdex Roll 8 PASTEL 
Labels. Made of good quality stock, evenly COLORS 
gummed, perfectly perforated on full auto- BUFF 
matic machinery, they are always uniformly ae” 
good. Priced for competition, they are the SALMON 
best buy for the money. GREEN 
: . . MANILLA 
Put in a stock of WARSHAW filing supplies BLUE 
now. Your customers will go for them. WHITE 
THE WARSHAW MFG. CO. 
1 MAIN STREET BROOKLYN, N. Y. 
GUIDES INDEX CARDS FOLDERS 


MENDING TAPE 


‘ PROTEX STICKONS GUMMED INDEX TABS | 
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analysis of this medium. Case examples are presented 
showing how companies treat such subjects as per- 
sonnel policies, labor economics, review of personnel 
activities, new personnel problems, employee recrea- 
tion, and labor costs. Several illustrations from annual 
reports are reproduced in this study. 

The present survey also covers other methods for 
giving stockholders information on employee relations. 
It discusses interim reports, dividend enclosures, and 
special booklets, citing examples of each of these 
methods. 

This report is available to executives who address 
the bureau on their business stationery. Address: 
Policyholders Service Bureau, Metropolitan Life In- 
surance Company, One Madison avenue, New York 
City. 
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SEATTLE LADIES KNOW WHERE TO GO FOR DATES.—That 
statement may be a little misleading, but what we're trying 
to say is that calendars put out by Lowman & Hanford Com- 
pany, in the Washington city, come in quite handy when peo- 
ple want to know what date a certain day falls on. Here, Mrs. 
W. A. Carton and Mrs. M. K. Smythe desired Seattle to re- 
member the annual high school charity games and used a 
Lowman & Hanford calendar to stress their point. (Seattle 
Post-Intelligencer photo) 


—>- 
PARKER PEN AIRS NEW DISNEY SONGS 
Songs from “Dumbo,” newest Disney movie, will be 
heard for the first time on the “Walt Disney Song 
Parade,” new musical show sponsored by the Parker 
Pen Company, Janesville, Wis. Broadcast over a 78- 
station network of the Mutual Broadcasting Company, 
the new Parker program will take the air every Sun- 
day, 3:30 P.M., E.S.T., (with exception of a few sta- 
tions) beginning October 5 through December 28. 
The program originating in Hollywood, will be built 
entirely of Disney tunes, to tie in closely with the 
sponsor’s premium offer of a Walt Disney Dumbo song 
book free with a bottle of “Quink,’” Parker’s pen- 
cleaning ink. The feature of the Parker-Disney song 
book is that it contains lyrics of all six new songs 
from “Dumbo,” released to movie houses October 31. 
Special arrangements with Disney agents and Irving 
Berlin, Inc., will permit playing of these numbers on 
the Parker program prior to release-date of the pic- 
ture. In addition, the song book premium contains 
lyrics of ninety-four favorites, including thirty-six 
more of the best songs from Disney shows. 
The “Walt Disney Song Parade” was planned as the 
spark plug for Parker’s new retail store promotion on 
“Quink,” the company’s well-known writing fluid. 


This includes “Dumbo Deals,” a sales-getting plan for 
the use of retailers and which was described in a re- 
cent issue of OFFICE APPLIANCES. 
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eyre New! 


em CUSHION 










Millions of tiny, inter-connected air cells formed by whipping 
pure liquid latex result in “magic carpet’’ buoyancy and 
lightness. 





2 


A wealth of pure foamed rubber, heated and cured by the 
‘Sunruco” process, provides proper resistance to body pressure. 








Foamed latex yields to either the slightest or greatest weight, 
and springs back instantly to original shape. Will not punc- 
ture, sag or become lumpy. 


"Spunfoam” is the most recent development in 
foamed latex cushioning material. It is the result of 
combining softness with firmness to attain lasting 
resilience. Sunruco “Spunfoam” Chair Cushions en- 
able the user to divorce mind from physical sur- 
roundings, thereby attaining maximum efficiency 
from start to finish of each work-day. 


“Spunfoam” as furnished in one-inch thickness, is 
reversible, formed with equally smooth surfaces on 
both sides. The same is true of two inch thickness 
fillers, plus the unique ‘Sunruco” horizontal coring 
construction, consisting of parallel air tubes running 
throughout the entire inside area. 





The Champion style pictured above is just one rep- Showing RESILIENCY of 
resentative of a complete variety of Sunruco ‘com- SPUNFOAM 
fort-producers.” There is a “Spunfoam’ Cushion 

sized to fit every chair and priced to fit every budget. 

Write for catalog and price list. 


THE SUN RUBBER COMPANY 


BARBERTON, OHIO, U S. A. 
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WOOD OFFICE CHAIRS. 
character, COWOMY LA duratildly | 


fl HCO Mo wd, 





The Nos. 1946 and 194614 chairs shown above were 
especially designed for use with the newer “stream- 
lined” Modern desks. Available in finishes that 
match the Walnut, Mahogany or green finishes of 
the leading wood or metal desk manufacturers. Mod- 
erately priced to meet today’s sales opportunities! 








PoE Beh. te sab CHAIR a 


t Manufa J Wood Office Chairs 


BEDFORD, OHIO, U.S.A 












BLUE PRINT 


BENTSON casiners 


Guardian of the Starting Line 
in National Defense Production 










Manufacture 
of GUNS 
PLANES 
TANKS 


begins here 
















A Smooth 
drawer opera- 
tion on four 
rollers. 








A Weight 
flaps and hood 
protectors in 
every drawer. 










A Nine stand- 
ard sizes. 














A Choice of 
drawer com- 
binations and 
compartments. 









A ‘Special sizes 
and combina- 
tions to meet 
any require- 
ment. 









The BENTSON 1800 LINE offers a size and combination of 
drawers suitable to the requirements of every one of your 
customers and prospects. 

Write for the BENTSON Catalog, 

Price List and Dealer Discounts. 


THE BENTSON MFG. COMPANY 


AURORA, ILLINOIS 
















OFFICE APPLIANCES 


HEIMANN DISCUSSES TAX PROBLEMS 

The problem of higher taxes and the ability of busi- 
ness firms to meet them cannot be set aside as some- 
thing incidental to the defense emergency, Henry H. 
Heimann, executive manager of the National Associa- 
tion of Credit Men, declared in the Association’s 
Monthly Business Review released last month. 

“The impact of defense production problems, raw 
material bottlenecks, and curtailment of normal dis- 
tribution, together with added tax burdens,” he stated, 
‘present today’s business managements with choices 
and decisions both difficult and delicate. 

“And there is no respite in sight. Whatever the size 
of the bill for the individual or the firm today, we can 
only be sure of this—it will be much more tomorrow. 
The storm warnings of a newer and bigger tax bill in 
1942 are already hoisted.” 

Analyzing the relationship of government debt to 
the economic situation, Mr. Heimann points out that 
“there remains no doubt that the rising rate of spend- 
ing will bring forth many hitherto inconceivable tax 
measures to meet the vast expenditures. 

“In the midst of these uncertainties there is, how- 
ever, one small crumb of comfort: the cost of carrying 
the national debt is still relatively low. With twice 
the debt of World War I, we have practically the same 
total of carrying charge. 


Low Debt Cost Considerations 

“The implications of that situation, however, are 
serious. They bespeak potentous maladjustments in 
the workings of our capitalistic system, dependent as 
it has been on the demand for private investment 
capital and a rate of return on the investment to sat- 
isfy the demand. 

“The obverse side of this matter of low interest cost 
to the government is the sad state of the stock market. 

“Current claims on earnings, impediments to the 
development of reserves to meet obligations and con- 
tingencies, changing aspects of production and dis- 
tribution, the impossibility of charting a course clearly 
at present or in the immediate future, increasing gov- 
ernmental supervision which is becoming tantamount 
to control, the relationship of business and govern- 
ment after this emergency has passed, the coordina- 
tion of our domestic economy with world conditions 
and needs—these are only a partial catalog of the 
broad issues that must be met promptly and courage- 


| ously. 


“But they provide sufficient answer to any queries 
as to why the stock market’s reactions continue to 
belie the war-inspired boom that is everywhere else 
palpably evident.” 

The problem of how much of the rising debt it is 
possible to meet with new taxation is a most difficult 
one, Mr. Heimann says, since “there is no let-up in the 
upward rate of federal expenditures. 

“In this fiscal year alone we are now scheduled to 
spend some eighteen billion dollars. Although the 
treasury’s basic financing program calls for two-thirds 
of this sum to be met by taxation and one-third by 
non-bank borrowings, we are not likely to see that 
fulfilled despite the more severe tax exactions brought 
about by the 1941 Revenue Act. 


“Forced Loans” Ahead? 


“Actually, we will meet only half of our spending 
through taxes. The rest must be borrowed. And if 
recourse to such special sources of non-bank funds as 
sale of defense bonds and tax anticipation notes does 
not balance the Treasury's requirements, then issuance 
of obligations for bank and institutional investment 
may need to be programmed as well as some type of 
wage-withholding or “forced loan” policy. 

“Labor opposition to a direct “wage-withholding”’ 
program is a distinct possibility, however, despite the 
fact that the aim of such a program, unprecedented in 
this country, would be the curbing of the rising cost 
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RING BOOK SHEETS 
REENFORCED HINGE \ 


For Permanent Records... 
Subject to Frequent Handling | ~ 


Cloth strip reenforcement at hinge multi- 
plies strength of sheets many times. Avoids 
tearing of sheets at punchings and the need 
of patching with eyelet reenforcements. 
Bulk is approximately half that of sheets 
reenforced with cloth eyelets. 


Reenforcing strips are in three widths, 
attached to sheets in staggered order to 
avoid bulk. Automatic machine production 
assures uniformity and neatness. 


Sheets are of fine quality Bond Paper, 
substance 20, plain or faint ruled. Available 
in full range of sizes. 





ASK FOR CIRCULAR D1178 LISTING PRICES 



















































































For Permanent Records... 
Subject to Frequent Handling 


Cloth reenforcement over the paper combines the 
strength of cloth and paper at the hinge. Avoids 
tearing at punchings and .saves replacements 
Cloth shield reenforcement over the index tabs 
gives permanence—withstands hard frequent use. 


Tabs are of black leather, A to Z letters hot 
stamped, both sides, with pure gold. Paper is 
Buff Peerless Ledger 32 substance, rounded four 
corners. 
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Combined 
strength of paper 


WILSON JONES Co. 


and eloth at hinge ELIZABETH CHICAGO NEW YORK 
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Jasper Chair Co. Uftice Chairs 
conserve — five tn ergy 





—that rare ingredient which 
compels success in so many 
activities, all the way from 
small business beginnings up 


to the national defense effort. 


Executive energy is important 
and in like manner you are 
important when you bring 
Leaders in Business to a posi- 
tion of greater concentration 
and more constructive delib- 
eration thru the sale of JASPER 
CHAIR CO. office chairs. 


Here, true comfort and con- 
venience are built in. Many 
designs in solid American wal- 
nut and a popular series in 
birch are available, uphol- 
stered in genuine leather offer- 
ing choice of various grades 


and many colors. 


This quality furniture is known 
to hundreds of dealers for the 
satisfaction it gives in use, its 
durable construction and the 
steady earnings that follow 


their sales effort. 


Arrange to feature the JASPER 
CHAIR CO. line in your dis- 
play. Write us for details. 


a we dS INDIANA 








E. W. Thomas, (Southwest 
Box 3493 Peninsula Station 
Daytona Beach, Florida 


REPRESENTATIVES: 


James S. Fowls, (Southern) 


P. O. Box 1118, 
St. Petersburg, 


Geo. A. Litchfield, Sales Mgr. 


Fla Phone ROGers Park 3644) 


W.H. Brown (Chicago-Midwest) 
6708 Glenwood Ave., Chicago 


S. H. MacDonald,(West) R. J. Freeman, (Eastern 
405 Orpheum Bldg. 383 Madison Ave., 
Seattle, Wash. New York, N. Y. 
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of living by deferring consumer spending from the 
present to the post-war era when our huge industrial 
capacity will need a vast consumer demand to offset 
the sharp drop in production of war goods.” 
inkinaiaiiaancs 
FIVE FIRMS WIN PLASTICS AWARDS 

The McCaskey Register Company, Alliance, Ohio, has 
been named winner of an award in the sixth annual 
modern plastics competition sponsored by Modern 
Plastics magazine. Four other companies in the indus- 
try were also named winners. 

The award went to the McCaskey organization for a 
plastic housing for its Model X4 register which was 
designed by the John Gordon Rideout Company, Cleve- 
land, Ohio. The housing is of a pleasing design and 
adds much to the appearance of the unit, being made 
of Bakelite materials for the housing proper, the cover 
and the cash drawer. 

The Hilco Corporation, Chicago, was one of the win- 
ners, the award being for its Plastomatic duplicating 
machine, designed by Frank Stefe. The unit is of 
Bakelite phenolic molding material. 

The Triple “E” Products Company, St. Louis, Mo., 
won for its new pencil-pointer which was encased in 
a modern plastic housing which was designed by Ed- 
ward C. Hoffman, William E. Hoffman, Francis A. 
Peters, executive officers of the company. 

The Pac Manufacturing Company, Terre Haute, Ind., 
received its award based on its plastic Duplicard unit, 
which was designed by M. L. Bradfield and R. N. 
Ely of the Pac organization. The unit was molded by 
the General Electric Company of plastic materials. 

The Sessions Clock Company, Forestville, Conn., 
was given an award for its new black Phenolic clock, 
designed by F. E. Greene, Joseph Stokes Rubber Com- 
pany. 

All of these awards were given for exhibits in the 
business and office equipment classification. 

The panel of judges this year consisted of distin- 
guished group of men in the fields of industry, design 
and merchandising. They were: 

Alfred Auerbach, editor of Retailing; John De Bell, 
consulting chemist and research expert on plastic 
materials; Harley J. Earl, vice-president, General 
Motors Corporation, in charge of the styling division; 
Raymond Loewy, industrial designer; Earl F. Lougee, 
executive board chairman, Plastic Industries Technical 
Institute, and Morris Sanders, architect and designer. 

The sixth annual modern plastics competition had 
more than 2000 objects entered in eighteen classifica- 
tions encompassing the following categories:—Archi- 
tecture, business & office equipment, displays, furni- 
ture, general housewares, major household appliances, 
lighting, industrial, jewelry & novelty, military & de- 
fense, objects of art, packaging & closures, radio & 
musical instruments, scientific, sporting goods, games 
& toys, transport, wearing apparel, and extruded 
plastics. 

The entries to the competition now on exhibit at 
the Chanin building, 122 East Forty-Second Street, 
New York City, are the final and unmistakable proof 
that plastic productions have ceased to be amusing 
“conversation pieces” and are now full-bodied headline 
news. 

But the bulk of the plastic productions in this 
year’s competition and the bulk of major awards was 
for productions in the serious business of military and 
defense, industrial, scientific, transport, major house- 
hold appliances, and business equipment. The plastics 
industry has taken its cue from the tenor of American 
life today and the industry is engaged in the gigantic 
task of closing the ranks of major material shortages 
in defense and major industrial civilian requirements. 
There have been no serious shortages in the thermo- 
setting resins for this purpose, and no serious shortage 
is anticipated. The plastic industry is prepared to as- 
sume its responsibility. 

Plastics to defend America—for bombing planes, 
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DEPENDABLE RESOURCES 


In times like these, dependable resources are 
important. The St. Johns line of office tables is 
manufactured in a modern factory equipped with 







the latest manufacturing facilities. It is staffed 
by one of the most alert merchandising and manu- 
facturing organizations in the country to give 
loyal dealers the requirements they deserve. 
Good construction, simple designs and excellent 


finishes are additional features of this depend- 
able resource 


Write for the new St. Johns catalog showing this and 
the other distinctive tables in the St. Johns line. 





No. 28 TABLE 






Description 
Selected Northern, Oak; Office 
Golden Finish. Also School Brown 
Finish. Plank edge top, l'/,” thick 














with ctra frame underneath to 

preve warping. Legs are 2%”, 

6-for ngth has 3'/4,” legs. Draw 

ers ar lovetailed front and back 

with framed-in 3-ply bottoms. 5 

a f zes have two drawers 
Sizes 


3 34 x 72 inches 


St. Johns Table Company 
CADILLAC, MICHIGAN 


Office Furniture Warehouse Company, 573 Broadway, N. Y. C. 

















An EXTRA - LARGE - CAPACITY 
DOPPELT GASE 


POPULAR WITH BUSINESS 
AND PROFESSIONAL MEN 


Strongly lined, with ample pocket space and disappearing 
handles. Made of Top-Grain Cowhide, finished in Sun Tan. 
There is a Doppelt case for every purse and purpose. 


Send for illustrated catalog of complete line. 


CHARLES DOPPELT & CO. 
FINE LEATHER GOODS a 
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naffer 


NU-VISE 
SIGNALS 


TODAY'S 
SIGNALS FOR 
VERTICAL 
CARD RECORDS 


Can your customers’ record systems carry the in- 
creased loads created by today’s production speed- 
up? You can double the efficiency and reference 
speed of their vertical card records with Graffco 
Nu-Vise Signals. These modern patented signals 
attach easily yet grip firmly in position. No projec- 
tion to catch on other cards . .. no increase in 
over-all thickness. Of plated steel in 12 brilliant 
colors, and in printed sets. 

And don’t overlook Nu-Viz and Cellugraf Signals, 
for Visible Systems. 

For particulars, write to 


GEORGE B. GRAFF COMPANY 


64 Washburn Avenue, Cambridge, Mass. 


















Kops ~m SOLD! | 











Buyers inclined to switch stay 
sold when supplied with Nev-R- 
Kurl. Repeat orders prove sales 
pulling features. 


Original & Only 


NEV-R-KURL 
CARBON PAPER 


e Absolutely a non-curling Carbon 
Paper. Lays flat when it’s hot, 
humid or cold. 

e Never trees or wrinkles when in- 
serted into machine. Smudgeless. 

e Actual experience and tests show 
35%, to 50° more copies obtained 
from each sheet. 

e Universal because same sheet is 
efficient on standard or noiseless 
typewriters, billing or bookkeeping 
machines. 


















192 ui Sheet Rochester, NY. A.PHILLIPS President 
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jighter than metals, swift, powerful, efficient; plastics 
for gun-turrets, for transparent observation hatches, 
for shatterproof windows; plastics for fluorescent 
panels for the cockpit of planes to minimize the haz- 
ards of night-flying by making the panel visible to the 
pilot alone. 

Plastics have moved into the vanguard of industrial 
development not only for use as housings, but for the 
vital structural parts of the working unit, and precious 
metals have been released by the ton load as a result 
of the competent substitution of plastics for industrial 
uses. 

Plastics have attained the dignity of scientific ac- 
complishment, for among the award winners in the 
scientific classification of this plastics competition are 
several marvels of research and ingenuity. Plastics 
for a surgical cast window which is playing a starring 
role in the drama of Britain, as an aid in the treatment 
of bomb wounds and fractures; transparent arthritic 
cups which are being used as surgical aids in hospitals 
of such repute as the Mayo Clinic and the Robert 
Packer hospital; a new plastic device which makes it 
possible to forecast three-dimensional weather 
prophecies for the first time in meteorological history, 
is a significant factor in both commercial and military 
flying. These are a few of the winners in the scientific 
classification. 

a ¢ 
MAKES HOBBY COLLECTING PENCILS 

A collection of more than 2000 advertising pencils, 
with more being added all the time, is the hobby of 
Edwin C. Hammer, owner of a restaurant in Hillsboro, 
Wis. The collection, displayed on the walls of the 
cafe, contains pencils from all but seven of the forty- 
eight states. 

In addition to putting new pencils in the display 
racks as they are received Mr. Hammer also records 
them by advertiser and location of the advertiser’s 
business. Salesmen visiting the town are among the 
Substantial donors to the collection while the owner 
has even had visitors go to his place of business, see 
the collection and later send a contribution by mail. 
—JEH 

——————o—— 
B. & P. ANNOUNCES SALES CHANGE 

The following announcement regarding a change in 
its sales methods was announced to the trade last 
month by the Boorum & Pease Company, New York, 
SN 

“Due to the emergency situation created by the de- 
fense program, we find it necessary, starting Monday, 
October 27, 1941, not to back order any further short 
items. It will be necessary for you to re-order on 
your next order any items marked ‘short’ on our in- 
voices. 

“Due to the uncertainty and length of time that it 
will take to get raw materials, and to avoid duplica- 
tions and pyramiding of orders, we have been forced 
to take this action. 

“We trust that you will understand our position 
and cooperate with us accordingly, and we will co- 
Operate with all our dealers to the very best of our 
ability. The conditions which exist today, as you can 
realize, are beyond our control.” 

2 
STOLZ TO OPEN LEWISBURG STORE 

Don Stolz, part owner of the F. & S. Book Company, 
Lewisburg, Pa., has completed plans to open a new 
Stationery and office supply business in the Saturday 
News building as soon as extensive renovations have 
been made to the premises. 

Mr. Stolz, who operates the book store in partner- 
Ship with Robert Frederickson, has been carrying an 
office equipment business under the name of the Royal 
Stationery & Supply Company for some time. The 
new premises, however, will permit him to expand the 
business and stock to include filing equipment and 
office furniture. 
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PENCIL SALES DEPARTMENT 98-J11 
JOSEPH DIXON CRUCIBLE COMPANY, JERSEY CITY, N. J. 





























OFFICE APPLIANCES 


186 








CHECK SIZE 
No. 1941L 






STURDY CONSTRUCTION 
So that Prontos will stand all abuse, they are 
built out of 275 lb. test corrugated board and 


reinforced with steel not only on the shell but 
» STEEL SLIDING 


FOLLOW BLOCKS 


40c 
ADDITIONAL 


MADE FOR 
ANY SIZE 
Fil 






at the four corners of the drawers as well. 








SAVE FLOOR SPACE 
They are constructed so they can be interlocked a 
LETTER SIZE 


into solid batteries and stacked as high as the 
No. 1210L 







ceiling thereby saving valuable floor space. 


RECORDS LOCATED EASILY 


No need of juggling a lot of heavy cartons in 
order to get at some records out of the ones on 
the bottom. Pronto’s bottom drawer is as easy 
to get at as the one on top. 


No more need of fussing and fuming. When 

. 2.50 Carton Price 

Pronto files are used all records are available just $ . 
LEGAL SIZE 


as easily as if they were in your regular active files. 
No. 1510L 






BEAUTIFUL APPEARANCE 
Pronto files have an all steel drawer front finished 
both in Grained Walnut as well as Olive Green, 


so that they match your steel equipment. 


A Size for Every Record 






$3.00 


SANITARY BASES 


FREIGHT BILLS SALES CHECKS CLAIMS ANITARY BASE 
CHARGE SLIPS 5x8 CARDS RECEIPTS "S175 Carton 
JOB TICKETS 4x6 CARDS METER STUBS $1. Pad Price 





PRONTO FILE CORP., 349 Broadway, NEW YORK 


Prices in Denver and West of the Rockies 20% Higher 
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ing Co., Orange, N. J. 
Baker, Ingham C., G. & C. Mer 
riam Co., Springfield, Mass. 
Baker, L. W., Baker Printing Co., 
Lubbock, Tex. 

Balaban, Nate, Service Office Sup- 
ply Co., Detroit, Mich. 

Balch, Harry W., Quality Park 
Envelope Co., Chicago, IIl. 

Ballard, Claire, Typewriter Ex- 
change, Flint, Mich. 

Baney, Jack, Business Equipment 
Co., Pratt, Kan. 

Bansemer, Roy T., Stationers 
Loose Leaf Co., Milwaukee, Wis. 

Barger, G. D., Morris Sanford 
Co., Cedar Rapids, Iowa. 

Barham, John, Twin City Printing 
Co., Champaign, III. 
Barkley, C. L., C. L. Barkley & Co., 
Chicago, Il. 
Barkley, Peyton, C. L. Barkley 
& Co., Chicago, Ill. 

Barr, E. R., Barr-Kuhlmann Co., 
Emporia, Kan. 

Barringer, P. H., American Pencil 
Co., Hoboken, N. J 

Barth, Arthur A., Chair 
Co., Jasper, Ind. 

Bassett, A. G., Bert Morris 
Los Angeles, Calif. 

Bates, E. E., Quality Park En- 
velope Co., St. Paul, Minn. 

Baudean, L. Henry, Baudean, Inc., 
New Orleans, La. 


Jasper 


Co., 


Bauer, Bob, National Blank Book 
Co., Chicago, Il. 
Baugher, A. H., The Carter’s Ink 


o., Chicago, Ill. 
Baxter, G. M., Diebold Safe & 
Lock Company, Canton, Ohio. 


Baxter, R. H., R. H. Baxter 
Sales Corp., New York N. Y. 
Beck, J. S., Western Bank & 
Office Supply Co., Oklahoma 
City, Okla. 

Becker, William J., Joseph Dixon 


Crucible Co., Jersey City, N. J. 

Beekman, Bob, manufacturers’ rep- 
resentative, Chicago, IIl. 

Bell, D. S., Graver Dearborn Corp., 
Chicago, IIL. 

Berggren, Jim, W. W. Welch Co., 
Cincinnati, Ohio. 

Bergquist, H. E., Boorum & Pease 
Co., Peoria, lil. 

Berkebile, S. L., Diebold Safe & 
Lock Co., Canton, Ohio. 

Best, Alfred H., Richard Best Pen- 


cil Co., Irvington, N. J. 

Best, Leonard E., Richard Best 
Pencil Co., Irvington, N. J. 
Beth, Leonard S., Cooks’, Inc., 

Camden, N. J. 
Birmingham, Chris, L. E. Water- 
man Co., New York, N. Y. 
Birt, Harry, Byron Weston Co., 


Dalton, Mass. 


Bishop, R. V., Office Supply & 
Printing Co., Cleveland, Ohio. 
Black, James, Parker Pen Co., 

Janesville, Wis. 

Bledsoe, T. K., Autopoint Co., 
Chicago, Ill. 

Boemer, J. H., H. E. Wedelstaedt 
Co., St. Paul, Minn. 

Boland, John, P. F. Volland Co., 
Joliet, Ill. 

Boone, Charles T., Boone Bros. 


Co., Louisville, Ky. 
Boswell, R. T., Roanoke Book & 
Staty. Co., Inc., Roanoke, Va. 
Boyd, Guy F., The Shaw-Walker 


Co., Muskegon, Mich. 
Boyd, John S., National Blank 
Book Co., Holyoke, Mass. 


Boyd, Omar E., Stationers Corp., 
Los Angeles, Calif. 
Boyd, William J., Acco Products, 


Inc., Chicago, III. 

Boyer, K. E., Newell B. Newton 
Co., Toledo, Ohio. 

Boyes, C. W., Minnesota Mining 
& Manufacturing Co., St. Paul, 
Minn. 

Bowles, H. S., Graver Dearborn 
Corp., Chicago, IIl. 

Bradley, E. J., Higgins Ink Co., 
Inc., Brooklyn, a # 

Braham, P. H., Old Town Ribbon 
& Carbon Co., Chicago, II. 


Brainard, G. C., The General Fire- 
proofing Co., Youngstown, Ohio. 
Brass, W. B., W. C. Brass & 


Associates, Indianapolis, Ind. 
Bredesen, M. Bredesen Bros., 
Beloit, Wisc. 


Breen, George T., Mosler Safe Co., 
Hamilton, Ohio. 


Bretz, H. M., Archie Sherer Co., 
Dayton, Ohio. 
Brian, John B., Jr.,. Omaha School 


Supply Co., Omaha, Nebr. 

Briggs, Dwight N., Sun Rubber 
Co., New York, N. Y. 

Bristoll, B. J., Koch Bros., Des 
Moines, Iowa. 

Brohm, B. H., Eagle Pencil Co., 
Chicago, Ill. 

Brown, Don, Latsch Bros., Lin- 
coln, Nebr. 

Brown, J. A., Security Steel 


Equipment Corp., Chicago, II. 
Brown, Louis M., Eberhard Faber 
: # 


Pencil Co., New York, k 
Brown, William H., Jasper Chair 
o., Jasper, Ind. 

Buckwalter, Paul, National Blank 
Book Co., New York, N. Y. 
Buhrows, L. R., Commercial Fur- 

niture Co., Chicago, Ill. 


Bullard, Kim, Dennison Manufac- 
turing Co., Chicago, IIl. 

Bullock, A. A., Johnson Chair Co., 
Chicago, IIl. 


Burbank, Paul, United Air Lines, 


Chicago, IIl. 

Burnett, R. C., Sentinel Printing 
Co., Indianapolis, Ind. 

Burns, Milton, Macauley Station- 
ery Co., Detroit, Mich. 

Burns, Ronald G., W. & J. Sloane, 


New York, N. Y. 

Burns, Tom, Mansfield Typewriter 
& Office Supply, Mansfield, 
Ohio. 

Burst, Frank C.., 
of Indiana, Indianapolis, 

Burt, Chas. B., Burt & Co., 
ford, Conn. 

Burt, Leo, Burt & Co., Hartford, 
Conn. 

Burton, Joseph P., Underwood EI- 
om Fisher Co., New York, 


Stationers Club 
is, Ind. 
Hart- 


Busbee, C. L., 
Atlanta, Ga. 
Butler, Frank, Office 
Inc., Muskegon, Mich. 
Byers, W. E.. Byers Office Equip- 


ment Co., Davenport, Iowa. 


Bryant Litho. Co., 
Supplies, 


Cc 


Campbell, A. L.. Acme Visible 
Records, Inc., Chicago, III. 
Campbell, F. J., Triner Scale & 
Manufacturing Co., Chicago, IIl. 

Cannon, Wilbur F., Fidlar 
Chambers Co.. Davenport, Iowa. 

Carithers, H. G.. Carithers-Wal- 
lace-Courtney, Inc. Atlanta. Ga. 

Carlson, A. G., Carlson Brothers, 
Inc., Moline, Ill 

Carventer, R. P., Sanford Ink Co., 
Chicago, Ill, 

Carpenter, T. E.. Sperry Office 
Furniture Co.. St. Paul. Minn. 

Carpenter. W. W. S., Sanford Ink 
Co., Chicago. II. 

Carrow, A. M., Speed Products 


Co.. Houston, Tex. 

Castilla, H., Castillas, Saltillo, 
Coah, Mex. 

Castle, K. F., Weis Mfg. Co., 
Chicago. IIl. 

Caswell, F. H.. F. S. Webster Co., 
Cambridge, Mass. 

Chapman, Blan, Storr Engraving 
Co.. Raleigh, N. C 

Chesick, Henry. The Century 
Press, Newcastle, Ind. 

Chipman, Brown Bros., 
Toronto, Canada 

Christopher, W., Rust Craft Pub- 
lishers, Boston, Mass. 

Chute, M. H., Jr., Bainbridge. 
Kimpton, Haupt, Inc., New 
York, N. Y. 

Clegg, W. C, The Clegg Co., San 
Antonio, Tex. 

Closson, C. R.. Gallup’s, Inc., 


Kansas City, Mo. 


Coay, CC. 8. f. FF. Code. Ca, 
Dubuque Iowa. 

Coggin, Fred L. Sun Rubber 
Co., Oak Park. IIl. 

Cole, B. V., Cole, Harding & 
Tames, Richmond, Va. 

Cole, L., Better Office Supply, 
Chicago, IIl 

Cole, W. W., General Pencil Co., 
Atlanta, Ga. 

Coleman, Fred, Boorum & Pease 
Co., Chicago, Ill. 

Collins, Earl, Rockwell Barnes 
Co., Chicago, Ill 

Collins, Kyle, Zaiser’s, Des Moiries, 
Iowa. 

Collum, J. A., Comfort Printing 
& Stationery Co., St. Louis, Mo. 

Colomb, Lionel A., Weis Mfg. 
Co., New Orleans, La. 

Comstock, W. D., G. J. Aigner 
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STEEL 





No. 2200 


Just two of many popular, square 


ing). Caster swivels within the base its 


STURGIS POSTURE 








Note streamlined base with shielded casters (patents pend- 


STURGIS, MICHIGAN 


CHAIRS 





No. 2425 
(No. 2825 same 
except has solid 
back) 


tubular, steel chairs. 


elf. Write for catalog. 


CHAIR CO. 








a e whites of iil Uliimate Coals ‘ 





CARBON 








PAPERS 
INKED 








TYPEWRITER, 


CARBON 
PAPER 














RIBBONS 


“QUALITY” “ECONOMY” 


q 





“SERVICE” 


THE NEIDICH LINE 


A trial of Neidich Carbon Papers 
and Typewriter Ribbons will be 
more convincing than a thousand 
words describing their points of 


excellence. 


Wnite for full de 


tails. 


NEIDICH PROCESS 


DIVISION OF UNDERWOOD ELLIOTT FISHER CoO. 


BURLINGTON, N. J. 
ST. LOUIS MO. 


NEW YORK, N. Y. 
SAN FRANCISCO, CAL. 
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MUTSCHLER BROS. CO. 


NAPPANEE, INDIANA, U.S.A. 











Price... 


durahility ... 


comfort? 


These are the questions your prospects will 
ask when they are in the market for posture 
chairs...and High Point’s 8214 is the answer! 
This popular priced chair will make sales for 
you among the economy-minded. Write for 


more information and prices. 


HIGH POINT BENDING & CHAIR CO. 
Siler City, North Carolina 

















Co, Chicago, IIl. 

Conklin, Duncan, Boorum & Pease 
Co., Chicago, Ill. 

Conlon, J. E., Rockwell Barnes 
Co., Chicago, Ill. 

Conlon, M. O., Dubuque Office 
Supply Co., Dubuque, Iowa. 
Consodine, Dan J., Richard Best 
Pencil Co., Irvington, N. J. 
Constantine, George, Palace Office 

Supply Co., Tulsa, Okla. 

Cook, Carl B., Cooks’, Inc., Cam- 
den, N. J. 

Cooke, — L., Cooke Stationery 
Co., Salem, Ore. 

Cooke, Norman E., Cooke Station- 
ery Co., Salem, Ore. 

Cooley, Parle, Bates Manufactur- 
ing Co., Orange, N. J. 

Cooper, C. J., Sengbusch Self- 
Closing Inkstand Co., Milwau- 
kee, Wisc. 

Cooper, F. S., Codo Manufactur- 
ing Co., Coraopolis, Pa 

Cooper, J. W. Jr., manufacturers’ 
representative, Atlanta, Ga 

Cooper, R. D., Art Metal Con- 
struction Co., Jamestown, N. Y. 

Cormack, George, Wilson-Jones 
Co., Chicago, Ill. 

Cornish, I. R., Yawman and Erbe 
Manufacturing Co., Rochester, 
te £ 

Cox, Henry A., Thos. H. Cox & 
Son, Newark, N. J. 

Cox, W. H., The Carter's Ink 
Co., Chicago, III. 

Cramer, Harold W., Cramer Pos- 
ture Chair Co., Kansas City, Mo. 

Cravens, W. H., Walcott Taylor 
Co., Washington, D. C. 

Crile, Don, Office Equipment Co., 
Canton, Ohio. 

Crow, J. A., Hall Lithographing 
Co., Topeka, Kan. 

Crowi, L. S., Blade Printing & 
Paper Co., Toledo, Ohio. 

Cunningham, Norman, Arch Cun- 
ningham & Co., Boise, Idaho 

Curtis, G. Davis, Alamance Book 
& Stationery Co., Burlington, 
N.C 


Curtiss, Frank R .  Neva-Clog 
Products, Inc., Bridgeport, Conn. 


D 


Daley, A. W., Brown Bros, To- 
ronto, Canada. 

Dalton, W. J., Geyer’s Stationer, 
Chicago, IIl. 

Davidson, Al C., Los Angeles 
Stamp & Stationery Co., Los 
Angeles, Calif. 

Davis, Charles E., Automatic Pen- 
cil Sharpener Div.. Spengler- 
Loomis Mfg. Co., Chicago, IIl. 

Davis, George P., Bank & Office 
Stationery Co., Indianap-:lis, Ind. 

Davis, Grant H., W. H. Kistler 
Stationery Co., Denver, Colo. 

Davis, Grenville, manufacturers’ 
representative, Chicago, III 

Davis, Horace W., Eaton Paper 
Corp., Pittsfield, Mass. 

Davis, J. M., Speed Products Co., 
long Island City, N. Y. 

Davis, J. O., Miller-Davis Co., 
Minneapolis, Minn. 

Davis, K. F., W. H. Gunlocke 
Chair Co., Seattle, Wash. 

Davis, Raynes, Swan Pencil Co., 
Denver, Colo. 

Davis, R. P., Security Stee’ Equip- 
ment Co., Avenel, N. J. 

Davis, William P.. William E. 
Davis Co., Sioux City, Iowa. 

Dawson, Fd. G., Koch Bros., Des 
Moines, Iowa. 

Dawson, George H., Wilson-Jones 
Co., Chicago, II. 

Dean, Herman P., Standord Print- 
ing & Publishing Co, Hunting- 
ton, W. Va. 

Dear, Howard, Standard Station- 
ers, Jackson, Miss. 

Decker, Howard, Decker Bros., 
Inc., Lafayette, Ind 

DeLemos, W. B., Dixie Office 
Supply Co., Montgome-y, Ala. 

Deli, F. C., Autopoint Co.. Chi- 
cago, Ill. 

Dell. Garry E., Southworth Co 
Chicago, III. 

Demaree, C. S., Demaree Station- 
ery Co., Kansas City, Mo. 

Demaree, George T., Demaree Sta- 
tionery Co., Kansas City, Mo. 

Dent, A. C., Superior Type Com 
pany, Chicago, III 

Denton, Earl A., Automatic Pen 
cil Sharpener Div.. Spengler- 
Loomis Mfg. Co., Chicago, Ill 

Denzer, C. F., C. F. Denzer Co., 
Sandusy, Ohio 

Deutsch, Fred, manufacturers’ rep- 
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resentative, Dallas, Tex. 
Dickenson, J. L., Zac Smith Sta- 
tionery Co., Birmingham, Ala. 
Diehl, William R. Jr., Diehl Office 
Equipment Co., Columbus, Ohio. 
Diehl, W. R. Sr., Diehl Office 
Equipment Co., Columbus, Ohio. 
Dillon, Matt, Associated Stationers 
Supply Co., Chicago, ‘Il. 
Dimmitt, M. S., Wilson-Jones Co., 
Chicago, III. j 
Dedge, E. F., Jr., Johnson Chair 
Co., Chicago, III. 
Donahue, J. E., Yawman and Frbe 
Manufacturing Co., Rochester, 


ee 

Donaldson, George S., Waters & 
Waters, St. Louis, Mo. 

Dorsey, Henry, Jr., Dorsey Co., 
Dallas, Tex. 

Dotson, Bob, Ohio Office Supply 
Co., Zanesville, Ohio. 

Douglas, George, Finch & McCul- 
louch, Aurora, IIl. 

Douglass, R. F., W. H. Gunlocke 
Chair Co., Wayland, N. Y. 

Downey, C. Lee, The C. L. Dow- 
ney Co., Hannibal, Mo. 

Downs, Don, Codo Manufacturing 
Corp., Chicago, IIl. 

Downs, Fred, Downs-Randolph 
Co., Tulsa, Okla. 

Downs, W. G., Bank & Office 
Equipment Co., Seattle, Wash. 

Drake, M. W., Drake-Lindsay Co., 
Shreveport, La. 

Draper, Carl W., Noesting Pin 
Ticket Co., Los Angeles, Calif. 

Dressel, Harry E., Autopoint Co., 
Chicago, IIl. 

Duggan, T. G., Columbia Ribbon 
& Carbon Mfg. Co., Inc, Glen 
Cove, N. Y. 

Duncan, Merritt, Bryant Litho. 
Co., Atlanta, Ga. 

Dunnett, G. C., McFarland Office 
Equipment Co., Rockford, III. 
Dykema, Ray, Doubleday Bros. & 

Co., Kalamazoo, Mich. 


E 


Eadon, Bert, C. Howard Hunt Pen 
Co., Camden, N. J. 

Edelhoff, A. S., General Pencil 
Co., Jersey City, N. J. 

Edgren, Roy A., Corry-Jamestown 
Manufacturing Corp., Corry, Pa. 

Eichenlaub, Ray, Service Stee! 
Products Corp., Chicago, III. 

Eisele, Lawrence E., Office Appli 
ances, Chicago, III. 

Eldred, A. C., The Eldred Co., 
Lorain, Ohio. 

Elliott, Paul L., Kisco Co., St 
Louis, Mo. 

Ellsworth, W. B., Corry-Jamestown 
Manufacturing Corp., Corry, Pa 

Emerson, Thomas, Eversharp, Inc., 
Chicago, IIl. 

Emery, Lynn B., Lynn B. Emery 
Co., Detroit, Mich. 

Ennis, George G., Victor Safe & 
Equipment Co., North Tona 
wanda, N. Y. 

Erickson, Clarence F., Diebold 
Safe & Lock Co., Chicago, IIl 

Eshleman, J. G., Eshleman Co. 
Harrisburg, Pa. 

Espe, Lyle D., Midwest Press & 
Supply Co., Sioux Falls, S. Dek 

Everly, Charles H., Office Appli- 
ances, Chicago, II. 


F 


Faber, Eberhard, Eberhard Faber 
Pencil Co., Brooklyn, N. Y. 
Farber, Louis H., Jasper Seating 

Co., Jasper, Ind. 

Farr, A. E., National Blank Book 
Co., Holyoke, Mass. 

Favor, Gerald M., Koh-I-Noor 
Pencil Co., Bloomington, N. J. 

Favor, Irving P., Koh-I-Noor Pen 
cil Co., Bloomington, N. J. 

Farrell, Eugene, Defiance Sales 
Corp., New York, N. Y. 

Fecho, J. S., Burrows Bros. Co., 
Cleveland, Ohio. 

Fellowes, H. L., Bankers Box Co., 
Chicago, IIl. 

Fellowes, Folger, Bankers Box Co 
Chicago, IIl. 

Fellowes, John, Bankers Box Co., 
Chicago, IIL. 

Fenne, Fred. O., Associated Sta 
tioners Supply Co., Dallas, Tex 

Fernyak, C. S., Mansfield Type 
writer & Office Supply Co, 
Mansfield, Ohio. 

Ferris, E. A., Minnesota Mining 
& Manufacturing Co., St. Paul, 
Minn. 

Fitzgerald, E., Rockwell Barnes 
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THE EXCLUSIVE TRI-GUARD FEATURE 
IS AVAILABLE IN WOOD AND STEEL 
© FILING CABINETS AT NO EXTRA COSTS 


Compare the Tri-Guard file with any other kind and you will see 



















for yourself how it saves time and makes work easier. Here is 
truly a revolutionary improvement in filing and it is available 


in Globe-Wernicke wood or steel filing cabinets at no extra cost. 


Sell the file that serves your customers best. Tri-Guard users 
appreciate the many exclusive advantages of this three-rod file. 
It helps prevent errors, delays and extra work. . . protects valua- 


ble papers from loss or damage... speeds up filing and finding. 









Tri-Guard files make satisfied, permanent customers and the pat- 
ented three-rod feature assures dealers of all the supply business. 
Write for more information and details of our attractive proposition. 


Guides slide on three rods that support as well as index 
contents of drawer. Con- 
tents cannot slump and | 
are kept upright without 
compression . . . indexing 
is always visible ... a 

V" shaped filing pocket 
is formed by a slight 
touch of the fingers. || 


4 ig 
G | 
a ¥ 
. 


ora — oem NEEDED IN OFFICES 
usel ani SE urniture, Filing Equipment, Bookcases, Partitions—Special Stee! 
and Wood Equipment for Libraries, Schools and Public Buildi 

Stationers’ Products; Storage and Visible Record Equipment and Steel ing. 
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OFFICE APPLIANCES 





Keep 


your sales figures beautiful with 


IMPERIAL Write-Master 


STATISTICS 


WRITE-MASTER is two yards longer than the stand- 
ard ribbon. In typewriting it means 16 2/3°% more 
mileage. The average !|2 yard ribbon writes 3!/4 miles 
—or 320,000 five-letter words. IMPERIAL WRITE- 
MASTER writes 4!/g miles—or 402,000 words. 


QUALITY 
IMPERIAL WRITE-MASTER is made of a special 
long-thread fabric and inked by an improved formula 
to give you clean, beautiful impressions. 


Keep your sales figures beautiful with 
the Super PEERLESS-IMPERIAL carbon line! 


HECTOGRAPH and SPIRIT CARBONS 
PENCIL CARBONS 


TYPEWRITER CARBONS 
NOISELESS CARBONS 


PEERLESS Tuchtype Keyboard gives 





“eyes to the typist's fingers. 


ECONOMY 

IMPERIAL WRITE-MASTER costs no more than stand- 
ard 12 yard quality ribbons—yet you actually get 14 
standard 12 yard ribbons in one dozen WRITE-MAS- 
TERS. 


CONVENIENCE 


Consider the saving of time as a result of changing 
ribbons far less frequently than your customers do at 
present. And last, but far from least, IMPERIAL 
WRITE-MASTER will give your customers a new 
concept of typing excellence, convenience and econ- 
omy. 


ROLL CARBONS 
BILLING CARBONS 


The PEERLESS-IMPERIAL Carbon 
Line—second to none in quality 
and value—is first in the hearts of 
Dealers and Carbon specialists. 
Because PEERLESS - IMPERIAL 
means big, liberal profits and a 
friendly, warm-hearted way of do- 
ing business. Write for details of 
our proposition. 








Scientifically designed, unconditionally proven in offices everywhere. 


PEERLESS KEY-IMPERIAL MFG. CO., INC. 


THE KEY MEN OF AMERICA—Manufacturers with the dealers’ viewpoint. 
General Office and Factory: 409 Mulberry Street, Newark, N. J. 


LOS ANGELES 
828 S. Spring Street 


CHICAGO 
179 W. Washington Bivd. 


NEW YORK CITY 
321 Broadway 
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Co., Chicago, Ill. 
Fitzgerald, W. H., Old Town Rib- 
bon & Carbon Co., Brooklyn, 


a A 

Fleming, Bob, The Leopold Co., 
Burlington, Ia. 

Follin, M. V., manufacturers’ rep- 
resentative, Riverside, Ill. 

Fontaine, Art, Decker’s, Inc., An- 
derson, Ind. 

Ford, J. J., Dennison Manufactur- 
ing Co., Framingham, Mass. 
Ford, John Jr., Peterson Litho- 
graphing & Printing Co., Omaha, 

Nebr. 

Ford, J. P., Apex Stationery Co., 
Dallas, Tex. 

Foreshew, Martin, Foreshew Sup 
ply Co., Pierre, S. D. 

Foster, Paul, Mittag & Volger, 
Inc., Park Ridge, N. J. 


Fox, Miles, Miles Fox, Inc., De- 
troit, Mich. 
Franz, A. P., Franz Stationery 


Co., Chicago, Ill. 

Frederick, C. L., Parker Pen Com 
pany, Janesville, Wis. 

Frederick, H. P., All-Steel-Equip 
Co., Aurora, IIl. 

Frey, Arthur, The Globe-Wernicke 
Co., Cincinnati, Ohio. 

Friedland, Allen, Business 
ment Co., St. Paul, Minn. 

Frost, A. G., Esterbrook Steel Pen 
Mfg. Co., Camden, N. J. 

Fry, W. Gregg, Gregg Publishing 
Co., New York, N. Y. 


Equip 


G 


Gaffaney, J. E., Office Specialties 
Co., Fargo, N. D. 

Gage, Nevin I., Office Appliances, 
Chicago, III. 

Gail, Max T., General Office Sup- 
ply Co., Detroit, Mich. 

Gallup, F. E., Gallup's, Inc., Kan 
sas City, Mo. 

Gardner, L. B., Hill Printing & 
Stationery Co., Waco, Tex. 

Garn, Phil, Allsteel Office Supply 
Co., Salt Lake City, Utah. 

Gassenheimer, Leo, Mercantile Pa 
per Co., Montgomery, Ala. 

Geer, Clifton A., Geer Dunn Co., 
Inc., Jamestown, N. Y. 

Gerth, Norman A., Imperial Desk 
Co., Evansville, Ind. 

Geuther. O. R., Marshall Jackson 
Co., Chicago, Ill. 

Gigliotti. W. F., Johnson Chair 
Co., Houston, Tex. 

Gilbert, John A., Office Appliances, 
Chicago, Ill. 

Gill, A. W., A. W. Gill & Co., 
Trenton, N. J. 

Gillice, Tom, Rockwell-Barnes Co., 
Chicago, III. 

Gingland. R. B., Fsterbrook Steel 
Pen Mfg. Co., Camden, N. J. 

Girardot, B. F., Gregory Fount-O- 
Ink Company, Fort Wayne, Ind. 

Goldberg, A. I.. A. I. Goldberg 
Co., New York, N. Y. 

Goldberg, L. T., David Kahn, 
Inc., North Bergen, N. J. 

Goldsberry, Lyle, Minnesota Min- 
ing & Manufacturing Co., St. 
Paul, Minn. 

Goldstein, Hy., Rochester Station- 
ery Co., Inc., Rochester, N. Y. 

Goltsman, Samuel, Mutual Station- 


ers Supply Corp., New York, 
ee a 
Goodhand, L. C., Oxford Filing 


Supply Co., Chicago, IIl. 

Gorman, A. C., Office Equipment 
Co., Louisville, Ky. 

Gormley, A., H. C. Cook Co., 
Ansonia, Conn. 

Goulding, Howard M., Omaha Sta 
tionery Co., Omaha, Nebr. 

Graff. S. J., Speed-O-Print Corp.. 
Chicago, II. 

Gram, John S., J. L. 
Chicago, Ill. 


Hanson Co., 


Gran, Arthur, Des Moines Sta- 
tionery Co., Des Moines, Iowa. 
Granath, Chas., L. E. Waterman 


Co., New York, N. Y. 

Grant, Don, McMillan Book Co., 
Syracuse, N. Y. 

Graves, Harold F., Wilson-Jones 
Co., Beverly Hills, Calif. 

Grayson, Ben S., Ace Fastener 
Corp., New York, N. Y. 

Greathouse, A. S., Waters & Wa 
ters, St. Louis, Mo. 

Gregory, Carey, Gregory Fount 
O-Ink Co., Los Angeles, Calif 

Griebel, Stan L., Yawman and 
Erbe Manufacturing Co., Roches 
ter, ; # 

Grieve, R. P., Maverick-Clarke, 
San Antonio, Tex. 


Griffiths, G. F., Noesting Pin 
Ticket Co., New York, 4 

Griswold, H. T., Sanford Ink Co., 
Chicago, Ill. 

Grover, Rodney O., Domore Chair 
Co., Elkhart, Ind. 

Gunst, Lester, Corpus Christi Book 
& Stationery Co., Corpus Christi, 
Tex. 

Guion, C. D., Mississippi Printing 
Co., Vicksburg, Miss. 

Guy. W. C.. Arkansas Printing & 
Lithographing Co., Little Rock, 
Ark. 


H 
Haage, Jack, Blaisdell Pencil Co., 
Philadelphia, Pa. 
Hale, F. Raymond, J. 
Co., New York, N. Y. 
Hale, Henry M., Heywood Pub- 
lishing Co., Lafayette, Ind. 
Hale, Joe D., Joe D. Hale Co., 
Los Angeles, Calif. 


L. May 


Hall, Dean A., Gage'’s, Battle 
Creek, Mich. 
Hall, Stanley, Koch Bros., Des 


Moines, Iowa. 

Haller, Harry, Blaisdell Pencil Co., 
Philadelphia, Pa. 

Hallett, A. G., Hallett School & 
Office Supply Co., Sterling, II 

Hamilton, Clarence, The Globe- 
Wernicke Co., Cincinnati, Ohio. 


Hamilton, Horace T., Bankers 
Box Co., Dallas, Tex. 
Hamlin. G. E., McMillan Book 


Co., Syracuse, N. Y. 

Hamm, L. W., The 
Fargo, N. D. 

Hammarborg, S. R., Dennison 
Manufacturing Co., Chicago, III. 

Hammond, Ray L. N., National 
Blank Book Co., Holyoke, Mass. 

Hampton, Harold J., Indianapolis 
Supply Co., Indianapolis, 
nd. 

Hanes, Claud P., Office Equipment 
Co., Tampa, Fla. 

Hanna, L. R., Philip Hano Co., 
Holyoke, Mass. 

Hanna, Norman, Philip Hano Co., 
Holyoke. Mass. 
Hansen, D. S., Carlson Brothers, 
Inc., Moline, Ill 
Hanson, Earl E., W. & J. Sloane, 
New York, N. Y. 

Hanson, G. F., Boorum & Pease 
Co., Oconomowoc, Wis. 

Hanson, J. D.. Hanson-Flotte Co., 
Inc., New Orleans, La. 

Hanson, V. A., Brown & Saenger, 
Sioux Falls, §. D. 

Harms, W. E., Illinois Booksellers 
& Stationers Assn., Peoria, IIl. 

Harper, A. C., Wilson-Jones Co., 
Minneapolis, Minn. 

Harper, Jack, General Supply Co., 
Albuquerque. N. M. 

Harris, J. W., Stationers Asso- 
ciation of Detroit, Detroit, Mich. 

Harter, J. N., Steck Company, 
Austin, Tex. 


Pierce Co., 


Hasty, Merrill, Sengbusch Self- 
Closing Inkstand Co., Wayzata, 
Minn. 


Hausam, Lee B., Hutchinson Office 
Supply & Printing Co., Hutchin- 
son, Kan. 

Hausner, H. I., 
St. Louis, Mo 

Havlick, M. E.. W. W. Welch Co., 
Cincinnati, Ohio. 

Healy, Dick, Santa Fe Book & 
Stationery Co., Santa Fe. N. M. 


Kisco Co., Inc., 


Heath, Harry M., Richard Best 
Pencil Co., Irvington, N. J. 
Heath, Tohn D., Miami Systems 


Company, Cincinnati, Ohio. 
Helmer, Fred, Dennison Manufac- 
turing Co., Chicago, III. 
Henderson, B. L., Art Metal Con- 
struction Co., Jamestown, N. Y. 
Herrema, ., Economy Office 
Supply Co., Grand Rapids, Mich. 
Herrmann, George, Heyer Corp., 
Chicago, Ill. 
Heusner, A. M., Carpenter Paper 
Co., Omaha, Nebr. 


Hey, Don C., Old Town Ribbon 
& Carbon Co., Brooklyn, N. Y 
Heymann, Harry, Pencil 


Eagle 
Co., New York, i 
Higgins, Tracy. Higgins Ink Com- 

pany, Inc., Brooklyn, N. Y. 
Hilburn. H. F., Commander Print- 

ing Co., Tulsa, Okla. 

Hills, Guy D., Seneca Falls Rule 
& Block Co., Inc., Seneca Falls, 
ee 

Himes, 
Goshen, Ind 

Hirdler, Herman A., _ Industrial 
Printing & Stationery Co., Hunt- 
ington Park, Calif 


News’ Bookstore, 
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DEALERS: Offer your customers 


THE ROBERTS 


where price is a secondary con- 
sideration because: Its steel con- 
struction offers them years of 
continuous Trouble Free opera- 
| tion. Its light weight and easy 
action reduce fatigue—five ac- 
tions are standard equipment. 
There are six styles of figures to 
choose from. 





Your personal income is 
greater too—prices begin at 
$13.00, less your large discounts. 


Stock and Start Selling these 
Machines NOW! 


The 
ROBERTS NUMBERING MACHINE CO. 


694-710 Jamaica Avenue Brooklyn, New York 


Western Distributor LOUIS MELIND COMPANY 
362 W. Chicago Ave., Chicago, Ill. 593 Market St., San Francisco 











NOW ... 


A FINGER-MOISTENER THAT'S 
ALWAYS READY FOR ACTION! 


PIKE’S 






r Finger Moistener with the 


&-) SPUN GLASS WICK 


Retails at 


$1 00 


Capillary action always keeps wick properly 
wetted—never too much, never too little. 
Clean, sanitary—just the thing for business, 


Order now industrial and institutional offices. Gives 

from your berfect service indefinitely with minimum 

pase bother or care. "Glaswik" will never corrode 
to us nor rot. 





E. W. PIKE COMPANY 
P. O. Box 4, Elizabeth, N. J. 


Please ship 
Company 
Address 
City 
Individual 


"“GLASWIK" Finger Moisteners. 


State 








rings aera 





The PERFECTION REMINDER 
AIRDEX CALENDAR 


WITH TEMPERATURE 
and HUMIDITY GAUGE 


SIZE 5 x 8 INCHES 


a iL ME TY OD a . 


eeapt 














PERFECTION DAILY 
REMINDER @ GEM e 
JUMBO GEM e PER- 
FECTION e@ DESKAID 
DESK CALENDARS. 


DEFIANCE SALES CORP. 


72 SPRING STREET NEW YORK, N. Y. 











** Just as Good’ as a 


singer ocean 


is a greater endorsement for the principles incorporated in 
complimentary 


If ventilation is an advantage, then assuredly a Respirator 
Airolated Cushion is far superior to other types of so-called 
ventilated cushions in proportion to the effectiveness of the 
ventilating system. 

Respirator Cushions do not depend upon the microscopic 
air cell structure for ventilation as instead ventilation is 
accomplished by a mechanical process of compression of 
cups molded in cushion which actually pump air out of and 
into cushion through lateral tubes. 

RESPIRATOR—The most asked-for-by-name seat cushion 
on the market. 








Respirator Cushions are covered by Patent No. 2,025,712 
L. M. BICKETT COMPANY 


» WISCONSIN, U. S. A. 














Hodge, R. E., Gary Office Equip- 
ment Co., Gary, Ind. 

Hoelscher, Lou, Hoelscher Station- 
ery Co., Buffalo, N. 

Hofiman, G. R., Biddle. Purchas 
ing Co., New York, N. Y. 


Hoffman, H. J., The Smead Manu- 
facturing Co., Hastings, Minn 
Hoffman, John P., MacTaggart- 
Hoffman Co., Port Huron, Mich. 
Hoge, William, The General Fire- 
proofing Co., Youngstown, Ohio. 
Holmes, H. G., Columbia Ribbon 
& —— Mig. Co., Glen Cove 

N. 

H« BS Joe, Frank Mashek & 
Co., Chicago, III. 

Hclmgren, Fdward, American Pen- 
cil Co., Hoboken, N. J. 

Holt, George C., W. A. Sheaffer 
Pen Company, Fort Madison, 
Iowa 

Hooker, Paul, Decker Bros., Inc., 
Lafayette, Ind. 

Hooks, H. C., Moore 
Co, Philadelphia, Pa. 

Hooper, E. R., Stuart-Hooner Co., 
Chicago, III. 

Horder, E. Y., 
Chicago, III. 

Horder. H. G., 
Chicago, IIl. 


Push Pin 


Horder's, Inc., 


Horder's, Inc., 


Hornbeck, Holt, Eversharp, Inc., 
Chicago, IIl 

Hosselet, Fred. Swan Pencil Co., 
New York, N. Y. 

Hovey, N. E., Reliable Office Sup 
ply, Massillon, Ohio. 

Howell C. H., T. H. Payne Co 
Chattanooga, Tenn. 

Hruby, J. F., Chicago Statione-s, 
Inc.. Chicago, II. 

Hubert, Arthur D., John H. Har- 
land Co., Atlanta, Ga. 

Hucke, Charles, manufacturers’ 
representative, Atlanta, Ga. 

Hudson, L., .. The Star Print 
ery, Muskogee, Okla. 


Huff, D. R., The 
3irmingham, Ala. 

Huggins, Miller, Miller- Huggins 
Co.. Anderson, Ind. 

Huches Frank W., Automatic 
Pencil Sharpener Div., Spengler- 
Loomis Mfg. Co., Chicago, III. 

Hunting, D. D., Metal Office Fur- 
niture Co., Grand Rapids, Mich. 

Huott, F. me Frank A. Weeks 
Manufacturing Co., New York, 


Re-Print Co., 


Visible Records 
Chicago. II] 
Jr., Clarke & 


Hutchings, Leroi, 
Fquipment Co., 
Hutchings, Sealey, 


Courts, Houston, Tex. 
Huxster, Howard L., W W 
Welch Co., Cincinnati, Ohio. 
Hyatt, Charles H., manufacturers’ 
representative, Van Nuys, Calif 
J 
Jackson, A. W., Diebold Safe & 
Lock Co., Canton, Ohio. 

Jacobs, Percy R., Connecticut Val 
ley Stationers Assn., Meriden, 
Conn. 

Jacobs, Samuel, Norma Multikolor, 
New York, N. Y. 

Jacquin, W. C., Jacquin & Co., 
Peoria, IIl. 

James, Gordon E.., American 
Crayon Co., Sandusky, Ohio. 

Jaques, W. Jaques & Com 


pany, New York, N. 

Jenkins, E. S., Stallings Jenkins 
Co., Tampa, Fla. 

Jerman, L. U., Hotchkiss 
Co., Norwalk, Conn 


Sales 


Jerue, S. F.. McClain & Hedman 
Co., St. Paul, Minn 

Joern. B. V., Eau Claire Book 
& Stationery Co., Eau Claire. 
Wisc. 

Johnson, Herbert G.. Kendrick 
Bellamy Stationery Co., Denver. 
Colo. 

Johnson, J. Alvin, Globe Furniture 
& Stationery Co., Chicago, III 
Johnson, J. Arthur, Art Metal 
Construction Co., Jamestown, 

N 


Johnstone. C. H.. Wallace Pencil 


Co., Chicago, IIl. 


Jonas, Richard A., Oxford Filing 
Supply Co., Brooklyn, N. Y. 

Jonas, R. A. Jr., Oxford Filing 
Supply Co., Brooklyn, N. Y 

Jones, Charles E., C. L. Barkley 
& Co., Chicago, IIL. 

Jones, Fred H.., Jr., Horder'’s, 


Inc., Chicago, IIl. 
Jordan, O. R., Mississippi Printing 
Co., Vicksburg, Miss. 
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OFFICE 


Josephson, B., Cooke & Cobb Co., 
Brooklyn, N. Y. 

Just, Eldon, Just & Co., 
Ill. 


Chicago, 


K 

Kahn, David Kahn, Inc., 
North Bergen, N. J. 

Kaufman, Carl L., Speed Products 
Co., Chicago, Til. 

Kautz, John, Kautz Stationery Co., 
Indianapolis, Ind. 

Keeling, E. A., Art Metal Con- 
struction Co., Jamestown, N. Y. 

Keenan, Lloyd, Index Sales Corp., 
Chicago, Ill. 

Keller, George F., Walton A. 
Keller Co., Cedar Rapids, Iowa. 

Kelly, William P., Office Equip- 
ment Co., Louisville, Ky. 

Kemske, R. R., Kemske Paper Co., 
New Ulm, Minn. 

Kendrick, C. R., Kendrick-Bellamy, 
Stationery Co., Denver, Colo. 
Kendrick, Hamilton, American Pen- 

cil Co., Chicago, IIl. 

Kennedy, Jack, Trussell Manufac- 
turing Co., Grafton, Mass. 

Kerin, A. J., Tower Crossman 
Corp., New York, N. Y. 

Kernaghan, Chas. S., L. E. Water- 
man Co., New York, N.Y. 

Kerns, J. J., Stationers Loose Leat 
Co., Miiwaukee, Wis. 

Kettering, F., Frederick Paper & 
Twine Co., Lima, Ohio. 

Keys, Earl F., Western Bank & 
Office Supply Co., Oklahoma 
City, Okla. 

Kiefer, Bob, High’s Office Supply 
Co., Medina, Ohio. 

Kiesel, K. H., The Carter's Ink 
o., Chicago, Ill. 

King, Arthur L., Ward's Station 
ers, Boston, Mass. 

King, Karl, Office Engineers, Inc., 
South Bend, Ind. 

Kirby, H. V., Kendrick-Bellamy 
Stationery Co., Denver, Colo. 
Kisling, J. W., Kisco Co., St. 

Louis, Mo. 

Kistler, Erle O., W. H. Kistler 
Stationery Co., Denver, Colo. 
Klebba, E. J., Klebba’s, Royal 

Oak, Mich. 
Knapp, S. B., Minnesota Mining 


Julius, 


& Manufacturing Co., St. Paul, 
Minn. 

Knochenhauer, Karl, Visible Rec- 
ords Equipment Co., Chicago, 
Ill. 

Koch, William, Koch Bros., Des 
Moines, Iowa. 

Kochheiser, E. R., Chas. F. Ritter 


o., Mansfield, Ohio. 


Koerner, L. T., Jasper Chair Co., 
Jasper, Ind. 

Kolb, John G., C. Howard Hunt 
Pen Co., Camden, N. 

Konerman, Walter A., Miami Sys- 
tems Corp., Cincinnati, Ohio. 


Kongsvik, Floyd, Curtis 1¢00, Inc., 
St. Paul, Minn. 

Kral, J. S., Buckeye Office Supply 
o., Cleveland, Ohio. 

Kretchmer, Otto, Peerless Key 
Imperial Co., Newark, N. J. 

Krieg, A. F., "Jasper Seating Co., 


Jasper, Ind. 

Krohne, A. H., American Pencil 
Co., Hoboken, N. J. 
Krumwiede, Elmer, G. J. Aigner 


Co., Chicago, Il. 
Kuch, E, J., Hotchkiss Sales Co., 
Norwalk. Conn. 


Kulp, Harry, Wilson-Jones Co., 
Chicago, Ill. 
Kyle, Roland, Mosler Safe Co., 
Cincinnati, Ohio. 
L 
Laeremans, R. H., Superior Type 


Co., San Francisco, Calif. 


Land, A. J., Jr., F. S. Webster 
Co., Cambridge. Mass. 

land, Carl, Columbia Ribbon & 
Carbon Mfg. Co., Glen Cove, 
ae 

I andes, J. D., Schooley Printing 
& Stationery Co., Kansas City, 
Mo. 

Larson, J. E., Art Metal Construc- 
tion Co., Jamestown, N. , 
latsch, R. D., Latsch Bros., Lin 

coln, Nebr. 

Laurence, Gordon, Allen Calcula 
tors, Inc., New York, N. Y. 
Law, C. H., Boorum & Pease Co., 

Chicago, III. 
Lawrence, B. T., Diebold Safe & 
Lock Co., Canton, Ohio. 
Layman, M. M., Dennison Manu 











NOVEMBER, 1941 193 






MORE and MORE DEALERS ARE CASHING IN ON 


KERR CHANGEPOINT 
FOUNTAIN PENS 


| ene | 


| 
THE BIG REASON: 4 complete Fountain 


Pen Department and only a fraction of 
“ the usual inventory. Consider these 
unique advantages: 













Filling Unit 





INTERCHANGEABLE PARTS 


The basic Kerr desk pen can be converted to a regular 
pocket pen by merely substituting the Barrel Cap and 
Clip Cap for the Taper Tip. Kerr Pens are in popular 
demand, the Changepoints are smooth-writing, easy to 
change, and there’s a wide selection of styles. 


STANDARDIZATION OF DESIGN 


Because there are no radical changes from year to year 
you don’t have to worry about out-moded stock. 


QUICK, PROFITABLE SERVICING 


No loss of good will—no bothersome shipment of pens 
back to factory. You make repairs by merely selling 
replacement parts out of stock. All Filling units, Feeds, 
and Changepoints are interchangeable and easily re- 
moved. 


Kerr CHANGEPOINT Fountain Pens have a remarkable record of 
performance. They are the outstanding fountain pen today in 
Banks and Business Houses—a really tough proving-ground. The 
fact that your customers are using them every day at these public 
writing desks makes a powerful sales story to add to the other 
unique Kerr features. 





Taper 
Tip 





Barrel 


Cap 











W. K. KERR PEN COMPANY 


TULSA - OKLAHOMA 


awe, 














Write for 


Prices and 





Discounts 
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EVERY DEMONSTRATION YOU MAKE 
WITH THE CARDINEER ROTARY FILE 


IS WORTH $36-50 TO YOU-- 


/W ACTUAL SMLES' / 


: 
sd 
> 
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OFFICE APPLIANCES 


Me 





You offer these 


Modern Business WANTS 5 BIG ADVANTAGES 


This Modern Diebold Business tool to your Customers with 
Placing active card records on a wheel offers so ue Cudlnteor 





many obvious advantages that the CARDINEER 
Rotary File almost sells itself! Experience proves 
that every complete demonstration you make of this 
remarkable DIEBOLD Business Tool is worth $36.50 
in actual sales volume. 


; minimum. 


Today, more than ever, business needs and wants Z 
this better, speedier Business Tool because ‘‘keeping 
the records” has become a major problem. When you 
sell the CARDINEER, you are selling more than a 
“file”. You are selling increased efficiency... 
lower cost per record ... more work in less time. 


wmhWwWN — 


of records 





The CARDINEER Rotary File is made in various 
sizes, each handling from 1500 to 6000 records. 
Models available for either electrical or manual opera- 
tion. Write us today for the complete profit-story. 


Copy OF sme New DIEBOLD Mat Service 
COPY OF THIS NEW 

Large, newspaper size folder illustrates complete ads and cuts available to help you sell 
more DIEBOLD Business Tools. Ads cover the following products: Cardineer, Reveldex 
File, Visible Files, Reference Panels, Safes, Chests and Vault Doors . . . a complete line 

of equipment to house and protect records and wealth. In addition, the DIEBOLD dealer 
program includes business-getting direct mail campaigns, salesmen's training assistance 
and complete factory cooperation. Write NOW for complete details. 


Reduces cost-per-record to the 


Increases output per operator 
Saves valuable space 


Permits quick division of work 


Provides instantaneous transfer 





RECORD SYSTEMS EQUIP- 


Y 
MENT, SAFES, MONE 
CHESTS, BANK VAULTS. 
EXPERT REPAIR SERVICE 
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facturing Co., Chicago, IIl. 
Leach, H. D., Geo. B. Graff Co., 
Cambridge, Mass. 

Lee, Verle W., G. J. Aigner Co., 
Chicago, III. 
Lengnick, cae 2 
ing & Lithographing Co., 

Rock, Ark 


Arkansas Print- 
Little 


Lennartson, Walter S., Office Ap- 
pliances, Chicago, III. 

Leonard, C. W., Leonard & Co., 
Detroit, Mich. 

Leonard, George D., Koh-I-Noor 
Pencil Co., Bloomsbury, | 

Leroux, Joseph, Franklin Print 


ing & Engraving Co., Toledo. 
Lessard, E., Lessard Printing & 
Stationery Co., St Louis, Mo. 
Levine, Maurice, Reliance Pencil 
Co., Mt. Vernon, N. Y. 
Levy, Irving M., Art Steel Co., 
Inc., New York, Y 


Lewis, M. J., Zephyr American 


Corp., New York, N. Y 
Lewis, R. P., R. P. Lewis Co., 
Flint, Mich. 
Linden, Hy, Ace Fastener Corp.. 


Chicago, Ill. 
Lindhorst, A. F., Gibson & Perin 
Co., Cincinnati. 
Link, Frank J., Art 
struction Co., Jamestown, 
Link, John, Lucas Bros., 
more, d. 
Linsky, Jack, Speed Products Co., 
Long Island City, N. Y 


Metal Con 
N. Y 
Balti 


Lipman, Chas. W., George B 
Graff Co., Cambridge, Mass 
Lipner, W. C., Koh-I-Noor Pencil 


Co., Chicago. III. 
Lipp, Gus. W. H. 
tionery Co., Denver, 
Litchfield, George Ri. 
o., Jasper, Ind. 


Kistler Sta- 
Colo. 
Jasper Chai 


Little, Edward L., Wabash Cabi 
net Co.. Wabash, Ind. 

Livingston, M. C.. Acme Visible 
Records. Inc., Chicago, Il. 

Lofgren, C. W., Sanford Ink Co., 
Chicago, III 

Longshore, W. R.. Acme Visible 


Records, Inc., Chicago, Il 


Lowe. C. Guy. Office Supply Co., 
Jackson. Miss 

Lowe, Willis, E. L. White & Co.. 
Fort Worth, Tex. 

Luckett, J. S., Luckett Loose 
Leaf, Toronto, Canada. 


Jack. Associated Station 
Chicago, Ill 


Lydiard, 
ers Supply Co., 


M 


Maas, Walter, 
Co., Chicago, II). 

MacDonald, D. F., 
tioners Association, Boston. 

MacDougall, D. A., Stationers 
Loose Leaf Co., Milwaukee, Wis. 

MacIntyre, E. T.. Defiance Sales 

z 


Rockwell-Barnes 


Roston Sta 


Corp., New York, N. : 
MacMorris, J. D.. C. Howard 
Hunt Pen Co., Camden. N. J. 
MacWilliams, J] A., Eberhard 
Faber Pencil Co., New York. 
N. Y. 
Madeiros, J. J. Eagle Pencil Co 
New York, iz 
Magers, H. oan New Mexico 


Office Supply, Santa Fe, N. 


Maish. R. A., Dennison Manufac 
turing Co., Framingham, Mass 

Malcolm, G. F., F. S. Webster 
Co., Cambridge. Mass. 

Mall, Tohn E., Demaree Station 
ery Co., Kansas City, Mo. 

Maneval, Ralph V.. A. W. Faber, 


Inc., Chicago, Il. 

Mann, M. F., Automatic Pencil 
Sharpener Div., Spengler-Loomis 
Manufacturing Co., Independ 


manufacturers’ rep 
resentative, Houston, Tex. 
Mannhardt, E. A., American Pen 


cil Co., New York, . 
Manning, E. R., Stein Bros. Co., 
Chicago, III. 
Margulis, Wallace, Brady-Margulis 
Company, = Paul, Minn. 
Mark, L. A. B. Dick Co., 


Chicago, Til 


Markelz, A. J., The Book Shop 


Joliet. Tl 
Marshall, John A., John A. Mai 
shall Co., Kansas City, Mo 
Martin, Clint. G. J]. Aigner Co 


Chicago, III. 

Martin, James K., Globe Furniture 
& Stationery Co., Chicago, III 

Mason, E. B.. Gregory Fount-O 
Ink Co., Chicago, IIl. 

Maxwell, J. W., Findlay Printing 
& Supply Co., Findlay, Ohio. 


May, Frank, J. May Co., New 
York, N. Y. 

McAllister, Donald, Geyer’s Sta 
tioner, New York, N. Y. 

McCain, W. E., Wilson-Jones Co., 
Memphis, Tenn. 

McCardell, J., Maryland Office 
Supply Co., Baltimore, 

McCarron, Ralph, Klipto Loose 
Leaf Co., Mason City, Iowa. 

McChesney, D. S., Hall & Mec 
Chesney, Syracuse, N. Y. 


McCullouch, W. L., Finch & Mc 
Cullouch, Aurora, III. 
McDaniel, L. H., manufacturers 
representative, Fort Worth, Tex. 
McDougal, Murray, Avery Ad- 
hesives, Los Angeles, Calif. 
McEvoy, G. L., Acco Products, 
Inc., Long Island City, N. Y. 
McGinty, B. Yawman and 


Erbe Manufacturing Co., Roches- 
ter, N. Y. 

McGowan, R. H., The Shaw- 
Walker Co., Muskegon, Mich. 
McKenzie, C. K., P. F. Volland 

o., Joliet, Ill. 
McLaughlin, Clete, Visible Records 


Equipment Co., Chicago, II. 
McNiff, William, The Shaw 
Walker Co., Muskegon, Mich. 
McPike, H. C., Weis Manufactur 
ing Co., Monroe, Mich 

Melind, Roy. Louis Melind Co, 
Chicago, III. 

Mendenhall, E. V., McMillan 
Book Co., Syracuse, N. Y. 

Merrill, F. J., George D. Barnard 
Stationery Co., St. Louis, Mo. 

Metz, E. M., Quality Park En- 
velope Co., St. Paul, Minn. 

Meyer, Joseph L., Standard Office 
Supply Co., Pittsburgh, Pa. 

Miller, P. R.. The Macey Co., 


Grand Rapids, Mich. 
Miller, Walter H., Otto Ulbrich 
Co., Buffalo, N. Y 


Miller, William A., General Pencil 
Co., Jersey City, N. J. 
Mills, F. T., Old Town 
a Mfg Co., 
iF 


Ribbon & 
Brooklyn. 


Mitchell E. J., manufacturers’ rep 
resentative, St. Louis, Mo. 

Mix, W. S.. Acme Visible Records. 
Inc., Chicago, Il. 

Modene, O. F., Marshall Jackson 
Co., Chicago, III 

Mohan, Phil., G. J 
Chicago, II. 

Mohrdieck, H. A.. Associated Sta- 
tioners Supply Co., Chicago, III. 

Montgomery, James. Higgins Ink 
Co., Inc., Brooklyn, N. Y. 

Moore. Don, Office Specialties Co., 
Fargo, N. D. 


Aigner Co., 


Moore, G. H., Pound & Moore 
Co., Charlotte, N. ; 
Moore, loe W.. Blaisdell Pencil 


Co., Philadelphia, Pa. 


Moore, R. C., Columbia Ribbon & 
Carbon Mfg. Co., Kansas City, 
Mo. 

Moore, T. A., Youngstown Office 
Supply Co., Youngstown, Ohio. 

Moosbrugger, C. O., Minnesota 


Mining & Manufacturing Co., 


St. Paul, Minn. 

Moreland, Roy S., Schooley Print- 
ing & Stationery Co., Kansas 
City, Mo. 


Associated Sta 
Chicago, Ill 


Morgan, H. S., 
tioners Supply Co., 


Morgan. R. I., Morgan & Barclay, 
San Francisco, Calif. 
Morley, J. K.. Office Equipment 


Co., Louisville, Ky. 
Morley. W., Rramwood Press, In- 
dianapolis, Ind 


Morris, L. G.. Eaton Paper Corp, 
Pittsfield, Mass 

Morris, T. O., Rite-Rite Manufac 
turing Co., Chicago, III. 

Morse, C. A., Cless Burras Sta 
tionery Co., Oak Park, Ill. 

Morton, Harry E., Indianapolis 
Office Supply Co., Indianapolis, 
Ind. 

Moulton, R. J., Victor Safe & 


Equipment Co., North Tona 


wanda, N. Y. 

Mueller, Charles P., Joseph Dixon 
Crucible Co., Chicago, IIl 

Mullens, L. M., Foster & Parkes 
Co., Nashville, Tenn 

Munroe. R. C, G. & C. Merriam 
Co., Springfield, Mass 

Murrett, Martin J.. Ryan & Wil 
liams, Inc., Buffalo, N. Y. 

Murrett, Peter, Ryan & Williams, 
Inc., Buffalo, N. Y 

Musser, J Eberhard Faber 
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For the DEFENSE 
of the U.S. A. 
and our INDUSTRY 


* * * 
we give your orders 


PRIQEITT 


* * 


* * 
RELY ON AMES 
for DEPENDABLE 
SPEEDY SERVICE 


Ames Supply Company 


564 W. Randolph St., Chicago 
37 Murray St., 583 Market St., 























New York oar yaa San Francisco 
1905 Commerce | princiPAL CITIES 11 Pryor St., 
St., Dallas Atlanta 

wee 





Standard Esterbrook RENEW POINTS 
Reduce Inventory to a Minimum 


No other fountain pen line permits complete 
coverage of every writing need with such a 
low inventory of units... or actual invest- 
ment. Esterbrook is a business pen — made 
for business use. 
THE ESTERBROOK PEN COMPANY 
86 Cooper Street, Camden, N. J. 


stertrvuk 


| FOUNTAIN PENS 
WORLD’S GREATEST PEN MAKERS SINCE 1858 














RR 











No Matter How You Look at It— It’s 
America’s Number 1 Fluorescent Value! 
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BRIGHT 


No. 1033 


LEATHER 
OFFICE FURNITURE 


$B:95 
less tube 


ILLINOIS 


GREEN STREET 


SOUTH 
AGO, 


CHI 


130 





Rich, luxurious comfortable and durable furniture 
—furniture which enables an executive to give 
his business quarters that final touch expressive 
of his own individuality. With it all, Bright num- 


bers are kept within the 
reach of the buyer's purse. 
They have the eye appeal 
that gets the sale. Check 
up on the extra profit op- 
portunities for dealers 
available in this quality 
line. 


In the Bright catalog you 
will find a variety of 
styles and designs to suit 
most of your trade. The 
prices will attract you as 
well as your customers. 


INCORPORATED 
127-133 BLEECKER STREET, NEW YORK CITY 
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designers and manufacturers of fluorescent lighting equipment 





BRIGHT CHAIR COMPANY 


G 


Pencil Co., Brooklyn, N. Y 


N 

Nash, Frank, Standard Office Sup- 
ply Co., Pittsburgh, Pa 

Neary, James E., Geyer’s Sta 
tioner, New York, N. Y 

Neggesmith, H. J., McDonald 
Products Co., Buffalo, N. Y 

Netzhammer, C. A., Northwestern 
Furniture Co, Milwaukee, Wisc. 

Nichols, E. A., Daniels Co., Mus- 
kegon, Mich. 

Nichols, F. R., Columbia Ribbon 
& Carbon Mfg. Co., Glen Cove, 
iM. ws 

Nichols, H. L., Weis Mfg. Co, 
Columbus, Ohio. 

Nichols, Walter P., Weis Manu 
facturing Co., Concord Mass. 
Nickel, W. J., Bankers Box Co., 

Chicago, Til. 

Niesen, William C., 
Co., Chicago, III 

Noble, H. A., Diebold Safe & 
Lock Co., Canton, Ohio 

Noel, J. T.. Carpenter Paper Co 
Oklahoma City, Okla. 

Nordstrom, A. J., Smead Manu 
facturing Co., Minneapolis, Minn 

Norman, S G., Hoosier Desk Co., 
Jasper, Ind. 

Norris, T. W Columbian Art 

Works, Milwaukee, Wisc. 


Wilson-Jones 


Ober, M. L., Stationers, Inc., In 
dianapolis, Ind. 

O'Connor, L. G., Office Equip 
ment Co., Louisville, Ky. 

Ohland, George C., Metal Office 
Furniture Co, Grand Rapids, 


Oliver. William G., Eaton Paper 
Corp., Pittsfield, Mass. 

Olson, E. J., Diebold Safe & Lock 
Co., Canton, Ohio. 

Olson, G. F., W. A. Sheaffer Pen 
Co., Fort Madison, Iowa 
Oom, J. C., Economy Office Sup- 
ply Co., — Rapids, Mich 
Opperman, R. R. P. Lewis 

Co., Freeland  ilich 

Orser, Allen L., Orser’s Printery, 
Owosso, Mich. 

Ortega, Gerald L., Blaisdell Pen 
cil Co., Philadelphia, Pa 

Ottinger. C. A., W. W. Welch 
Co., Cincinnati, Ohio 

Overbeck. Frank, Miami Systems 
Corp., Cincinnati, Ohio 

Overend, Bob, Eagle Pencil Co. 
New York, N. Y. 

2 

Paardekooper, G. W., Koch Bros., 
Des Moines, Iowa. 

Paddock, Tee, Wilson-Jones Co., 
Elizabeth. N. J. 

Palmer, Frank H., Eaton Paper 
Corp., Pittsfield, Mass. 

Palmer, Hart, Boorum & Pease 
Co., San Francisco, Calif. 

Parkin, Harry, Parkin Printing & 
Stationery Co., Little Rock, Ark 

Parrott, J. M., Matt Parrott & 
Sons Co., Waterloo, Iowa 

Parrott. R. W., Matt Parrott & 
Sons Co., Waterloo, Iowa 

Patrick. J] Howard, Patrick & 
Moise-Klinkner Co., San Fran 
cisco, Calif. 

Patterson, Alex, Alex Patterso: 
Co., Birmingham, Ala 

Patterson, W. H., Johnstown Of 
fice Supply Co., Johnstown 
Penna 

Patton, W. L., Esterbrook Pen 
Company, Camden, N. J 

Pearson, Monte, Adams Book & 
Art Shop, Rochester, Minn 

Pechman, O. W., Denver Station 
ery Co., Denver, Colo. 

Pembroke, A. B., Pembroke C°m 
pany, Salt Lake City, Utah 

Perdue. D. J., Klipto Loose I eaf 
Co., Mason City, Iowa. 

Petetin, Henri, Henri Petetin, Inc 
New Orleans, La. 

Pfarr, William A., Santa Fe Box 
& Stationery Co., Santa Fe, N 
M 

Pierce, Walter V.. Midland Sta 
tionery Co., Minneapolis, Minn 

Pigott, F. N., L. W. Holley & 
Sons Co., Des Moines, Iowa 

Pinney, D. R., Acme Visible Rex 
ords. Inc., Chicago, Il. 

Pitt, Fred, Wilson-Jones Co., Chi 
cago, Ill. 

Pohl, Col. A. W. J., L. E 
man Co., New York, N 

Popple, J. O., Zaiser’s, Inc., De 
Moines, Iowa. 

Potter, R. H., Autopoint Co., Ch 
cago, Ill. 


Water 
Y 





OFFICE APPLIANCES 


Powell, B. J., A. W. Faber, Inc., 
Chicago, Ill. 

Powell, W. E., The B. F. Good 
rich Co., Akron, Ohio. 

Praetorius, H. A., John P. Mor- 
ton & Co., Louisville, Ky. 

Price, Herman, Eagle Pencil Co., 
New York, N. Y. 

Pritchard, J. W., Pritchard Sta- 
tionery Co., Chicago, III. 

Pryor, Jim, Wilson-Jones Co., Chi 
cago, Ill. 

Pulskamp, B. C., F. Weber Com 
pany, St. Louis, Mo. 

Pydlek, John C., Blaisdell Pencil 
Co., Philadelphia, Pa. 


R 

Ramma, John J., Automatic Pencil 
Sharpener Div., Spengler-Loomis 
Mfg. Co., Chicago, Il. 

Ramsey, C. H., Ever Ready Cal- 
endar Manufacturing Co., Jersey 
City, N. J. 

Redeker, George C., Redeker & 
Dick, Inc., Cincinnati, Ohio. 

Regan, Charles M., Globe Publ sh 
ing Company, South St. Paul, 
Minn. 

Reinhardt, G. W., Finch & Mc- 
Cullouch, Aurora, III. 

Reinke, H. P.. Moore Push Pin 
Company, Philadelphia, Pa. 

Reynell, C. W., Oxford Filing 
Supply Co., Brooklyn, N. Y. 

Ridley, W. .. American Pad & 
Paper Co., Holyoke, Mass. 

Riley, Herb, Out West Printing 
& Stationery Co., Colorado 
Springs, Colo. 

Riley, T. C., Eberhard Faber Pen 
cil Co., Los Angeles, Calif. 

Rising, F. E., Jr., manufacturers’ 
representative, Los Angeles, 
Calif. 

Robbins, Larry, 
Chicago, III. 
Robbins, W. G., 
IF-quipment Co., 

N.C 


Eversharp, Inc.. 


Carolina Office 
Rocky Mount. 


Rockwell, H. P., Yawman and 
I:rbe Manufacturing Co., Roch 
ester, N. Y. 

Roddy, Joe, Mayton & Toddy Of 
fice Supply, Fort Worth, Tex. 
Rodenkirch, O. M., Fond Du Lac 
Office Stationery, Fond Du Lac, 

Wisc. 

Rogers, Carroll J., Midwest Natur- 
lite Co., Chicago, Il. 

Rogers. Wm. A., Victor Safe & 
Equipment Co., North Tona 
wanda, N. Y. 

Rohrs, Edward C., Eaton Paper 
Corp., Chicago, ill. 

Roland, C, Marshall Jackson Co., 
Chicago, III. 

Roos, A. J., Diebold Safe & Lock 
Co., Canton, Ohio. 

Rose, Leonard O., National Blank 
Book Co.. Chicago, Ill. 

Rosendorf, S., Jr., Southern Stamp 
& Stationery Co., Richmond, 


a. 

Roth, C. W., Roth Office Equip 
ment Co., Dayton, Ohio. 

Ruck, George, Columbia Steel 
Equipment Co., Philadelphia, Pa. 

Ruedy, Walter, S. G. Adams Co.., 
St. Louis, Mo. 

Rushmore, J. B., Reyburn Mfg 
Co., Philadelphia, Pa. 

Ryan, Frank M., Milwaukee Chair 
Co., Milwaukee, Wisc. 

Rybak, Ed Schiller & Schmidt, 
Chicago, II. 

S 

Sainberg, R. B., Sainberg & Co., 
Inc., New York, mw. ¥. 

Salsman, T. J., Rockwell-Barnes 
Co., Chicago, IIl. 

Samson, F. W., Moore Push Pin 
Co., Philadelphia, Pa. 

Sanders, Howard §S., Stationers & 
Publishers Board of Trade, New 
York, -. 

Sanford, Morris, Morris Sanford 
Co., Cedar Rapids, Iowa. 

Sargent, F. M., Heyer Corp., Chi 
cago, ; 

Saunders, W. J., W. J. Saunders 
& Co., Chicago, Il. 

Sauter, Robert, A. W. Faber, Inc., 
Newark, N. 
Schaefer, A. G.. 
Closing Inkstand Co., 

kee, Wis 

Schaefer, F. C., Sanford Ink Co., 
St. Paul, Minn 

Schiller, Al. Schiller & Schmidt, 
Chicago, III. 

Schmutzler. R. C., Reyburn Mfg 
Co., Philadelphia, Pa. 

Schneider, P. A., Dennison Manu 


Sengbusch Self 
Milwau 
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you 


at a 


9U WANT Profi 7 | : Uauety 


YOU WANT 


COLUMBIA 


Because it is the line which has 
proved itself worthy of confidence 
by its outstanding quality, wide 
variety, unfailing service, and its 
ability to meet competition with 
assurance of profits. 





IT’S THE DEALERS LINE 


Columbia Filing Cabinets, Wide Sections, Bank Equipment 
Apex Filing Cabinets, Half Sections, Steel Desk and Chairs 
Colonial Filing Cabinets, Short Line, Safes 
Atlas Filing Cabinets, Card Index, Custom Built Equipment 


a 


| 


COLUMBIA STEEL EQUIPMENT COMPANY 


LINCOLN-LIBERTY BUILDING PHILADELPHIA, PA. 
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Better merchandise plus prompt deliveries 
assure you of satisfied customers and 


worthwhile profits. 


Right now there is an increasing demand 


for good filing supplies. 


Rely on Quality Park for the finest in filing Pockets and Jackets. 


SPECIFY Keabteonoid AND 


CHECK YOUR STOCK TODAY! 
Sold thru Dealers only 


















































ve taxa 
oy ae pa Pi 
FILE POCKETS FILE JACKETS 
MADE IN LETTER AND LEGAL SIZES MADE IN LETTER AND LEGAL SIZES 
with 154”, 3'2” and 5',” expansion. Have with 1”, 112” and 2” expanding gussets. 
foildover gusset tops with double fronts and Reinforced tabs insure greater wear 


backs, glue welded throughout. 





QUALITY PARK ENVELOPE CO. 


General Office & Factory Chicago Office and 
Quality Park Warehouse 
St. Paul, Minnesota 11-116 Merchandise Mart 
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facturing Co., Framingham, 
Mass. 

Schooley, Arthur, Schooley Print 
ing & Stationery Co., Kansas 
City, Mo. 

Schreiber, N. F., Messenger Print 
ing Co., Fort Dodge, lowa. 

Schubert, C. J., Jr., C. L. Barkley 
& Co., Los Angeles, Calif. 

Schubert, Lawrence, The Globe 
Wernicke Co., Fort Wayne, Ind. 

Schulhof, William, The Office 
Magazine, New York, N. Y. 

Schumacher, Ray V., National 
Blank Book Co., Columbus, 
Ohio. 

Schutz, Carl M., Eagle Pencil Co., 
New York, N. Y. 

Seigenthaler, J., Wilson-Jones Co., 
Chicago, IIl. 

Sengbusch, G. J., Sengbusch Self 
Closing Inkstand Co., Milwau 
kee, Wisc. 

Sengbusch, Heinie, Sengbusch Self- 
Closing Inkstand Co., Milwau 
kee, Wisc. 

Seybt, W. A., Jr., W. A. Seybt 
& Co., Greenville, S. C. 

Sharpe, Don, Reyburn Mfg. Co., 
Philadelphia, Pa. 

Sheaffer, Craig, W. A. Sheaffer 
Pen Co., Ft. Madison, Iowa. 
Shields, W. Malcolm, Ever Ready 
Calendar Manufacturing Co., Jer- 

sey City, N. J. 

Shipley, Art, Office Specialties Co., 
Fargo, N. D. 

Shockley, I. W., Saml. Dodsworth 
Stationery Co., Kansas City, Mo. 

Short, Harry L., Columbian Art 
Works, Milwaukee, Wis. 


Shumacher, George, Siekert & 
Baum Stationery Co., Milwau 
kee, Wis. 

Sime, Herbert L., Office Ap 


pliances, Chicago, III. 

Simpson, Jim, National Fiberstok 
Envelope Co., Philadelphia, Pa. 

Sinisgalli, C. V., R. P. Andrews 
Paper Co., Washington, D. C. 

Skagseth, Arne, Skagseth Station- 
ery Co., Miami, Fla. 

Skibbe, A. R., Associated Station- 
ers Supply Co., Chicago, III. 
Slye, Robert, Tribune Printing & 
Supply Co., Great Falls, Mont. 
Small, W. M., Johnson Chair Co., 

Chicago, Ill. 

Smart, Fred R., Stationers Guild 
of Canada, Toronto, Canada. 
Smith, Amory, Avery Adhesives, 

Los Angeles, Calif. 

Smith, Bill, Ace Fastener Corp., 
Chicago, III. 

Smith, Carl, Columbus Blank Book 
Manufacturing Co., Columbus, 
Ohio. 

Smith, J. Wilbur, Columbia Ribbon 
& Carbon Co., Glen Cove, N. Y. 

Smith, W. E., Acme Visible Rec- 
ords, Inc., Chicago, III. 

Smythe, John M., Geyer’s Sta- 
tioner, Chicago, III. 

Solem, . R., Koch Bros., Des 
Moines, Iowa. 

Somerville, W. F., Dennison Mfg. 
Co., Chicago, Ill. 

Sommers, Joseph B., William B. 
Burford Printing Co., Indiana 
polis, Ind. 

Sorenson, F. S., Bankers Box Co., 
Chicago, II. 

Southworth, Edward, Southworth 
Co., West Springfield, Mass. 
Sprott, J. S., The Globe-Wernicke 

Company, Cincinnati, Ohio. 

Stafford, W., S. S. Stafford, Inc., 
New York, N. Y. 

Starck, J. W., Boorum & Pease 
Co., Chicago, IIl. 

Stark, Wally, Stationers Loose 
Leaf Company, Milwaukee, Wis. 

Stedman, Sim R., Koch Bros., Des 
Moines, Iowa. 

Steele, Otis C., Joseph 
Crucible Co., Cedar 
Iowa. 

Stein, Leo, Stein Bros. Mfg. Co., 
Chicago, III. 

Steinbeck, E. W., Erie W. Stein 
beck & Associates, Chicago, III. 

Steitz, Alfred, Field Stationery 
Co., Tulsa, Okla 

Stephens, H. W., Rockwell-Barnes 
Co., Chicago, II. 


Stevens, George O, Stevens, Ma- 
loney & Co., Chicago, III. 

Stewart, Philip. Sun Rubber Co., 
Barberton, Ohio. 

Stewart, W. Neill, Stewart Office 
Supply Co., Dallas, Tex. 

Stockett, W. E., Jr., Stockett 
Fiske Co., Washington, D. C. 

Stoner, C. J., C. Howard Hunt 


Dixon 
Rapids, 


Pen Co., Camden, N. J. 

Storey, Charles, Storey-Kenworthy 
Co., Des Moines, Iowa. 

Strafford, R. C. III, manufactu 
rers’ representative, Upper Dar- 
by, Pa. 

Strang, B. A., Gregory Fount-O 
Ink Co., Teaneck, N. J. 

Strassle, E. C., Fulton Specialty 
Co., Elizabeth, N. J. 

Strauss, N., Chico Book & Sta 
tionery Co., Chico, Calif, 

Strauss, M. L., Eversharp, Inc., 
Chicago, III. 

Stringe, A. R., Commercial Furni- 
ture Co., Chicago, III. 

Sturdevant, Harry A., Ace Fasten- 
er Corp., Chicago, II. 

Sturm, Ferd N., Missourian Print 
ing & Stationery Co., Cape Gir- 
ardeau, Mo. 

Summers, John B., Victor Safe & 
Equipment Co., North Tona- 
wanda, N. Y. 

Swanson, E, M., Bainbridge, Kimp- 
ton & Haupt, Inc., New York, 
eS 

Swisher, Jim, Bartlesville Station- 
ery Co., Bartlesville, Okla. 

Sylvester, Harry, Sylvester & Niel- 
sen Co., Appleton, Wis. 


cy 


Talmage, J. H., Visible Records 
Equipment Co., Chicago, III. 
Tamany, J. W., Boorum & Pease 

Co., Brooklyn, N. Y. 

Tavernier, L. H., Fulton Specialty 
Co., Elizabeth, N. J. 

Tayi, A. 5, &. C. Toot &-Ca, 
Memphis, Tenn. 

Tehan, Harry, Higgins Ink Co., 
Inc., Brooklyn, N. Y. 

Ten Hoor, Henry, Office Supplies, 
Inc., Muskegon, Mich. 

Tetlinski, Louis A., George H. 
Gieger Co., Leavenworth, Kan. 

Thom, Charles, Gregory, Mayer & 
Thom Co., Detroit, Mich. 

Thomas, P. L., Geiger Printing 
Co., Hattiesburg. Mass. 

Thompson, M., The Shaw-Walker 
Co., Muskegon, Mich. 

Thompson, Russ, Decker’s, Inc., 
Anderson, Ind. 

Thomson, C. S., Standard Furni 
ture Co., Herkimer, . wi 

Thorn, G. S., Paul Anderson Co., 
San Antonio, Tex. 

Thorpe, H. S., Hall & McChesney, 
Inc., Syracuse, N. Y. 

Tope, Ronald E., Tope Book & 
Office Supply Co., New Phila- 
delphia, Ohio. 

Towne, R. P., National Blank 
Book Co., Holyoke, Mass. 

Tracht, Fred, University of Chi 
cago Bookstore, Chicago, III. 

Trahan, Gus, General Office Sup 
ply Co., LaFayette, La. 

Tucker, W. E., Hall Bros., Kan- 
sas City, Mo. 

Tynan, George R., F. S. Webster 
Co., Cambridge, Mass. 


U 


Uden, John, Boorum & Pease Co., 
Chicago, 

Urmston, C. = S. Staedtler, 
Inc., New York, N. Y. 

Urmston, R. J., J. S. Staedtler. 
Inc., New York, N. Y 


Vv 


Vail, R. B., Vail Mfg. Co., Chi 
cago, Ill. 

Vanderford, Ban H., A. R. Taylor 
Co., Memphis, Tenn. 

Van Dorn, H. B., Jr., Joseph 
Dixon Crucible Co., Maplewood, 
i. 3. 

Van Horne, A. C., Eberhard Faber 
Pencil Co., New York, N. Y. 
Van Riemsdyck, D. Joseph, G. 
Kolff & Co., Batavia, Java, N. 

E. I 

Vaught, Max, Gunn Furniture Co. 
Grand Rapids, Mich. 

Venet, R. P., Reyburn Mfg. Com- 
pany, Philadelphia, Pa. 

Vevier, E. C., Loose Leaf Metals 
Co.. St. Louis, Mo. 

Vinton, George E., The Macey 
Co., Chicago, Ill 

Vojta, R. J.. Frank Mashek & Co., 


Chicago, III. 

Volzer, Paul, Baers, Inc., Canton, 
Ohio. 

Von Ritter, F. M., Stationers 


Loose Leaf Co.. Milwaukee, Wis. 
Vose, W. H., St. Paul Book & 
Stationery Co., St. Paul, Minn. 
Ww 
Wachtler, John, Omaha Printing 

Co., Omaha, Nebr 
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Convenience and Comfort 


are essential to today’s program for maximum pro- 
duction. Both are amply provided in 


Facility 
POSTURE 
SEATING 


Designed scientifi- 
cally, Facility 
chairs meet per- 
fectly the require- 
ments of modern 
business. By fur- 
nishing restful 
posture to the 
worker they help 
produce a_ better 
day’s output than 
is possible through 
the use of old 
style seating equip- 
ment. Important 
Facility features to 
consider are quali- 
ty of construction, 
correct designs 
that are attractive 
and adjustments 
that are simple and 
positive. 





Complete information to 
established dealers upon 
request. 


FRITZ-CROSS COMPANY 


304 E. 4th Street St. Paul 











FRAME GLASS 
DESK PADS! 








Here is your new source of supply for the ever popular FRAME 
Glass Desk Pad that has been made for years. 


This pad has rigid outer frame to hold glass. 


Available in two sizes: 


Frame size 2134 x 3534” 
Glass size 20 x 34” 


Frame size 1934 x 2534” 
Glass size 18 x 24” 


Send for circular describing this complete line now! 


FOX 


GEO. E. & CO. 


Office Specialty Manufacturers Since 1911 
412-420 ORLEANS ST., CHICAGO, ILL. 
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AMERICAN SPEED SET 


American SPEED SET Model 43 on Special 
Platform for Bank Numbers. 


Write for special SPEED SET 
folder describing all models. 


AMERICAN NUMBERING MACHINE CO. 


ATLANTIC AND SHEPHERD AVES., BROOKLYN, N. Y. 
BRANCH — 105 WEST MADISON STREET, CHICAGO, ILL 











THE IDEAL WAY 
TO EXTRA PROFITS 


Business machine users know what Ideal Stands mean 
to them. Compact, safe, rigid and portable—lIdeal 
Stands go hand in hand with time-saving and labor- 
saving business machines. By stocking and pushing 
Ideal Stands now, these extra profits are yours. 





Ideal Stands improve 
machine performance. 
They do the job right 
and save space safely. 
23-A (illustrated) is 
best-selling Ideal 
Stand. Once used, it 
becomes standard. 
Note the distinctive 
Ideal raising and low- 
ering device. 











Many other types 
available. Write to- 









We sell 






through day for NEW Price 
dealers List 7, catalog 840 
only and dealer discounts. 





SHERMAN-MANSON MFG. CO. 
625 South Kolmar Ave., Chicago 


Pacific Coast Representative: C. J. Schubert, Jr., 339 E. Third St., Los Angeles 








Waddy, Woodson P., Everett Wad- 
dey Co., Richmond, Va. 

Wadsworth, Sin American Pencil 
Co., Hoboken, N. 

Wagner, John A., Lucas Bros., 
Baltimore, Md. 

Walcott, H. Seymour, Domore 
Chair Co., Elkhart, Ind. 

Walker, A. J., Farnham Stationery 
& School Supply Co., Minne- 
apolis, Minn. 

Wallace, James A., Jasper Office 
Furniture Co., Jasper, Ind. 

Walsh, H. J., Ace Fastener Corp., 
Chicago, Ill. 

Walsh, T. C., Quality Park En 
velope Co., St. Paul, Minn. 
Walther, W. A., Waithers Print 

Shop, North Platte, Nebr. 

Waltz, Rowland A., John W. Gra- 
ham Co., Spokane, Wash. 

Warkentin, Ted R., Southwestern 
Stationery Co., Lawton, Okla. 

Warner, D. T., Gregg Publishing 
Co., New York, N. Y. 

Warner, Robert, Hall Bros., Kan 
Sas City, Mo. 

Warnock, Ham, The Globe-Wer 
nicke Co., Chicago, III. 

Waterman, F. D. Jr., L. E. Wa- 
terman Co., New York, N. Y. 

Waters, E. T., Waters & Waters, 
St. Louis, Mo. 

Waymire, R. M., Hoosier Supplies, 
Spencer, Ind. 

Weber, Bill, Ace Fastener Corp., 
Chicago, III. 

Weber, E. G., F. Weber Co., 
Philadelphia, Pa. 

Weber, Edward G., H. M. Clark 
Office Supply Co., Saga Ariz. 

Weingaertner, M. T., Egyptian 
Stationery Co., Belleville, fii 

Weis, Erwin T., Weis Mfg. Co., 
Monroe, Mich. 

Welch, W. W., Sr., W. W. Welch 
Co., Cincinnati, Ohio. 

Welch, W. W., Jr.. W. W. Welch 
Co., Cincinnati, Ohio. 

Wells, Roy, Postindex Division, 
Art Metal Construction Co., 
Jamestown, N. Y. 

Wenner, Frank W., Matt Parrott 
& Sons, Waterloo, Iowa. 

Wernli, Walter, The Clegg Co., 
San Antonio, Tex. 

Whalen, J. J., American Pad & 
Paper Co., Holyoke, Mass. 

White, J. L., The White Co., 
Columbus, Ga. 

White, Ritchie M., The White Co., 
Columbus, Ga. 

Whiting, William W., Journal 
Chronicle Co., Owatonna, Minn. 

Whitman, H. T., Whitman’s Office 
Supply, Fargo, N. D. 

Wilcox, Leonard B., Roberts Prtg 
& Stationery Co., Hutchinson, 
Kan. 





OFFICE APPLIANCES 


Wiley, B. G., All-Steel-Equip Co., 
Aurora, II, 

Wiley, Marshall, General Pencil 
Co,, Jersey City, N. J. 

Wilkerson, Oscar Jr., Security 
Steel Equipment Co., Avenel, 


Wilkerson, R. E., Wilkerson-Mar 
tin Co., Jacksonville, Fla. 

Williams, A. W., Stationers Guild 
of America, Philadelphia, Pa. 

Williams, R. B., Yawman and 
Erbe Manufacturing Co,, Roches- 
he Pt 

Williams, Clayton L., Ryan & 
Williams, Inc., Buffalo, N. Y. 

Wilson, I. H., Old Town Ribbon 
& Carbon Co., Brooklyn, : 

Wingert, L. P., General Pencil 
Company and Defiance Sales 
Corp., Jersey City, N. J. 

Winston, J. Bond, George G. Fet- 
ter Co., Louisville, Ky. 

Wintrich, W. E., Acco Products, 
Inc., Long Island City, N. Y. 

Wirtshafter, W. N., Wirtshafter’s, 
Inc., Cleveland, Ohio. 

Wittgen, L. H., Smith & Butter- 
field Co., Evansville, Ind. 

Wolcott, George H., Wilson-Jones 
Co., Chicago, Il. 

Wolf, Fred J., Felton & Wolf Co., 
Lincoln, Nebr. 

Wolf, M. E., Utility Supply Co., 
Chicago, IIl. 

Wonders, S. D., The Carter’s Ink 
Co., Cambridge, Mass. 
Wood, R. N., Esterbrook Steel 
Pen Mfg. Co., Camden, N. 
Woodruff, Stan, Weis Manufactur- 
ing Co., Monroe, Mich. 

Wray, George B., Jasper Office 
Furniture Co., New York, N. Y. 

Wren, J. .. House of Wren, 
Oklahoma City, Okla. 

Wright, G. B. Parker Pen Co., 
Janesville, Wis. 

Wright, T. H., Rite-Rite Manu- 
facturing Co., Chicago, IIl. 

Wyrick, S. T., S. T. Wyrick & 
Co., Greensboro, N. C. 


4 


Yager, Harry, David Kahn, Inc., 
North Bergen, N. J. 

Yates, Stanley, Macauley’s Station 
ery Co., Detroit, Mich. 

Yocum, Paul H.. Geyer’s Stationer, 
New York, N. Y. 

Yokley, John Jr., Yokley & Cook, 
Nashville, Tenn. 


Z 


Zeisler, Dick, Boorum & Pease 
Co., Portland, Ore. 


REGISTRATION—LADIES 


A 
Abrams, Mrs. A. B., New York, 
N. Y 


Aigner, Mrs. Al, Chicago, Ill 
Aigner, Mrs. G. J., Chicago, IIl 
Allen, Mrs. Ivan, Atlanta, Ga. 
Allen, Mrs. W. B., Jersey City, 


N. J. 
Ashley, Lillian M., Bridgeton, N. J. 
B 


Balaban, Mrs. Nate Detroit, Mich 
Balch, Mrs. Harry, Chicago, IIl 
Paney, Mrs. Jack, Pratt, a. 

Barkley, Mrs. P. H., Chicago, IIl. 
Barr, Mrs. E. R., Emporia, Kan. 
Bates, Mrs. E. E., St. Paul, Minn. 
Baugher, Mrs. A. H., Chicago, IIl 
Baxter, Mrs. R. H., New York, 


3oswell, Mrs. R. Y., Roanoke, Va. 
3oyer, Mrs. K. L., Toledo, Ohio. 
Bradley, Mrs. E. J., Des Plaines, 


Brass, Mrs. W. B., Indianapolis, 
Ind 

Bristoll, Mrs. B. J., Des Moines, 
lowa 

Brown, Mrs. Don, Lincoln, Nebr 

Brown, Mrs. L. Brooklyn, 
N. Y. 

Burbank, Mrs. Ruth, Chicago, IIl. 

Burnett, Mrs. R. C., Indianapolis, 
Ind 

Burns, Mrs. Tom, Mansfield, Ohio 

Burrows, Mrs. Roswell, Detroit, 
Mich 


Cc 
Cain, Mrs. B., Wabash, Ind. 
Cannon, Mrs. W. F., Davenport, 


Iowa. 


Carithers, Mrs. H. G., Atlanta, Ga 

Carpenter, Mrs. R. P., Chicago, 
Ill. 

Castle, Mrs. Karl E., Chicago, III. 

Caswell, Mrs. F. H., Cambridge, 
Mass. 

Clegg, Mrs. William, San Antonio 


ex. 
Cody, Mrs. C. F., Dubuque, Iowa. 
Coggin, Mrs. Fred L., Oak Park, 
Ill 


Consodine, Mrs. Dan J., Irvington, 
N 


Cooper, Mrs. F. S., Chicago, Ill. 
Cooper, Mrs. R. D., Jamestown, 


N. Y. 

Cormack, Mrs. George, Chicago, 
Ill. 

Cornish, Mrs. I. R., Rochester, 
ee 


Cox, Mrs. Henry, Newark, N. J 

Cox, Mrs. W. H., Chicago, III. 

Crenshaw, Miss V. T., Atlanta. 
a. 


D 


Davis, Mrs. George P., Indianap 
olis, Ind. 

Davis, Mrs. Ralph, Plainfield, N. J. 

Dear, Mrs. Howard, Jackson, Miss 

Deli, Mrs. F. C., Chicago, Ill. 

Dell, Mrs. Garry E., Chicago, III 

Demaree, Mrs. C. S., Kansas City, 

oO. 

Dillon, Mrs. Matt, Chicago, Ill. 

Dowd, Mildred A., Buxton, Inc., 
Springfield, Mass. 

Downs, Mrs, Fred, Tulsa, Okla. 

Dressel, Mrs. H. E., Chicago, II! 

Dunnett, Mrs. G. C., Rockford, Ill 


E 


Emery, Mrs. Lynn B,, Detroit, 
Mich. 
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TACK THIS TO YOUR OFFICE WALL, 
AND PROFIT By IT! 


Medeition that makes multip : | 
~ fortable operation, promotes high daly pre lu 
board is gently sloped, not “stepped-up “— the’. 
keys are scientifically spaced to fit the average 
hand, scientifically shaped to fit the fingertips 





I 
[ 
| 
| 
[ 
| 
x I 
| 
| 
| 
| 
[ 
et 


Portable Adding Machitne Division 


REMINGTON RAND INC. 
DESK 1041 BUFFALO, NEW YORK 


and prevent broken nails, scientifically engineered 
to operate with a lighter, more responsive touch. 
The long cipher bar is within easy reach of any 
finger. DEMONSTRATE the keyboard — It’s 
a sure way to sales! ; Re 


Please send full details of your Dealership Agreement. 


NAME 


! 

J 

| 

| 

| 

| 

| 

| 
il 
| 





Same) Bee mee else Pcie) me leh Me) «STREET AND NO. 
FILL nin SAP AND —— COUPON Lhd mM CITY ___ STATE eas 
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OFFICE APPLIANCES 


Take the Pressure Off Your “Back 


and put it in your work — use 


MURPHY 
POSTURE CHAIRS 


“Built to take it’’ 


Made of Genuine American Pecan. Solid Comfort 
for the 200 lb. man. 
A Lot of Chair — For Little Money 
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Large Seat—Size 21'/2x19 inches. Adjustable 18 
to 21! inches. Equipped with famous MURPH- 
EASE six spring construction with Si-Latex 
padding. 

Form Fitting Back—Adjustable from 1814 to 
20'% inches, plus adjustable tension. 








Fully Guaranteed by 


MURPHY CHAIR COMPANY, inc. 


OWENSBORO - KENTUCKY 





















PEERLESS STEEL EOU IPMENT COMPANY 


UNRUH & HASBROOK STS., PHILADELPHIA, PA. 











NOVEMBER, 1941 


Everly, Mrs. Charles H., Chi- 


cago, IIl, 
F 


Fellowes, Mrs. Folger, Chicago, 
Ill. 


Fellowes, Mrs. H. L., Chicago, II. 
Fernyak, Mrs. C. S., Mansfield, 
Ohio. 

Fox, Mrs. Miles, Detroit, Mich. 
French, Mrs. M., San Francisco, 
Calif. 
Friedland, Mrs. Allen, St. 

Minn. 


Paul, 


G 


Gallup, Mrs. F. E., Kansas City, 
Mo. 


Miss Marguerite, Spring- 


Clifton, Jamestown, 


Sa 
Geyer, Mrs. Andrew, New York, 
N. Y 


Gilbert, Mrs. John A., Chicago, III 

Gill, Czroline E., Trenton, N. 

D rothy, H. H. West Co., 

Milwi ikee, Wis. 

i May S., Godwin Station- 
ery C ., Birmingham, Ala. 

Goodha: 1, Mrs. L. C., Chicago, 
Ill 


. S., Chicago, IIl. 
rs. R. S., St. Louis, 


Gram, hrs. 
Greathot se, 


oO. 
Gregory, M. A., Gregory Fount- 

O-Ink Co., Los Angeles, Calif. 
Grieve, Mrs. R. P., San Antonio, 


Tex. 
Guy, Mrs. W. C., Little Rock, 
Ark. 


H 
Hale, Mrs, 


Ind. 
Hamm, Mrs. L. W., Fargo, N. D 


Henry M., Lafayette, 


Hammond, Mrs. R. L., Holyoke, 
Mass. 

Hanson, Mrs. John D., New Or- 
leans, La. 


Hanson, Mrs. V. A., Sioux Falls, 

Healy, Mrs. Dick, Santa Fe, N. M 

Henderson, Mrs. P. L., James- 
town, N. Y. 


Herrmann, Mrs. George, Chicago, 
Ill. 

Heusner, Mrs. A. M., Omaha, 
Nebr. 

Heymann, Mrs. Harry, New York, 
NM. as 

Hoge, Mrs. William, Youngstown, 
Ohio. 

Hooper, Mrs. Edgar R., Chicago, 
ll. 

Horder, Mrs. E. Y., Chicago, Ill 

Horder, Mrs. H. G., Chicago, Il 

Hucke, Mrs. Charles, Atlanta, Ga 

Hudson, Mrs. L. W., Muskogee, 
Okla. 

Howell, Mrs. C. H., Chattanooga 
Tenn, 

J 

Jerue, Mrs. S. F., St. Paul, Minn. 

Johnson, Mrs. J. Arthur, James- 
town, N. Y 


Just, Mrs. Eldon, Chicago, Ill. 


K 
Kaufman, Mrs. Carl C., Chicago, 
Ill. 
Keeling, Mrs. E. A., Jamestown, 
a 
Klebba, Mrs. Edward J., Royal 
Oak. Mich. 


Kral, Mrs. J. S., Cleveland, Ohio. 


Krumwiede, Mrs. E. E., Chicago, 
Ill. 
L 
Landes, Mrs. Joseph D., Kansas 
City, Mo. 


Latsch, Mrs. R. D., Lincoln, Nebr. 


Lennartson, Mrs. Walter S., Chi- 
cago, Ill. 
Lessard, Mrs. E. E., St. Louis, 


Mo. 
Linden, Mrs. Hy, Chicago, III. 
Link, Mrs. Frank J., Jamestown 
 %. 
Lipner, Mrs. W. C., Chicago, II 
Lowe, Mrs. C. Guy, Jackson, Miss 


Lowe, Mrs. Willis, Fort Worth. 

Tex. 

Lydiard, Mrs. Jack, Chicago, IIl 
M 

MacDougall, Mrs. D. A., Kansas 


City, Mo. 


MacIntyre, Mrs. E. T., New York, 
a 2 

Madeiros, Mrs. J., 

Magers, Mrs. H. B., 
N 


eo 
Malatesta, Miss C. F., Chicago, 
Ill. 


New York, 


Santa Fe, 


Maneval, Mrs. R. V., Chicago, Ill. 

Mann, Mrs. M. F., Independence, 
Mo. 

Mann, Mrs. O. D., Houston, Tex. 

Mashek, Mrs. Frank, Chicago, IIl. 

McCardell, Mrs. J. N., Baltimore, 
Md 


Mitchell, Mrs. E. J., St. Louis, 
Mo 


Morgan, Mrs. D., San Francisco, 
Calif. 

Morgan, Mrs. H. S., Minneapolis, 
Minn. 

Mulliken, Mrs. E., Fritz Cross 


Co., St. Paul, Minn. 


N 
Neary, Mrs. James E., New York, 
N. Y 


Nichols, Mrs. Harry, Columbus, 
Ohio. 
Nickel, 


Mrs. W. J., Chicago, II. 


oO 


O'Callaghan, Miss Cecelia, H. B. 
Arnold Co., Saginaw, Mich. 
Overend, Mrs. R. B., New York, 

my Ye 


P 
Parrott, Mrs. R. W., Des Moines, 
Iowa. 
Pechman, Mrs. O. W., Denver, 
Colo. 
Pembroke, Mrs. Adrian B., Salt 


Lake City, Utah. 


Perdue, Mrs. D. J., Mason City, 


Iowa. 

Petetin, Mrs. Henri, New Orleans, 
La. 

Pinney, Mrs. D. R., Chicago, III. 


Pitt, Mrs. Fred, Chicago, Ill. 

Potter, Mrs. R. H., Chicago, III. 
Powell, Mrs. B. J., Chicago, III. 
Pritchard, Mrs. J. W., Chicago, Ill 


R 
Redeker, Mrs. George C., Cincin- 
nati, Ohio. 
Reinke, Mrs. H. P., Philadelphia, 
Pa, 
Riley, Evelyn Bush, Colorado 


Springs, Colo. 

Rockwell, Mrs. H. P., Rochester, 
s - 

Roos, Mrs. A. J., 


Canton, Ohio. 


Rose, Mrs. L., Chicago, IIl. 

Roth, Mrs. C. W., Dayton, Ohio. 

Ryan, Mrs. Frank, Chicago, III. 

S 

Sauter, Mrs. Robert, Newark, N. J. 

Schockley, Mrs. I. W., Kansas 
City, Mo. 

Schumacher, Mrs. George, Milwau- 
kee, Wis. 

Schumacher, Mrs. Ray, Columbus, 

io. 


Seigenthaler, Mrs. J., Chicago, III. 
Seymour, Mrs. F. P., Chicago, Il. 
Short, Mrs. Harry L., Chicago, IIl. 
Simpson, Mrs. J. H., Philadelphia, 
Penna. 

Skagseth, Mrs. A.. Miami, Fla. 

Skibbe, Mrs. A. R., Chicago, IIL. 
5 Mrs. Robert, Great Falls, 


Snelling, Mrs. Walter, Chicago, III. 
Stewart, Mrs. W. N., Dallas, Tex. 


Strafford, Mrs. R. C., III, Upper 
Darby, Pa. 
Sullivan, Mae, Sullivan's Office 
Supply, Taunton, Mass. 
Sylvester, Maree, Appleton, Wis. 
Sylvester, Mrs. Harry, Appleton, 
is. 
= 
Tamany, Mrs. J. W., Brooklyn, 


s 
Towne, Mrs. Richard P., Holyoke, 
Mass. 
Vv 
Van Dorn, Mrs. H. B., Maple- 
wood, N. I 3 
Van Horne, Mrs. A. C., Chicago, 
Ill. 
Volzer, 
Ohio 


Mrs. Paul W., Canton, 
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10 E. 34th St., New York 





me Order NOW and 
Avoid CHRISTMAS 


For Ideal Gifts— 
“NATIONAL” Line 


A Must for a sure-fire, profitable Christmas turn- 
over, National Brief Cases, Zipper Envelopes 
and Ring Binders provide the dealer with the 
most recent designs in all leathers—the up-to- 
the-minute style and quality required for at- 
tractive display and rapid sales. To assure 
safe delivery for the holiday trade order the 
popular, fast-moving “National” Line now. 


NATIONAL BRIEF CASE MFG. CO. 


512 S. Peoria St., Chicago 


Back-orders! 


Stock the 





1709 W. 8th St., Los Angeles 























Superkote 
Carbon ea 


\ 








Weocants 





Let us show you. 


Factory 





Many Dealers have put their ribbon and carbon departments on 
a basis of better profit and superior service with 


Codo- MANUFACTURING CORP. 


509 South Franklin St., Chicago 
270 Lafayette St., New York 


Carbon Papers & 
Typewriter Ribbons 


Topflight businessmen and wo- 
men like Codo Carbons and Rib- 
bons because the written results 
are consistently clear, sharp and 
lasting. Super-Kote, Keen-Rite, 
Typocraft and Stenocopy serve 
practically every business typing 
requirement. Most of them are 
in four weights and four finishes. 


Codo Hectograph Carbon 
is available in two types, 
for spirit and for gelatine 
roll duplicators. We have 
prices and samples of roll 
carbon, one time carbon, 
carbonized newsprint, etc. 
for your sales promotion. 


Codo Super-Fiber Ribbon 
tops a popular line, vari- 
ous grades outstanding 
for production, economy 
and bright color through- 
out long service. 


odo Brands. 


Coraopolis, Pa. 
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The Pencil Sharpener 
that knows when to 


BOSTON 


FMCIL SHARPENER 











Why should stopping be so important in a Pencil Sharpener? 


Because, a Pencil Sharpener that cuts a keen point—quickly 
and neatly—and then stops! wastes no time or material. And 
elimination of waste is one of today’s major problems. 


Boston Pencil Sharpener KS takes eight varied sizes, sharpens 
them speedily, efficiently and stops! when the proper point is 
made. Recommend Boston KS for stop-waste in companies 
doing defense work. 


C. HOWARD HUNT PEN CO., Camden, N. J. 


BOSTON 


PENCIL SHARPENERS 











~ «ee. Attention Dealers 


SATIN FINISH 
EXECUTIVE rivoons 


Meet the maximum expectations of users of silk ribbons. 

SATIN FINISH EXECUTIVE Typewriter ribbons were in- 
troduced five years ago as successful competition to silk 
ribbons for sharpness of write as well as maximum dura- 
bility. 

SATIN FINISH EXECUTIVE Ribbons have been success- 
fully sold by enterprising dealers in competition with silk 
on the basis of equal sharpness, equal wear, something un- 
known heretofore with cotton ribbons. 

SATIN FINISH EXECUTIVE will absolutely meet your 
and your customers’ fullest expectations. This ribbon is an 
outstanding cotton product and as far as we know, there is 
no similar ribbon on the market. 

With the increasing difficulty in securing your require- 
ments on silk, SATIN FINISH EXECUTIVE is YOUR OP- 
PORTUNITY to meet all the demands heretofore supplied 
by silk ribbons. 


“Oldest Exclusive Manufacturers of 
Typewriter Ribbons and Carbon Paper” 


fe MITTLE. 
IN 


MANUFACTURERS Ce 


1888 Factory, Rochester, N. Y. 1941 














OFFICE APPLIANCES 


Von Ritter, Mrs. F. M., Milwau- Wells, Mrs. Roy E., Jamestown, 
kee, Wis. mM, ¥, 

White, Mrs. J. L., Columbus, Ga. 

Ww White, Mrs. Ritchie, Columbus, 


Ga. 
Waltz, Mrs. Rowlend A. Waltz. Wolf, Mrs. Fred J., Lincoln, Nebr. 


Spokane, Wash. Y 
Warkentin, Mrs. Ted R., Lawton, 
Okla. Young, Mrs. W. B., Chicago, IIl. 


DESCRIPTIONS OF EXHIBITS AT FIVE CENTURIES 
OF PROGRESS EXPOSITION 


(Continued from page 38) 


dead records. In charge was Assistant General Sales Manager B. G. 
Wiley, assisted by H. P. Frederick of the agency division, and Alex 
Patterson, Southern manager. 

American Lead Pencil Company, Hoboken, N. J.— Venus drawing pencils 
were shown and their uses demonstrated. In attendance were Charles 
Wadsworth, director of sales and advertising; Hamilton M. Kendrick; 
Augie Krohne; E. A. Mannhardt; Ed. Holmgren; A. M. Allen and 
Howard Barringer. 

Art Metal Construction Company, Jamestown, N. Y. Exhibited the 
company’s line of metal furniture. E. A. Keeling, vice-president in charge 
of wholesale sales, supervised this display, assisted by District Managers 
B. L. Henderson and Frank J. Link. President A. J. E. Larson and J. R. 
Jones were also present. 

Art Speciality Company, Chicago, Il.—Lite-Master fluorescent desk 
lamps and smoking stands were shown Arthur and Robert Nattenberg 
were in charge. 

Automatic Pencil Sharpener Division Spengler-Loomis Manufacturing 
Company, Chicago, Wl.—Showed the complete line of Apsco pencil sharp 
eners and paper clips. Sales Manager Frank W. Hughes was in charge, 
assisted by Sales Representatives M. F. Mann, John Ramma and E, A. 
Denton. 

Autopoint Company, Chicago, tll.—This exhibit included pencils equipped 
for “Real Thin,”’ standard and thick leads (black, colored and hekto 
graph); perpetual calendar memo cases; letter openers in transparent 
colors with a magnifying blade and calendar in handle; memo cases; 
metal letter openers with magnifying lens in handle; smokeless ash tray 
which has four-way extinguisher for lighted cigarette stubs; pencil-and 
knife gift sets; pen knives; circular knives; plastic match cases and 
the Calendaire, a desk piece containing a perpetual calendar, thermometer 
ind humidity indicator. Sales Manager H. E. Dressel, Sales Promotion 
Manager R. H. Potter and T. K. Bledsoe were in charge. 

Avery Adhesives, Los Angeles, Calif..Featured the 25-cent dispenser 
package for Kum-Kleen labels, as well as their airmail item, shown in 
the dispenser box Murray McDougal of the home office, and Amory 
Smith, Chicago representative, were in attendance. 

Bankers Box Company, Chicago, Iil.—-Displayed three products for record 
storage filing purposes. Liberty storage boxes, Staxonsteel, the transfer 
file which “builds its own steel shelving,’ and Liberty permanent storage 
binders for all loose leaf forms. In attendance were President H. L 
‘ellowes; Secretary-Treasurer W. J. Nickel; Sales Manager Folger Fel 
lowes; F. S. Sorenson and John E. Fellowes; and District Representatives 
Jim W. Cooper, Jr.; Horace T. Hamilton, Frank Rising, Jr., Charles 
T. Sehnell and R. C. Strafford III 
Barkley, C. L., & Company, Chicago, Il.—A complete display of filing 
supply products including folders, guide, Green-Edge and Durability 
transfer cases, especially featuring the Barkley plastic tab indexes. In 
ittendance were P. H. and C. L. Barkley, Fred Deutsch, C. J. Schubert 
ind Charles E. Jones 
Bates Manufacturing Company, The, Orange, N. J. Displayed the full 
line of Bates products, as well as an extended gift line of List Finders, 
telephone indexes, kits and a new Dialist. Sales Manager S. M. Babson 
was in charge, assisted by Parle Cooley, Chicago representative, and 
Keith Chandor 
Best, Richard, Pencil Co., Inc., Irvington, N. J.— Futura, Royal Scot, 
Round Corner, Vivichrome and Damascus pencils were shown. In charge 
were A. H. Best, H. M. Heath and D. J. Consodine 
Boorum & Pease Company, Brooklyn, N. Y.—Showed Bing speed binders 
slide lock ring binders, No-Tear sheets and indexes, blank books, complete 
line of columnar pads, flexible hinge ring books, county record books 
chain post binders, “Standard” diaries, and their latest improved visibl 
prong type binders and NoTear visible sheets. C. H. Law was in charge 
issisted by J. W. Starck, John Uden, Fred Coleman and = Dunear 
Conklin. From out-of-town were President John W. Tamany of Brooklyn 
Harry Bergquist of Peoria, George Hanson of Milwaukee, Hart Palmer 
of San Francisco, and Dick Zeisler of Portland, Ore. 

Buxton, Inc., Springfield, Mass...The use of fluorescent lighted 
for the display of small leather goods was featured. The Lady Buxton 
ind men’s leather goods shown included bill folds, Key-Tainers, card 
ises, and cigarette cases. Miss Mildred A. Dowd, sales promotion mat 
iger, was in charge, assisted by T. H. Smith, Chicago representative 
ind Roger Ripley of Indianapolis. 

Carter’s Ink Company, The, Boston, Mass. Displayed inks and adhe 
sives, Midnight carbon paper, typewriter ribbons, and Cube-Wells. Espe 
cially featured were American Blue ink and Carter's store fixture Ir 
ittendance were General Manager S. D. Wonders, Chicago Manager K 
H. Kiesel, Assistant Chicago Manager H. C. Bates, W. H. Cox and 
Albert H. Baugher of the Chicago district sales force 
Clemco Desk Manufacturing Company, Chicago, I1ll.(See Johnson 
Chair Company.) 

Codo Manufacturing Corporation, Chicago, Il. Showed packages 
taining a patented backing sheet, Super-Kote and Keen-Rite carbon 
nd distributed samples of these products { new sales promotion pre 
S. Cooper, D. M. Downs and H " 


11 
ii 


re was fully explained I 

Holden were in attendance 
Columbia Ribbon & Carbon Manufacturing Company, Glen Cove, L. I., 

N. ¥.—Featured Ready-Master forms, both plain and printed, and their 
se in speeding up office routine In attendance were F. R. Nichols, vies 


' 
president in charge of sales: T. G. Duggan, assistant sales manager; 


 s Moore, western sales manager H. B. Holmes, eastern sales man 
ger, and ( R. Land, Chicago branch manager 
Columbian Art Works, Inc., Milwaukee, Wisc. Featured the new 


Success desk calendars and 


Executive 4 in 1 calendar, as we 18 showing 


Tear Kleen wall models. Harry L. Short and T. W. Norris were in charge 
Cooks’ Inc., Camden, N. J.—Ful-Vu visual binders in many types, mad 
Mikafilm, were 


Corry-Jamestown Mfg. Corp., Corry, Penna.—Steel Age executive type 


on display. President Carl B. Cook was in charge 
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LO-KEY FULL-DUTY PORTABLE SUBTRACTOR 


Here it is—the adding machine of today—in design, 
speed and adaptability to all types of modern figure 
work. It’s so attractive that it will sell on sight. And it 
has every good point of its famous full keyboard 
portable subtractor teammate. 

Again, Victor leads in giving you new products—more 


profit opportunities. No matter what your customer 





VICTOR ADDING MACHINES 


needs in adding machines, there’s a Victor to meet that 
need. Portables priced as low as $49.50; standard elec- 
trics starting at $134.50. Every business is your prospect. 

That’s why the Victor franchise grows more valuable 
every day. For Victor dealers grow with Victor. Write 
{dding Machine Co., 


now for full details to Victor 


3900 N. Rockwell Street, Chicago. 
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JACKSON 
Chippendale 


The Perfect Union 
of classic design 
and practical 


imagination! 


| 








DESK 


“HANDSOME IS AND HANDSOME DOES” — only a little 
build-up was necessary to make the old maxim fit 
JACKSON Chippendale exactly, and the new maxim when 
coupled with a demonstration of the desk, is just as full 
of convincing philosophy as the original. 

SO — for better business, display the JACKSON Chippen- 
dale— show both what it is and what it does. Call 
attention to the attractively matched genuine walnut or 





OFFICE APPLIANCES 


No. F3066 





genuine mahogany veneers on top and panels. Drawer 
fronts are 3-ply veneer, corners are dovetailed and bottoms 
framed in all around. Drawer interiors are finished to 
match exteriors. Desk is made 72, 66, 60 and 48 inches 
wide and drawer and knee space widths both vary 
according to width of desk. 

Arrange to put JACKSON DESKS in your display. See our 
representative or write for catalog. 


Jasper Office Furniture Company —Jasper, Indiana 


Representatives: 

George 8. Wray, 130 W. 42nd St., Room 819, New York 
c . ibone, Bedford, Ohio. 

S. R. Evans, 421 Hampton Court, Athens, Ga. 





Howard Maley, 115 Tarbell Ave., Bedford, Ohio. 
on V. in, 220 Fairban ks Road, Riverside, Ill. 
3600 ! Worth, 


Mari Vv. Foll 
L. H. McDaniel, P Hill Drive, v orth, Tex 
James H. Davison, Hotel Figueroa, Los Angeles, Calif. 





























TODAY— 


BUSINESS CONDITIONS DEMAND 
MORE AND BETTER RECORDS... 
. . . they can best be kept in Faultless 
Sectional Post Binders 
¢RAPID LOCK ((0"<.) 


* PROGRESS (Key Lock) 
STA LOK (Top Lock) 
are recognized for 
their high quality 
FEATURE 


FAULTLESs 


POST BINDERS 


for more profit every month of the year... 
STATIONERS LOOSE LEAF CO. 


524 N. Broadway, MILWAUKEE 









NEW YORK, 237 Lafayette St. 
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The AUTOMATIC Name Means — ? 
LEADERSHIP ¢ 
* * * 


‘*Greatest 
The Broad AUTOMATIC Line 


Capacity and 
of Steel Office Equipment 













BRERA E SS 





’ 7 $9 
Convenience 





leads the field in Advanced and 












Exclusive Features that are in 
— 
Demand :— “i 










A rare opportunity 
exists for Dealers to 
profit from Auto- 
matic Pioneering 
Compression” 4-Drawer and constant | Improvement 
that “Insures” both present 
and future sales. Investi- 
gate Now! 


AUTOMATIC FILE & INDEX CO. 


629 W. Washington Blvd., Dept. A-B8 






**Dual 













a@ Expansion- 











Chicago, Ill. 








BALANCED ACTION 
CK CHAIR IRONS CK) 


A COMPLETE LINE 


OFFICE—STOOL AND TYPEWRITER IRONS. 
EQUIPPED WITH RUBBER CUSHIONS OR STEEL 
SPRINGS, C-K PRODUCTS ARE OF HIGHEST 
QUALITY, SERVICEABLE AND WELL BUILT 


CATALOG ON REQUEST 


OVER TWENTY YEARS EXPERIENCE IN BUILDING CHAIR IRONS 


COLLIER-KEYWORTH COMPANY 


GARDNER, MASSACG HS ETT 3. U S A 
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Leopold's Junior Georgian Suite was wisely selected by the General Office Equipment in the beautiful installation they made 
for the Continental Transportation Company of Pittsburgh. This Suite is Built by Leopold Craftsmen at Burlington, lowa. 















































' PRECISE 
TRIMMERS? 





Patent. No 
2.185.985 


Still the original—Precise 
Paper Trimmers stand 
head and shoulders above all others 
in offering patented features that 


really perform. 


In Precise you get value built into each part 
-from the ebony finished hardwood base to 
the keen edged finest grade steel blade. 


Complete range of sizes from 642” to 24’’- 
one to satisfy every customer at the right price. 


Investigate this line before you make an 
pia 'g ; : Y Y Complete details gladly sent on request to- 
decision on Trimming Boards. gether with dealers discounts. WRITE TODAY! 


AMERICAN PHOTO LABORATORIES, Inc. 


28 N. Loomis Street Chicago, Illinois 
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desks, a tabulating file and Steel Age ar ( riat nv tional lines of 
filing cabinets were displayed. In attendance were C1 go Manager Roy 
A. Edgren, W. Bruce Ellsworth of the home office 

Cramer Posture Chair Company, Kansas City, Mo.--Exhibited post 
chairs in several models, including new chairs in the wer priced range. 
Demonstrated was a principle f tension ntre ipplied to a posture 
chair controlling the tensior f the i y 4 I feature of the 
mechanism is that there ire no 1 ving part except a ball emia 
roller which requires no lubricant 


Dennison Manufacturing Company, Framingham, Mass.— Exhibited for 


the first time the new 42 window and nte1 sp irds featuring 
important staple items in the Dennisor I \ foot long model 
f the Framingham plant with trains is peration gave visitors a 
triking impression of the size of the factor Direct Distribution 
R. A. Maish was in charge Also in attendance were Advertising Man 
wer J. J. Ford; Chicago Regional Manager W. F. Somerville; Chicago 
Sales Manager of dealer line Kimba Bullard and ¢ veland Regional 


Manager P,. A. Schneider 
Dick, A. B., Company, apeerig i. flat-bed 
the Mimeograph duplicator grapl ! trave in its various stage 
f mechanical development All test tandard Mimeograp) 


equipn ent 





was shown, including the newest auxiliary the illuminated drawing 
board lel » 10 i W the phot hemica printe \ t prac 
tical example of Mimeograph operation, the nvent entire registra 
tion list was luplic ited at the boot the event progress 
In attendance were General Sales Manager John G Ja Beadle, J I 
Theis, E. F. Hill, J. D. Griswold ar L. R. Mark 

Diebold Safe & Lock Company, Canton, Ohio. Dis; f the first 
time their new insulated me-nour etter ind eg nstrated 
Cardineer in desk and cabinel model both in 1 illy perated model 
ind the new electrically juIpp sible files 
eference panels, Reveldex, mo ney chest ind the 1 ine of smal 
Vaultette safes. George M. Baxter, 1 ger of dealer es, was il 
charg 

Dixon, Joseph, Crucible —— a City, N. J.—Eldorado, Ticon 
leroga, Anadel and other pencil is ivor ind erasers were 
displayed. Rite-Rite Threadline pencil wa how? H. B. Van Dorr 
was in charge Others in attendar im ‘ Charle P. Mueller 


William B. Allen, Otis C. Steele, W. J. Becker nd A. I Berglund, and 
r. H. Wright, vice-president of Rite-Rite Manufact ng Company 

Domore Chair Company, Eiihart, Ind.— Displaye demonstrated 
the features embodied in their several mod Vice-P ent H. § 
Waleott was in char isted by R O. Gt 


Downey, C. L., Company, The, Cincinnati, Ohio, and Hannibal, Mo. 


Varied from their establishe istom of displaying U! plete line 
f Steel-Strong ol Candies supplie ! ng tyle of con 
ipl ut ti flat, tubular I t tray 
i] «Seal seal phat ea cou torage trays et thei 
display space to featuri 1 large photograph of the f plant Ir 

ittendance were Pre cident ( Lee D M L. { icksor 
— a Company, wow ork, N. Y. A ger é f the ! 
pe d related p S) \ A feat ft xhibit 
the new  Tarewolss Prismacolor ne of tists” pe In attend 
ur were Herman Price vice-president and genera ! er Robert 
Overen manager f the Chicago dist t W Sal Harry Hey 
nr John Med sand Ca M. Sel 


Eaton Paper Corporation, 
riter papers, ine ling Corrasable bond pap lega 
Present were H. W. Davis, president, L. G. Morri F. H. Palin 
W. G. Oliver 


Pittsfield, Mase. Disy f Berkshire type 


Esterbrook Pen Caanpany, Camden, N. J.—Steel per veket fountair 
pens, desk fountain pet t Diy esh et il itching pusl 
| i \ hibit Empl int styl 
t fit t vith ¢ 1 Sale 


ur r R d is ir ur db ‘ Manag 
R. B. Gingland ar W. L. Pattor \ ttendar President 
A. G. Frost 
Ever Ready + aga Manufacturing Company 
Del 


Jersey City, N. J. 


Exhibited the 1 Read I the ve ‘ f ilenda pads 
Charles H. Ramse vas in charge isted | W. Ma Shields 
Eversharp, tIne., Chicago, Il. Fx} t Eversharp § ne pens, reé 
peating per esk sets and R Top lea Holt Hornbeck, sales 
Faber, Eberhard, Pencil Company, Brooklyn, N. Y¥.—Featured Mongol 
pencils in several stvles, pink Pear I Van Dyke typewriter eraser 
d Permapoint fountain per It ttenda were Eberhard Faber, 


Genera Manage! foi Musse Sali Manager L. M. Brown. g 
District Manager A. ¢ Van Horne yr oA. MeW ! r. C. Riley 
Fine & McCullouch, Burera, 1M. Presented the lit f ‘Memory Mas 
eces made ect a) \ ul wainut Maple and 


j nt v¢ nt 1p j habeti« 
t bi I holders 
ry ] mem 
8, perpe i] men book ae ind apy t ds, ett 
President W L. MeCu ich Sale M ue G. W I a | 
I’ ind ts D vias vere ! ittenc T 
Globe. —— Co., The, Cincinnati, Ohio. | I i |} vday files 
index tabs \ cnn le ' tray Agate t ! tr ing lar 
; ? } u hy fail ' arch 
iY ine t mal 
t ) I I l J). S&S. Sprott, Sal 


M 
Warnock Chica branct mat tat ih kK ¢ (} branch 


Graff, George B., Company, Cambridge, Mass.—Displayed Graff Vise, 
\ Nu-Vis N Viz ind Cel gral | t map-tack 
=e ‘ hina tins itfits. Vise ' t (s \ tabs and 
ther of their products. Charles W. Liy nd H D. Leach, treas 
Gregg Publishing Company, New York, N. Y. ID ed it ine of 
iper ind binders lex urd eg t } 
In attend were Danie T. Warner W. Gregg |} 

Gregory Fount. = Ink Company, Los Angeles, Calif. |) i severa 

t-0)-Tr j o | t 


i. Gre the ent ind M G ej y ted 1 
RB. A. Strang. easter nresentat BRB FOG ‘ re enn 
tat E. B Ma t é tative 
Gunn Furniture een Mich. A et ace for 


Gj thy hout 


Grand Rapids 
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CARBON 
PAPERS 
TYPEWRITER RIBBONS 


Made right — Priced right — 
Sold right. Here’s a ribbon 
and carbon proposition you 





can turn into real profit. You 
can always count on our co- 


operation. 


EXCLUSIVELY for 
DEALERS “» STATIONERS 


Complete details on request 


ALLEN & COMPANY 
DEPT. @ 
11-13-15 Vandewater St., 
New York, N. Y. 























ABOUT 


DICTATING CYLINDERS 


inthis INTERESTING 


BOOKLET 


-) 


id=} ole) abbete! 

the results 
of a series 
vo} MB beehexet ated 


a Ouse 


STANDARD 


RECORD COMPANY 


104-114 South Fourth Street Brooklyn, N. Y 
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Stop up | 
office 


with 
MASTER 
SPEED 
KEYS 


To Meet the National Emergency! 
MASTER SPEED KEYS FOR TYPEWRITERS 


@ Increase the number of letters per day. 








@ Prevent fatigue of typists by cushioning the blow 
and making typebars fly faster. 


@ Improve appearance of letters by providing clearer, 
sharper impressions. 


A Soft Touch and Live Action 


SELL QUALITY—and you profit. 
SELL ECONOMY—and you please your customers. 


WRITE FOR SAMPLE AND SALES PLAN 


Speed Key Mfg. Co. 


327 Columbus Place Brooklyn, N. ra 








A New LOWER PRICED 


ELECTRIC ENVELOPE 
SEALER 






MODEL SL—SEALS 200 ENVELOPES A MINUTE 


MULTIPOST ENVELOPE SEALERS 
2 Hand Operated—2 Electric. 


MULTIPOST LETTER OPENERS 
2 Hand Operated—2 Electric. 


COMBINATION Letter Opener & Sealer 


The only machine of its kind ever offered. 


MULTIPOST STAMP AFFIXERS 


4 Models—with & without counter. 


There are over 200,000 in use giving good service. 
30 YEARS EXPERIENCE ARE BACK OF THESE MACHINES. 


ALL ARE SENT ON FREE TRIAL—NO OBLIGATION. 
WRITE FOR FOLDERS GIVING DETAILS & PRICES. 


MULTIPOST CO. 100 center px. Rochester, N. Y. 
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the country Adopting the airlines’ idea, a hostess was in attendance, 
distributing refreshments to all visitors. A place where one could 
rest, relax, sit and chat a while. 

Hall Brothers, Inc., Kansas City, Mo.—Demonstrated display fixtures of 
a new type, including one with a canopy, which reflects and high lights 
objects placed on top of the case Stock control was also explained. 
Greeting cards for every day and Christmas were shown. Sales Manager 
W. E. Tucker was in charge. 

Hano, Philip, Company, Holyoke, Mass.—Lithographed forms, autographic 
registers and forms, continuous and manifolding forms, Holyoke Hano 
carbon pack, Hanohandi manifold book, individual and continuous Snap- 
A-Part sets and continuous forms interleaved with one-time carbon made 
up this exhibit L. R. Hanna was in charge. Also in attendance was 
Norman L. Hanna, sales promotion manager 

Harter Corporation, The, Sturgis, Mich.—Displayed the ‘President’ 
office steel chairs, and models of posture seating equipment. R. W 
Mick, A. A. Davis, and D. G. Hopkins were in attendance. 

Heyer Corporation, The, Chicago, tll.—Demonstrated the complete line 
of Lettergraphs, accessories and supplies. George Herrmann in charge. 

Higgins Ink Co., Inc., Brooklyn, N. Y.—Drawing inks, writing inks, 
adhesives and sealing wax were displayed against a modern background. 
Dealers were offered a new window display, new leaflets and information 
ibout Higgins’ defense advertising. In attendance were President Tracy 
Higgins, Sales Manager Harry Tehan and Jim Montgomery, west coast 
representative. Jim Bradley, resident representative, was in charge of 
ill arrangements. 

Hunt, C. Howard, Pen Company, Camden, N. J.—A new addition to 
the Speedball pen line was shown here, the Cartoon Set No. 6, also a 
48-page book on cartooning and the new 14th edition Speedball text 
book on lettering. Also exhibited were Boston pencil sharpeners, Speed- 
ball block printing materials, Speedball pens, Hunt pens and clips 

Jasper Chair Company, Jasper, Ind.—Several leather upholstered and 
wood numbers were on display, featured by an exhibition of miniature 
leather upholstered chairs, which are exact duplicates of standard 
numbers. General Manager Louis T. Koerner was in charge, assisted by 
Arthur A. Barth, assistant manager; George A. Litchfield, sales manager, 
ind William H. Brown, Chicago representative 

Johnson Chair Company, Chicago, I1l.—In addition to several models of 
chairs, including posture types, one of the typical executive suites 
of the Clemeco Desk Mfg. Co., affiliated with this company, was shown. 
This exhibit was maintained as a sort of reception headquarters for the 

“open house” at the factory. In attendance were Ed. F 
Gigliotti, A. A. Bullock, W. W. Small, and R. B. 


company’s 
Dodge, Jr., W. F. 
Seavert. 

Macey Company, The, Grand Rapids, Mich.—Streamlined desks and 
upright files were on display. Sales Manager P. R. Miller, H. V. Bos- 
well, eastern district manager; William E. Patrick, central south man- 
iger, and George E. Vinton, central west manager, were in attendance 

Mashek, Frank, & Company, Chicago, I1l.—Displayed a complete line of 
zip ring binders, zip underarm cases, brief cases, brief bags, etc., with 
exclusive features. R. J. Vojta, J. B. Holmes and P. Mohan were 
in attendance. 

May, J. L., Company, The, New York, N. Y.—Labels, tags, pin tickets, 
Folderol labels and strip folder labels, etc., were exhibited. Shown for 
the first time was new brilliant blue modern packaging for the Maco 
label line. Frank May and F. Raymond Hale were in charge 

McDonald Products Corporation, Buffalo, N. Y.—Showed Duk-It ash 
receptacles and floor smokers. E. F. MeDonald and Harry J. Smith 
were in charge. 

Merriam, G. & C., Company, Springfield, Mass...Webhster’s New Inter 
national dictionary, second edition, Webster’s Collegiate dictionary, fifth 
edition. and Merriam-Webster dictionary table were shown President 
Robt. C. Munroe and Ingham C. Baker were in attendance. 

Miami Systems Corporation, Cincinnati, Ohio.—Exhibited and demon- 
strated plastic portable and metal counter model autographic registers, 
Miami FastForm attachment for using continuous forms with a_type- 
writer and samples of continuous forms for autographic registers and 
typewriter billing machines. Walter C. Konerman, Frank J. Overbeck and 
N. D. Heath were in charge 

_ Midwest Naturlite Company, Chicago, Ill. 

k lamps in both standing and clamp-on types 

in charge, assisted by E. B. Mason. 

Minnesota Mining & Manufacturing Company, St. Paul, Minn.—Showed 
the Seotch tape wood cabinet display, as well as motorized sealer for 

tape. J. A. Borden was in charge 

Mittag & Volger, Inc., Park a yo N. J.—The background consisted 

in enlarged photograph of factory with new buildings 4 matched 
kage display featured the Tagger brand. The Hurdle twins, Betty 

d Billie. costumed as Miss Tagger Carbon and Miss Tagger Ribbor 
istributed souvenirs. Treasurer V. G. Stark: Assistant Sales Manager 
P. L. Foster: Chicago Manager W. G. Hurdle: C. N. Murray, Kansas 
City manager: Wallace H. Baldwin, O. M. Wilson and Gene Mayhall, 

les representatives, were in attendance 

_ Moore — Pin Company, Philadelphia, Penna.—Had a complete show- 

) ush-less hangers, push-pins, map-tacks, thumb tacks, ete 
Featured was an attractive dis play of their new map-tack cabinet and 
i new line of photogenic map-tacks. In attendance were Vice-President 
Fr. W. Samson, Sales Manager H. C. Hooks and H. C. Reinke. 

National Blank Book Company, Holyoke, Mass.—Included in the ex- 
ibit were visible binders, in prong and ring type, flexible and_ stiff 

hooks in all grades, a wide variety ringfolio covers, ‘‘Eve-Ease”’ 
ilvsis pads and bound books, also a complete display of post binders 

Merchandise Manager A. FE. Farr was in charge, assisted by R. V 
: macher, R. L. Hammond, J. R. S. Boyd, J. Hawker, L. Rose, and 
R. S. Bauer, sales representatives, Also present were Assistant Treasurer 
rR. P. Towne, and Paul B. Buckwalter, New York office manager. 

Norma Multikolor, New York, N. Y.—Featured the Norma Multikolor 


Showed fluorescent portable 
Carroll J. Rogers 


enc! Samuel Jacobs was in cl irde 

Old Town Ribbon & Carbon Company, tInc., Brooklyn, N. Y¥.-—Tlhy 
f this display was “The dawn of a new day in ribbon and 

- n merchandising’ and was devoted to a_ presentation of Old 

Town's new four-star dealer program.”’ Sales Manager I H. Wilson; 

F. T. Mills and i ¥. Aviwin, factory nt og ntatives; W. J. Fitzgerald 

issistant sales manager, and P. H. Braham, Chicago manager, were ir 
dance 

Oxford Filing Supply Company, ee N. Y¥.—Displaved Pendaflex 

| Oxford filing method based iiders that hang. In charge was 


( E. Revnell assisted by L. ¢ Goodhand R. A. Jonas, Sr., founder of 
‘ mpany., and R. A. Jonas, Jr sales manager, were also in attend 


Parker Pen eee The, Janesville, Wisc.— Exhibited were models of 
he Da-Lite fluorescent lighted case he new hae rescent eve-level dis 
Nos. 464 and 491 counter ses; a wide ction « permanent and 


display material; and a showil f the new Parker ‘51’ featuring 


e 











SOUEREIGN QUALITY... She Finest Mimeo Bond ... SOVEREIGN QUALITY 


* * 


SPEED-O-Print Mimeto Bonn 


(Watermarked) 
SOVEREIGN QUALITY 


Outstanding paper mill chemists end paper mokers have 
collaborated for months to develop Speed-O-Print 
Mimeo Bond as the outstanding stencil duplicating 
paper. Manufactured from the finest types of virgin 
pulps, every step from raw materials to finished 
paper is under laboretory control, guaranteeing 

s uniform and unexcelled quality. 


Write TODAY for quantity prices, 
special Dealer Catalogue, 
and samples. 


lf 
MN 


// 
Hil 




















WRITE FOR SAMPLES, PRICES AND FULL DETAILS 
SPEED-O-PRINT CORPORATION CHICAGO, U. S. A. 














> aan 








nn 


aa 


STEEN ete gene 


sn ei ge 














THE NEW IDEA IN DUPLICATING PAPERS 


White and Colors 


Heather Quality is ideal 
for putting new beauty 
and variety into adver- 
tising and bulletin forms. 


Because of special Finish, 
Heather Quality can be 
used on both sides with- 
out slip-sheeting and with 
absolutely no offsetting. 
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an ink said to dry as fast as one writes. Present were Vice-President 
Cc. L. Frederick; General Sales Manager J. N. Black; M. M. Morrissey, 
Chicago divisional manager; D. H. Gullett, Cleveland divisional manager; 
George Whiteside and G. B. Wright of the home office. 

Postindex Division, Art Metal Construction Company, Jamestown, N. Y. 
—Displayed visible record systems and sales helps. In attendance were 
Vice-President Roy E. Wells and Arthur Johnson. 

Quality Park Envelope Company, St. Paul, Minn.—Red rope file pockets 
and wallets equipped with slide fasteners; executive desk files and clasp 
envelopes were the features of this exhibit. President E. E. Bates, Chi- 
cago Manager Harry Balch, and E. M. Metz, western representative, 
were in attendance. 

Reyburn Manufacturing Company, tnc., The, Philadelphia, Penna.— 
This exhibit was arranged in a patriotic color scheme using the com- 
pany’s display materials, including two fluorescently illuminated wood- 
grain shadow boxes in which were displayed packages of gummed labels, 
mending tapes, index tabs, gummed reinforcements, notarial seals and 
key tags. Feature of the display was a large screen between the two 
shadow boxes on which was projected at intervals colored pictures 
of the company’s manufacturing plant, many of their products and style 
of packaging. Also shown was a new self-service counter displayer. 
Robert C. Schmutzler of Philadelphia was in charge, assisted by John 
B. Rushmore and Harry P. Venet of Chicago, and Don W. Sharpe of 
Milwaukee. 

Sanford ink Company, Chicago, !1l.—Displayed inks, adhesives and ink 
erasers. Those present included W. W. S. Carpenter, H. T. Griswold, 
R. P. Carpenter and C. W. Lofgren. 

Security Steel Equipment Corporation, Avenel, N. J.—The theme of 
this exhibit was “geared to your needs,’’ forcefully brought out by a 
series of moving gears, each faced with a blown-up installation photo- 
graph. Surrounding the red, white and blue display sign were files, desks, 
storage cabinets and other items. O. A. Wilkerson, Jr., sales manager, 
was in charge. Also in attendance were President R. R. Davis and 
Chicago Manager J. A. Brown. 

Sengbusch Self-Closing Inkstand Company, Milwaukee, Wise.—Displayed 
the Sengbusch line of modern desk equipment and office specialties. In 
attendance were President G. J. Sengbusch; A. G. Schaefer, secretary 
and sales manager; C. J. Cooper, Chicago representative; A. F. Seng- 
busch, midwestern representative, and Merrill D. Hasty, northwestern 
representative. 

Sheaffer, W. A., Pen Company, Fort Madison, lowa.—New eye-level 
display cases featuring both desk sets and ensembles, new Christmas dis- 
plays, and new merchandise items were exhibited. In attendance were 
H. E. Waldron, vice-president and general sales manager; George Holt, 
sales auditor; G. F. Olson, advertising manager; Graham Orr, Chicago 
manager; Thor Gardner, Chicago representative; Dick Mulhaupt, Illinois 
representative; William Craig, special representative; and W. W. Garrison 
of the Garrison Advertising Agency, who handles the Sheaffer account. 

Sloane, W. & J., New York, N. Y.—Executive office groups in the 
Queen Anne and Modern designs were shown. The background represented 
the wall of a typical office, having draped windows, etchings, etc. Desks 
were equipped with executive type sets, including desk blotters, desk sets, 
etc. Ronald G. Burns and Earl E. Hanson were in charge. 

Southworth Company, West Springfield, Mass.—The feature of this dis- 
play was a contest, at the conclusion of which fifty prizes were awarded. 
Edward Southworth and Garry E. Dell told about Southworth papers. 

Speed-0-Print Corporation, Chicago, Ill.—A modernistic booth, in blue, 
silver and red, with canopy over it. Displayed were the “Pulpit,” a 
new closed cylinder automatic feed machine, cabinet, stencils, inks and 
other supplies. In attendance were A. Samuels, S. J. Graff, A. Sideman, 
Harry Ayres, Sig. Rest and J. Sideman 

Stafford, S. S., Inc., New York, N. Y¥.—Inks and adhesives were dis- 
played, featuring white rubber cement in dispenser packages of various 
sizes. In attendance were President W. S. Stafford; William J. Tynan, 
Chicago sales manager, and Fred Deutsch, southwestern representative. 

Stationers Loose Leaf Company, Milwaukee, Wise.—Slide-opening ring 
binder, visible records, county records, Flexi-Post binders, minute books, 
sectional post binders and standard loose leaf merchandise were on dis- 
play. General Manager F. M. Von Ritter was in charge, assisted by 
J. J. Kerns, D. A. MacDougall, Roy T. Bansemer and Wally Stark. 

Stein Brothers Manufacturing Company, Chicago, t!l.—Featured some 
fine leathers for holiday gifts and several new items especially designed 
for commercial and industrial business, including Visualope, Salesfoto 
Visualizer, three inch capacitv zipper prong binder, etc., also a new 
printed form for selection of a model store stock. FE. R. Manning. 
vice-president and sales manager, was in charge, assisted by several 
members of the sales force. 

Superior Type Company, Chicago, 1l.—Showed Vari-Line printing kits, 
rubber type outfits, sign markers, inks and pads, daters and numberers, 
picture and type sets, and featured a new rotary printing press 
A. C. Dent was in charge, assisted by A. G. Fales and Misses Kay and 
Palmer 

Triner Scale & Manufacturing Company, Chicago, tl.—Exhibited a 
complete line of mail and parcel post scales, including several models 
which are used by the U. S. Post Office department for weighing and 
rechecking air mail and regular mail. Especially featured was the 
No. 300 air mail special, one pound capacity, which shows rates for air 
mail and general postal rates. F. A. Lang and F. J. Campbell were 
in charge 

Underwood Elliott Fisher Company, New York, N. Y.—Although no 
actual typewriters were on display, the booth was beautifully decorated 
with velvet hangings carrying the name Underwood. Wholesale Repre- 
sentative Joe Burton was in charge 

Victor Safe & Equipment Company, North Tonawanda, N. Y.—Displayed 
modern indexing in all its forms, inecding cabinet visible equipment, 
section visible equipment and book visible as well as tube and listing 
index visible reference equipment. Latest arrangements of vertical filing 
and indexing as well as card filing systems were showr Sales Manager 
R. J. Moulton, John B. Summers, W. A. Rogers and G. G. Ennis were 
in attendance 

Waterman, L. E., Company, New York. N. Y.—Displayed a completely 
restyled line of related pens and pencils Those in attendance were 
President Frank D. Waterman, Jr.: Col. A. W. J. Pohl, vice-president; 
C. S. Kernaghan, sales manager: C. I Birmingham, Chicago supervisor, 
and C. A. Granath, eastern supervisor 

Weber, F., Company, Philadelphia, Penna. 
water, Tempera and pastel, as well as show 


Showed artists’ colors. oil. 
“| colors, etching mate- 





rials and waterproof inks, in addition to drawing materials including 
instruments. T squares, angles, etc. In attendance were G. R. Atkinson 
and B. C. Pulskamp, also several of the officials of the company 


Webster, F. &., Company, Cambridge, Mass. 
lines of carbon papers and typewriter ribbons 
F. H. Caswell was in charge, assisted by 


Featured complete Webster 
General Sales Manager 
Manager John C. 
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The TILTING, TWO LEVER 
Ball Bearing, Lifetime 
Copyholder with Unrivaled 
EQUI-PRESSURE Paper Grip 


FOR MODERN, FRONT-VISION 
Line for Line Copying 
A Necessary Adjunct to 
Every Typewriter 


¥ 
SIX MODEL WIDTHS 
to Meet All Transcribing 
and Copying Needs 
= 
ASSURES MAXIMUM SPEED 
and Precision: Saves Eyes 
Backache, Time MONEY! 


The Logical Way! 


¢ 
The CopyRIGHT Notebook and 
Copy-Work Holder is not only hand- 
some in appearance but its mod- 
ern design and sturdy construction 
are based on several decades of 
experience in the copyholder field. 

And because CopyRIGHT is built 
in the logical way (with normal use 
it lasts for years without repairs) 
it has strong customer appeal— 
especially to mechanically inclined 
persons who recognize a ‘Master’ 
product patterned for saving 
energy, time and money. 


Try one and see! 








POCKET SEALS oF QUALITY 





The “ALUMINUM” Pocket Seal 


UNCONDITIONALLY 
GUARANTEED 





“BEST SELLER” for 40 YEARS 


THE NOTARIES FAVORITE 








REALLY EMBOSSES 
HEAVY PAPER 


A CORPORATE SEAL 
POCKET SIZE 





FURNISHED IN 3 SIZES 





FREE LEATHERETTE POCKET CASE with EACH SEAL 





MANUFACTURED BY 


MEYER & WENTHE, Inc. 
Established 1854 
Dependable Service for 87 Years 


30 SOUTH JEFFERSON STREET, CHICAGO, ILLINOIS 











PLACE YOUR ORDER WITH YOUR LOCAL 
MARKING DEVICE DEALER 
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RELI on RELIABLE. 


for BARGAINS in | 
Kough ened: K built 


TYPEWRITERS 
Adding—Billing— 
Bookkeeping— 
Calculating 
MACHINES 
CHECK WRITERS 
| MIMEOGRAPHS 
EDIPHONES 
MULTIGRAPHS 
DICTAPHONES | 


Write for latest price lists 





RELIABLE Typewriter | 
&\ Adding Machine Corp. 


303 W. Monroe St. e Chicago, Ill. 

















Tha Dawn Manufacturing Corp 
HALL-WELTER CO, INC. 


12 CHAMPENEY TER. ROCHESTER, N. Y. 
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Krueger, George R. Tynan, O. H. Richards, Jr., and A. J. Land, Jr. 


Weis Manufacturing Company, Monroe, Mich.—While none of the com- 
pany’s products were shown, each visitor was presented with a beautiful 
rose. Present were President Erwin Weis, General Manager Harold Mc- 
Pike, Walter P. Nichols, Harry Nichols, Lionel Colomb, Stanley Wood- 
ruff and Karl Castle. 


Weich, W. W., Company, Cincinnati, Ohio,—Air-Flight Circulators were 
exhibited. M. E. Havlick was in charge 


Wilson-Jones Company, Chicago, tll.—Displayed DeLuxe and I-P loose 
leaf binders, forms and indexes, Shaw bound books, Leatherlife, red fibre 
products, visible record and machine posting equipment, punches, file 
folders, etc. 


Zephyr American Corporation, New York, N. Y¥Y.—Shown were the Bake- 
lite Autodex, metal Autodex, Swivodex, Calindex, Thermodex, Rolodex, 
Rolacard, perpetual calendar, clock-index, Envoy, Statesman and Desk- 
master. Especially featured were the Autodex color display cabinet and 
the new metal Autodex and the Swivodex writing set Max J. Lewis, 
director of sales, was in charge, assisted by Lawrence A. Lockwood, 
Leon Banov, Gabriel B. Levy and Max Witz 


—_——————— —____. 


PHONE PLUS LOUD SPEAKER STYMIES 
WARD’S BROKEN ANKLE 

When J. B. Ward, head of the Addressograph-Multi- 
graph Chicago sales agency suffered a broken ankle due 
to a bad fall in his home, it had to happen just when 
he was busier than nobody’s business. Of course he 
had to go to a local hospital, where doctors frowned at 
the idea of troupes of salesmen barging in and out 
all day long. 

So, being of an inventive turn of mind, Mr. Ward 
nicely solved the problem by prevailing upon the Illi- 
nois Bell Telephone Company to install a loud speaker 
in his sales meeting office, which was, in turn, hooked 
up to a telephone at his bedside. 

That the unique idea worked is demonstrated by the 
fact that while Mr. Ward was laid up his salesmen 
went out and produced 181 per cent of their month’s 
quota. 


a? 





TWO OLD TOWNERS MEET FOR OTHER THAN BUSINESS. 
—'Tis a far cry from ribbons and carbons to niblicks and 
putters so it would seem that business is not the essence of 
this meeting between Jerome A. Epstein, (left) official of 
the Old Town Ribbon & Carbon Company, and Orrin H. 
Davison, western manager of the organization. The picture 
was taken during Mr. Epstein’s recent visit to the West Coast. 


a? 


WELLMAN SETS RECORD FOR ROYAL SALES 

J. T. Wellman of the Royal Typewriter Company’s 
Louisville office is the first salesman to make the 
Machine-A-Day Club one hundred times in the organ- 
ization’s new set-up. 
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This enlarged “M = V” plant. - 
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CHICAGO 


72-82 W. Washington St. 


W. G. HURDLE, Manager 


BOSTON 
115 Federal Street 
W. C. WITTE, Manager 


MINNEAPOLIS 


320 Fourteenth Ave. S.E. 


E. B. CHAPIN, Manager 


ST. LOUIS 
804 Pine Street 


GEO, E. DYSON, Manager 


KANSAS CITY 
Railway Exchange Bldg 
Cc. N. MURRAY, Manager 

SAN FRANCISCO 
591 Mission Street 
C. F. LEYDIG, Manager 

LOS ANGELES 
406 South Main Street 
H. A. ANDRE, Manager 
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convenient branches 


mean SERVICE 


W. are not bothering our heads about priorities, bottlenecks 





or any other negatives. We are concentrating all our 
energies upon the one POSITIVE... keeping service to our 


patrons as nearly normal as the times permit. Our recently 





modernized plant and our centrally located branches are 





R COMPLETE CATALOG 


helping a lot. Work with M& V........ 



















Cutomatic PENCIL SHARPENER 


Mrrtac « VOLGER, INC, Park R 


tage, N. J. 


TORIE 








S OF MODERN MERCH, othe 
No. 





— searching for SOMETHING TO 
pep up volume? — why not PUSH 
the higher priced Automatic Sharp- 
eners. Use a full window — together 
with special instructions to the sales- 
people. 

















The 
DEXTER Model 


— as the promotion gains mo- 
mentum, more and more cus- 
tomers are sold on the advantages 
of a better and HIGHER priced ma- 
Aristocrat of . . 
hand feed pencil Chine — such as longer life, and 
cherponers. better service — 


for catalog 
No. 891 oe 











Write 








a a — after three weeks you will find 
unit volume INCREASED. Natu- 





They say: “KNOW your merchandise and watch vol- 

ume RISE!” This large handsomely illustrated book- $ 
let tells the Automatic Pencil Sharpener story. Shows 
complete line. Handy for reordering. 


chines makes a big difference in the 
month’s net. 


7 50- rally, the larger profit on finer ma- 
| t 








DIVISION OF SPENGLER LOOMIS 
MFG. CO. - CHICAGO, ILLINOIS 
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Stock... Show... Sell Yaa TD, ol 


for a Record Fall Business 


For more than a third of a century, the Trussell trade mark has stood 
for Quality Plus. Today, in the midst of complicated production 
problems, we proudly present the most complete line of ring books 
made, backed by a manufacturing policy that is 100% for dealer 












cooperation at all times. 





Self-Selling Money Makers 
by TRUSSELL 


RING BINDERS MEMO BOOKS PRICE BOOKS 
MULT-O RING BOOKS FEATHERWEIGHT MEMOS 


Write for details ADDRESS BOOKS DIARIES LEDGERS 
on how to get one FREE 
"MY FINANCES" "MY BUDGET" 


Tru ssell Mfg : Co. ZIP-ZIP COVERS VISIBLE RECORD BOOKS 


. 

i} 

| POUGHKEEPSIE, N. Y. NEGA-PRINT PHOTO ALBUMS FLEXIBLE COVERS 
i 


Use the Handsome 
TRUSSELL DISPLAY CABINETS 























THE Complete LINE IS THE 
| STRAIGHT LINE TO Profits 


Study This List—It Means More Business—Repeat Business—To You 
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INKED 


| 

1 

| 

| | 

| CARBON CARBON 

| CLEANGRIP PAPERS ROLLS RIBBONS 
| 

| 

. 

| 


Cc A kK 2 ©] ~ PA 2] & F Tailor’s Marking 
Cleangrip Photo Offset Stormtex Silk 


Its distinctive appearance catches the eye. Whitedge Billing Rolls for Elliott- | Stormtex Cotton 
Fisher Machines 


Its efficiency, cleanliness, long wear and RESISTANCE Ciean Pull Cameo 








TO CURL make it the carbon paper preferred by busy Billing Rolls for 

users, Cameo — Posting American 
Cleangrip combines all the desirable features of good rer on eciteter itis Reliance 

carbon papers plus the highly important special features Tally Roll Ribbons for Address- 

possessed by no others. Reliance itihiine Washentned ograph-Multigraph 
It is profitable to the dealer as it brings new business Carbons in all] Rolls ieee 
DEALERS: Don’t overlook this business getter. Write dies 


Special Rolls 











for samples and prices. 








i 
} 
and holds it against competition. weights and| Rolls for Ellictt- 
Addressing Machines | Dupligraph, etc., etc. 


H. M. STORMS COMPANY 


Makers of “The Complete Line” of Carbon Papers and Inked Ribbons 
561 GRAND AVE. BROOKLYN, N. Y. 
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Indiana Desks Fit Perfectly into any Business Picture! 











No. 2913%: 
66"x36”" 


Smart Design 

Quality Materials 

Painstaking Con- 
struction 


Write for catalog 
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INDIANA DESK 


JASPER INDIANA 


s ae i 
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FLUORESCENT 


The Most Complete Line of Fluorescent Equipment in America! 
s : = 












The ultimate in desk lamps. A 
splendid gift item. Plated statu- 
ary Bronze—solid walnut base 
solid bronze pen rest. Nationally 
advertised self-starting electric 
clock. Weight 9 lbs. 15 watt 
tube. 


Model No. 975 $2350 
For A.C. Current 


less tube 


VAN BYE INDUSTRIES 


Model 


An amazingly low-priced lam 
. .. Adjustable shade. ee No. 900 
Bronze Applique’ or Morocco 
finish. Solid Walnut base. 15 50 
watt tube. Weight 8 lbs. For 


A.C. Current. u 
LESS TUBE 








21st AND ROCKWELL STS. WRITE for CATALOG CHICAGO, ILLINOIS 
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Filling the Bill 
with LEATHER... 


Write for fully Ehrlich upholstery “fills the bill’ 
illustrated where conditions demand leather 
catalog pieces better than just “good 

enough”. . . . One outstanding 

reason .... Ehrlich upholstery has 
the sales factors "built-in'"—assur- 
ing you of dependable sales mak- 
ing merchandise . . . . always! 


EHRLICH Upholstery WORKS 


520 West 43rd St., New York, N. Y. 



















Can You Give Them? 


Conditions are changing daily in the Industry. Are YOU 
keeping pace with them? Timely information will help you 
plan sales, act decisively, push profitable items, keep your 
stock up to date. 

"The information your Service Bureau gave us was just 
what we needed and placed us in a position to secure addi- 
tional business that otherwise we could not have gotten." A. 
R. Taylor Co., Memphis, Tenn. 

OFFICE APPLIANCES brings you the latest styles, news and 
trade gossip every month. The Service Bureau helps you 
gain information, lists and data gratis, almost impossible to 
gain elsewhere at any price. 

Ask for your FREE copy of OFFICE APPLIANCES 


and subscription particulars. 


THE OFFICE APPLIANCE COMPANY 


20 North Wacker Drive Chicago, Illinois 
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MEILINK SPEEDS UP DELIVERIES 

The Meilink Steel Safe Company, Toledo, Ohio, has 
announced that, due to increased manufacturing facil- 
ities at its plant, back orders are rapidly being reduced, 
inventories enlarged, production stepped up and de- 
livery dates improved. The company declared in a 
message to its dealers that it is now in a position to 
guarantee prompt deliveries on all items. 
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Alva, Okla.—Sidman’s Varsity Shop was recently opened across the high- 
way from the state Teachers College, by Jack and Ruby Sidman. The 
Sidmans recently returned to Alva from Wichita, Kansas. Formerly known 
as Ark No. 2, the place previously operated as drug store and cafe and 
has been completely remodeled and redecorated. Books, stationery and 
school supplies are handled in addition to the restaurant and fountain 
business.—EVH 





Bristol, Va.—The Bristol Office Supply Company last month moved into 
its new home at 28 Moore street, a building which has been completely 
remodeled to suit the new tenant. The firm was formerly located at 
13-15 Moore street. 


Drumright, Okla.—A line of school supplies will be added at the Tower 
News Stand, in the Tower Theatre building, according to announcement 
by Mrs. Irene Johnston, new owner. Mrs, Johnston, formerly of Shattuck, 
Okla., recently purchased the Clayton News Stand from E. P. Clayton and 
changed the name of the business —EVH 


Edmond, Okla.—New manager of the College Shop is Jack Simmons, 
who recently returned after spending several years traveling in a number 
of southern states for the Houghton-Miffin Publishing Company. Mr. 
Simmons, who practically grew to manhood in the College Shop, knows 
the college book business from A to Z. The store carries school supplies, 
stationery gifts, in addition to a complete line of college, high school, 
and grade school books.—EVH 


Enid, Okla.._Eber Higgins became sole owner of the Enid News & 
Stationery shop, 213 North Independence avenue, when he recently pur- 
chased the half interest of his Tulsa, Okla., partner. Mr. Higgins, who 
has been active manager of the store for many years, will continue to 
operate the store under the same name.—EVH 


Oklahoma City, Okla.—Miss Thelma Harris is a new city sales woman 
for the Manly Office Supply Company, 117 Northwest First street.—EVH 


Oklahoma City, Okla.—Charles Yazel, formerly city salesman for the 
House of Wren, First and Broadway, is now with the naval recruiting 
station here.—EVH 


Oklahoma City, Okla.—Al Cook, vice-president of Branham’s Inc., 401 
North Broadway, long identified with Junior Chamber of Commerce activ- 
ities, recently was unanimously elected state president of the Junior 
Chamber forces in Oklahoma, at a recent meeting in Muskogee.—EVH 


Oklahoma City, Okla.—David Reed, formerly of Fort Worth, Tex., is 
new city salesman at H. Dorsey Douglas, Inc., 123 West First street. He 
is a brother of F. Albert Reed, who is on the order desk and in charge 
of stock in the furniture department.—EVH 


Oklahoma City, Okla.—James Fowler is the new floor man in the stationery 
department at the House of Wren, First street and Broadway. Mr. Fowler 
has been connected with the office supply business about four years. 
Charles Johnson, who has done outside selling for Wren’s for two summers 
has returned to University of Oklahoma medical school to continue his 
medical training. —EVH 


Oklahoma City, Okla.—Ed Bartlett, manager of the stationery depart- 
ment of H. Dorsey Douglas, Inc., 123 West First street, left August 22 to 
report at Induction center, Fort Sill, Okla., in compliance with orders from 
the War Department. A first lieutenant, Mr. Bartlett received a year’s 
training as a Federal Reserve Officer at Fort Sam Houston, Texas, in 
1936-37, following graduation from University of Oklahoma. He was 
scheduled for assignment to the Air Corps Technical school in Wichita 
Falls, Texas. Mr. Bartlett has been with Dorsey Douglas, Inc., for the 
past five years, on the floor and, since March 1940, manager of the station- 
ery department.—EVH 


St. John, N. B., Canada.—I. C. Rockwell, president of the J. & A. 
McMillan Company, office equipment and supply concern, recently was 
on a committee in charge of a radio auction for the benefit of children 
sufferers in air raids upon the British Isles. Mr. Rockwell did a first- 
class job in directing the display of contributed goods in advance of 
the auction, a part of which was held on behalf of underprivileged 
children of this city —-WJM 








MATH INES 





Canton, Ohio.—Burglars who broke into the office of the Seiple Litho- 
graph Company on October 5 stole a typewriter, adding machine and 
$300 in payroll checks, but were unable to open a safe which they 
apparently spent several hours battering with makeshift tools.—AK 


Dallas, Tex.._The S. L. Ewing Company, distributors and retailers of 
typewriters, adding machines and supplies, has recently moved to larger 
quarters at 1919 Main street where better facilities for its display and 
service department are available. The company was formerly located at 
1616 Commerce street.—JDM 


Elk City, Okla.—George Sutherlin, typewriter salesman and repairman 
operating in Elk City through the Shopper-Journal office, recently an- 
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No. 1718—60” Genuine Walnut 


k Company has play 
mmercial furniture indus sales producing 


he 
ears. We're 


f dealers who have built ever 
g sales volume ar ound the well de- 


re 

signed. a rdily built 

: co 
asper Desk Co. 


The Office Furniture Warehouse Co. 


La. 573 Broadway, New York, 


3 T jealers who are unacquainted with the 
jualities of Jasper desks, we 
justly proud of th extend a cordial invitation to investigate our 
ne of office desks, typewriter desks, 
es and school furniture. 

ine made by the 

Write for Catalog. 


Wm. H. Brown 
am 6708 Glenwood Ave., Chicago, Ill. / 


) Thee Jasper Desk lLampany 
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BURNS COPYHOLDERS Have All Seven 


Important Features -— Sell 


NON-SLIP HOLDER 
ADJUSTABLE 
GUIDE BAR 





For Only *16°° 


Count them—the seven important features 
that make the Burns Copyholder unsur- 
passed in quality and performance. Only 





< 






STURDY STEEL 
CONSTRUCTION 
BLACK SATIN 





in price does the Burns Copyholder differ 


materially from expensive copyholders. 











FINISH 
ae It’s easy to see why these copyholders are 
SINGLE, DOUBLE, making cash register music for dealers 
OR TRIPLE SPACING throughout the land. Top quality and 
FINGERTIP moderate prices are an unbeatable combi- 
LINE-GUIDE nation. 
FIRM, NON-SKID CONTROL 


BASE 





< 








OFF 





Other Burns models sell for as little as 


$3.30. Order from your wholesaler. 


ICE SPECIALTIES 


American Automatic Electric Sales Company 


1033 W. Van Buren St., Chicago, Ill. 


TELEPHONE BRACKETS * COPYHOLDERS * GOOSENECK LAMPS ¢* CHAIR & DESK PADS 
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c *y C K? S STAINLESS 
STEEL 
WILL NOT RUST OR TARNISH — 12 PERMANENT NON-CHIP ENAMEL COLORS 


EASY TO ATTACH SHIFT OR REMOVE YET THEY STAY FIRMLY IN PLACE 
MANY PATENTED FEATURES— TYPES FOR EVERY MODERN FILING SYSTEM 


Card of Actual Samples Free—THE H. C. COOK CO., 14 BEAVER ST., ANSONIA, CONN. 


100% DEALER PROTECTION 


hilAdaa 





20 


FILE SIGNALS 








AID TO BRITAIN 


BUY BRITISH GOODS 


© 
THE BRITISH STATIONERY EXPORTER 


published quarterly by the proprietors of the BRITISH 
STATIONER, contains a comprehensive display of the 
most attractive and saleable British Made lines of station- 
ers merchandise. We shall be pleased to mail you a copy 


post free each quarter if you will complete the form below. 





BRITAIN DELIVERS THE GOODS 








SEND US THIS COUPON 


To F. W. BRIDGES LTD., Proprietors THE BRITISH STATIONERY 
EXPORTER 
34, Bridge Street. HEREFORD, ENGLAND (Late of Grand Build- 


ing. Trafalgar) 





Please send to the address below Free copy each quarter of 
the BRITISH STATIONERY EXPORTER. 


Name ; sa 5a ah = 
(Please attach your business card or letter-head) 


Address 


Date 








20 North Wacker Drive 





For MORE 
and BETTER Business 


Readers of Office Appliances 
have a constant source of 
useful ideas. 


The journal contains thoughts 
that many identified with office 
equipment can use to advan- 
tage. It is a common meeting | 
place for the exchange of 
worth-while information. 


If you want more and better 
business, you can profit by a 
subscription to Office Appli- 
ances. Domestic rates are $2.00 
a year, two years for $3.00; 
Canada, $2.50 and $4.00; For- 
eign, $3.00 and $5.00. 


THE OFFICE APPLIANCE CO. 
Chicago, U.S.A. 








-FREE!- 


CLIPBOARD DISPLAY FIXTURE 


A practical way to display all five sizes. Ideal 
for counter or window. This is a solid wood dis- 
play. A permanent fixture for your store. 


With Service Clipboard Deal No. 10 


Service 


6 No. 200 Clipboards eh xi” $5.75 dz. $ 2.88 
6 No. 203 "x9” 5.75 2.88 
24 No. 204 ed ; "xi2'/,” 6.35 12.70 
12 No. 205 > 9 my i5i/,” 7.20 7.20 
& No. 206 > 9 “xI7” 7.80 3.90 
54 Total $29.56 


Less usual liberal discount. 


1 DISPLAY FIXTURE FREE 
Ideal for counter or window. Solid wood 
—permanent fixture. 


SEND IN YOUR ORDER TODAY 


SERVICE INDUSTRIES, INC. 
2025 S. Calumet Ave., Chicago 
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DAYTON STENCIL 
WORKS CO. "exis" 
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nounced the purchase of new equipment for cleaning all makes of type- 
writers with compressed air and chemicals. With installation of his 
new plant, Mr. Sutherlin becomes the only repair man in this section 
prepared to clean typewriters by this new method.—EVH 


Fort Wayne, Ind.—Six new typewriters were among the loot obtained 
by burglars who entered the New Haven (Ind.) high school last month. 
The machines, which were used for teaching touch system typing, were 
all equipped with blank keyboards.—AK 


Oklahoma City, Okla.—Miss Dorothy Graves, formerly with the Address- 
ograph agency here, is new clerk in the Underwood Elliott Fisher Com- 
pany office, 220 Northwest First street —EVH 


Oklahoma City, Okla.—Thad Barhydt is new outside salesman with the 
Capitol Typewriter Company, 208 Northwest First street. He formerly 
represented the Royal Typewriter Company, in Enid, Okla.—EVH 


Oklahoma City, Okla.—Mrs. M. E. Reynolds, widow of the late M. E. 
Reynolds, is continuing to operate the American Typewriters Company, 
corner of Second street and Broadway, in the Wright building. Mrs. 
Reynolds has been actively managing the business since January this year, 
when serious illness forced Mr. Reynolds’ retirement. Oren N. Turner, 
with fifteen years’ experience in the typewriter business behind him, is in 
charge of the service department. Mr. Turner, who started with the Wood- 
stock Typewriter Company, district distributors in Corpus Christie, Tex., 
has been employed with various typewriter companies in Oklahoma City 
and in Dallas and Fort Worth, Tex. He has been connected with the 
American Typewriters Company for the past nine months.—EVH 


Pensacola, Fla.—Frank Sanchez, owner of the Sanchez Typewriter 
Agency, last month sold his interest in the firm to L Herbert who will 
operate the business under the same trade name. Mr. Sanchez, who takes 
a post office job here, has been active in the typewriter industry for the 
past twenty-five years. 


Springfield, Mo.—Earl Viets is new office man at The National Cash 
Register Company, 303 East Walnut street. C. C. Smith, branch manager, 
reports an installation of a large machine at O'Reilly hospital, new army 
institution recently completed here.—EVH 


Springfield, Mo.—Robert Viets, in the service department of Remington 
Rand Inc., 412 South Jefferson avenue, since first of the year, has been 
transferred to the Shaver division of the Kansas City office. Mr. Viets 
made the change October 1. William ‘‘Gus’’ Weedon is new man taking 
over Mr. Viets’ duties —EVH 


Toledo, Ohio.—Miss Stella Willins, New York, who is with the educa- 
tional division of the Royal Typewriter Company, Inc., recently spent 
two weeks here, demonstrating the speed and skill which have won her 
a number of championship awards. Miss Willins lectured and dem- 
onstrated in high schools, business schools and the University of Toledo. 
Her schedule here was arranged by W. C. Ordgers of the Royal Type- 
writer Company.—AK 


STATEMENT OF THE OWNERSHIP, MANAGEMENT, CIRCU- 
LATION, ETC., REQUIRED BY THE ACTS OF CONGRESS OF 
GUST 24, 1912 AND MARCH 38, 1933 

of Office er ances, published monthly at Chicago, Illinois, for 
October 1, 194 
STATE OF IL L INOIS, County of Cook—ss 

Before me, a Notary Public in and for the State and County afore 
said, personally appeared John A. Gilbert, who, having been duly 
sworn according to law, deposes and says that he is the business 
manager of Office Appliances and that the following is, to the best of 
his knowledge and belief, a true statement of the ownership, man- 
agement (and if a daily paper, the circuilation), etc., of the aforesaid 
publication for the — shown in the above caption, required by 
the Act of August 24, 1912, as amended by the Act of March 3, 1933, 
embodied in section 537, Postal Laws and Regulations, printed on 
the reverse of this form, to wit 

1, That the names and addresses of the 
ng editor, and business managers are: Publisher—The Office Ap- 

ance Company, 20 North Wacker Drive, Chicago, Ill Editor— 
Ww alter S. Lennartson, 3832 North Monticello avenue, Chicago, III. 
Managing Editor—Walter S. Lennartson, 3832 North Monticello ave- 
nue, Chicago, Ill Business Manager, John A. Gilbert, 310 Forest 
avenue, Glen Ellyn, Ill 

2. That the owner is 
address must be stated and also 


publisher, editor, manag- 


] 


(If owned by a corporation, its name and 
T lately thereunder the names 






















and addresses of stockholders ir or holding one per cent or 
more of total amount of stock If not owned by a corporation, the 
names and addresses of the individual owners must be given. If 
ov ad by a firn ompany, or other incorporated concern, its 
na! and address, as well as those of each individual member, must 


be given.) The Office Appliance Company, 20 North Wacker Drive, 
Chicago, Ill.; John A. Gilbert, 310 Forest avenue, Glen Ellyn, IIL; 
Charles H. Everly, 6230 Kenmore avenue, Chicago, Ill.; C. F. Mala- 
testa, 7205 Yates avenue, Chicago, IIL; We er S. Lennartson, 3832 
North Monticello avenue, Chicago, Ill.; Gee C. Wheeler, 34 Lyons 
Road, Scarsdale, N. Y¥ Benjamin C. Wa iIster n, 4641 North Keating 

avenue, Chicago, Ill.; Herbert 22 
ago, Ill Nevin I. Gage, 532 Oak street, Glen Ellyn, Ill.; Lawrence 
, aie 


Eisele 32 North Loomis, Naperville Ill Harry E. Meason, 2723 











5221 Kenwood avenue, Chi- 


L. Sime 


iholders, mortgagees, and other security 
1 per cent or more of total amount of 
e: (If there are none, so 
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urity holders, if any, contain not only 
d secu y holde “y appear upon 
jut also, in cases where ‘the stockholder 

1 : t company as 
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ing affiant’s 
conditions 
not appear 
and securi- 
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date shown 
daily publica- 
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tACH, Notary Publi 
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DISTINGUISHED! 


* * * 





ENGLISH MODERN 
CLUB CHAIR—NO. 210 






Custom built leather chairs and davenports for 
executive office-club-lounge. Centrally located 


factory and salesroom in the heart of Chicago. * 
Niemann quality is unsurpassed. Let us show 
you why. Write for brochure. 


I 


io iemann 


Ce) 2 a J) a ee | | 
Fectot+ wasetd Awaled <a vee 
330 EAST OMEO ST..CHMECAGO . ILE 
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Headquarters 


for 


TYPEWRITERS 


(all makes) 


Rough—Rental—Re-conditioned—Rebuilt 


OFFICE MACHINES 


(Rough and Rebuilt) 
“SUPERFINE” Platens and Feedrolls 


ENAMELING 
NICKEL PLATING 
TOOLS 
SUPPLIES 
PARTS 


100% Service 
SHIPMAN-WARD MF6. CO. 


“The Dealers’ Quality Supply House” 
325 North Wells Street Chicago, Illinois 
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DAISY WIRE LETTER TRAYS 


THE KIND THAT REALLY SELLS 





Made of No. 16 wire. were! ue ‘ 
i ‘a ozen or more 
Top rim of No. 12 wire. iepine eaten. 


Finished in green lacquer. Shipping wgt. per gross 100 
Size 10 x 14 x 3 inches. pounds. 
Manufactured by 


The Massillon Wire Basket Co. 


MASSILLON, OHIO 











SALESMEN 


are the shock troops in the army of 
business. Their equipment must be 
the best. Sell them 


BEACH’S 
“Common Sense”’ 
Expense Books and Sheets 


Order your stock from the 


Beach Publishing Co. 
7338 Woodward Ave. Detroit, Mich. 














POSTAL SCALE gem 


®Speed up the 4:00 o'clock rush 
in the mailing department with a 
Hanson quick action postal scale. 
Instant reading on the self com- 
puting dial with Hairline Accuracy. 
No beams or weights to adjust. 
Savings on correct postage will 
pay for this scale in a short time. 
More Sales with Hanson Scales. 


Ask your jobber for Bulletin No. 5 


HANSON SCALE CO. *‘riccse. 


A | 
AICO 


PRODUCTS 














Tabbing 
Desk Pads 


Indexes and 


Specialties 


are manufactured and guaranteed by 


G. J. AIGNER CO. 


CHICAGO, ILLINOIS 















CRAMER 


The Complete Line of 
P. odsture seating. 


A Price for Every Purse in Our 3 Price Ranges 


CRAMER POSTURE CHAIR CO. 
1210-18 Campbell St. Kansas City, Mo. 
























CUSTOMER APPEAL! 


Pe ists imeaeia | 
e LIGHT, DURABLE, AND EASY 


LIST PRICE 


MANUFACTURING 
COMPANY 
WRITE FOR FULL DETAILS 


531 NORTH ELMWOOD AVE 
OAK PARK, ILLINOIS 


Neénest/ 





RIGHT NOW—Look over your 
LEATHER GOODS Stock and— 


See if you have enough of 
every number because prices, 
deliveries and so forth are 
questionable and you ‘don't 
want to get stuck" without 
your "V" stock this fall. 

Send your order in today 
while you can still get most 
of the numbers you want : 
in this complete line. 


Murray VARAT Co. 


114-24 S. Clinton St. 
hicago 















San Francisco Office, 833 S. 
Market St. 











E—=———E——— 


MOISTENS ENVELOPES 


STAMPS . . . LABELS 


Scientifically brush -moist- 
ens gummed surfaces for 
tight, solid adhesion. No 
pressure needed. Simply 
slide stamp, flap or label 
under guide. Faster, clean- 
er, more sanitary. 





SUPER-O Model has 1)-inch brush width, takes all size envelopes, 
and all smaller labels. Nickel-plated, enameled. Order NOW before 
present low price is forced up through increased raw material costs. 
Dealers write for generous discounts. 


A product of Better Packages, Inc. Shelton, Conn. 
Sole Distributor A. W. KELLOGG SALES CO. Waltham, Mass. 
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Specify — 


WoORLD’S QUALITY STANDARD 


They Correct Mistakes in Any Language 


— lasting satisfaction for your Customers 


44 = okey Mam Sel - 1 a-ha mae 20) - 0-0 2 - a Oto e . «© NEwarRK, NEw JERSEY, 
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oe et tees, || JOHNSON CHAIR C0. 


Typewriter Tables . . . Map Cases... 
Storage Cabinets . . . Wardrobe Cabinets 
and allied steel products. 


YOUR INQUIRIES ARE INVITED CHICAGO ++ ILLINOIS 


ON SPECIAL STEEL ITEMS. 
ANDERSON-HICKEY COMPANY, INC. 


GENEVA, ILLINOIS Ropncpacesceseenes Ssestease be tietie tie tir tees 
PT sh wees eds wrens ew PRED DDS seSHeSeESE 








ROLLING STORE LADDERS 


For use on Filing Cab- 
inets and Shelving, in 
Offices, Vaults and Stere- 
rooms. 


LIBRARY 
LADDERS 


Equipped with rubber 
tired wheels and Auteo- 
matic Safety Brakes. Made 
in a variety of heights 
and forms. 
DEALERS—Don't overlook 
sales opportunities in Roll- 
ing and Library Ladders. 
Write for literature and 
prices. 

Manufactured by 


1. D. COTTERMAN 


155 N. Union Ave., Chicago 





300 NEW ITEMS 


IN A SINGLE YEAR 



















| In a single year Office Appliances announced some 300 


items in the section devoted to new machines and devices. 





Usually this information is given before the items appear 


on the market and always in advance of most sources of 








such news. It is not uncommon for a dealer to tell us that 
| some of his best selling lines have been secured from 
seeing the things in Office Appliances. Many readers 
| say this section in itself is worth the subscription cost, not 





| to mention all the other features. 


THE NAME IMPLIES! 


| INKED RIBBONS 


|| If you want to keep in touch with the activities of the 
office equipment industry, there is no better way to do it 
than by entering a subscription to Office Appliances. 
The rates are $2.00 a year, $3.00 for two years; Canada 
$2.50 and $4.00; Foreign $3.00 and $5.00. 


CARBON PAPERS 


TRIED, TESTED AND APPROVED 
Write For Samples and Prices 


The Office Appliance Company 


20 North Wacker Drive Chicago, U.S. A. 


INTER-STATE 


RIBBON & CARBON CORP 


Manufacturers 


2202-2210 SUPERIOR AVENUE, CLEVELAND, OHIO 
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High Grade, Sturdily Built | a 


INDUSTRIAL STOOLS 


Good quality stools with : 
Efficient and economical. heavy metal legs and hard- 
Will keep correspondence wood seats, walnut or nat- 
and papers always on hand ural finish. 

and properly arranged. The Seven sizes, from 18 to 30 
most efficient desk file on inches high. 

the market. Made in four Big demand among defense 


sizes. A very profitable program manufacturers. 
item for stationers. Order a dozen for a starter. 


METALSTAND C0. 


1615-1625 Melon St. 
PHILADELPHIA, PENNA. tz J ' 
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Stanley R.Bristow 
24 Central Ave.West Orange,N ak 



























SELL MEILICKE CALCULATORS | [apg SEE BESgagesl 


The Modern Method of Figuring ee oe 
PAYROLL, INTEREST, DISCOUNT, LUMBER, COAL, FREIGHT 4 VE ul ICE ao PAPERCEMENT 


AND MANY OTHER CALCULATIONS Zi 















No levers to pull. No | > oe ik’ 
keys to punch. No tedi- 5 
ous figuring. No errors. 
Just copy the answers 
tabulated in convenient 
form. Sold on 10 day 
free trial basis. Nation- 








A profitable and na- 
tionally advertised 
line. Clean and 
speedy. Stocked by 
leading distributors 
everywhere. 

DEALERS! Write for 
















i ally advertised! Write Simply tip aoe and Distributors’ 
for details nowl me car -. 
and copy “SELL THE BEST!“ 


3468 N. Clark St. 


Meilicke. Systems, Inc. chicsse, iil. 


UNION RUBBER & ASBESTOS CO 
A SIZE FOR EVERY PURPOSE TRENTON, N. J 

















PERFECTION GUARANTEED! 
on all 
MASCO MADE SCALES 


The MASCO CORPORATION 
has become a well known and 
highly regarded Milwaukee 
Industry with a history of 
seven years of fair dealing 
with its suppliers, employees 
and customers. 

Every scale bearing its name 


TTT TTT S{NONYDS 


That guarantee you and 
your customers satisfac- 
tion from thinner leads 





Master Models 





ft 7] yu ics. 

iy ioe SMOOTHNESS Only the genuine or that of its pre-cooperate 

; Threadline excels in name, Marvel Scale Co., is 3 Ib. Postal 
quality. fully guaranteed to give de- /!0 Ib. Parcel Post 
sired satisfaction. Jobbers $3.50 Retail 


and Retailers, from Coast to Coast, will verify our 
desire to cooperate with them at ali times. 





Order from thei Ji(giila anal (foaled aeak Gekee leet te anaes don bon a 
$1.95 Retail fice needs a postal scale. Sell your share. 





Originators CHICAGO, ILLINOIS 


SUBSIDIARY OF THE JOSEPH DIXON CRUCIBLE CO. 
' 

All Leading Stati Depart 
W The MODERN Hectograph! wer g og Aaa 


INKOGRAPH 


The Only Successful Stylo 


Dealers all over the country are enjoying greatly 
increased sales due to the demand created by our 
National Advertising Campaign now appearing 
in 


MASCO CORPORATION ir ccce’* wis: 














it R Consider the advantages of WRITO! 


Better Results—more and better copies with immediate 
reuse! Has Longer Shelf Life—guaranteed indefinite] 

H against deterioration. Will not crack, or ! 
Odorless and non-sticky. Duplicates on any kind of paper 
without tearing. Saves you money— O weighs less, 

T so you get more per d. 
PURE—can be melt and 
reused. 


Complete line in all popular 
sizes in both pans and refills 
Complete line of 
Hectograph Supplies 
{3 Dealers: Write for complete price 
pi schedule, discounts and sales helps. 
k We offer you a real proposition. 
ROSS LABORATORIES, Inc. 
4021 N. Hermitage Ave., Chicago, Iil. 


Life — Saturday Evening Post — Colliers 
Liberty and Look 
If you are not handling Inkographs, why not 
send for catalog and discounts. 


INKOGRAPH CO., INC. 
World’s Largest Manufacturers of 
Pencil Pointed Pens 
204 Hudson Street New York, N. Y. 
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MOORE METLHED MAPTACKS, the jae 
] most complete line available, and precision. [7 
i made throughout. Your jobber can supply you. {f 

¥ The new Moore Maptack Display Cabinet is Free with 
order for 5000 assorted maptacks. Specify Cabinet # 5000 


au eR, 
Ve ce a4 


MOORE PUSH-PIN COMPANY e 113-25 BERKLEY ST. © PHILA. 















MAKERS OF FAMOUS MOORE PUSH-PINS—PUSH-LESS HANGERS 





Attractive 
TYPEWRITER RIBBON 
counter display FREE 

with one gross order of 
assorted ribbons. Each rib- 
bon removed is gravity re- 
placed. 


54 
i different ribbons always in 
full view. “In full view" 


power of suggestion pro- 
motes counter sales. 


ALLIEN 


| CARBON & RIBBON MFG CORR 


POORER AAU ep 











FREE! WRITE TODAY! 165 DUANE ST. 


NEW YORK, N. Y. 








Put A SENTRY 
SAFE ou Duly 


and you'll be providing dependable, 
new-safe protection at a used safe price 


INSIDE DIMENSIONS: 15” x 12” x 122" 
WEIGHT: 245 Lbs. 1-Hour Protection 
e 


e DEALERS: You can make quick profits on this lower 
L/ST priced safe. Many exclusive territories open. Write 


VU MAA 


545 WEST AVE. > ROCHESTER, N. Y. 


ALLEN @ WALES 


ADDING MACHINE 
CORPORATION 


444 Madison Avenue NEW YORK CITY 



















THE HOME OF 
THE FAMOUS 
YELLOW BOX LINE 


2° 





COMPANY 


Division of Scovill Manufacturing Company 
WATERBURY, CONNECTICUT 


NEW YORK CHICAGO SA A sco 
In Canada; BROWN BROB., LTD., ONTO 2 














BUILD good-will and insure repeat orders with the preferred 

Daco line. Write today for catalog A, available to all deal- 

ers, with complete price list. 

@ Filing Systems @ Filing Folders 

@ Printed and Ruled Stock Forms @ Guides and Indexes 

@ Special and N.C.R. Forms @ Bank and Insurance Forms 
. Manufacturing Specialists for a 

tas Quarter of a Century 


THE DACO CARD « INDEX CO. 


9 FEDERAL COURT BOSTON,MASS 


& 









» 
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The Complete Line of Office Equipment in Steel. 


ART STEEL CO., INC. 


NEW YORK, U. S. A. 





—— 
L 
ec 





for CONSTANT REPEAT PROFITS! 
aaah aly =) 











VEIT MANUFACTURING CO. 1945 E.Kirby DETROIT, MICH. 


FOLDERS GUIDES FILE POCKETS SYSTEMS INDEXES 
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The Better Way to Better Stamping 
SPEED-MO STAMP PADS 


These unique sponge rubber pads 


give the world’s finest inking surface. 


paste is handiest 


Clean, resilient, unbelievably dur- 
able. Huge ink capacity. Many mod- 


els, in sizes up to 20 x 20. Write us 


in Grippit TuBEs 


Grippit's package fits the hand, is easy to see on a cluttered 
desk . . . Grippit rubs off work and fingers and leaves them 
clean . . . Grippit never wrinkles paper . . . It is Peelable, 
Waterproof, Transparent, Stainless, Non-inflammable . . . Write 
for Free Tube and Profit Story to Harriman-Welts Products Co., 
200 Summer Street, Boston, Massachusetts 


for details. 


RIVET-O 
MFG. CO. 


98 Jason St. 
ORANGE, MASS. 
or Louis Melind Co., Western Rep., 
362 W. Chicago Ave., Chicago, Ill. 


“LEB. 


Trade Mark 


No. 2, No. 5, _ 6 and 
No. 


THE CLIP WITH A VISE-LIKE GRIP 


FOLDING AND REMOVABLE HANDLES 
WITH HANDLES REMOVED A PERMANENT BINDER 


CUSHMAN AND DENISON MFG. CO., 133-137 W. 23rd St. 














Acme No. 1 Saddleback 
| STAPLES FLAT $45 00 





OR SADDLE WORK 


BR 


Adjusted Instantly 


= E Handy for offices or small binderies—uses 





S TA p L ‘a Yq, 5/16, % and '/” leg length staples 
without mechanical change and has 1|2” New York 
reach. Saddle back and flat interchange- Cado Fountnbrush Niagara Paper Clips 
COM PANY able tables are standard equipment. Com- Cado Quick Drying Ink Cado Punchless Binders 
pare the Acme Silverstreak Line of standard . 
1648 Haddon Ave. and special capacity staplers, as shown DeLuxe Thumb Tacks Klutch Clip Binders 
CAMDEN, N. J. in the Silverstreak Folder. Cado KeRak and KeTags Klutch Clip Boards 





Also Mfr. ACME No. 1—No. 2—SURESHOT—MIDGET—SIMPLEX Kontrol Clip Boards 




















The ‘‘Modern 
American” Y\ AFA 
Steel File — Ri 

MARK/LO 

CELLULOID PRODUCTS 


Loose-leaf envelopes, punched; card-cases, any 
size; menu covers; factory record protectors; tag 
holders; bill-fold envelopes; stamp containers, etc. 
»\| Made of acetate (flame resistant) transparent cel- 
p's _—_=——_ lulose. We build to fit your particular need. Write 
, us for details. 

Markile Company, Mfrs. 


3633 S. Racine Ave. Chicago. U.S. A. 


ae eee SSSSSHSSSSSSSRESESESESSSSESSRES SSS eeeeeeeeeee . 
\ DEALERS WANTED 
Have You 


You want a type cleaner that re- 


For the Executive Office 


Made in 2, 3 and 4 
drawer heights in 
Letter and Cap Sizes 














Browne-Morse Co. 
Muskegon, Michigan 











































peats ... that makes two profits 
instead of one. More than 4500 
dealers will tell you that Clarotype 
is the one type cleaner’ which 


repeats consistently. Make more é : 
a ance who might like to keep in touch 
free advertising aids designed to with office equipment by reading 


double your type cleaner business. 





Office Appliances? If so, send us 

the name, address and business and 

we will send a sample copy with our 
compliments. 


THE OFFICE APPLIANCE COMPANY 
20 NORTH WACKER DRIVE, CHICAGO, U.S.A. 


The Clarotype Company, Inc. 
16-M Hudson Street, New York, N. Y. 


CLAR-O-TYPE 


THE BEST KNOWN TYPE CLEANER 
KNOWN AS THE BEST 
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AID TO 
BRITAIN 


BUY 
BRITISH 
GOODS 


THE 
BRITISH STATIONERY 


EXPORTER 


published quarterly by 
the proprietors of the 
BRITISH STATIONER 


contains a comprehensive display of 
the most attractive and saleable British 
Made lines of stationers merchandise. 
We shall be pleased to mail you a copy 
post free each quarter if you will com- 
plete the form below. 





BRITAIN DELIVERS THE GOODS 








SEND US THIS COUPON *°*=*==-== 


To F. W. BRIDGES LTD.., 

Proprietors THE BRITISH STATIONERY EXPORTER, 

34, Bridge Street, 

HEREFORD, ENGLAND (Late of Grand Building. Trafalgar) 


Please send to the address below Free copy each quarter of 
the BRITISH STATIONERY EXPORTER. 


Name 
(Please attach your business card or letter-head) 


Address 


Date 








BEAUTIFUL AND USEFUL 
GIFT ITEM in Plastic 


The ''Princess'’ Postal Scale is made in four 
attractive finishes—Variegated Marble—Mother 
of Pearl—Circassian Walnut and Ebony Onyx. 
The dial is etched on frosted brass. It in- 
dicates the cost of postage in cents on all 
classes of mail matter. Simply place the letter 
on the platform, read the dial and affix the 
postage. This beautiful scale will prove an 
attractive gift item for all occasions. 













For sale by leadi stati 
Send for postal catalog. 





Pelouze Manufacturing Co. 
232-42 E. Ohie Street 


“Tin Postal Seate 
Chicago, iiinois Onlnssiee Walnut 








ALL NEW RAND McNALLY ATLASES 
CONTAIN LATEST MAPS 


AND NEW CENSUS FIGURES 


. 
* 


5 completely revised editions 


Premier Edition $4.50 
Standard Edition $3.00 
Readers’ Edition $2.00 
Ready Reference Edition $1.00 
International Edition 
In Cloth $7.50 
In Fabrikoid $8.50 





Order Today for Holiday Selling 


RAND McNALLY & COMPANY 
536 South Clark Street, Chicago 


New York—Los Angeles—San Francisco 








SIMPLIFIED Simple 
PAY-ROLL AND INCOME TAX Compact 
RECORDS Complete 


EZYKEPT 


Pay-Roll and Income Tax 
Books for Small Business 


New tax laws require every business to keep a complete set 
of records. EZYKEPT books provide for all essential information 
in compact form and are reasonably priced. Sold by hundreds 
of stationers. Investigate unusual profit possibilities. 


THE EZYKEPT COMPANY 


Box 475 Champaign, IIlinois 








PATENTED Sales Features Never 
Before Offered at any Price! 


@ Can't spill, even if turmed upside down .. . and other 


advantages. 


Complete SET RETAILS FOR 75c. 
Write for complete information. 


PREFERRED PRODUCTS 











%S 1723 N. 12th Street, Toledo, Ohio 
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OFFICE APPLIANCES 





Sales Are Easier with STEELCASE 


The Easyrest Chair line makes it possible for dealers to 
more advantageously plan and sell complete outfitting 
programs. 


In instance after instance, large contracts for desks and 
chairs have been secured when orders for either would 
have been impossible alone. 


Easyrest Chairs coupled with the abundance of other 
sales compelling features of the complete Steelcase line 
of desks, files, cabinets, counters, etc., provide an un- 
beatable sales and profit opportunity. If it’s sales you 
are after — Easyrest Lifelong Steel Chairs will point the 
way for you. 


Send for the Profit Facts Today! 


Better offices the Steelcase way mean more profitable sales 
for you. Let us provide you with complete information. 


STEELCASE} J 
||, Susiness Equipment, business succeeds 


=) 





METAL OFFICE FURNITURE CO., GRAND RAPIDS, MICH. 











SIMPLIFIED 
MODERN 


EASY TO | 
OPERATE — 


SINCE 1903 











pROFIIS L) irs POLITE To POUT To PROFITS 


PF ' Pardon us for pointing. But...now is the time to think 
— Sa LB te , 

OY? Zi - of Christmas profits. Underwood Portables assure alert 
ag Sell ; oe .. Dealers of ample profits at Christmas — as well as all 

\») pan esig ’ 
ey, ery ‘pis year round. 
> HY a " 
Ae ie Underwood Personal Typewriters are backed by 


national advertising, reliable service, smart promotion 
and these factors all add up to one important word for 
you, Mr. Dealer... PROFIT! 


Underwood Portable Typewriters We repeat, now is the time for 
are built by the master craftsmen all good Dealers to get ready for 
who have given the business world Christmas profits. For details of 
more than 5,000,000 office size Underwood Portable Dealership 
Underwood Typewriters. plan, write... NOW. 


UNDERWOOD PORTABLE TYPEWRITERS | 


moe 6 6ULYCUCU CE TTVPEWRITER LEADER OF THE WORLD | 


A MODEL FOR Portable Typewriter Division 

ovens Neeo UNDERWOOD ELLIOTT FISHER COMPANY 
A PRICE FOR ONE PARK AVENUE, NEW YORK, N.Y. 
EVERY PURSE Sales and Service Everywhere 
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